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ANOTHER WEBSTER FIRST! 





The world’s 
most modern 
carbon paper 


Wy All the features of Micrometric 


plus Shurflat coating. 






A BETTER PRODUCT...FOR BETTER SALES! 


Better because: 






> It stays flat Webster's special Shurflat treatment prevents curling. 






LP It stays crisp Process means longer life and durability are built right into each sheet. 





> It’s balanced Each sheet is scientifically constructed to a balanced formula for 


maximum wear and permanent flatness. 













10 - is made in top quality MultikKopy 
“stot only, in 4 lb., 5 lb. and 8 lb. weights, and 


in Hard, Medium and intense writing finishes in 






Stock and Show 
NEW Durand ME NOW 


FOR SALES TODAY | 
AND RE-ORDERS TOMORROW: 





these weights. In ordering, specify weight and 





finish desired. 


F. S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 



















Webster's warehouses in: New York. Philadelphia, Pittsburgh, Chicago, San Francisco, Cambridge. 
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OFFICE APPLIANCES 


(TO THE WORLD'S PRINCIPAL MARKET PLACES) 








Office Appliances is a news and technical trade 
journal, serving the entire industry of office 
equipment. It covers the manufacture and dis- 
tribution of office machinery, office devices, office 
furniture, office supplies and the complete range 
of commercial stationery. Its comprehensive news 
reports of the industry and its valuable special 
articles upon subjects germane to its field have 
given it unusual prestige. It serves a clientele 
composed of managers and agents for the vari- 
ous office machines, devices and supplies, com- 
mercial stationery dealers and many of the 
largest corporations in the United States. It also 
reaches some dealers in forty-eight other coun- 
tries who deal in American office equipment. 


No person, firm or corporation either directly or 
indirectly connected with the industry the journal 
represents has any share in its ownership or 
voice in shaping its policy, which has in view at 
all times the best interests of the field it serves. 
it will answer any questions germane to its field 
to the best of its ability. 


Copyright. Contents covered by copyright, 1953. 
by the Office Appliance Company. 


Subscription Rates in the United States and its 
possessions—one year, $3.00; two years, $5.00; 
three years, $7.00. Canada and Pan American 
countries—one year, $3.50; two years, $6.00; 
three years, $8.50. Other countries—one year, 
$4.00; two years, $7.00; three years, $10.00. 
Single copies, 35c in the U. S. and its terri- 
tories; 50c in all other countries. 


Change of Address. Subscribers may have their 
mailing address changed as often as desired. 
Both old and new addresses must be given. 


Advertising Rates upon application. 


Entered as second-class matter, July 8, 1905, at 
the post office at Chicago, Ill., under Act of 
March 3, 1879. 


“Office Appliances” is registered in the United 
States Patent Office, Washington, D. C. 





John A. Gilbert, President and Treasurer; George C. 
Wheeler, Vice-President; Herbert L. Sime, Vice-President; 
C. W. Gilbert, Secretary; R. M. Daugherty, Assistant Treas- 
urer; Evan Johnson, Contributing Editor; C. H. Everly, Rep- 


resentative Emeritus; John A. Gilbert, Publisher; Walter S. 
Lennartson, Editor; C. O. Schlaver, Associate Editor; Mer- 
cedes Lewis, Assistant Editor; Herbert L. Sime and De Lysle 
F. Cass, Western Advertising Department; B. C. Wallsten, 


Manager Copy Department; Leonard Schimek, Assistant 
Manager Copy Department; J. H. Reardon, Promotion Con- 
sultant; C. W. Gilbert, Circulation and Business Manager; 
R. G. Johnson, Service Bureau Manager. 


EASTERN OFFICE 

G. C. Wheeler, Eastern Manager; J. L. Gallup, Assistant 
Eastern Manager; Room 1023, 100 E. 42nd St., New York 
17, N. Y. Phone OXford 7-1887. 
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S. C. Mead, 2633 Military Ave., Los Angeles 64, Calif. 
Phone ARizona 72970 
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Published on the 25th of each month preceding the month of issue by The 
Office Appliance Co., 600 West Jackson Boulevard, Chicago 6, Illinois. Cable 
address: Applico, Chicago, Telephone: DEarborn 2-3206. 


ESTABLISHED 1904: Succeeding and embodying American Stationer, New 
York, established 1873, the original trade journal serving the stationery field; 
Typewriter Trade Journal & Office Systems, New York, 1904; The Office, 
Franklinville, N. Y., 1904; The Office Appliance Journal, Chicago, 1905; Busi- 
ness Equipment Journal, Chicago, 1908; Office Outfitter, Chicago, 1908; the 
original National Stationer, New York, 1909. 
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These advertisements present the products of 
the leading manufacturers in each division of 
the industry. Because of the ground for honest 






































differences of opinion, the publishers obvi- 
: ously cannot undertake to guarantee trans 
actions between advertisers and customers 
They do however, offer their . 
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solving any disagreements which result from 
. relations established through the journ 
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Accounting Systems Equipment 
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Adding Machine Parts 
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Shipman Ward M ‘ 
Adding Machines 
Addo Machine ¢ I 
Allen. R. ¢ B Machine 
Barrett A M ne Div 
I rrougt ‘ 
Cla M ( 
Monroe Ca Ma ‘ 
Ocrlik ro & A ( I 
Regna Ca R 
Reming RK I 
Sr i I 
Sw I M es Cort 
Underwood Cor 
Victor Ad M et 
Adding Machines, Rebuilt & Used 
Int'l Office A ! Ir 
Office Eq ' ( 
Shipman War Mi ( 
Addressing Machines 
Heyer ¢ 
Master A 
Adhesives 
See Ink \ 
Arch & Clipboard Files 
( shman & D Mrz. Cs 
Elbe F & B ‘ Ir 
Globe-W 
Hard Fa s. I 
Ser Pro 1) 
Shaw-Walker ¢ 
Yawman & EF Mi ( 
Ash Trays & Stands 
Geller. J. BR 
La Sa I ‘ 
Royal M M ‘ 
Smo-K I 
Val ( 
We ( ( 
Autographiec Registers 
Har P f 
Bank Supplies 
Amer. P ' 
Downey, A 
Mayhbeck Hf ( 
Bankers Note Cases 
G il ¥ “ ( 
Globe-W ‘ 
\ w Sa & tf cr 
Billing Machines 
Reming RK 
| ler | 
Binders, Catalog & Periodical 
\ "TO l 
Aigner. G ‘ 
Flt I & I ( Ir 
Masts ( f ( 
Nat I I k ( 
N n I I & Ke ‘ 
< ' Cc } ‘ 
s Mi 
WwW 
Binders, Permanent Storage 
Banke B ( 
} } « | ‘ 
Master-( ( 
N " eaf & Res ( 
Biackboards 
Ser }” 
Blankbooks 
Box & I 
Ideal S ‘ 
Na t B } ; ( 
Wils j ‘ 
Blueprint & Plan File Cabinets 
All-Steel } Ir 
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Art Steel S 
I M K 
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| = i 
( s } ( 
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< } ‘ 
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Bond Boxes 
Bookcases 
411-Steel } 1 
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( ‘ 
( W 
H e-O-N 
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Bookkeeping Machines 
Rurroug ‘ 
Mor we Vi ‘ 

Reming K | 
Books, Business Management 
McGraw-H Book { I 
Box Letter Files 
A erg I A 
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Cole Steel Equipment Co. 
Giobe-Wernicke Co 
Weis Mfg. Co. 
Brief & Zipper Cases 
Bristol Mfg. Co 
Chicago Saddlery Co 
Doppelt, Charles, & Co 
Elbe File & Binder Co., Inc 
Master-Craft Corp 
Built to Order Office Furniture 
Watson Mfg. Co., Inc 
Bulletin Boards 
Davenport, A. ¢ & Son, In 
Lit-Ning Preducts Co 
Business Forms 
Aigner, G. J., Co 
Aigner Index Co. of N. Y 
Amer. Passbook Co 
Consolidated Ribbon & Carbon (¢ 
Ideal System Co., The 
Cabinets, Refreshment 
Springer Industries, Inc 
Calculating Devices 
Consolidated Business Systems 
Shipman Ward Mfg. Co 
Victor Safe & Equipment Co 
Calculating Machines 
Adde Machine Co., Inc 
Allen, BR. C., Business Mehs.. In 
Barrett Adding Machine Div 
Burroughs Corp 
Clary Multiplier Corp 
Marchant Cale. Machine Co 
Monroe Cale. Machine Co 
Oerlikon Tool & Arms Corp 
Smith-Corona, Ine 
Swift Business Machines Corp 
Victor Adding Machine Co 
Calculating Machines, Used 
Int'l Office Appliances, Inc 
Shipman-Ward Mfg. Co 
Caleulators, Used 
Office Equipment Corp 
Calendar Pads & Stands 
Columbian Art Works Inc 
Stark Calendars, Inc 
Carbon Papers 
See Ribbons & Carbons 
Card Index Boxes & Trays 
All-Steel Equipment Inc 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
tentson Mfg. Co., The 
Berger Mfg. Div. Republi 
Cole Steel Equipment Co 
Columbia Steel Equipment (« 
‘orry-Jamestown Mfg. Corp 
Clobe-Wernicke Co 
Goodfrend Metal Products ¢ 
(iuide System & Supply Co 
Home-O-Nize Co 
Invincible Metal Furn. Co 
Metal Office Furniture Co 
Parker Steel Products, Inc 
Peerless Steel Equipment Co 
Shaw-Walker Co 
Smead Mfg. Co 
Weis Mfg. Co 
Yawman & Erbe Mfg. C« 
Card Index Files, Expanding 
Smead Mfg. Co 
Card tndex Files, Magnetic 
Business Efficiency Aids 
Card Index Files, Revolving 
Business Efficiency Aids 
Diebold, Ine 
Cash Bags, Canvas 
Maybeck, H. G., Co 
Cash Boxes 
Art Steel Sales Corp 
Central Can Co., Ine 
Cole Steel Equipment Co 
General Fireproofing Co 
Guide System & Supply ( 
Peerless Steel Equipment (« 
Cash Register Parts 
Pearl Engraving Co 
Cash Registers 
Burroughs Corp 
Regna Cash Register Co 
Cash Tilis 
Regna Cash Register (« 
Casters, Caster Bearings, Slides 
Bassick Co., The 
Colson Corp., The 
Faultiess Caster Corp 
Center Drawer Desk Trays 
Goodfrend Metal Products C« 
Chair trons 
tassick Co., The 
Chair Mats 
Hardboard Fabricators, Inc 
Service Products Div. Woodall 
Chairs, Folding 
Adirondack Chair Co 
Ionia Mfg. Co 
Krueger Metal Products 
Lyon Metal Products, In 
Royal Metal Mfg. Co 
Chairs, Office 
Aluminum Seating Corp. 
Art Metal Construction (« 
Beaver Furniture Corp 
stright Chair Co 
Cramer Posture Chair Cc 
General Fireproofing Co 
Grand Rapids Lthr. Furn. ( 
(iregson Mfg. Co 
Hamilton Mtg. Corp. 
Harter Corp., The 
High Pt. Bending & Chair «« 
Huntington Chair Corp 
Imperial Leather Furn. Co 
Indiana Chair Co 
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Jasper Chair Co 
Jasper Seating Co 
Maso Steel Products 
Metal Office Furniture Co 
Milwaukee Chair Co 
Milwaukee Metal Furn. Co 
Niemann, Inc 
Precision Mfg. Co 
Royal Metal Mfg. Co 
Scerbo Mfg. Co. 
Sturgis Posture Chair Co 
Taylor Chair Co 
U. 8. Chaireraft Mfg. Corp 
Wells Chair Corp 
Chairs, Posture 
Aluminum Seating Corp 
Art Metal Construction Co 
Bright Chair Co. 
Cramer Posture Chair Co 
General Fireproofing Co 
Gunlocke, W. H., Chair Co 
Hamilton Mfg. Corp 
Harter Corp., The 
High Pt. Bending & Chair Co 
Imperial Leather Furniture Co 
Indiana Chair Co 
Jasper Chair Co. 
Johnson Chair Co 
King Posture Chair Co 
Maso Steel Products 
Metal Office Furniture Co 
Milwaukee Chair Co 
Milwaukee Metal Furn. Co 
Ohio Chair Co. 
Royal Metal Mfg. Co 
Sturgis Posture Chair Co 
Taylor Chair Co 
Wells Chair Corp 
Chairs, Tablet Arm 
Adirondack Chair Co 
Indiana Chair Co 
Jasper Chair Co. 
Wells Chair Corp 
Checks, Stamped Metal 
Dayton Stencil Works 
Force, William A., Co 
Checkwriters, U 
Office Equipment Corp 
Cleansing Cream (ink Stains) 
Packwood, G. H., Mfg. Co 
Clipboards 
See Arch & Clipboard Files) 
Coat & Hat Racks 
Vogel-Peterson Co 
Coin Bags, Trays, Wrappers 
Amer. Passbook Co 
Downey, C. L.. & Co 
Continuous Forms 
Hano, Philip, Co 
Copyholders 
Acco Products, Ine 
Bankers Box Co 
Int’) Office Appliances, Inc 
Rite-Line Corp 
Correspondence Trays 
Art Metal Construction Co 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Corp 
Currier Mfg. Co 
General Fireproofing Co 
Globe-Wernicke Co 
Haskell, Ine 
Imperial Methods Co 
Maso Steel Products Co 
Metal Office Furniture Co 
Peerless Steel Equipment Co 
Security Steel Equipment Co 
Service Products Div 
Shaw-Walker Co. 
Valeo Co 
Weis Mfg. Co 
Wells Chair Corp 
Yawman & Erbe Mfg. Co 
Costumers 
Doro Mfg. Co 
Globe-Wernicke Co 
La Salle Products Co 
Metal Office Furniture Co 
Peerless Steel Equipment Co 
Royal Metal Mfg. Co 
Security Steel Equipment Co 
Valeo Co 
Vogel-Peterson Co 
Wells Chair Corp 
Covers, Loose Leaf 
Ellingsworth Mfg. Co 
Smead Mfg. Co 
Crayons 
Dixon, Joseph, Crucible Co 
Tweeten Fibre Co., Inc 
Dating Stamps 
Amer. Numbering Machine Co 
Bates Mfg. Co 
Force, William A., & Co 


Fulton Marking Equipment Co 


Rivet-O Mfg. Co. 
Stewart, R. A., & Co 


General Lamps Mfg. Corp 
Industrial Lamp Corp 
Wells Chair Corp 
Desk Name Pilates 
Acme Products Co 
Force, William A., & Co 
Heyer Corp., The 
Kutch, Walter E., Co 
Desk Pads & Tops 
Chicago Desk Pad Co 
Wilson Jones Co 
Desk Pen & Ink Sets 
Esterbrook Pen Co 
Giregory Fount-O-Ink Co 
Desk Side Files 
Amberg File & Index Co 
Business Efficiency Aids 


For the benefit of the subscribers the lines 
advertised in this issue are here classified. 
Many of the reauirements of the modern busi- 
ness office are represented. Should subscribers 
be interested in any article of office equip- 
ment not listed here, they are invited to com- 
municate with the service bureau, through 
which the information will be promptly and 
cheerfully given by letter without obligation. 


Cole Steel Equipment Co. 
Yawman & Erbe Mfg. Co. 
Desk Trays 
(See Correspondence Trays) 
Desk Work Distributors 
Advance Products Div. ASB 
Globe-Wernicke Co. 
Lyon Metal Products, Ine 
Victor Safe & Equipment Co. 
Wilson Jones Co. 
Desks 
Alma Desk Co. 
Art Metal Construction Co. 
Bentson Mfg. Co. 
Browne- Morse Co. 
Cardinal Sales, Ine 
Columbia Steel Equipment Co. 
Corry-Jamestown Mfg. Corp. 
Dore Mfg. Co 
General Fireproofing Co. 
Globe-Wernicke Co 
Haeger Desk Co. 
Harrison Steel Cabinet Co 
Haskell, Inc. 
Hillside Metal Products Inc. 
Imperial Desk Co. 
Indiana Desk Co 
Jasper Desk Co 
Jasper Office Furniture Co. 
Lehigh Desk Co., Ine. 
Leopold Co. 
Metal Office Furniture Co. 
Morval Corp 
Myrtle Desk Co, 
Peerless Steel Equipment Co 
Scerbo Mfg. Co. 
Seourity Steel Equipment Co 
Victor Safe & Equipment Co 
Wells Chair Corp 
Worden Co., The 
Yawman & Erbe Mfg. Co 
Diaries 
(See Memo Books) 
Dictating Machines 
Valley Industries 
Dictating Machines, Used 
Amer. Dictating Machine “o. 
Int’! Office Appliances, Inc 
Shipman Ward Mfg. Co 
Drafting Instruments & Equipment 
C-Thru Ruler Co 
Cardinell Corp 
Haskell, Ine 
Drafting Tables 
Stacor Equipment Corp 
Drills, Paper 
Smead Mfg. Co 
Duplicating Machines & Supplies 
Ace Duplicating Supply Co., Ine. 
American Stencil Mfg. Co, 
Ames Supply Co 
Bohn Duplicator Corp 
Buckeye Ribbon & Carbon Co 
Codo Mfg. Corp 
Duplicopy Co. 
Heyer Corp 
Ink Specialties Co., The 
Manifold Supplies Co 
Mittag & Volger, Inc 
Old Town Corp 
Packwood, G. H.. Mfg. Co 
Peerless-Imperial Co,, Inc 
Print-O-Matie Co., The 
Queen Ribbon & Carbon Co 
Queen Systems Corp 
Rose Ribbon & Carbon Mfg. Co 
Smith-Corena, Inc 
Speed-O-Print Corp 
Technygraph Co., The 
Victor Safe & Equipment Co 
Wolber Dupl. & Supply Co 
Duplicating Stencil Files 
Atlas Stencil Files Co 
Halverson Specialty Sales 
Envelope Openers 
MacKenzie, Arnold, Ine 
Envelopes 
Justrite Envelope Mfg. Co. 
Northern States Envelope Co 
Quality Park Envelope Co 
Wilson Jones Co 
Envelopes, Plastic . 
Aigner, G. J., Co 
Aigner Index Co. of N. Y 
Markilo Co 
Smead Mfg. Co 
Erasers, Ru 
Ames Supply Co 
Dixor- Joseph, Crucible Co 
Roberts, Weldon, Rubber Co 
Expense Books 
Beach Publishing Co 
Boorum & Pease Co 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co 
Rivet-O Mfg. Co 
File Boxes, Fibre Collapsible 
Bankers Box Co 
Diebold, Ine 
Globe-Wernicke Co 
Guide System & Supply Co 
Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co 
Mosler Safe Co 
Shaw -Walker Co 
Vietor Safe & Equipment Co. 
Filing Cabinets, Metal 
Advanco Products Div, ASB 
All-Steel Equipment Inc 
Art Metal Construction Co 
Art Steel Sales Corp 


(Continued on page 6) 





(Continued from page 5) rM D R Pens. Steel Stands for Office Machines 
Morse ( " , 4 Equ i 
Bentson Mfg. Co., The SS I , CH 
Berger. Mfg. Div. Republic } A Mi Cor Pins & Pin Containers Ca Sa I 
Browne- Morse Co "in T ‘ I 
Business Efficiency Aids 
Cardinal Sales, Inc 


x } { 
va ‘ \ ~ Co 


M Furni ( Mi ( D \ ‘ 
ste rAl ‘ Plaques 
Cole Steel Equipment Co | alter } H " 
Columbia Steel Equipment ¢ S P s. Ir Piatens, Typewriter, Et: i O-Nize Co 
Corry-Jamestown Mfg. Corp s t | nt ¢ Supt ‘ Ka 
Geller, J Walker ¢ in Wa M ‘ \ P 
General Fireproofing Co Ser M ‘ Polish & Cleaner ‘ 
Globe-Wernicke Co 8 I Ir M M 
Guardsman Safe Co } f ‘ 
Harrison Steel Cabinet Co Loose Leaf Books & Devices I 
Hillside Metal Products Inc Presentation Covers , 
Home-O-Nize Co I .. ¥ File & V ul P 
Invincible Metal Furn. Cx r x ( I & I 
Keystone Steel Equipment ¢ x ‘ t Ml ‘ Staple Extractors 
Metal Office Furniture Co 4 
Parker Steel Products Co 
Peerless Steel Equipment ¢ 
Remington Rand Ine 
Securtiy Steel Equipment (: 
Shaw-Walker Co N 
Victor Safe & Equipment ¢ ‘ ) \ 4 la 
Watson Mfg. Co., Inc Loose Leaf Metals OA. I , I N ‘ ty j I 
Weis Mfg. Co I \ ( Punches ( 
Western Mfg. ©o l I ( ‘ Pro I 
Yawman & Erbe Mfg. ¢ = { i ( \ I ( ¥ \ ( 
iting Cabinets, Wood ( Mfg. ¢ Stationery Racks 
Globe-Wernicke Co. Loose Leaf Sheet Covers, Plastic &P e 
Imperial Methods Co : G ‘ ‘ We ‘ Stencils, Brass 
Weis Mfg. Co l ‘fN y &P ‘ ‘ D ~ “ 

Wells Chair Corp I x J ‘ 1B Book ( Stenographers’ Notebooks 
Filing Supplies I & I ‘ - Mfg. ( I & Sa 

Acco Products, Inc Loose Leaf Tray Binders ( . 

Advanco Products Div. ASR B . ( Ribbons and Carbons Stools 

Aigner, G. J., Co. f h \ ( & R Mi ‘ H ( I 
Algner Index Co. of N. ¥ \ ( ," ‘I 

Amberg File & Index Co Mail Distributors S Vl r ' } 
Art Metal Construction Co ‘ Pr iSB S ‘ K 

Art Steel Sales Corp ( WW ( , : , 
Barkley, ¢ L.. & Co . x |} Mi ( Storage and Transfer Cases 

Browne-Morse Co Manifold Books & Business Forms R » ¢ nm ¢ ‘ S Equir I 

Corry-Jamestown Mfg. Cort I ( 

Guide System & Supply Co Map Tacks M & V \ < 

Imverial Methods Co ( tT. G I ( ‘ I . 

Justrite Envelope Mfg. Co Marking Devices I ‘ 

Metal Office Furniture Cc \ A TOM ( 

Northern States Envelope Co M Ss ( RK & « ( 

Oxford Filing Supply Co I ( I ‘ ( Kt 

Parker Steel Products ¢ Matched Office Suites R ’ ‘ 

Quality Park Envelope Co D K n & ( Mi ‘ . 

Security Steel Equipment ¢ t I A - t 

Shaw-Walker Co , 

Victor Safe & Equipment ¢ . 1 

Warshaw Mfe ‘ Memorandum Books nd ¢ 

Weis Mfg. Co & P ( 

Yawman & Erbe Mfa. (« I & &§ ‘ Fr Ss 
Finger Grip Cream ( ‘ I 

Lee Products Co B ( Rubber Bands 
Finger Pads Bank & 

Speed Products Co Memorandum Devices " “ R ‘ | 


I Food 
Posting Trays & Stands s Steel Eq 


La 


a ( 





I & | ( - Mfg. ¢ ‘ 
I Price & Sign Marker Staples & Stapling Machine 
WW a if ‘ i ‘ 


\ 





\ : r « 
( s RK. A x 4 
I Publications 





al 





Mi ty ~ x Su 
! 


Forms (Payroll) \ ( Rubber Stamps 
Smith, W. Ray., Co., The Mig. ‘ &M i O ‘ 
Fountain Pens (incl. Ball Pt.) I Y ( Rubber Type 
All-Rite Pen Inc Mending Tape | Ww 
Esterbrook Pen Co M 
Eversharp, Inc 
Gathering Racks Metal Badges, Checks, Tokens I . 
Evans Specialty Co s W Safes. Office 
Gummed Cloth Rings Metal Furniture Undercoating uf ( 
Aigner Index Co of N. Y i s ‘ P ( 
Dennison Mfg. Co Moisteners Se, ' ~ ( 
Reyburn Mfg. Co., Ine R OM ) Pes \\ ( 
Warshaw Mfg. Co Nameplate Labels | ( Y \ M 
Gummed Tape & Sealing Machines M l f Store Fixtures & Equipment 
Dennison Mfg. Co Numbering Machines fey rf I ~ ( \ 
Reyburn Mfg. Co., Inc \ N I ' : 
Hardware, Office Desk Mfg. | ' Steel Safe | D> 
National Lock Co \ \ « ¢ \f er Safe ¢ i ! S 
Honor Rolls > R. A.. & ; 
Kutch, Walter E., Co Office Furniture Sectional Units R 
in and Out Boards ‘ 2S "A ( 
Lit-Ning Products Co \ ( Safe & | 
index Card Signals - I ‘ @cies Becks 
(See Signals, Index Card Office Partitions & Railings & s ( 
Index Tabs \ : 
Aigner, G. J., Co \ Sand Urns 
Aigner Index Co. of N. ¥ Office Printing Outfits ( ‘ 
Amberg File & Index ( v \ X f Scales, Postal 
Barkley, C. L., & Co M I ( . 
Elbe File & Binder Co., Inc Pads, Figuring « 
Globe-Wernicke Co x ] rapbeous 
Graff, George B., & Co ( fla 
Guide System & Supply ¢ . at , 
Markilo Co \ - 
Master-Craft Cort Paper . 
Reyburn Mfg¢. Co., Ine 
Shaw-Walker ( 
Sheppard, C. E., Co 
Speed Products Co., Inc & DPD f ( I ’ ( ‘mM 
Victor Safe & Equipment ¢ & 
Warshaw Mfg. Co I 
Inks, Adhesives, ete H 
Dennison Mfg. Co Paper Clips Tables, Folding 
Fulton Marking Equipment ( ( ‘ 
Ink Specialties Co., Inc ‘ , 
Marsh Stencil Machine Co. 
Rivet-O Mfg. Co ( 
Inkstands Paper Fastening Machines 
— & Denison Mfg. ¢ ( lenals. Index Cards Tablets & Pade 
’ ‘ : 1 a ne 
Dennison Mfg. Co ( ‘ ~ BR : : 
Imperial Methods Co ‘ Ss & I Tabulating & Statistic Ma 
Oxford Filing Supply Co 
Reyburn Mfg. Co., Inc I Signs, Changeable Letter a se I 
Smead Mfg. Co f om Tags 
Warshaw Mfg. Co . . ‘ Smoking Stands, Office ( 
Weis Mfg. Co Pa Post & Postal Scales ~ " | & S 
Wells Chair Corp : . , 
Leads for Mechanical Pencils Paste . I I Telep! 4 
Dixon, Joseph, Crucible ¢ ‘ — SO SCSSNT OS 
Eversharp, Inc Pen & Ink Sets - . 
Leather Goods : ) X Ss Sorting Devices ‘ 
Bristol Mfg. Co Pen & Pencil Desk Clippers } r ‘ 
Chicago Saddlery Co t or Mfc ¢ , 
Doppelt, Charles. & Co Pencil Sharpeners . F Re 
Warren, Harry, Mfg. ¢ ‘ 7 ’ 
Letter Trays Sortis 
(See Correspondence Tray 
Library Equipment 
All-Steel Equipment Inc ( ‘ 
Browne-Morse Co Stame Pad 
Corry-Jamestown Mfg. Corp . “wg ay 
Lithographed Continuous Forms encils, Wood Cased ad 4 
Hano, Philip, Co fark 
Lockers & Storage Cabinets P ( 
All-Steel Equipment Inc Penholders Om ‘ 
Art Metal Construction Co. ( rR A 


‘ ‘ 
a i I 


m Ms « 
Rulers, Transparent 
} ‘ 


V 


Strong Boxes, Fire Protected 


Tables 


o Paper Clamps 


M I 
wT 
M ( Tables, Steel 


2 


Shelf Tables 
. \ Thumb Tack 
Pencils, Mechani Spindle Files ‘ T, ¢ 


Tieket H 
\ ( 


Cent 


nued n page 7 
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SALESMEN AVAILABLE 





riRED OF LIVING OUT OF A SUITCASE: Wish to settle in New England 


0 i ye experience repersenting manufacturers. Young, hard 
rking eterar Manufacturer AND Retail sales considered. What have 
to offer Sel replies to Box L-72, care Office Appliances, Chicago 6 





SALESMAN WHO HAS TRAVELED in Middle West and has served 


sales y desires to represent manufacturer in Chicago area 
iding the ty and adjacent localities, or several states. Special 
iining iu e leaf, files, and furniture Qualified to sell any line 
handled t etailers of office equipment and supplies. Will give full 
attention t e line or may establish himself as commission representa 
tive handling two or three non-competing lines. Top references. Address 
L-7 ar Off Appliances, Chicago 6 





SALESMAN WITH MANY YEARS’ experience in industry plans to work 


Chicag ure tensively for two or three manufacturers. Will cover 

p and itlving areas for radius of 50 to 75 miles. Interested both 
in office furniture and commercial stationery. Well acquainted with buyers 
in bot! , ns. Address L-74, care Office Appliances, Chicago 6 





SALESMAN WITH NINETEEN YEARS’ retail experience, seven operating 
busine take on one major line or two or three non-competitive 


r territ iding North and South Carolina, Georgia and Florida 
Some territor idjustments possible First interest is furniture but 
will nsider line sold by commercial stationers. Address L-75, care 


Office A ppliance Chicago 6 





STATIONERY SALESMAN AND STORE MANAGER experienced in office 
f typewriters, adding machines and stationery lines desires to 


rniture 


ave turer. Acquainted with practically every major product 
ld by re fice supply dealer. Located in Middle West. Prefers 
that area. Top references. Address L-76, care Office Appliances, Chicago 6 





SALESMAN WHO HAS OPERATED own business, recently sold, and has 


iveled M West successfully for manufacturer of specialty equip 
nent s a ible to represent manufacturer of any product sold by 
ymmer tationers whether it be furniture, stationery, or office ma 
hines Ww experienced in all three groups Middle West preferred 
but wi ‘ iny area. Top references Address L-77, care Office 
Appliance . go 6 





SALESMAN WELL ACQUAINTED with dealers in Chicago, Minneapolis 


St. Paul, O Kansas City, St. Louis areas, and throughout Middle 
West f full-time connection with manufacturer, or will con 
ider severa mpeting lines on straight commission. Seventeen years 
experience ffice furniture, filing equipment and supplies, and stationery 
Excellent refe f Address L-78, care Office Appliances, Chicago 6 





SALESMAN WILL TRAVEL Ohio, Indiana, Michigan area, all or in part 
for resp bie nufacturer of stationery, filing equipment and supplies, 
flice f ture Personauy acquainted with leading dealers throughout 
ritory Excellent record. Convincing references. Address L-79, care 
Chicago 6. 








EXECUTIVES WANTED 





OPPORTUNITY FOR EXPERIENCED Office Furniture Man with ability 
nage furntiure department—Should have sales experience and be 





t t é f others. Guaranteed drawing account and percentage 
profit partment. Want to contact man who can see possibility 
earning better than $10,000 by developing our volume. We have exclu 

fra é I e of the top metal furniture lines and good wood 

esk al ne Large midwestern city. Furnish complete informa 


rience Write Z-3, care Office Appliances, Chicago 6 





SALES MANAGE! Must be able to take over complete sales with very 
rogre tationer. Only major lines. Very good business area 
t from Chicago. Liberal salary with additional percentage 





profit Box Z-4 ire Office Appliances, Chicago 6 
ASSISTANT STORE MANAGER—Good record and basic knowledge of 
tationer Experience in outside or inside selling important 
Should | ty to assume every phase of management with minimum 
f tra g M estern city of approximately 40,000. A position with a 
t I Z ire Office Appliances, Chicago 6 


Continued from page 6 Typewriter Cushion Keys 
Ames Supply Co 
Shipman Ward Mfg. Co 
} ' ‘ Speed Products Co., Inc 

Type, Typewriter Typewriter Parts & Tools 
4 Ss ( Ames Supply Co 
Pearl Engraving Co 
Shipman Ward Mfg. (« 

Typewriters 

Ca ( Paillard Products, Inc 


Tier Tables 


~ t \ Vf ‘ 
Typewriter Cleaning Materials 
" 


M & Typewriters, Mfrs. of 

N , ‘ Allen, R. C., Business Mechs 

R | Remington Rand Inc 

Kivet-O M ( Royal Typewriter Co., Inc 

R \ ‘ Smith-Corona, Inc 

= Vi M ‘ Underwood Corp 

W Pr @.. ¢ Typewriters, Rebuilt & Used 
Typewriter Covers Int'l Office Appliances, Inv 

Shir Ww M ( Regal Typewriter Co 
Typewriter Cushion Bases & Knobs Shipman Ward Mfg. Co 

Amer. H & I ‘ Upholstered Furniture 

Ames 5S ( Beaver Furniture Corp 

‘ | ( Ir stright Chair Co 
~ ‘ ‘ \ ( Cardinal Sales, Inc 


Grand Rapids Lthr. Furn. Co 
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Visible Systems Equipment 


The rate for classified advertise- 
ments is fifteen cents a word, mini- 
mum charge $3.00, payable with 
order. Add six words if box address 
is used. 





SALESMEN WANTED 


OFFICE EQUIPMENT SALESMAN to sell Government systems and protec 
tion equipment products in New York area. Familiar with Class 26-A 
purchasing schedule. Manufacturer offers $350.00 plus commission, starting 
salary. Permanent career. Box Z-6, care Office Appliances, Chicago 6. 
OFFICE SUPPLY SALESMEN: Want salesmen contacting office supply 
dealers. Sell Smitheo pay roll systems as side line. Several states open. 
Write The W. Ray Smith Company, Cedar Falls, lowa. 

LONG ESTABLISHED MIDDLE WEST Office Machine Firm has opening 
for dependable young man, assisting owner in operation of the business. 
Sales ability necessary. Give references and compensation required. 
A secure position with unlimited future possibilities. Box Z-8, care Office 
Appliances, Chicago 6 

LONG ESTABLISHED DEALER in western state has openings for several 
top flight salesmen. Should have experience in one or more of the 
following divisions—general stationery line, office machines, office furni- 
ture, or business forms. Opportunity for attractive earnings. Give full 
record. All correspondence in strict confidence. Address Z-9, care Office 
Appliances, Chicago 6. 

OFFICE FURNITURE SALESMEN (2), also inside man. Excellent salary 
and commission for men with ability and experience. M. Dayron & Co., 
Inc., 25 West 44th St.. New York 18. VA 6-2444. 

EXPERIENCED OFFICE SUPPLIES and Equipment Salesmen to sell in 
the city of Charleston. Excellent working conditions with high earnings. 
Apply Mr. Huguley, Legerton & Co., 2683 King St., Charleston, 8. C. 
WANTED EXPERIENCED YOUNG MAN to sell Underwood Typewriters 
and Underwood Adding Machines. Protected territory, salary and com- 
mission. Office Equipment Co., Inc., 527-13th St., Augusta, Georgia. 
SEE OUR AD under Sales Representatives Wanted classification Box Z-5. 
Excellent opportunity Modular Desk Line 
































WANTED COMBINATION SALES & SERVICE MEN 


TYPEWRITER SALESMAN & MECHANIC—Should be able to organize 
this new department of fast-growing midwestern stationer. Excellent 
opportunity and future for a go-getter. Box Z-10, care Office Appliances, 
Chicago 6. 











SERVICE MANAGER WANTED 





TYPEWRITER SERVICE MAN who is interested in a very secure future 
and if desires can become service manager of our shop. He should be 
trained on the Underwood typewriter or Sundstrand adding machine, or 
both. If he desires, he can take complete charge of our service shop, which 
is an Underwood typewriter and Sundstrand adding machines Agency with 
various other makes of office machines included. To a sincere person, we 
will assume part or all of moving cost. Will help find rental housing in 
this area. Salary $5,000.00 per year and up based on experience. Com- 
mission, Bonus, Travel Expenses are paid in addition. Finest shop con- 
ditions in this area. Located 10 miles South of Detroit, Michigan. Dodge 
Office Equipment Company, 3110 Fort 8t., Lincoln Park, Michigan, WA 
= 8300 








OFFICE MACHINE MECHANICS WANTED 





FIRST CLASS TYPEWRITER AND ADDING MACHINE Mechanic, 
salary and commission. Prefer married man with good knowledge of Royal 
and Victor equipment. Interested only in steady and reliable man. Write 
or wire Las Vegas Stationers, Las Vegas, New Mexico. 

TYPEWRITER AND ADDING MACHINE MECHANIC: by Smith- 
Corona, Odhner and National dealer. Top pay, permanent position. 
+h + ge Service Company, 218 Third Street, N.W., Albuquerque, New 
Mexico. 

WANTED: EXPERIENCED TYPEWRITER AND ADDING MACHINE 
MECHANIC. Sober. Good working conditions. Head Typewriter Co., 
1001 Houston, Ft. Worth, Texas. 

SERVICE MEN:—Addng Machine, Typewriter and Calculators; also Cash 
Register men. Starting salary $100.00 a week with unlimited advancement 
to men with proven ability. BURGAUER BUSINESS MACHINE CO., 
109 W. Jackson S8t., Muncie, Ind. 

EXPERIENCED ADDING MACHINE MECHANIC: Good wages and 
bonus, vacation, excellent working conditions; 38 miles from Chicago. 
General Office Machines, 218 Fox St., Aurora, Illinois. 


WANTS AND FOR SALE, Continued on page 8 














Huntington Chair Corp 

Imperial Leather Furn. Co 

Jasper Seating Co 

Maso Steel Products 

Niemann, Inc 

Royal Metal Mfg. Co 

Seerbo Mfg. Co 

Stationers Mfg. Co 

Thomas Furniture Co 

S. Chaircraft Mfg. Corp 

Wells Chair Corp 
Upholstering Padding Supports 

Flex-O-Lators, In« 
Upholstery Materials 

Bolta Co., The 

Kalistron 


Comm’! Card System Co 
Diebold, Inc 
Globe-Wernicke Co 
Master-Craft C 
National Blank Book Co. 
Remington Rand Inc 
Shaw-Walker Co. 
Sheppard, C. E., Co 
Victor Safe & Equipment Co 
Willson Jones Co 
Yawman & Erbe Mfg. Co 
Wardrobe Racks 
Vogel-Peterson Co 
Waste Baskets 
Art Steel Sales Corp 
Cole Steel Equipment Corp 
U.S. Rubber Co General Fireproofing Co 
Globe-Wernicke Co 
Vault Steps Goodfrend Metal Products Co 
Cotterman, I. D Haskell. Inc 
Metal Office Furniture Co, 
National Vulcanized Fibre Co 
Security Steel Equipment Co 
Shaw-Walker Co. 
Wells Chair Corp 


Aigner, G. J., Co 

Aigner Index Co. of N. ¥ 
Art Metal Construction Co 
Boorum & Pease Co 


7 





WANTS AND FOR SALE. Continued from pawe 








ADDING MACHINES 
NEW Precision Built ADDING MACHIN} 
7 $45.00 F.O.B. & ' 
Direct Subtracti 4 } 
Has the equiva t Tape 
checking each adds tract 
Top Dealer. D 
OFFICE APPLIAN( COMPA 
159 New Montgomery St | 








SALES REPRESENTATIVES AVAILABLE 


FOR THE PAST 25 YEARS have é \W 
and Arizona. Can serve as direct 

or part of this territory Line 

but must have essential repeat | 

El Paso. Office Supply Co., 214 E. \ | | 





MANUFACTURERS REPRESENTATIV! 

ment stores in Texas, Louisiatr 0 \ 
Missouri, desires additional line f 
successful selling Reference " 

Appliances, Chicago 6 





DISTRIBUTOR, 
related merchandisers Desire 

by us for the entire state of I I I Of 
Chicago 6 





JOBBER ITEMS WANTED Sn 

wanted to distribute along with the Print-O-Mat 

in Minnesota, Dakotas and surr t ) 
123 So. Sth St., Minneapolis | Minr 








SALES REPRESENTATIVES WANTED 





MANUFACTURER WANTS SALESMEN 
and jobbers with amazing, new t 
stand, for New England, Penn New \ 
New York City. When plunger ji 

and butts into receptacie, 
floor and table models in 5 attractive é \ 
All replies confidential Box Z-1 0 ADI 
room 1028, New York 17 


sealing 


4 VALUABLE OPPORTUNITY FOR MEN 





office furniture, equipment and \ 
highly accepted modular desk and } t ' ' | 

for modern office use Outlet " vel t N 
non-conflicting lines. Please answe let \ 

in confidence tox Z-5, care Office A 

York 17. 

WE ARE LOOKING for ambitix 

our complete steel office furniture e t ie Se 
will be available at an early date I | 
material with your first letter \ é nt \ 


ment Ine., Aurora, Illinois 





MANUFACTURER OF HIGH GRADI 








ribbons wants sales representatior fu art 
commissions Sinclair Carbon «& | ( N 
Brooklyn, N. Y 

SMALL REPEAT OFFICE SUPPLY ‘4 

secretaries. Good DOOR OPENER that REPEAT 
Z-12, care Office Appliances, Chicag 

MANUFACTURER'S REPRESENTATIVE WANTED 
Fone-holder—a fast moving nati ‘ 

office supply dealers and wholesa P 

missions. Write, giving complete I ) 


Washington St., Chicago 6 





WANTED EXCLUSIVE DISTRIBUTO . 
Money-making opportunity for qu é , 
are not now represented Inquirie 

business equipment sales. Financia 

credit we extend. HALL-WELTER CO., IN¢ I 





LOOSE-LEAF MANUFACTURER ¢ y 
desires Sales Representatives. Cor W irte 
rience, territory desired, etc. Box | Ma 





RETAIL BUSINESS FOR SALE 





OFFICE MACHINE, SUPPLY AND EQUIPMENT STORI 


accounts City of 20,000; choicest M 
lease arranged to buyer's satisfacti \ 
Trained personnel—inventory $20,006 } 
Office Appliances, Chicago 6 











OFFICE MACHINE, SUPPLY AND FURNITURE STORI 

rich mining and logging area. Good ' es f 
covering two counties, 35,000 popu 

ferrable, two years. Owner wishes " 
selling for $10,000 inventory and fixture Writ tact Wa 
Box 630, Kellogg, Idaho phone 

OFFICE SUPPLY AND EQUIPMENT | 

10,000, good trade territory, best lins $ “ 

per year. If qualified, write Box Z-14 Off \ 
STATIONERY STORE located i: t - \ 
stock. Established over 15 years 0 t 

to retire. Can be purchased at t , 

will handle. Write Forde Printing & 8 M 





TWO STORE CASHOUT, $7500.00. S&S ( M 
stock Over 7500 cards out Mons } 
Office Appliances, Chicago 6 


CARBON PAPEI i 


CONTACTING COMMERCIAITI STATIONERS 


WHIRL-O-MATIK 


‘ ‘ 
New 
vant 
000.00 
{ al 





WANTED TO BUY RETAIL BUSINESS 





WANTED OFFICE SUPPLY AND EQUIPMENT BUSINESS 
tail location Any city over 50,000 Can pay $20,000 Box Z-15, care 


or ‘ Applian ‘ 


owntown 


Chicago 6 


WANTED TO BUY MANUFACTURING BUSINESS 


iness Office 
Appliances 


PRINCIPAL WILL PURCHASE or invest in manufacturing Bu 
Equipment elated field Write Box Z.-1lf¢ are Office 
‘ rl w f 


BUSINESS BROKERS 


LIST your busine with W AA. J If he esn'’t sell, y don't pay 

t i I e business for you Many locations Or let him 
é u echanic for you \ itters confidential Bank 
ence Ww AA. Johnston, 1718 St. Mary Street, Knoxville 17, Tenn 





FREE MAILING LISTS of 6,262 commercial stat ers and offi appliance 
ealer Als . typewriter and adding hine store Write for 
FREE catalogue f lists of retailers, wholesaler manufacturers, insti 
tut bank and thers We charge n for addre ng. SPEED 


Woodside 77, New York 


ADDRESS, 48-02 43d Street, 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


Moon Hopki 





ELLIOTT-FISHER Burroughs Adding and Calculating 

Machine Compt eters, Electromatic Typewrit and fanfold machines 
ght and s Chicago Office Appliance ¢ 1930 West 2ist St 
ago 8 

ELLIOTT-FISHER AND SUNDSTRAND machi Comptometers, Bur 
gl Fridet Marchant, Monroe Calculator Electromatic type 
te¢ Adding iachines and all office machine bought : rented 
ilt Teeter-Warsh Co., 849 N. 3d St Milwaukee Wi 


BURROUGHS BOOKKEEPING MACHINES, All Models, Bought 
Giive serial number and model in request for quotation Business Eauip 
t ¢ 160 W Larned, Detroit 26, Mic} 


ind Sold 


i billing 
Machine 


WANTED TO BUY Late model Elliott-Fish« wokkeeping 
hines Must be er 270,000 serial numb > 2 oo oe 
605 W. Washington St Chicago ¢ 











WANTED--ALL MAKES calculators and adding machines State make 
d serial numbe ind adding capacity International Office Appli 
Ine 26 Broadway, New York 7, N. \ 
WANTED TO BUY--Sundstrand bookkeeping ichines M | \ ( 
D. Give omplete model number, seria carriage d whether 
t feed or back feed. International Off Appliances, In 26 Broad 
New } h XN. \ 
BURROUGHS, MOON HOPKINS, Elliott-Fishe Remingt Accounting 
Machines ind everything in the office machinery line State model 
¢ number and we will quote highest cash prices Internatoinal Office 
Appliances, In 6 Broadway, New York 7, N. \ 
UNDERWOOD-ELLIOTT FISHER CAX63EK N 28278 Eight’ Registers 
1 tw Crossfoote This machine has had ery little use Will be 
dq kly at ecial price—-write for it: ¢ ina Office Machine Co 
G e, S. ¢ 


Machines 


BURROUGHS MOON HOPKINS, KARDEX Bookkeeping 

{ ptometers ikes calculators bought ind = sold Dorrell Office 

M ime ( lt 80 So. llth Street, Minneapoli Minnes 

ELLIOTT-FISHER chines, calculating ma ne idding ichines—all 
I equipment t ght and sold W { ey ( pal 106-908 


N. Water St Milwaukee 2, Wis 

CASH FOR NIAGARA BX2M and A. B 
Underw | 1 Royal 
N. J 


$s Dick 90 Mimeograpl ind late 
Iypewriter Housel Box Basking 


CASH PAID FOR MULTIGRAPH, MULTILITH, Varitypers, M grapl 


\ddressograph rypewriters ’resses ide al Write 
D e Service King North Carolina 
BOOKKEEPING MACHINES—National Mode OOK OOO and 0 Bought 
1 Sold I juotation contact Jordan Sche ( S.1 ( ith « 
Market, St. I Ml 
WANTED Burr gl r N.CLR Bookkeey k d Billing Machines 
t t Adding Machi any Quote 


aes nd best price 
Broadway, New York ; 


ill kinds office machine ad. th«< 


AMERICAN BUSINESS MACHINES 
\ 


VARITYPERS, IBM } wholesale 
t All-Language rypewriter Ce 119 West i St N. Y. CH ROSE 
KARDEX ACMI i makes used visible g equipment rt isands 
nditioned abinets panels books ‘ ‘ ! Special 
ind price deaiers for purchase ale Get if ytations 
( S. Natha ] 48 Broadway, New \ S. & 
VISIBLE EQUIPMENT bought sold and ex anged We spe ilize in 
! t Karde \ id Internationa \ I tograptl abinets is 
ke Write and tel 18 t Visible Equipment y« 
have f ale Special prices to deals Heineman Off Equiy 
( Dept. OA, 4 N. Sth St St. Lou M 
LARGE AMOUNT visible cabinet KARDEX, ACME a RAND 
, ety f size vies A-l conditi reasonal Eversteel 
ent ( ' Spring Street, New \ i 
KARDEX, ACME, POSTINDEX 
PECIALISTS IN VISIBLE Filing Equipment f ) years. Fu ypera 
ffered t I ‘ sales or purchase \ equipme t ighls 
d gua teed Commercial Card 8S é ( Grand st 
\ York N. ¥ 
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State of the Industry -- +++: - : 


= A Guessing Game. Predictions regarding the 


é nation’s economy go merrily on. In this 
nnection it is well to consider the reasoning of 
A. Foulke, economist of Dun & Bradstreet. He 
Men wv say that business is going to be good 
bad, or reactionary for two or three years are 
t forecasting; they are simply guessing.” 
Be that as it may, here are ‘'straws in the wind 
ROUGH SEAS 
Stock market decline 
Decrease in scrap steel sales 
Drop in farm prices and buying power 
Reduced government spending 


f automobile output 


SMOOTH SAILING 


We have 160 million people, or 20.5% more than 
10. F people are added to the total every 


We have 63 million employed, more than in the 
peak production years of World War II. 

Weekly earnings for factory production workers 
iveraged $71.63 for June, 1953, or $12.78 more than 
1t the outbreak of the Korean War 


lisposable income and savings are at 


Among the confirmed optimists is James B. Ko- 
back, CPA of J. K. Lasser & Company. Addressing 
the Chicago Business Publications Association Sep 

mber 14 he said 
We have had seven years of plenty and we will 
hav vel re years of plenty. We are going 
through a revolution in industrial methods which 
will cl ir whole life Electronics, auto 

ition, helicopters, prepackaged produce, nuclear 
ike it sure that we have a tremendous 
iTé iInead OI us 

Lower taxes and reduced arms expenditures are 
in the offing. This means that now is the time for 
business to bring out new products and increase 


® Qualified Bidders. “A very short review of pro 

‘urement policies of many of the leading municipal 

ties of our intry indicate and show that current 

nking is been to prefer local manufacturers 

inicipality,”’ says the Art Steel Com 

0 1 recent press release issued “as a 

iblic service.’ Continuing it says, “The new quali 

cation clause adopted by the Department of Pur 

f t rity of New York appears to be a mod 

n and sensible arrangement of the restrictiveness 

f mere cal preference in that it requires any com 

iny, whether manufacturer or retailer, to be actu 

t ndustry covered by the items to be bid 

n, and requires further that they do business 

thin the specific municipality, either by way of 
tor r retail establishment or warehouse 

ent is the outgrowth of a recent Su 

New York decision which held that 

ded an equipment bid were not 
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qualified under the provision concerning the quali- 
fication of bidders. 

This is a reiteration of a local preference policy 
which most dealers and manufacturers in our in- 
dustry will want maintained 


@ Tax Reduction Not Easy. Don't look now but 
there's indication that the administration will ask 
a delay in the corporate income tax cutback from 
52 to 47% as scheduled on April 1. The Wall Street 
Journal also states that a coming loss of $5 billion 
a year in revenue January | may result in a request 
for either an across-the-board manufacturers’ sales 
tax or so many additional ‘selective’ excises as to 
amount to the same thing. 


@ This Selling Still Needed. In the course of his 
NSOEA convention remarks on the products which 
can be sold for every office work bench (desk) in 
the nation, L. R. Addington of Art Metal Construc- 
tion Company made this sage observation: 

“Perhaps the old grocery salesman has something 
for us. He went in and took an inventory in the 
grocery store. Then he went back to the grocer with 
the list and said, ‘Jim, this is what you need.’ ” 





Good Reading this Month...... 


Page 14. Here's the NSOEA convention story, completely 
told by the reporting and photography staff of Office Appli- 
ances. Hundreds of pictures, sidelights, quotes and copies 
of convention addresses make this a moving account of an- 
other outstanding event in the stationery and office equip- 
ment industry 


Page 62. “Ii we don't have it we'll get it,” is the slogan of 
the Victoria Typewriter Company, Victoria, Tex. This con- 
cern also finds that major lines are door openers to more 
business with office equipment, stationery and supplies. 


Page 64. Zenn Kaufman is a vigorous exponent of showman- 
ship in selling. The theme of his article this month is “The 
Wooden Indian is Dead!” Here’s an entrancing recital of 
how action in displays brings sales : 


Page 66. Another chapter in the Merchandising Primer. Told 
this month is what buyers buy and why 


Page 72. The “Olfice of Tomorrow” has been sponsored by 
the Wood Office Furniture Institute in the new hardwoods 
exhibit of the Museum of Science and Industry in Chicago 
The account should lure more visitors to this exhibit which 
mirrors the progress of our industry 


Page 80. “Display Without Walls” is the theme of a staff 
writer's story of the new office furniture department at Farn- 
ham’‘s in Minneapolis. Pictures complement the recital of 
how this outstanding concern has achieved maximum dis- 


i lay 
Page 114. Julian Calhoun is the subject of this month's Old 


Timers’ Party sketch. He has been a man in motion for 
90 years 








Oa i (Press-jJime Bulletin 


Late and Important News for Our Readers 





FAREWELL TO GRAND CENTRAL PALACE: As we go to press the Grand Central Palace, long 
familiar to this industry because of the expositions held in its spa- 
cious confines, becomes a convention memory. The National Business 
Show, just concluded, was the "swan song" event for the Palace, now 
taken over for governmental use. A new site will be selected for the 
Show headed by Rudolph Lang. 





IT'S NOW SMITH-CORONA INC: Effective October 15 L C Smith & Corona Typewriters 
Inc. became Smith-Corona Inc and the corporation announced, "We be- 
lieve our customers, suppliers and friends will like this new, shorter 
mame . .. it will be an easy name to remember." 





NEW SHORTHAND CONTEST ANNOUNCED: The Esterbrook Pen Company is continuing the 
popular nation-wide Gregg Shorthand contest open to schools in the com- 
petition for silver cups awarded first and second-place winners in four 
separate divisions. To enter, a teacher merely writes to the Contest 
Manager, c/o The Esterbrook Pen Company, Camdenl, N. J. 





JAMES HENRY NIEDECKEN DIES AT 75: President of the 106-year-old H. Niedecken 
Company, manufacturing stationers of Milwaukee, Wis., James Henry Nie- 
decken died October 6 at the age of 75. A grandson of the firm's 
founder, he was one of four presidents, all members of the same family, 


who have headed the company during its long history. 








DEATH TAKES STANSTEEL FORMER PRESIDENT: Henry D. Greenberg, president until a 
year ago of the Stansteel Corporation, died of a heart attack on the 
Glen Oaks Club golf course of Great Neck, L. I., on October 3. He re- 
tired a year ago from active management of Stansteel, formerly the 
Standard Steel Equipment Company, Inc. 





SAN FRANCISCO FIRM TO LARGER QUARTERS: A. Carlisle & Company, pioneer San Fran- 
cisco stationery firm, has moved its offices and school supplies divi- 
Sion to new and larger quarters at 198 First St., while the general 
offices, printing and lithographing plant remain at 645 Harrison St. 








CURTIS-YOUNG BUYS COPY RIGHT BUSINESS: Arthur W. Young, president of Curtis- 
Young Corporation, New York City, has announced the purchase of the 
business of Copy Right Manufacturing Corporation. Curtis-Young can 
now offer Copy Right dealers the newly-created Curtis-Young line of 
duplicating supplies, inked ribbons and carbon papers while Curtis- 
Young dealers receive the opportunity to obtain the franchise for Copy 
Right products. 





PELOUZE ADVANCES PHILBRICK: Ben Philbrick, for the last six years sales manager of 
Pelouze Manufacturing Company, has been made a vice-president of the 
firm but will continue as sales manager. 





COMBINED SALES FORCES IN SESSION: First meetings of the sales forces of the re- 
cently-merged Victor Adding Machine Company and the McCaskey Register 
Company got under way recently in Chicago. Victor officials A. F. Bake- 
well and A. C. Buehler, Jr., went to Alliance, Ohio (McCaskey headquar- 
ters) to personally escort the salesmen to Chicago. 








CHANGE NAME OF ALBANY FIRM: Henry W. Martin announces that the name of the office 
furniture firm in Albany, N. Y., which he purchased in 1951 after its 
operation for nearly 50 years, has been changed from Clayton E. Mar- 
sters Co. to Martin Business Furniture. 





10 OFFICE APPLIANCES, November, 1953 














How Often Does He Turnover His Stock? 


Curiously enough there is little variance in 
stock-turn rate between large and small 
dealers. Some differences do appear, how- 
ever, when the profile is examined from the 
point of view of the dealer's most important 
merchandise line and by geographical 
region. 


Dealers with stationery and supply items 
accounting for most of their business show 


STOCK-TUR 


STOCK TURN RAT 








a stock-turn rate of 3.5. Those with furni- 
ture as their main line have a better ratio 
of 3.8. 


Geographically, several differences are 
easily noticed. New England and East 
South Central dealers have below average 
rates while those in the Middle Atlantic and 
Plains" states are above average in this 
respect. 





3.3 


ee 
neta Sh Ry ba 
We peo oE 


‘Profile of a DEALER 


Copyright 1953, OFFICE APPLIANCES Magazine, 600 
W. Jockson Bivd., Chicago 6, Ill. Data obtained ond 
compiled by Elrick, Lovidge & Co. Reproduction pro- 
hibited without permission. 
















Average 
Industry- Wide 
Stock-Turn 


Rate is 


N RATE BY MOST IMPORTANT MERCHANDIS! 
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MAN COMPENSATION 


TRY WIDE USE OF VARIOUS COMPENSATION METHODS 

























How Does He Pay His Salesmen? 


T| 


| 


A salary-and-commission basis was 


yryyrrrey 


mentioned most frequently in this 
section of the profile. Straight 
commission and straight salary are 
the next most popular compensa- 
tion plans. 


The percentages on this page will 
in every case add up to more than 
100% because many dealers use 
two methods . . . some use three. 
COMPENSATION METHODS BY COMPANY SIZE Dealer comments accompanying 
the questionnaire indicate that the 


new sales personnel are generally 





provided with at least a partially 











31% 30% 39% 1h assured income. 
25% 43% 29% 17% 1% Note that 51% of the $250,000- 
_ $1,000,000 class (who account for 
2% 36% 31% 32% 1% _half of the total sales of the indus- 
— try) use the straight commission 
51% 41% 19% 21% plan. 





USE OF SALES QUOT"S BY MOST IMPORTANT LINE The profile also shows that 3 out 


of 10 companies use sales quotas. 





Dealers emphasizing office machine 













sales are most fond of this incen- 


- Eapeiture & Equipment 
~ Commercial Stationery 


tive method. 


USE OF SALES QUOTAS BY COMPANY SIZE 


The larger dealers make greatest 
use of quota systems. Some dealers 
state that quotas are used for spe- 
cial promotions and contests but 


not on a regular basis. 





profile of a DEALER 


Copyright 1953, OFFICE APPLIANCES Magazine, 600 
W. Jackson Bivd., Chicago 6, I!!. Doto obtcined and 
compiled by Elrick, Lavidge & Co. Reproduction pro 
hibited without permission 


“Mice 
“PROFILE” ON COMPENSATION METHODS 


HIS MONTH'S installment of the Profile of a Dealer furnishes 

readers of Office Appliances with up-to-the-minute informa- 
tion regarding salesmen compensation. The data used was com- 
piled on an industry-wide basis rather than a restricted portion 
of the dealers and was assembled by a firm well known for its 
successful technique in market analysis. 

Is a salary-and-commission basis preferred for salesmen? Is 
a sales quota deemed advisable by small as well as large 
dealers? 

These and other queries are answered on the page to the left. 
It's information available to the stationery and office equipment 
dealer now when he needs it most. On the preceding page he 
can check his stock turn rate with the average industry-wide 
figure which is at a 3.6 ratio. That's information which Office 
Appliances also makes available to the dealer who wants to 
become acquainted with the best practices in the industry. 























NSOEA’s 1953 CONVENTION 


PARTICIPATION-WISE the industry has just concluded another 

successful National Stationery & Office Equipment Association 
convention in Chicago. Like its predecessors this convention, 
too, had the program capacity to stimulate better salesmanship 
and improved business methods. There was magnitude in num- 
ber and breadth of exhibits just as there was an international 
flavor in the registration lists. 

These measuring sticks of performance are sufficient to judge 
a convention from all outward appearances. But the true test 
must come in the individual's reaction to the provocative indus- 
try experience. Certainly, the environment was fertile in every 
particular. 

In pages following this one Office Appliances places the em- 
phasis on the men and women who attended and who operated 
the convention machinery in a lay or official capacity. These 
are the dealers, salesmen and manufacturers who make a con- 
vention great. We have photographed and quoted them in 
detail because we consider they are OUR INDUSTRY. It must 
rise and fall on their personality, their achievements and their 
vision. 
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47th NSOEA Convention and 


@ THE 47TH ANNUAL convention of the National Sta- 
tionery & Office Equipment Association had its custom- 
ary amazing attendance and exhibit participation Sep- 
tember 26-30 at the Conrad Hilton Hotel in Chicago. 

Present were information-hungry dealers from each 
of the 48 states. Their badges bore such home town 
designations as Crozet, Va.; Salisbury, N. C.; Opelika, 
Ala.; Salina, Kans.; Natchez, Miss.; Lubbock, Tex., and 
Encino, Calif. 

Moreover, this magnificent business experience of 
the industry had an international flavor in its attend- 
ance. 

Never before did the sessions attract such a large 
delegation from Canada. The registration rolls, too, 
reached out to include names such as these from dis- 
tant points: Rudolf H. Furrer of Zurich, Switzerland; 
Harry Ingham of Cape Town, South Africa; Alberto 
Rihan of Mexico City, and Mrs. H. Manzanilla of Cara- 
cas, Venezuela. 


Greetings from Abroad 


Extending the hand of friendship from the Station- 
ers Association of Great Britain & Ireland, which he 
heads, was H. S. “Dick” Spurgeon of London, England. 
Spearheading the Canadian delegation of 35 or more 
were Lordly Jones, president, and Fred Smart, secre- 
tary general of the Stationers Guild of Canada, Inc. 

A record-shattering 345 exhibits filled three acres of 
space in the world’s largest hotel—from the main ball 
room to a section of the sixth floor. For most of the 
33 viewing hours, these exhibits were jammed with 
dealers and members of their sales forces, eager to 
view the latest products and devices for the industry. 

This was a convention which moved with its custom - 
ary precision under the executive direction of Paul 


pis 


A Group of Ex’s Who Have Served the Association Faithfully .. . 


William C. Clegg, The Clegg Co., San Antonio, Tex.; L. S. Crowl, 
Blade Ptg. & Paper Co., Toledo, Ohio; Grant Howard, Howard & Stofft, 
Tucson, Ariz.; R. A. “Andy” Maish, Dennison Mig. Co., who is re- 
tiring from long service as chairman of the budget committee; R. D 
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Registrants from Every State and 
Many Foreign Countries; Expanded 
Exhibit Space Visited by Thousands; 
Walter Miller Elected President to 
Succeed Adrian Pembroke 


Burbank, NSOEA’s secretary and general manager. It 
drew adequate lay leadership from President Adrian 
Pembroke of Salt Lake City, General Chairman Glenn 
Chambers, Weis Manufacturing Company, and co- 
chairman Robert Reynell, Oxford Filing Supply Com- 
pany. These men were aided by diligent committee 
workers, many from the ranks of the Great Lakes 
Travelers Club. 

Elected to succeed Adrian Pembroke, the far west- 
erner who had captivated the industry by his sane 
comments at both the regionals and this national ses- 
sion, was Walter Miller of the Otto Ulbrich Company, 
Buffalo, N. Y., a dealer who had advanced through the 
offices of the distributors’ division 

Serving with Mr. Miller in a new association year are 
these officers: 

Distributors—Vice-president, Leonard B. Wilcox, Rob- 
erts Printing & Stationery Company, Hutchinson, 
Kans.; vice-chairman, Ivan Allen, Jr., Ivan Allen Com- 
pany, Atlanta, Ga. 

Manufacturers—Vice-president, Earl Opie, Weber- 
Costello Company; vice-chairman, Lou Mann, Sturgis 
Posture Chair Company. 

Field Division—Vice-president, Jim Cooper, Jr., man- 
ufacturers’ representative, Atlanta, Ga.; Art Pfister. 
Smead Manufacturing Company 


Latsch, Latsch Bros., Inc., Lincoln, Nebr.; Fred Downs, Downs-Randolph 
Co., Tulsa, Okla.; Earl Kochheiser, The Chas. Ritter Co., Mansfield 
Ohio. Each of these men except Mr. Maish has served as president 
of NSOEA. 
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Products Show 


Continuing in their respective offices are Charles 
Sinisgalli, R. P. Andrews Paper Company, Washington, 
D. C., treasurer; and Joseph C. Runnels, Commercial 
Office Furniture Company, Washington, D. C., assistant 
treasurer 

Calling the general convention session to order 
promptly at 9:30 a.m. following music by the talented 
Graham Jackson of Atlanta, Ga., at the piano, Gen- 
eral Manager Burbank forecast, “You are going to be- 
gin one of your greatest conventions.” He introduced 
Adrian Pembroke as a man “who merited his office of 
president. His guidance in association matters has 
been amazing.” 

Committees Designated 

Setting up convention machinery, these men were 
named to serve on committees: 

Nominating—Grant Howard, chairman; Charles A. 
Stott, L. S. Crowl, Howard Gunlocke and Paul Buck- 
walter 

Budget—-R. A. Maish, chairman; Charles Sinisgalli, 
O. C. Halverson, J. L. Mann and Vaughan Williams. 

Credentials—William Diehl, chairman; William Simp- 
kins and Thor Marsh. 

Resolutions—Earl Kochheiser, chairman; L. M. Brown 
and Robert Jerue. 

Necrology—Walter Lennartson, chairman; Don Mc- 
Allister and Bob Frier. 

President Pembroke gave a report on his “steward- 
ship” which proved a thought-provoking discussion of 
‘We Are in This Together.” 

First of all, the Salt Lake City dealer referred to 
NSOEA as “the biggest buy in business.” He told how 
in 1946 there were 981 members compared to the 3,350 
today, an increase of 241.5%. Likewise, he pointed out 
that in 1946 there were 1,405 registrations at the na- 
tional convention; in 1952 there were 8,088. 

The association, asserted President Pembroke, has 
two functions: “a fountain head of valuable infor- 
mation” and “a rallying point where we meet and con- 
cern ourselves with common problems.” 

Discussing “shoals ahead” he urged thinking along 
the lines of “more prestige for the industry,” “an un- 
derstandable price policy,” “less centralized buying by 
big business” and “more efficient paper work.” 

As a course of action he suggested, “Let’s call this a 
crusade of an industry for greatness opposed to medi- 
ocracy.’ 

Defines Market Target 

The target, said the NSOEA leader, is “our market— 
2'» billion dollars of volume. This is our charge for 
making, using, keeping the records for a national busi- 
ness now running at the rate of 372 billion. Even at 
retail, this is 67% of the total. This is a small charge.” 

For comparison, the speaker asserted that the auto 
accessory industry of gimmicks for cars is a 3-billion- 
dollar market, “a teen-age market to doll up hot rods.” 


“All of our efforts,” said President Pembroke, “must 
be directed at improving our communications with 
American business ... just think of what would happen 
if we could make everyone realize the value of pencil 
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WALTER H. MILLER, newly-elected president of 
the National Stationery & Office Equipment Associa- 
tion, is the executive vice-president of Otto Ulbrich 
Company, Inc., Buffalo, N. Y. The firm operates six 
stores in Buffalo and the suburban area. 


Starting his business career with the old Mohican 
Pencil Company in 1921, Mr. Miller joined Otto 
Ulbrich in 1923. 


In addition to serving as governor of NSOEA Dis- 
trict No. 2 for two years, Mr. Miller is a past-presi- 
dent of the Buffalo Stationers Club, director of the 
Retail Merchants Association in Buffalo and the Main 
Street Association, vice-chairman of the Retail Trade 
Committee, Buffalo Chamber of Commerce, and a 
member of the Rotary Club and the Mid-day Club 
of Buffalo. 


As if these activities weren't more than enough, 
Mr. Miller also is a past-president of the Western 
New York Alumnae Association, University of Penn- 
sylvania; past-president of the Buffalo Skating Club, 
and has been active in scouting, serving as scout 
master and troop committeeman as well as district 
commissioner during the past 20 years. 


Mr. Miller is a 32nd degree Mason and an Elder 
of Westminster Presbyterian Church in Buffalo. Mar- 
ried to Loraine Miller, he has two daughters, Bar- 
bara and Catherine. 


Although so extremely active in civic and business 
circles, the new NSOEA president still finds time for 
his hobbies which include photography, travel and 
ice skating. He is a graduate of the Wharton School 
of Finance, University of Pennsylvania. 
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Adrian H. Pembroke, 

President, NSOEA 

“Just think of what would happen if 
we could make everyone realize the 
value of the pencil and paper, and 
the part it plays in modern society 
You could cut off the power and 
lights, yet people could build fire 
and burn candles. If you took away 
the pencil and the paper, business 
would halt for it cannot be trans 





acted by chiseling on stone 


William H. Gove, 

Minnesota Mining & 
Manufacturing Co. 

“Be a good giver instead of a good 
getter .. Have a ‘he ought to 
have it’ attitude and then the world 
is your oyster . Be yourself but 
make sure it's your best self 
Keep your words in_ shirtsleeves 
where they belong . . . Serve ‘em 
to death. It's the only selling phil 
osophy | know of that doesn’t have 
a flaw.” 





Sinclair Weeks, 

Secretary of Commerce 

One of the first executive acts of 
the administration was to remove 
the shackles of price and non 
defense materials controls and there 
by to release some of the dynamic 


power of free enterprise 


H. S. “Dick’’ Spurgeon 
Dennison Manufacturing Co., Ltd., 
London 

| bring you greetings from the 
Stationers Association of Great Brit 
ain & Ireland, the first president of 
that group to attend your conven 
tion here for 25 years. | am going 
to learn all | can and take it back 


to England 


Armand J. Gariepy, 

Sales Training International, 
New York City 

The man who is well-equipped isn’t 
ashamed to be a salesman. He 
needs product information and sales 
technique. When we fathom how 
some are ready fo sell and some are 
not we can understand why it is that 
one-third of the salesmen sell two 


thirds of the business done in this 





country 


Walter H. Johnson, Jr., 
Secretary, American Airlines, Inc 
“When you add these challenges 
which are right here today and 
growing daily, to those that we 
know are coming, in terms of drugs 
and chemicals, plastics, synthetics 
and atomic energy, you recognize 
that regardless of government spend 
ing, regardless of the rearmament 
program, we live in an age where 
there are continuing challenges ¢ 
creative salesmanship.” 
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and paper, and the part it plays in modern society 

Following President Pembroke on the speaking plat- 
form was Gary Gariepy, president of Sales Training 
International, New York City. Using a slide projector 
to project his interesting notes on the screen, Mr 
Gariepy discussed “The Psychology of Motivating 
Salesmen.” 

Mr. Gariepy attempted to interpret why some sales- 
men are successful and some are failures. He pointed 
out that many salesmen “drift into” the selling profes- 
sion because they have questioned their own ability in 
other fields.”’ 

Discussing the urgent need for more training, he as- 
serted, “The man who is well-equipped isn’t ashamed 
to be a salesman.” 

The noon luncheon Monday provided a convention 
first—the ladies were invited to meet and dine with 
their husbands. They thus had an opportunity to hear 
one of the outstanding speakers of the nation, Dr 
Kenneth McFarland, the dynamic educational consult- 
ant of Topeka, Kans., whose topic was, “Lift Your 
Sights to Increase Your Range 


Fitting Introduction 

It was fitting that NSOEA’s gracious “first lady,” 
Camille Pembroke, should introduce the speaker on 
this occasion which she said ‘“‘marked the emancipation 
of the ladies of NSOEA.” The luncheon group had been 
charmed by the music of the effervescent Graham 
Jackson and Dr. McFarland referred to the musician 
as one “who came from Atlanta to Illinois to put an- 
other rose on the grave of Abraham Lincoln 

At the onset, too, Dr. McFarland tossed a bouquet to 
the women when he said, “the road to success is built 
by women pushing their husbands along.” 

Dr. McFarland proved entertaining, a speaker who 
could point his shafts at all segments in his audience 
and provoke these same targets to laughter. He spoke 
of the human element as being the largest factor in 
success and said that in industry “it’s the U that is the 
big letter.” 

Aiming at ultra-modern views concerning education 
he said, “I happen to cling to the old theory of edu- 
cation which says there are some things kids have to 
learn on purpose skill is not something to be sub- 
stituted for.” 

Some of his other arrows deftly pointed, were 

‘Big things aren’t defeated by the yapping of little 
people 

“Friends wish you well—but not too well 

In conclusion he asked his audience to remember the 
Golden Rule and the humblest person who served more 

the greatest salesman of all—the Man from Galilee.” 

Tuesday’s program was begun with three divisional 
meetings—those of the manufacturers, field division 
and distributors 


Distributors’ Division Session 

Walter H. Miller, vice-president, presided over the 
distributors who met in the Eighth Street Theatre for 
i. full forenoon of discussion concerning mutual prob- 


lems 
James W. Moriarty, manager of the Washington 





On the Front Cover President 
elect Walter Miller (at right) and Im 


mediate Past-president Adrian Pembroke 
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eroup office of John Hancock Mutual Life Insurance 
Company, pointed out how the NSOEA group life in- 
surance plan has succeeded beyond the expectations of 
the association 

By April 1, 1953, he said that more than 1,600 indi- 


viduals had applied for almost four million dollars of 
insurance and the plan then became effective. 
Now, with another enrollment period opening Octo- 


ber 1, more than 2,400 individuals are insured for more 
than five and a half million dollars of life insurance. 
Payments of $15,500 have been made to the benefi- 
ciaries of insured individuals. 

The dealers’ forum was spearheaded by the group on 
the stage—-Walter H. Miller, Paul Burbank, Ralph Cies, 
President Pembroke and NSOEA attorney Reuben Has- 
lam—augmented by such floor leaders as Earl Koch- 
heiser of the Charles Ritter Company, Mansfield, Ohio, 
and Ivan Allen, Jr., of Ivan Allen Company, Atlanta, 


Discusses “‘Self-Selection” 


Mr. Kochheiser presented his views on self service, 
saving at the onset that he preferred the term, “self 
selection He asserted he was encouraged by the re- 
sults of the plan so far in his store and was engaged in 
a continuing process of development. 

Profit and loss accounting, inventory, the wisdom of 
car rentals, freight rates, discounts and other subjects 
were given a thorough airing by the dealers. 

Discussil the periodic count system used by the 
Ivan Allen Company, Ivan Allen, Jr., said, “We have 
run our business on a close periodic count. It’s the 





Addressing Distributors ... 


n, Jr. of Ivan Allen Co., Atlanta, Ga., 
the distributors division of NSOEA follow 
tion as vice-chairman of that group. 


ingle best thing in our firm—an axle about which all 
the spoke f our business rotate.” 

The threat of a national sales tax was envisioned 
Congr n Tom Pelly of Lowman Hanford Com- 
pany, Seattle, Wash., in this connection said he didn’t 
hink Congress would pass such a tax because of the 
pressure by labor 

Considerable discussion ensued regarding freight 
rate referred to as being next to salaries as the sta- 
one lal t cost 

Grant Howard of Howard & Stofft, Tucson, Arizona, 


the nominating report. Leonard Wilcox, Roberts 
Printing & Stationery Company, Hutchinson, Kans., 
vas elected vice-president of the distributors and Ivan 
Aller J [van Allen Company, Atlanta, Ga., vice- 
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tea Terme 


Manufacturers’ Division Session 

With an attendance of 110, the annual meeting of 
the manufacturers’ division of NSOEA was called to 
order on scheduled time by L. R. Addington, Art Metal 
Construction Company, vice-president in charge of the 
division. Mr. Addington introduced Reuben Haslam, 
association attorney, who spoke on, “Washington High- 
lights.” 

Mr. Haslam reviewed the changes in the Washington 
scene since the inauguration of a Republican president 
last January. He referred to the end of controls, the 
end of Korean fighting, and the establishment of com- 
missions to study reorganization of federal govern- 
ment administration. There has been a change in the 
monetary policy, involving the removal of the Recon- 
struction Finance Corporation. Tax reductions, both 
corporation and individual, are definitely scheduled. 

Commenting on the assumption by business men 
that a “friendly” administration will “take care” of 
them, Mr. Haslam said that the view is too optimistic 





. T. Ralph Unsworth, mfrs. rep.; Nelson H. Cady, mfrs, rep.; H. L 
Welshofer and Fred E. Chindgren, both Watson Mfg. Co. 

2. Sibley Smith, Wholesale Office Equipment Co., San Francisco 

Calif.; J. K. Boling, High Point Bending & Chair Co.; Walter E 


Kinne, Wholesale Office Equipment Co., Los Angeles, Calif. 
Mark F. Smith, Lammert 


ms 


3. Gilbert H. Bosse, Imperial Desk Co.; 
Furniture Co., St. Louis, Mo. 
4. Frank Byron, Aluminum Seating Co.; Bill Thomas, mfrs. rep 
5. All eget Mig. Co.: H. A. Baum, J. N. Trimble and C. F. Russel! 
6. Ernest F. Felt and Glenn F. Elwood, both Standard Furniture Co 
7. F. A. Lang, Triner Scale & Mfg. Co.; P. M. Lockwood, Lockwood 
Sales Corp., Maywood, Calif 
8. Charles Hooker and Duke Sutherland, both Mississippi Stationery 


Co., Jackson, Miss.; Fred E. Thomas, Thomas Furniture Co. 
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The “friendly” administration needs information as to 
the “needs” of business. 

Concerning some controversial statutes, Mr. Haslam 
expressed the opinion that the anti-trust laws, and the 
provisions of the Taft-Hartley Act, the Walsh-Healy 
Act and the Wage-Hour Law would be enforced. The 
General Services Administration is considering stream- 
lining its activities. 

On the subject of expected legislation, Mr. Haslam 
referred to the following: 1. Something on foreign 
trade. 2. Amendments to the Taft-Hartley Act. 3. In- 
crease in minimum wage from $0.75 to $1.00. 4. Walsh- 
Healy Act amendment to make minimums nationwide. 
5. Expiration of excess profits tax and reduction in 
personal income tax. 6. Revision of the entire tax code. 

Following a brief question and answer period, the 
assembled manufacturers listened to some “Candid 
Comments” by Leonard B. Wilcox, Roberts Printing & 
Stationery Company, Hutchinson, Kans. Mr. Wilcox, 
vice-chairman of the distributors’ division of NSOEA, 


for your special 


9. Charles B. Ulrich, Ulrich Planfiling Equipment Corp Al Lehn 
inger, Watson Mfg. Co. 
Hugo Beier, Beier & Gunderson, San Francisco, Calif.; Miss Frankie 
McCall, Stanley Mfg. Co.; Bill Tonkin, mfrs. rep. 
ll. Pat Whitesides, mfrs. rep.; Ed Dodge, Jr., Fred D. Valleau and 
Hugh T. Morgan, all Clemco Desk Mfg. Co 
H. J. Kunkee, Mrs. Ken Chalmers, H. E. Gildea, Suzan Gutzweiler 
V. L. Gutzweiler, and Mrs. V. L. Gutzweiler, all Hoosier Desk Co 
Herbert Farkas, H. Farkas Co., Newark, N. J.; John R. Freeman 
Hoosier Desk Co. 
13. Arthur J. Schreck, Jr. and J. B. Schreck, both Shrex of Fort Wayne 
Ind.; J. G. Weiskoff, Elmer Krumwiede Assoc.; W. D. Comstock 
C. L. Clemen and G. J. Aigner, all G. J. Aigner C 
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& Reading kwise, starting at left, OUTER GROUP—Elmer Pearce, 
Rocky Mountain Bank Note Co., Pueblo, Colo., governor District 10; 

X R. A. Macd Macdonald & Stingel, Saginaw, Mich., governor 
A District Tom L. Ketchings, Tom L. Ketchings Co., Natchez, governor 
District 9; Bert Hallin, . H. Hallin & Associates, Inc., hicago, 

yovernor District 6; Robert Sanford, Sanford-Hall Co., Jacksonville, 

Fla., governor District 4; E. C. Wilson, Wilson Staty. & Prtg. Co., 

Houston, Texa past president; W. C. Clegg, The theese Co., San 

Antoni Tex past president; Leonard Wilcox, Roberts Prtg. & Staty. 

Hutchinson, Kans., vice-chairman distributors division; Dorothy 


é y to general manager; Paul Burbank, general man- 
EA; Adrian Pembroke, The Pembroke Co., Salt Lake City, 
resident; L. R. Addington, Art Metal Construction Co., vice-president 
manufacturers division; Walter Miller, Otto Ulbrich Co., Inc., Buffalo 
ice-president distributors division; Ralph Maish, Dennison Mf 
vice-president field division; Charles Sinisgalli, Andrews Office Spely 
ind Equipment Washington, D. C., treasurer; T. M. Stout, E. 
curry C Pittsburgh, governor District 3; Rose Cushman, assistant = 
yeneral manager; Carl Judkoff, Cantigny Prtg. & Staty. Corp., New 





1952-1953, was elevated to the vice-presidency at the 
association business meeting. 

Basing his remarks on information gained from 
queries to 75 dealers, he declared he was happy to re- 
port that “at no time in the history of our industry 
has the feeling of understanding, the spirit of good 
will and the desire for close co-operation between the 

yp dealer and the manufacturer been at a higher peak 
than it is today.” He then proceeded to tell the manu- 
facturers that it was apparent the dealers wanted: 

We need more and better advertising.” Suggested 
were more enclosures fitting into standard 634 size en- 
velopes, these not to be elaborate or crammed with 
copy 

“Let’s explore the great possibility of window dis- 
plays ive them motion... . 

We need help badly with radio advertising . . . spot 
announcements dramatizing one product in each.” 


Complaints Listed 
Mr. Wilcox next discussed the small order privilege 
needed to fill in between the larger or- 
“When you try to force the dealer to buy 
what he does not want or does not need, you are hurt- 
hi worse still, you will be hurting yourself 

in the long run.” 





Running over a “hit parade” of complaints begin- 
ning wi service charge” on small orders, he chal- 
lenged the wisdom of “giving a franchise to the so- 
called ‘under arm peddler’ or bucket shop operator 
who ha business address except his home or an 
upstairs office somewhere and who sells at a cut price 
and makes drop shipments on his orders.” 

Another complaint voiced was that catalogs and 
price lists are still not all standardized on 11x8'-inch 
size with three-hole punching. 

Also mentioned were lack of speed in the billing 
process rrect freight classifications, reduction of 
dealer discounts, little advance notice on price changes, 
failure to allow traditional 2% for cash, haphazard 
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NSOEA Board of Control Breakfast Meeting on Sunday, September 27, in Conrad Hilton Hotel. 


York, governor District 13; Robert L. Strawn, Strawn’'s Office nk 
Boise, governor District 11; Donald McAllister, Geyer’s Topics; 
Maish, Dennison Mig. Co., member executive committee; Earle 
Opie, Weber Costello Co., vice-chairman manufacturers Sivision: 
L. S. Crowl, Blade Prtg. & Paper Co., Toledo, Ohio, past president. 
INSIDE—John A. Gilbert, Office Appliances; Earl Strong, executive 
assistant NSOEA; Walter McNevin, Stationers Corp., Los Angeles, 
governor District 14; Philip Rooney, Bailey's, Inc., Brockton, ass., 
governor District 1; William Whiting, Journal-Chronicle Co., Owa- 
tonna, Minn., governor District 7; Fred Downs, Downs-Randolph Co., 
Tulsa, Okla., past president, practically lost in picture; Ear Koch- 
heiser, The Charles Ritter Co., Mansfield, Ohio, past president; Ivan 
Allen, Ivan Allen Co., Atlanta, past president; Charles Stott, Chas. G. 
Stott & Co., Inc., Washington, D.C., past president; Fred Goetty, 
Schwabacher- Frey. San Francisco, governor District 12; R. D. Latsch, 
Latsch Brothers, Inc., Lincoln, Neb., past president; Grant Howard, 
Howard & Stofit, Tucson, Ariz., past president; John Brain, Jr., Brain 
Staty. Co., Omaha, Neb., governor District 8. 


numbering of products, slowness in answering mail, 
failure to design packages for “self selection,” and 
poorly-trained salesmen. 

After the addresses Chairman Addington called for 
and received some pertinent suggestions on exhibit 
hall procedure and control. Then came the final event 
of the session—election of officers. On recommendation 





Manufacturers’ Division Officers .. . 

L. R. Addington, Art Metal Construction Co., immediate past viee- 
president; Earl Opie, Weber Costello Co., vice-president elect; Lou 
Mann, Sturgis Posture Chair Co., vice-chairman elect. 


of the nominating committee Earl Opie, Weber Cos- 
tello Company, was chosen vice-president, and Lou 
Mann, Sturgis Posture Chair Company, vice-chairman 
for the coming year. 
Field Division Session 
The annual meeting of the field division was held in 
the lower Tower Ballroom with attendance appearing 
to be greater than on previous occasions. Ralph Maish, 
vice-president of the division, opened the meeting 
and conducted a discussion of various matters pertain- 
ing to dues and assessments. He announced that mem- 
bership of the division had expanded from 810 to 920 
during the year. 
The plan for 1954 is to have a representative at every 
























































regional. In the election which completed the program 
Jim W. Cooper, Jr., was advanced from vice-chairman 
of the division to vice-president. Art Pfister, Smead 
Manufacturing Company, was the choice of the group 
for vice-chairman for the ensuing year. 





Seen at Field Division Meeting... 
Art Pfister mead Mig. Co., newly-elected vice-chairman of the field 
division; Ralph Maish, Dennison Mfg. Co., retiring vice-president 
ict Eddie Knapp and J. A. McCormick, both Victor Safe 4 


mbe { the Golden State Travelers Club, three of them 
the ib badge: Harry Ford, mfrs. rep.; Ernie Daniels 
rr Pete Masterson, Acco Products, Inc.; Bill Lash 


k Pen Co 





In the Adjoining Column... 
Mrs. & Mr. Vic Lydon, R. B. Valleau & Co., St. Paul, Minn.; Peg 
Radar r Office Equipment Co., Omaha, Nebr.; Tom Seward 
Ce 


te 


Wi ‘Harn -and Arnold Lawrence, Will Harms Co., Pekin, II 
Dwight N. Briggs. Sun Rubber Co.; Lioyd Landenberger, Richard 
Best Per 
Walter E. Rossow and Bill Jarchow, H. H. West Co., Milwaukee 
Wis 
Fred E. Pfaff maha Ptg. Co., Omaha, Nebr.; R. H. Furrer, man 
iging tor Rud Furrer Sons, Ltd., office equipment, Zurich 
owitzer 

6. Murray M. Spivack, home office in Chicago and Eve Spivack, N. Y 
branch manager, both Du Prints, Inc 
Joe § nk nd S. C. McKee, Cramer Posture Chair Co. 
Russ¢ E. Singer and Eugene Rosenberry, Koh-I-Noor Pencil Co 
Marvin H. Rife and Walter E. Green, Art Metal Construction Co 
Ben TI pson, O. G. Penegar Co., Gastonia, N. C., James E. Allen 
Allen Office Supply, Myrtle Beach, S. C 
Ken Reist« Minnesota Mining & Mfg. Co. and president of Great 
Lake Tr ers Club, is decorated at the 3-M booth. 
Mrs. & Mr. Lou Blair, Mrs. Alpha Brotherton, all of Blair Office 
Supply t. Louis, Mo 
Eddy Talbert and George Sharpe, Old Town Corp 

4. Mrs. & Mr. E. R. Rodriguez, LaSalle Products Co. 
Stanle ’ ind Thomas R. Smith, Ferris Business Equipment 
Bruce I bourn, The Blackbourn Systems, Inc.; Paul H. Smith 
Br eT y 


On the Opposite Page... 


Mrs. & Mr. B. J. Bristoll, Koch Bros., Des Moines, lowa 
Hy Natov Spak & Natovich, Chicago, Ill.; Moe Turman, Met 
W i Office Equipment Co., New York City. 
A.A 1 Northern States Envelove Co., Inc., St. Paul, Minn 
Harry Brown, Brown Envelope Co., Detroit, III. 
ay ton and C. C. Shee, both Oakville Co.; Charles Hucke 
mfrs. rey Atlanta, Ga 
R. I t Latsch Bros., Lincoln, Nebr.; Mrs. & Mr. Fred Downs, 
Randolt Tulsa, Okla. 
Ernie ewart, Spencer Rubber Products Co.; Bonnie Havaood, 
Hayg fice Supply, Lubback, Texas; R. E. Kellner, Kellner 
} bus, Ohio; Robert Spencer, Spencer Rubber Products 
Bok tratford Pen Corp.; T. Wayne Davis and Marvin 
Klepfer, | Lattas, Inc., Cedar Falls, lowa; Oscar Blum, Stratford 
Harold Heyward, Speed Products Co., Inc.; Robert Heiman, Stand 
id Stationery, Chicago, II 
se Puente, Forbes Products Corp.; Tommy Tompkins, mfrs. rep 
heodore Reichard and John Cardinell, both Cardinell Corp. 
V t hn, J. H. Williamson, A. D. Cutler, W. G. Cassidy and 
A Kelle Acme Visible Records, Inc 
Benjamin Rush, A. B. Dick Co.; Mrs. Chester Schneider, Springfield 
M E. L. Miller, A. B. Dick Co.; Chester Schneider, Inland Printing 
; Springfield, Mo 
Russ Carpenter, Sanford Ink Co Harold Brosk, Brosk Office 
SupT } sha, Wis.; Harry Shook and Jean Shook, both Sanford 
ink 
4. Lawrence Phelps, Nestor’s Office Supply Co., Detroit, Mich.; G. F 
sriffitt r., Noesting Pin Ticket Co.; Mrs. Clara Phelps, Detroit 
Mict Fre Roscher, Fred C. Roscher, Inc., Mt. Vernon, N. Y 
Vern R. Evans, Evans Co., Utica, N. Y.; Paul W. Cheney and 
lleen Newe both Southworth Co 
Al Hopk n, James A. Cook & Co., Toronto, Canada; Sam Jason 
Re ble Printing Co., Montreal, Canada; S. Tackaberry, Windsor 
‘ ply, Ltd., Windsor, Ontario 
A I Mig. Cc Harold Reinke, Hazel Marsh, and Anthony 
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Hear Sinclair Weeks 


All of the divisional groups adjourned before noon 


to reassamble for the luncheon which had as its main 
speaker Sinclair Weeks, Secretary of Commerce in 
President Eisenhower’s Cabinet. 


Craig Sheaffer of the W. A. Sheaffer Pen Company, 


who is resigning from the Commerce Department, was 
called upon to introduce his former boss. Mr. Sheaffer 
commented frankly, “It is no secret that he and I have 
had differences but these have been over adminis- 
trative matters and not because the department has 


In the Adjoining Column... 


he 


- en 


Mr. & Mrs. Scotty Robertson, Globe Office Equipment & Supplies 
Co., Cincinnati, Ohio; Mrs. & Mr. Arthur Finger, S. J. Olson Co. 
Milwaukee, Wis. 

Reiff Landes, Harry M. Getty and William Tonkin, all Polar Mfg. Co. 
H. C. Kirby, R. Brumfield and Amory Smith, all Avery Adhesive 
Label Corp. 

F. Nigra, Niagara Duplicator Co.; Mrs. R. Elkins, Concord, Calif. 
Mr. & Mrs. Jas. J. — Chicago, Ill 

Charles B. Cole and William E. Nevis, both Ideal System Co.; F. R 
Crossman, London, Canada. 

Harry Schoenwald and Fred A. Allen, both Replogle Globes, Inc.; 
Mike Gentile, A. I. Goldberg, New York City; Don Birkland 
Replogle Globes, Inc. 

Ww. Wasson, National Vulcanized Fibre Co.; R. A. Macdonald 
Macdonald & Stingel, Saginaw, Mich.; Kenneth Macdonald, Sante 
Fe Book & Stationery Co., Sante Fe, N f 

Eugene J. Weisberg, H. G. Frankel and Harry Swickard, all Frankel 
Carbon & Ribbon Co. 


On the Opposite Page... 


l 


Mrs. W. E. Tabb, IJr., Atlas Stencil Files Co.; D. L. Lloyd, Lloyd 
Johnson Co., Butler, Pa.; W. E. Tabb, Jr., Atlas Stencil Files Co. 
J. E. Johnson, Lloyd-Johnson Co., Butler, Pa. 

Morris H. Golden, Charles Golden, Catherine Genna, Leonard 
Golden, Mitchell Golden and David Golden, all Mohawk Tablet 
Co., F. C. Heineman, A. C. McClurg, Chicago, Ill 

All Just & Son, Chicago, Ill.: Mr. & Mrs. Harold Nelson; Mr. & 
Mrs. Joe Redmond. 

Earl Hanson and Harron Dobey, exhibit chairmen, at their desk 
in exhibit hall. 

J. L. Crossman, Crossman, Inc., Stillwater, Okla.; William Powers 
Fastener Corp.; Matt G. Bowen and Calvin Whitaker, both Bowen 
Supply Co., Plant City, Fla. 

Mr. & Mrs. Robert West, West's Office Supply, Davenport, lowa 
C. J. Comey, Linton Pencil Co.; M. R. Shucart, Mary Louise and 
Mrs. M. R. Shucart, all Shucart Stationery Co., Los Angeles, Calif.; 
Karl Sollmann, Linton Pencil Co. 

R. M. Harris, McLennon Pen Co., Chicago, Ill.; Leo Gendernalik 
Office Accessories Corp. 

Al Hopkinson, James A. Cook & Son, Ltd., Toronto, Canada; Paul 
Fisher and Walter Jonassen, both Fisher Pen Co 

Stanley Dulski, Ferris Business Equipment, Bridgeport, Conn.; 
Mrs. & Mr. J. R. Stallings, Faultless Caster Corp 

- H. Sowers and H. C. Becker, both The George F. Cram Co 
nc. 

C. F. Tompkins, The National Carbon Coated Paper Co.; Mrs. & Mr 
R. G. Straight, R. G. Straight Co., Grand Rapids, Mich 

B. A. Ebert, York Safe & Lock Co.; Mrs. A. Kerr, Kerr's Office & 
Store Supply, Port Huron, Mich.; R. F. Schwab, York Safe & Lock 
Co.; A. Kerr, Kerr's Office & Store Supply, Port Huron, Mich. 

H. E. Holmberg and Harry Holmberg, both The Hart Mig. Co 
M. Davidson, The Perfect Rubber Seat Cushion Co.; Mrs. Jack C 
Kern, Dallas, Texas; Mrs. M. Davidson, The Perfect Rubber Seat 
Cushion Co.; Jack C. Kern, Jack C. Kern Co., Dallas, Texas. 
All of Queen Ribbon & Carbon Co., Inc.: G. R. Ducan, H. Ring 
Jr. and J. O'Donnell. 

George M. Talbot, Robert’s Numbering Machine C: Fred Willis 
Willis Sales Co., Billings, Mont. 

Pat F. Ryan, Hoosier Supplies, Frankfort, Ind.; H. Zelinger, The 
Doringer Co.; Sheldon Spear, Hoosier Supplies, Frankfort, Ind 
Sam Taubman and R. E. Riebe, both Nobema Products Corp.; Ver 
non Beitel, Jerry L. Smuck Co., Detroit, Mich.; George L. Stuart and 
S. E. Russel, Jr., both George L. Stuart Co., Orlando, Fla.; Larry 
C. Salter, Jerry L. Smuck Co., Detroit, Mich. 

Donald Prouty and Sam B. Halderman, both Allied Carbon & 
Ribbon Co. 

All Hodgman Rubber Co.: Wayne C. Mitchell and Mrs. & Mr 
Richard Cutler. 

Talking business, H. L. Sime, OFFICE APPLIANCES and Irving 
Weiseth, Metalcraft, Mason City, lowa 

Mr. & Mrs. Jack Weiner, Belmont Typewriter Service, Chicago, Ill 
Bob Sprott, The Globe-Wernicke Co.; Mrs. & Mr. George Thom 
Jr., Ideas, Inc., Detroit, Mich. 

A. J. Wright, Jim Johnson and G. H. Herrmann, all Master Ad 
dresser Co.; Mrs. & Mr. R. R. Pursell, Pursell Office Supply, Ply 
mouth, Mich. 

Discussing a news story for O. A..-Cuba C. White, Southwestern 
ee, Supply, Witchita, Kan. and John Gilbert, OFFICE APPLI 
NCES 


E. R. Phillips, State Stationers, Indianapolis, Ind.; Rueben Wick 
Bankers & Merchants, Inc.; E. E. Anderson, Anderson Office Equip 
ment Co., Decatur, Ala.; A. F. Kissack, Scottsbluff Typewriter Co 
Scottsbluff, Nebr.; Simon L. Haimes, Bankers & Merchants, Inc 
Ned Turner, A. P. Little, Inc.; Henry Morriss and Tom Hatcher, Jr 
both Hatcher's Office Supply, Fayetteville, N. C.; M. T. Yack 
A. P. Little, Inc. 

J. E. Grimes, Wheeldex Mfg. Co., In William (Bill) Wheeler 
Matt Parrott & Sons, Waterloo, Iowa 

All Riteform Chair Co.: Ray Voorhees, W. P. ‘Bill’ Corbett, John 
Holten and W. P. Corbett, Jr 
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not recognized its duties in representing businessmen 


He further said, “No desire of mine for an orderly 
exodus will make me say things I don’t believe.” 
Mr. Sheaffer asked men of the stationery and office 


equipment industry to be patient with the adminis- 
tration. “Don’t forget,” he said, “the country has been 
skidding toward complete socialism in the past 20 


In the Rdjcining Column... 
ry Edward Springer; Claude Booth; Arthur Zitt 


Art! ! Heyer; T. Reeves Heyer; Ernie Lowthorp; Bernie Ger 
R. E. Ke er, Kellnai Systems, Columbus, Ohio; Herman A. Hirdler, 
Indust: nery & Printing, Huntington, Calif.; Larry Levine, 
Bill Kramer and Ira Schlessinger, all Reliance Pencil Corp. 

Allen Newman and Frank Wirth, both Flo-Ball Pen Corp.; Albert 
White, A Nhite & Co., Toronto, Canada; Maurice Berg, Maple 
Leaf Pre Toronto, Canada; Charles Sabel, Flo-Ball Pen Corp.; 
Sar ISOI D.L. Mfg. & Sales Corp., Montreal, Canada. 

4. Walter R. Kane and Henry Berry, both National Blank Book Co.; 
Jack M ley, Macauley’s, Detroit, Mich.; Phillip A. Rooney, 
Bailey Brockton, Mass.; Marie Macauley, Detroit, Mich.; J. A. 
Turne National Blank Book Co.; Mrs. P. . Rooney, Brockton, 
Ma N In L. Hanson, National Blank Book Co.; Virgil Glea 

ire ‘ Typewriter Co., Owosso, Mich.; Mrs. Gleasure 
Ww Mich.; R L. Hammond, National Blank Book Co.; R. E. 


‘ice Supply Co., Austin, Mich. 

tiple, Harry L. Morgan Co., Columbus, Ohio; Marshall 
Weber Costello Co.; James T. Morgan, Harry L. 
Morgar Solumbus, Ohio.; Mrs. T. W. Yaple, Columbus, Ohio 

Mrs mes Morgan, Columbus, Ohio 
F. W. Gotsch, Permacel Tape Corp.; Stanley M. Schewel, Standard 
tionery pply Co., Chicago, Ill.; Jane Casey, Permacel Tape 
Walter Pancoe, Standard Stationery Supply Co., Chicago 
I St. Clair, Permacel Tape Corp.; Ed M. Levine 
nery Supply Co., Chicago, Ill.; R. A. Selle and J. S 

Permacel Tape Corp 

kson, Southern California Stationers, Los Angeles 
Norris, Neilan N. Short and Mrs. E. P. Kling, all 
Works, Inc.; H. C. Leeth and §. H. Pittman, both 
Pittman, Inc, Terre Haute, Ind.; Ward H. Silliman, mfrs. 


rey | ex 
Elmer Thiessen, Thiessen Office Equipment, Kewanee, Ill.; F. C 
Leonard and Keith Gordon, both Boorum & Pease Co.; Mrs. & Mr 
Neal W n, Olson‘s, Inc., Mt. Vernon, Ohio; Ed Kilfeather and 
;. H. Huber, both Boorum & Pease Co 
Nor r Hanna, Philip Hano Corp.; Mrs. Norwood Cobb, Pensa 
oe Norwood Cobb, Pensacola Office Equipment Co 
Per Fla.; Ralph French, Philip Hano Corp 
R.A D. Kohansky and Hal he 


hnsen, all P Meilink Steel Safe 
Phillips, Almorin Phillips & Co., Port Jervis, Y 


On the Opposite Page... 


Fr executive secretary and L. W. Jones, president Sta 
tior f rnada; Donald N. Evans & Kert, Ltd., Ottawa 


znd I. A. Thompson, Industrial Lamp Corp 
firm of same name, Gastonia, N. C., Paul Bum 
Bumbarger’s, Inc., Hickory, N. Y., and Joseph L. 
Alv es! Office Equipment Co., Gainsville, Fla., look at 
Pens entry in the Clegg advertising contest of NSOEA 
4. A. E. Berglund, Joseph Dixon Crucible Co.; Mrs. B. J. Powell, A. W 
Fak , Ralph Guaglia ¥ nw ph Dixon Crucible Co.; Mrs 
Sr., Newark, N. J.; Mrs. J. A. Peck, Springfield Sta 
ringfield, Ill 
wns-Randolph Co., Tulsa, Okla.; Harold S. “’Dick”’ 
resident of Stationers Assn. of Great Britain & Ireland, 
es of Dennison Mfg. Co., Ltd. of London; Andy Maish, 
Y Sam S. Rosendorf, Jr., Southern Stamp & Staty. 
Va.; R. D. Latsch, Latsch Bros., Inc., Lincoln, Nebr 
1rd and Cheri Lemmon, Minnesota Mining & Mfg. Co 
nes, Frankel Carbon & Ribbon Co., = Reuben 
dge Office Furniture Co., Clymer, N. 
1, Parker Pen Co.; Betty Burbank, NSOEA: Paula 
in exhibition hall office 
Eaton Paper Corp.; Rene Bramen and June Anderson 
yirls; Milly Hane, The O'’Learys, Merchandise Mart 
Ed Henschel and D. Henschel, all of Louis Melind 





nn, B. L. Spence and Ernie Lowthrop, all of Spence 
Herbert L Farkas, Herbert L. Farkas Co., Newark 


vin E. Markwell, Markwell Stationery Co., Hays 
e Markwell stapler dealers, too! 
inson Chair Co.; Sid Anderson, Latsch Bros., Inc 


Tom Sims, Fred E. Foster, all of Norfield Methods & 
1k Park; Mr. & Mrs. M. L. Ober, Stationers, Inc. 
J. Lee Cromwell, Cromwell Press, Enid, Okla. 


Ww K. Lovejoy. S. H. Redfield, J. W. Brooks, Fran Seech 
me rmichael, Rhonda Sherwood, Herman Berg and G. E 
ripto, Inc. 
r 


Business Equipment, Peoria, Ill.; Bob Heck, Jack 

I Allen and Frank Palmer, all Eaton Paper Corp 

M M James Dedman, Wallender-Dedman Co., Decatur, II 
H yant and H. C. Hooks, Moore Push Pin Co. 

I Nar peed Products C: Jack R. Roche, Victor Safe & 


m Dunn, Manny Goldberg, A. L. Kolby and John 
Pydlek k's, Inc. 
H. D. Ex n, Scott Purvis, H. B. Van Dorn, A. E. Berglund, G. L 
Her nd Ralph Guaglia, all Joseph Dixon Crucible Co. 


Ray mz s, Justrite Envelope Co.; T. Brady, File-Aid Sales 
peedw rity, Ind.; Tom L. Ketchings, Tom L. Ketchings Co 
Nat M A. A. “Bud” Caruso and Joseph G. Rebholz 
Nort tes Envelope Co 
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years. Many hundreds of people still in government 
are imbued with these ideas.” 

“The whipping-boy chapter for American business 
ended on January 20.” 

So bluntly asserted Secretary Weeks in his talk to 
members of NSOEA. He explained: 

“A year ago businessmen were still in the dog house. 
They had been blamed unfairly by critics for nearly 
everything that had gone haywire in the last quarter 
century. They had been smeared by the poison pens 
of left wingers who despise our private enterprise sys- 


rs the Adjoining Column... 

Ralph First of Emerson Price, Lima, Ohio; Lloyd Landenberger 
and Thomas Hancock, Richard Best Pencil Co.; Royal H. Eckert, 
Royal H. Eckert Co., Allentown, Pa.; A. H. Best, Richard Best 
Pencil Co.; Albert A. Parker, Ihling Bros. Everard Co., Kalamazoo, 
Mich; Robert S. Kane, Richard Best Pencil Co. 

2. Charles Stoner, Ronald Sanberg, Frank S. Cognato, Charles P. 
Phelan, all C. Howard Hunt Pen Co. 

3. Ward J. Siewert, W. R. Sprenger, T. L. Miller, all W. A. Rowles 
Co.; George F. Moulton, Ottawa, III. 

4. H. J. MacNeill, R. M. Humphrey, Victor Watson and Robert T. 
Gemmell, all of Binney & Smith Co. 

5. Thomas Stiles, Costain Stiles & Langford, Ltd.; Fred Smart, execu- 

tive secretary Stationers Guild of Canada; R. D. Creighton, Donald 

McCloud, Ltd.; Mrs. Smart; Dave Brown; Browns Staty., Windsor, 

Canada. 

6. Mrs. & Mr. Irvin Friend, Marvin Herskowitz, Mrs. & Mr. Sandy 
Leitman, all of Hollywood Office Equipment, division of Marnay 
Sales & Mig. Co. 

7. Walter Glassman, Graver Dearborn, Chicago; William J. Boyd, 
Gerard D. White, William Wintrich, Jack L. Moore and Peter C. 
Masterson, all Acco Products, Inc. 

8. C. John Barcik and John E. Young, Mosler Safe Co.; H. S. Lagoe 
and Jesse A. Peck, Springfield Staty. Co., Springfield, Ill.; Edwin 
Mosler, Jr., Mosler Safe Co. 

8. Roscoe Benge and Wilbur Lenz of Codo Mfg. Corp.; Victor Hayes, 
F. F. Hansell & Bro., Ltd., New Orleans, La.; Wilbert F. Smith, 
Truman Vaughan, Charles Cordray and Louis Schuster, all Codo 
Mtg. Corp. 

10. T. W. Dearborn, F. S. Webster Co.; G. Park Brinson, The White 
Co., Columbus, Ga.; A. J. Land and Bernard M. Wright, F. S 
Webster Co. 


on the Opposite Page... 

Mr. & Mrs. Ralph Maneval, A. W. Faber-Castell Pencil Co.; Stanley 

H. Hall, Parron-Hall Corp., San Diego, Calif.; Mrs. & Mr. H. U. 

Bittman, A. W. Faber-Castell Pencil Co 

Bert Amberg, Amberg File & Index Co.; Mr. & Mrs. C. Bourscheidt 

Peoria, Ill.; Ken Ackland and W. A. McNichols, both Amberg File 

& Index Co. 

3. W. K. Downing, A. C. Howard and E. G. Rahe, all of The Globe 
Wernicke Co. 

4. Charlie Lipman, George B. Graff Co.; William Schmiederer, Des 
Plaines, Ill., retired from Buxton & Skinner, St. Louis, Mo. 

Bob Eldridge. Cooke & Cobb; Mrs. & Mr. James B. Wilson, mfrs 
rep., Charlotte, N. C.; Jack O’Hare and Richard B. Singer, Cooke 
& Cobb. 

6. Mrs. R. V. Reid and Miss J. R. Zachs, both of C-Thru Ruler Co.; 

Bob Reid, Rus Ragan and Doug Allen, all of American Pad & Paper 
Co.; Mrs. & Mr. A. F. Jader, Uptown Stationers, Chicago; H. S 
Bradford, American Pad & Paper Co. 
John Gray, executive secretary of NOFA; Ed Conlon, Ed Conlon & 
Co., Evanston, Ill.; John Duncan, The Advocate Store, Newark 
Ohio; Larry Caldwell, Wanamaker’s, Philadelphia, president of 
NOFA; J. G. Schwander, Desks, Inc., New York City. 

8. Nat P. Blish, Reyburn Mfg. Co.; Diana Bowen and her father, 
Matt C. Bowen, Bowen Supply Co., Plant City, Fla. 

9. Ernie Daniels, Lee Schaeffer, Jack Rachman, all of Bert M. Morris 


oO. 
10. Ben Vorwick, Blaisdell Pencil Co.; Norval P. Waldo, Kriloffice, Inc.; 
Harry Haller, Blaisdeli Pencil Co.; Lou Kriloft, Kriloffice Inc., 
Chicago. 
ll. Charles Cordray, Mr. & Mrs. Roscoe Benge, all Codo Mig. Corp 
12. Mrs. & Mr. Allen B. Cammack, Cammack Office Supply, Burlington, 
Cc 


N. C. 

13. Ed Storey, L. W. Holley & Son, Des Moines, Ia.; G. K. Desmond 
Joe Shanks and Walter T. Keller, all Cramer Posture Chair Co.; 
Wheeler Parrott, The Bassick Co. 

14. George Brown and Joseph Pritchard, Wells Chair Corp.; Walton J. 
Wuebhold, H. Wuebhold & Co., Hamilton, Ohio; Elmer J. Scott 
Wells Chair Corp. 

Albert White, A. White & Co., Toronto; Sam Jason, IDL Mfg. & 
Sales Corp., Montreal; Maurice Berg, Maple Leaf Press, Toronto. 

16. Mrs: John Fellowes and F. E. Rising, Jr., Bankers Box Co. 

17. Lafe H. Wasley, Harry Balch, Ray C. Johnson, William Watts and 
M. O. Thompson, all Quality Park Envelope Co. 

18. Mr. & Mrs. Lyle H. Gilmore, Mr. & Mrs. Omer Baumgartner and 
Mr. & Mrs. R. E. Johnson, all of Wilkinson's, Kewanee, IIl. 

19. H. V. McElroy, J. F. Lanum, A. G. Keller, R. H. Soderberg, Lucky 
Star Girl Joan Hiatt, all of Mittag & Volger, Inc.; A. V. Breard, 


Monroe Office Equipment Co., Monroe, La.; Clifford Bergere, Mittag 
& Volger, Inc. 
20. Calvin Vibbard and Jim Lemons, Carpenter Paper Co.; R. C. 


Strafford III, E. H. Knapp, both Victor Safe & Equipment Co.; E. J 
Le Vay, E. J. Le Vay, Inc., Ft. Wayne, Ind.; C. W. Sheets, Victor 
Safe & Equipment Co.; R. L. Seaman, Le Vay & Seaman, Inc., 
Wabash, Ind. 
21. Geoff Pippette, Ken Henderson and Jerry Savage, all The Carter's 
Ink Co.; Merrill Benjamin, Valley Office Supply, Midland, Mich.; 
Austin Waterbury, George Tarrant and S. D. Wonders, all The 
Carter's Ink Co 
George Bauman and S. G. Barrett, both of Autopoint Co.; Mr. & 
Mrs. Howard Denomme, R. H. Potter, all Bussing’s, Detroit, Mich 
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tem. They had been pushed around and punished by 
enemies in high places of government.” 

Continuing his theme that the new administration 
believes in taking the shackles off business he defined 
these moves to maintain and expand prosperity: 

1. Full financial support of national defense which 
not only keeps many industries running at high gear 
but protects business—and all segments of America 
from the struction of war and the horror of defeat. 

2. Extension of the reciprocal trade agreements and 
the elimination of inequities in custom laws. 

3. Commission to study foreign economic policy, in- 
cluding trade and American overseas investment. 

4. New reorganization commission headed by Her- 
bert Hoove! 

5. Measures to assure adequate revenues. 


In the Adjoining Column... 
Ray Eicher Service Steel Products Co.; Larry Goodhand, Oxford 


Filing § pT y ; Izzy Voda, Wallace Pencil Co. 

7€ Morgan, Oxford Filing Supply Co.; Walter M. McNevin 
Statione rp., Los Angeles, Calif.; C. E. Reynell, Oxford Filing 
Harry Neggesmith, Chicago representative; Dave Bland, sales de 


Draper, West Coast representative; and E. J. Marsh 





{ Marsh Stencil Machine Co., Felt Pen Division 


4. Bill Yockey, H. P. Nutley and G. C. Butler, all of Parker Pen Co 
Mrs. Matt C. Bowen, Plant City, Fla.; Louise Jones, Eastern Office 
Equipment C Ahoskie, N. C.; Matt C. Bowen, Bowen Supply Co 
Mrs. Bert} Bowen, Eastern Office Equipment Co., Ahoskie, N. C.; 
Herbert Bowen, Bowen Office Equipment Co., Sanford, N. C.; Alvin 
R. Bowen, Kiniston Office Supply Co., Kiniston, N. C 





B. B. Liebermann, Jr.; Mrs. & Mr. B. B. Liebermann, Sr 
1 of Garland Furniture Co 

Mrs. & Mr. John F. Carroll and Miss Bettie Carroll, Carroll's Gales 

burg, I Abe Aaron, Majestic Staty., Philadelphia, Pa. 

F. S. Webster Co.; Edd B. Dawson, Koch Brothers 
J. C. Krueger, F. S. Webster Co 
hn J. McEven, Richard B. Vail and Pat Patterson 


On the Opposite Page... 
Walter Meyerfeld, Rexbilt Leather Goods, Inc.; Frank H. Baldwin 


ind Milt Balch, both Baldwin Typewriter Co., Kirksville, Mo.; 
Rapha Browin and Edward Cordisco, both Rexbilt Leather 
F. Walzel, Walzel Office Equipment Co., El Campo, Tex.; John 
H. Kleir hn H. Klein Associates, Dallas, Tex.; D. S. MacKerer and 
Nathar haffer, both Blair Aluminum Furniture Co.; Mr. & Mrs 
Josey A sibas, Utility Office Supply Co., Denver, Colo. 
H. | kson, Joseph Dixon Crucible Co.; Mrs. & Mr. Chester 
Racine, Racine Office Supply Co., Green Bay, Wis.; Gerry L 
Henningson and A. E. Berglund, both Joseph Dixon Crucible Co 
Jack e, John W. Graham Co., Spokane, Wash.; Frank Haeger 


eger III, both Haeger Desk Co. 
mfrs. rep., Kansas City, Mo.; Hugh Greenberg 
Detroit fice Equipment, Inc., Detroit, Mich.; Mrs. Zelinski, Lee 
Weiner Sam E. Riggs, all Harrison Steel Cabinet Co. 


R. L. Lawrence, A. D. Farrell, B. W. Abbott and Guy Logan, all 
Aps Products, Inc.; Hy Goldstein, Rochester Stationery, Rochester 
_ eats Lazowski, F. W. Hughes and H. M. Rogers, all Apsco 
Pr ; . Te 

All imbia Ribbon & Carbon Mfg. Co., Inc.: Harold Biggs, Glen 


i Purinton, Bill Prior, T. G. Duggan. 
Atlas Stationers, Los Angeles, Calif.; Frank N 
thar r nald O'Neill, both Bates Mfg. Co.; Mrs. & Mr 

T. W er Tri County Office Equipment Co., West Bend, Wis 

Parle é Bates Mfg. Co. 

r. EB. Ler k, Arkansas Stationery & Furniture Co., Little Rock 
W. Chambers, Weis Mfg. Co., chairman of NSOEA 
nmittees; Bill McPike, Weis Mfg. Co.; Doris Landen 

Ohio; John L. McPike and Ned Boynon, both 


Advance Office Equipment, Kansas City, Mo 
Grenville Davis Co., Chicaqgo, Ill.; Stanley Geis 
Meier Co., Inc.; F. O. Wagner, Burrow’s Bros., Cleve 
Mr. & Mrs. Walter Deutsch, Postal Printing, Newark 
I . thia Smith, Joshua Meier Co., Inc. 
J. H. E per W. T. Rogers Co.; Katherine Matthews, Matthews 
flice Eq ment Co., Davenport, Ia.; Arnold Parnes, Parnes Office 
Kansas City, Mo.; N. J. Knechtges, W. T. Rogers Co 
Jasper Table Co.; R. E. Krodel, Indiana Desk Co 
mfrs. rep 
ppel and Seymour Golden, both Filex Steel Products 
Ir ey Barefield, Barefield Co., Jackson, Miss. 
W n egg, Jr., The Clegg Co., San Antonio, Texas; Fred 
W thley and J. N. Vanderveen, both Neoline, Inc 
D. W. Alexander, and Mr. & Mrs. Joseph Mazer, all Kevstone Steel 
pment Inc Albert Satmary, Commercial Office Supply 


Rush | ean, mfrs. rep.; Jack Nicoulin, mfrs. rep.; Arch Maulsby 
Frontier Mi Cari Nicoulin, mfrs. rep.; Robert Lee, Elkins 
Swyer pringfield, Mo.; C. David Hannum, Frontier Mig. Co 
Hect , n, Standard Diary C« Jess Sutton, Woodbury Book 
, Lester Madans, Standard Diary Co.; Sima R 
Office Supply. Franklin, Ind 

Gallup Map & Stationery Co., Kansas City 

H. G. Konnersman and D. E. Price, all Eagle 
Strecker and Douglas Strecker, both R. P. Lewis 
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6. Emergency drought relief. 
7. More removals of the Federal government from 


competition with private industry. 


8. Ending the Reconstruction Finance Corporation. 
9. Creation of a new Small Business Administration 


to help solve the special problems of small concerns. 
(Secretary Weeks praised the work of Craig Sheaffer 
in this behalf prior to his resignation.) 


10. Efforts to assure sound money which comes from 


ending deficit financing by government, managing the 
national debt and proper functioning of the Federal 
Reserve System. 


11. Slicing approximately $13 billion from the budget 


recommendations of the previous administration. 


“As Secretary of Commerce,” declared the speaker, 


“my job is to be down in Washington pitching for busi- 
ness—not in the narrow sense of giving business privi- 
leges and incentives denied to other American groups, 
but of giving business a chance to prosper so that its 
success can be shared by all areas of American life 
from city pavements to the farm.”’ 


In the Adjoining Column... 


Re 


dR 


All Cel-U-Dex Corp.: C. R. Chamberlain, Mrs. C. A. Dickie and 

Albert Palazzo. 

Howard Gatewood, WOFI; Cort Horr, Judy Horr and Mrs. Cort Horr 

all Horder’s, Inc. 

All Vogel-Peterson Co. Carl Anderson; John Rollin; Ray Magnuson; 

John Mottel; Lynn P. Carlson; C. Stuart Goll; Jerome Workman 
All Sturgis Posture Chair Co.: N. F. Hancock, J. L. Mann, Tracy Van- 

Buren, C. J. Jensen, R. M. Matthews, C. O. Markham. 

R. Blessinger and A. F. Joseph, both Jasper Desk Co.; W. F. Lindner, 

Ohio Desk Co., Cleveland, Ohio; Richard A. Nelson, Thomas Nelson 
o., San Diego, Calif. 

Jess L. Musgrave, mfrs. rep.; Joseph C. Callachan, L. C. Corcoran 

George D. Alt, Mrs. Burns, Carl J. Obrecht and Ronald Burns, all 

Smith Metal Arts Co. 

Mr. & Mrs. George C. Deutsch, mfrs. rep.; Albert S. Russell, Jasper 

Industries, Inc.; Jim Fowes, mfrs. rep 

Frank W. Wenner, Office Systems Co., Davenport, Iowa; Morgan D 

Parish and Elmer Patelski, both Western Mfg. Co.; George Desmond, 

mfrs. rep.; Oscar Bjorseth, Western Mfg. Cc 


os the Opposite Page... 


Floyd Zinkhon and Benny Allen, American Pencil Co.; John L. 
McPike, Weis Mfg. Co.; John H. Duncan, The Advocate Store 
Newark, Ohio. 
Earl Hanson, mfrs. rep., and Paula Smith of NSOEA in exhibition 
hall office. 
Mr. & Mrs. Jesse A. Peck, Springfield Staty. Co., Springfield, III. 
Larry Hallin and his father, Bert Hallin, B. N. Hallin & Associates 
Chicago, governor of District No. 6 NSOEA 
H. L. Fellowes, Arthur R. Frey and Folger Fellowes, all Bankers 
Box Co. 
Matt Dillon, Smead Mfg. Corp.; W. Malcolm Shields, Ever Ready 
Calendar Mfg. Co. 
Jackie Gleason (Sheaffer's new TV salesman); Jack Clark, W. A 
Sheaffer Pen Co.; R. E. Kochheiser, Chas. Ritter Co., Mansfield 
Ohio; Hugh Green, Glenn Davidson and Jack Asthalter, W. A 
Sheaffer Pen Co.; O. Earl Spencer, Spencer Staty. Co., Chester, Pa 
Leo Gassenheimer, Mercantile Paper Co., Montgomery, Ala.; Herb 
Johnston, Ace Fastener Corp.; Sidney Gassenheimer, Mercantile 
Paper Co., Montgomery, Ala.; Mrs. Angie Weber, Ace Fastener 
Corp.; W. E. “Bill” Eldridge, secretary Stationers Club of New 
Orleans, La.; Herb Walsh and Hy Linden, both Ace Fastener Corp 
Homer Smith, Ditto, Inc., and Wes Wilson 
eo _— Kenneth Bevington and daughter Pat, all of Precision 
fg. Co. 
Samuel E. Murray, G. & C. Merriam Co.; John W. Stewart, Water 
man Pen Co.; Russell Goodrich, G. & C. Merriam Co. 
Al Marschall and Harry Tehan, Higgins Ink Co., Inc.; Victor M. 
Knight, managing director of S. J. Reginald Saunders & Co., Ltd., 
Toronto. 
R. E. Bedessen, Sears Roebuck Co.; Harry Yager, David Kahn, Inc.; 
Mrs. L. T. Goldberg and A. C. Mueller, David Kahn, Inc.; Robert B 
Sainberg, Sainberg & Co.; L. E. Brennan, Sears Roebuck Co.; Burt 
Kayser, David Kahn, Inc.; Joe D. Hale, Joe D. Hale Co., Los 
Angeles, Calif.; F. W. Gilbertson, Sears Roebuck Co 
Frank May, J. L. May Co.; Carl W. Draper, mfrs. rep., Los Angeles. 
Bud Caruso, Northern States Envelope Co.; Edith Cottrell, Chicago; 
Joseph G. Rebholz, Northern States Envelope Co. 
Pete Masterson, Acco Products; Bill Tonkin, mfrs. rep.; and Frank 
Ellsworth, King Posture Chair Co. Golden State Travelers club 
buttons on parade. 
D. C. Huntington, Howard Gorton, both of Dennison Mfg. Co.; 
Bernice McCaffrey, McCaffrey Office Equipment Co., Dearborn, 
Mich.; Frank Doris and C. T. Mumma, Dennison Mfg. Co. 
Jean Ayotte, R. V. Aystle, Ltd., Trois Rivieres, Quebec; Ed Mason, 
Mason’‘s, Almond, . Y.; S. A. Redwood, Kruger Paper Co., 
Montreal; Ralph Maish, Dennison Mfg. Co.; Sam Jason, IDL Mfg. & 
Sales Corp., Montreal; Walter A. Sheaffer II, W. A. Sheaffer Pen Co. 
Earl H. Prentzel, Harold Heyward, the Speed Products kangaroos, 
President Jack Linsky, and Earl L. Howe, all Speed Products Co. 
D. W. Sharpe, E. L. McCusker, Mrs. Nat Blish, Harry Venet, Mrs. 
D. W. Sharpe, H. C. Schmutzler, Harold D. Hart, all Reyburn Mfg. 
Co., Inc. 
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After-a brief “break” the afternoon session con- 


tinued with L. R. Addington, vice-president of the 
manufacturers’ division, and Walter Johnson, secre- 


tary of American Airlines, Inc., as the speakers. 
“Randy Addington, vice-president of Art Metal 





ae A Work Station and Market... 


Addir tands | beside the desk piled high with the supplies 
ich the verags rical worker in the American business office 
isumes I nths This “‘work station’ consumption was the 


ton’s convention address 


vane er ge Page... 
ne and Ralph T. Soulby, both Eberhard Faber 





Pen i 

Jim Prestor i Jack Petford, both Preston-Noelting, Ltd., Stratford 

Ontar I 

Mrs. & Mr. M. Arthur Farlowe, Lexington Metal Products. 

All R. | ewis C Flint, Mich. Standing: R. D. Strecker, John 

Van Looy, Philip Parrish, Douglas Strecker, John Colton, Royal 

V. Ben eated: Hugh Clark, James Russell, Richard Walden 

Paul McKie 

Jim Bradley and Tracy Higgins, both Higgins Ink Co., Inc. 

B. E. Richardson, Nucraft Furniture Co.; Wm. L. Allen, Bagley 

Stationery Newport News, Va 

Fr brothers who became aware of that status at the 
nvention: Paul B. Buckwalter, National Blank Book Co.; Glenn 

W. Chambers, Weis Mfg. Co. 

L. P. Wingert, § General Pencil Co., Jersey City, N. J > = 

Mac Intyre, Defiance Calendar & Stationery Corp. 

All R. P. Lew Flint, Mich. Standing: Donald Orth, Edward 

Sarhatt, Vaug Bennett, Robert Davis, Paul Craun. Seated 

Ha Nad Arthur Calder, Raymond P. Lewis, R. P. Lewis, Jr 

Ed Reuts ind Larry Ginsberg, both Arrow Fastener Co., Inc 

Robert nberg, Leon Jaffe and Edward L. Finn, all Sainberg 

& I Monroe, Monroe Stationer, Syracuse, N. Y. 

Robert Ritter 0k Office Equipment Co., Chicago Heights, Ill. 

Harry Venet and Raymond Gay, both Reyburn Mfg. Co.; William 

O. Ritter k Office Equipment Co., Chicago Heights, Ill.; Al Cote 

Revyburn Mic. C 

Pat Patter ind Sam Goltzman, both Mutual Stationers Supply 
; Ed | ey, Wilson Jones Co., New York City; Mack Seidling 

Mutua tationers Supply Co 

All W e Pencil Co.: I. Voda, Johnny Miller, E. H. McCully, 

Joe Howard, | ub] eday Bros., Kalamazoo, Mich.; Earl W. Davis 

The Stationer * Mund, Inc., Elkhart, Ind.; Jack Luke, mfrs 

rey } ; I Elmer J. Kral, Buckeye Office Supply, Cleve 
ind } W. F. Vogel, Senabusch Self-Closing Inkstand Co 

Mrs. & Mr. Ralph Morrill, Morrill’s, Ann Arbor, Mich.; Arthur 

Letner i Don Martin, both Marr Duplicator Co., Inc 

F. H. Powley, Eureka Specialty Printing Co.; Mrs. C. M. Long 

Mian F Mrs. W. V. Simons, Miami, Fla.; F. Vahrenhold 

Eurek pe ty Printing Co 

S. I. Wolf i H. S. Wolf, both Wolber Dupicator $ Suppl 

Mrs. H. Manzanilla, Caracas, Venezuela; M . Dacy, Wolbes 

Duplicator & ipply Co.; John Adams aE, Wire Recoraing 
“Ory I j lll.; G. Rutherford, Wolber Duplicator & Supply 

Mrs Adams, Chicago, Ill.; B. J. Hamill, H. Bender and 

J. Young W - Duplicator & Supply Co. 

R. Segerstrom, M S. Levine and Moe Aaron, all American 

Sten Mf a "Holliday Moore Business Forms, Inc 

Alvin Nay - yeneral Systems Service, New York City; Alberto 

Rihan, Mex city; Larry Hallin and Bert Hallin, both Hallin 

Ass jo, Ill.; Sidney N. Rosenthal, Speedry Products, 
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2. Charles Saggau, 


3. Orvo Helander, Helander’s, Lake Forest, [ll 


Construction Company, made one of the truly out- 
standing addresses of the convention when he pointed 
out through the medium of slide film and one office 
worker (Paula Smith of the NSOEA staff) seated at an 
“office work bench” (desk) how each dealer can share 
in the local market for supplies needed to operate that 
desk. 

“Whether this all important office worker is a man 
or a woman,” said Mr. Addington, “we find some 15,000,- 
000 of them seated in offices at an office work bench 
which is filled with products which we sell, each con- 
tributing in an important degree to the making or 
using of records in our office factories.” 

The speaker then proceeded to itemize on the screen 
each tool consumed in the operation of a desk. 

The 57 items ranging from paper fasteners to ink, 
Mr. Addington pointed out, totaled $49.37 in value. He 
advised his listeners to go home with a new challenge 
and a decision to find out how many office workers are 


- - rere are 8 earte ST EPeEES 


TESY SE 


1. Charles Dwyer and W. H. Dower, both Ellingsworth Mig. >: 


Mrs. & Mr. A. K. Church, Horder’s, Inc., Chicago, IIl.; 
Ellingsworth, —y sworth Mig. Co. 

merican Latex Products Corp.; J. A. Kirshner, 
Nathan Gold and Sam Gold, all Publix Office Supplies Chicago, = 

on Bruggemeye 

Moore Business Forms, Inc.; Mr. & Mrs. S. M. Howe, Home-O- “ 
Co., Muscatine, Iowa; L. C. Ferris, Helander’s, Lake Forest, II1.; 
A. Bumgardner and J. A. Grant, both Moore Business Forms, Inc. 


4. Charles Lefkowitz, Harry Lefkowitz, Jerry Kremsdorf and — 


Kremsdorf, all Guide System & Supply Co.; Harry v4 Kr 
town, South Africa; George Meltzer, Guide System & Sup 


5. Gordon Stephens, Russell Staty. Co., Amarillo, Tex.; — 


Hamilton, Hamilton Mig. Co.; Ray Erickson, Sav Mor Staty. Co., 
Rockford, Ill; Dave Brown, Brown Staty. Co., Windsor, Canada: 
Thomas K. Stiles, Costain-Stiles-Langford Ltd., London, Ont.; Kirk 
Bassett, Hamilton Mfg. Co.; and Milton Stone, mfrs. rep. 
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in their market. By measuring the competitive situ- 
ation, he said, “you can determine how much of your 
market you can capture. But above all, take to your 
customer the story of how he can save dollars by let- 
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ting your salesman determine yearly needs of needed 
merchandise and not place a multitude of orders over 
and over for the same things week in and week out.” 


A dynamic exponent of today’s air age, Walter H. 


Johnson, secretary of the American Airlines, Inc., was 
next heard. His was a moving discourse on “The Chal- 
lenge of Change.” 


“The salesman or the sales executive who can change 


his way of thinking and adapt himself to the geo- 
graphical, social and economic changes that take place 
from day to day and month to month in cities and 


In the Adjoining Column... 


l 


William Silberstorf, G. J. Aigner Co., and young ladies typing with 
old and new measure index tabbing. By a very small change in 
size be exactly correct for a typewriter space, the work of typing 
index strips is greatly facilitated 

Tom Pitts, Myrtle Desk Co.; Charles S. Hoit, Pacific Desk Co., 
Albuquerque, New Mexico. 

John Ford, Apex Staty. Co., Dallas, Tex.; A. M. “Benny” Allen, 
American Pencil Co.; A. C. Barnhill, Clarke & Courts, Houston, 
Tex.; E. A. Mannhardt, American Pencil Co 

Garrett Roberts, Jr., Weldon Roberts Rubber Co.; Henry Wheatley, 
Hugh George Co., Wilmington, Del.; Edward A. Shaw, Weldon 
Roberts Rubber Co. 

James Folly and L. M. Andrews, Jr., both American Map Co., Inc.; 
Frank Baldwin and Milton S. Balch, both Baldwin Typewriter Co., 
Kirksville, Mo. 

All Tiffany Stand: Martin Moldow, Arnold Wolf, Bill Simpkins, 
Earl Hanson, Frank Neville and J. Musgrave. 

C. C. McDaniel and Bob Barnes, both Ennis Tag & Sales Book Co.; 
H. Hitchcock, American Carbon Paper Co.; McCluer Brewster and 
C. G. Holcombe, both Ennis Tag & Sales Book Co.; M. J. Sapper- 
stein, Danville Office Supply, Danville, Va.; John Hutchinson and 
Bud Wingate, both Standard Printing, Hannibal, Mo. 


On the Opposite Page... 
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to 


Charles Blad, Corry-Jamestown Mfg. Co.; Sidney Moldow, Office 
Supply Co., Atlanta, Ga.; Hoit Beavers, Walker-Downing Adv. 
Agency; W. Bruce Ellsworth, Corry-Jamestown Mfg. Co.; Eddie 
Sasser, Office Supply Co., Atlanta, Ga.; Ralph E. Larson, Corry 
Jamestown Mfg. Co. 

]. B. Wagner, mfrs. rep.; Charles Hayworth, Alma Desk Co.; Mrs. 
W. H. Daveler; W. H. ee mr mfrs. rep 

Jack Murray and Roger Lambert, both Maso-Steel Products; R. W. 
Gray, Gray's Office Furniture Co., Dallas, Texas; Ernie Stewart, 
Jack Nielsen and Orville Crisman, all Maso-Steel Products; E. E, 
Kellner, Kellnai Systems, Columbus, Ohio 

Kenny Baker, mfrs. rep.; Tom Niemann, Niemann, Inc.; Marion 
V. Follin, mfrs. rep.; Rit Splatt, Niemann, Inc.; Leon Sherman, 
mfrs. rep. 

Homer C. Nix, mfrs. rep.; Charles L. Pettibone; Kenny Baker, 
mfrs. rep.; W. H. Blake, Blake & Bowls, Baton Rouge, La.; John 
Kane, mfrs. rep. 

Al O. Drum and H. L. Davis, Jr., both W. H. Gunlocke Chair 
Co.; Mr. & Mrs. Raymond Dean, Dean Office Supply, Sherman, 
Texas; Ken F. Davis, W. H. Gunlocke Chair Co.; R. A. Riehl 
Columbus Blank Book Co., Columbus, Ohio; W. F. Back; 
William J. Jones, Baltimore Stationery Co., Baltimore, Md.; Joe 
Sinisgalli, Pfleeger Business Equipment, Inc., Utica, U. Y 

All Monarch Furniture Co.: Don B. Kauffeld, Andrew H. Wilhite, 
H. M. Gutterman and H. S. Wilhite. 

Seymour Geller and Al Mayo, both Artistic Desk Pad Co.; John 
A. Busch, Baltimore Stationery Co., Baltimore, Md.; Nate Straus, 
Artistic Desk Pad Co. 

C. G. Ferrell, Ferrell Office Supply Co., Dallas, Texas; Max Cole 
and J. J. Yawitz, Jr., both National Chair & Furniture Co., St 
Louis, Mo.; C. M. Herz, Executive Furniture, Inc. 

E. F. Daily, Meilink Steel Safe Co.; Hal G. Johnson, mfrs. rep.; 
Eugene Schwarz, mfrs. rep.; Stanley R. Akers and Ralph McClellan, 
both Meilink Steel Safe Co.; D. Kohansky, mfrs. rep 

All Royal Metal Mfg. Co.: R. Andrews, Irving Spear, J. Hecht, 
Al Goldblatt, Abe Golden, Stan Harris, M. Karl, H. Matin, K. Rosen- 
baum, C. Wois 

J. Nelson Shepherd, Mid-west-Beach Co., Sioux Falls, S. D.; L. J. 
Block, Milwaukee Chair Co.; Vic Lydon, mfrs. rep. 

Kenney Baker, mfrs. rep.; C. B. Shubert, B. L. Marble Chair Co 
George B. Wray, mfrs. rep.; James H. Davison, mfrs. rep.; R. E. 
Sturm, Jasper Office Furniture Co. 

Henert Senert and R. E. Kochheiser, both Charles Ritter Co. 
Mansfield, Ohio; E. R. Manning, National Brief Case Co.; E. R 
Kochheiser, Charles Ritter Co., Mansfield, Ohio; D. T. Ryce, mfrs. 
rep. 

All Ohio Chair Co.: Frank Morse, Jr., Norman‘ Wright, Andy 
Barber and Jim Fowls. 

Floyd G. Kongsvik, Curtiss 1000, Inc., St. Paul, Minn.; Jos. F. 
Duddy, Skinner & Kennedy, St. Louis, Mo.; L. M. Lowe, Browne 
Morse Co.; R. G. Scott, Curtiss 1000, Inc., St. Paul, Minn.; J. 
Win Horness, Browne-Morse Co.; Ernest Jackson, Jr., The Stack 
Co., Austin, Texas; Paul Cory, Browne-Morse Co. 

Charles P. Kerman, All Steel Equipment Co.; Carl Nicoulin, mfrs. 
rep.; Joe H. Hartman and Pete Van Trigt, both Ail Steel Equip 
ment Co.; S. Spitzer, Spitzers, Chicago, Ill.; W. H. Oehmler, Del 
Tufnell and Clint Martin, all All Steel Equipment Co 

All Remington Rand Inc.: W. C. Wilson, Jr., D. H. Emore, Roy 
Shoup, Harry P. Haig and Lee O. Snow. 

Robert P. Mack, Johnson Chair Co.; William Tonkin, mfrs. rep.; 
Walter R. Bryzek, Johnson Chair Co.; Ed Leventhal, Biddle Pur 
chasing Co.; George F. Rocker, Johnson Chair Co. 

Ed B. Stein, Stein Bros. Mfg. Co.; W. F. Boothby, Central Ohio 
Paper Co., Columbus, Ohio; Ea Northam, Central Ohio Paper Co., 
Indianapolis, Ind.; Sam Cohen, Stein Bros. Mfg. Co.; Cal Lang, 
mfrs. rep.; Bob Wasdmansee, Wasdmansee Stationery Co., Bis 
marck, S. D.; Jerry Devitt, mfrs. rep 


OFFICE APPLIANCES, November, 1953 

























































































OFFICE APPLIANCES, November, 1953 





On the 


Opposite Page... 
Ca iy, DuBois Plastic Products, Inc., Buffalo, N. Y.; Carl W 

p.: { Gould, Dorset Steel Equip. Co.; Len C. Jacobs 

ngton, both mirs. reps. 

Murray Dineheart, both Home-O-Nize Co.; Jay 
Office Supply Co., Waterloo, lowa; Stan Ulinski, 
ind Carl H. Johnson, all Eriksen‘s, Inc., Cincinnati, 
Lent, Home-O-Nize Co. 
Parts Mig. Co.; William A. Meyer, Raymond 
P. Gibson, all Commercial Staty. & Office Sply.., 
Gilbert Wasserman and Mr. & s. Aldo Barouti, 
fg. Co.; and Len Jacobs, mfrs. 7 
y. Joe Lyons, both Bainbridge, Kimpton & Haupt; 
i William Schroeder, Bainbridge Southern; Arnold 
eeman, both Bainbridge, Kimpton & Haupt. 
de Metal Products, Inc.; T. P. Howell, T. H 
‘w. hat ooga, Tenn.; Richard Feffer, Business Equip., 
Boston, Ma Ir xmes Herbert, Hillside Metal Products, Inc. 
Representing Metalstand Co. were: R. Greenes, J. Morris, Jack 
Oster V ; Joel Golden, Alan Cohen and B. Dudinkov 
N 1y-Miller, Inc., are Ed Whalen, Jim Whalen, 
rphy and Dutton O’Brien. 

Litho Co., Cedar Rapids, Iowa; Tom Black- 
ueny, both GR Products, Inc.; John Low-Beer, 
of Canada, Ltd., Montreal; John H. Yochem, 

er Corpus Christi, Tex. 
nd Vic Corkran, both Haskell Mfg. Co., Inc.; Elmer 
Mountain Bank Note Co., Pueblo, Colo., governor 

rpole and Mrs. Edwina Shields, both Tom L. 

z, Miss.; and Frank Neville, mfrs. rep. 

d Milton S. Prikle, both Will Winnes Co., 

Shallcross, Jr., E. T. Hawkins, Jr., Joseph H. 


Groff, Jr., and Ken H. Shallcross, all The Shallcross Co. 

R. L. Eisleben and E. L. Keeling, both Emeco Corp.; John Gray. 

NOFA exec. dir.; Gus Lefcourt, Emeco Corp.; and Stan Werkman, 

mirs. rep. 

E. M. Seemiller, Ed Hirsch, Diana Davis and C. R. Ehrmann, all 

Orna Metal Products Co.; Gordon Stephens, Russell Staty. Co.., 

Amarillo, Tex.; Earl R. Otta, mfrs. rep.; Mrs. & Mr. B. W. Fryer, 

Fryer Prtg. & Staty., Kansas City, Mo. 

Phoebe Peters and Charles Richardson, both All-Rite Pen. Inc.; 

Sam Rosendorf, Southern Stamp & Staty. Co., Richmond, Va.; and 

P. A. Rhodes, S. P. Richards Paper Co., Atlanta, Ga. 

Dave Fidler, Murphy Chair Co.; Eugene Campbell, Columbus Office 

Sply. Co., Columbus, Ind.; W. E. Crouse and R. J. O'Malley, both 
urphy Chair Co. 

Mr. & Mrs. Stanley M. Yates, Yates Office Sply., Detroit, Mich.; 

Murray Marchales, Stacor Equip. Co.; Mrs. & Mr. Art Driggs, 

Yates Office Sply. 

Representing Art Steel Sales Co. are: John Kane, Bill Boyd, 

Frank Saplin, Irving Levy, Ed Bergman, Leon Banov and Martin 

Berger. 

R. A. Dohl, Commercial Controls Corp.; Art Olsen, Olsen's Office 


; Sply. Co., Forest Park, Ill.; Bryant Fahrney, Atlas Stationers, 


oa Angeles, Calif.; and Clark Hoagland, Commercial Controls 

orp. 

L..E. Johnson, Bob Sprott and Bill Aylward, all The Globe- 

Wernicke Co. 

George Brown and Walton Wuebbold, both H. Wuebbold & Co., 

Hamilton, Ohio; Theo. Mestel and Leonard E. Parker, both Parker 

7 Products, Inc.; Ray Kelly, Business Furniture Co., Denver, 
o. 

R. N. “Bob” Wood, Larry Patton, Wm. Roussey, Harold Blum, 

Harry Lynn and Bill Mason, all Esterbrook Pen Co. 
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Tucson, Ariz.; Mr. & Mrs. Charles H. Hucke, 
‘arlson, Jack Carlson & Co., Clearwater, Fla.; 
Vaughn, Stoddard’s, Inc., Nashville, Tenn.; Mrs. 

sonville, Fla. 
Mullen Wallpaper & Stationery, Cortland, N. Y.; 
1cksteder, fe and W. P. Cannon, all General 


Lawson Co.; Mrs. & Mr. Lloyd W. Birdwell, 


upply, Dallas, Tex.; Jim Wehrheim, F. H. Law- 


National Cash Register Co.; Mrs. & Mr. V 
Typewriter Co., Owosso, Mich.; and D. F. Gaines, 
ster Co 
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Henry Morriss and Tom Hatcher, Jr., both Hatcher's Office Supply, 
Fayetteville, N. C.; Joseph A. Beradi and Robert Barbiero, bot 
Nu-Craft Products Co. 

Doc Tyler, Partlow Tyler Stationers, Laurel, Miss.; Irving Peres, 
Star Office Accessories Co.; Wilson Partlow, Partlow Tyler Sta- 
tioners; S. K. Jones, mfrs. rep. 

Chuck Heinzeroth, Convoy, Inc.; Leo Gassenheimer and S. Gassen- 
heimer, both Mercantile Paper Co., Montgomery, Ala. 

J. J. Cohan, P -Mate Pen Co.; Mrs. & Mr. Harold Cook, H. J. 
Cook & Associates, Alma, Mich. 

D. L. Allen, Labelon Tape Co.; Hal B. Sharrow, National Sta- 
tionery Co., Baltimore, Md. 
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. Rox Kruger, The Blackbourn Systems, Inc.; 
Bulletin 


countries and industries, is the salesman who can be a 
successful salesman,” asserted Mr. Johnson. 

Analyzing the great, new markets in the nation, the 
speaker listed them as follows: 

@ Negro. “In the last 32 years the Negro population 
has increased from 10 to 15 million people, up 50%, 
while income went up 1500%.” 

@ Children. “You buy nothing—be it breakfast food, 
bread, milk or any staple in the house—that isn’t mer- 
chandised to some extent by its appeal to little chil- 
dren.” 

@ Mature Market. “In a short half century each 
American, on the average, has 28 years longer to live, 
28 years more in which to buy merchandise and be a 
customer for salesmen.” 

@ Leisure. “The new concept of leisure time has cre- 


1 Albert Flynn, Hotel 
agazine, New York City; Bruce Blackbourn and A. R. 
Blackbourn, both The Blackbourn Systems, Inc.; Mrs. & Mr. H. 
Senert, Charles Ritter Co., Mansfield, Ohio. 
Roy Snell, Acro Adroit, Inc., Chicago, Ill.; Bill Curran, Burroughs 
Corp.; Fred Gamrod, Acro Adroit, Inc., Chicago, Ill.; Amos Caryl, 
Burroughs Corp. 
Thomas Rizzardo, Rudy Janavsky, Mrs. & Mr. M. K. Markovich, 
Mrs. Spak, “Mitch” Markovich, Jr., Polly Walsh and Don Spak, 
all Tops Business Forms. 
David T. Stokes, Highland Office Sply., Chicago; Charlie Howe 
and Ed Nichols, both mfrs. reps.; and Mrs. D. T. Stokes, Chicago, Ill. 
At District No. 4 Breakfast, Blackstone Hotel, Saturday, September 
26: Allen B. Cammack, Cammack Office Supply, Burlington, N. C., 
ex-governor of District No. 4; Al Lampkin, mfrs. rep., Southern 
Travelers Club pres.; Bob Sanford, Sanford-Hall Co., Jacksonville, 
Fia., governor Dist. 4; Walter Miller, Otto-Ulbrich Co., Inc., Buffalo, 
. ¥., NSOEA pres.; Zac Smith, Zac Smith Staty. Co., Birmingham, 
Ala., NSOEA past-pres. 
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ated an entirely new market for masculine apparel .. . 
has its effect on everything we do—what we eat, what 
we wear, our recreation, hotels, resorts, in our reading 
habits... .” 

@ Farm. “Although farm population has dropped 
912%, farm production—and hinged to that, farm in- 
come—is up 45%.” 

The wailing of bag pipes carried by the Chicago 
Stock Yards Kilty Band attracted a crowd which nearly 
filled the Grand Ballroom of the Conrad Hilton Hotel 
for the closing session on Wednesday forenoon. 

Stretched across the stage was the huge chart used 
by Ralph De Armond Cies, NSOEA researcher, for his 
fact-stocked address on “America’s Greatest Pipe 
Line.” Speaking entirely from the inspiration of the 
figures which confronted his audience, Dr. Cies made 
this introductory statement: 

“More than two-thirds of all the goods produced in 
the country reach the ultimate consumer over the 
shelves of the nation’s retail stores on Main Street, 
U.S.A.” 

Presenting the findings of a six months’ study of in- 
ventory and manpower, he asserted: 

“The office supply and equipment dealer is distribut- 
ing 132% more goods now than he did in 1940.” The 
physical increase since 1940 was broken down in this 
manner: 


All retail stores, 77% 
Drug stores, 31% 
Variety stores, 32% 


On the Opposite Page... 


1. Norman A. Gerth, Imperial Desk Co.; Robert E. Dillon and E. J. 
Eggleston, both General Office Equipment Corp., Pittsburgh, Pa.; 
Gilbert B. Bosse, Imperial Desk Co.; Henry Guth, mfrs. rep. 

2. Henry Krol, Krol Office Supply, Chicago, ‘The big, little man of 
the stationery trade.” 

3. A. Pothus, H. Nash, R. N. Barnett and E. Lubin, all of Gestetner 
Duplicator Corp. 

4. Robert W. Goette, Bohn Duplicator Corp.; Mrs. & Mr. J. L. Spin- 

lock, Spinlock Office Servicé, Huntington, W. Va.; M. R. Easterday 

Kilgore & Easterday, Racine, Wis. 

Mrs. & Mr. Frank Ellsworth, King Posture Chair Co. 

Dick Houeyager, mfrs. rep.; Darlene Garner, Charles Strauss, 

Irene Gall and Bernard Goodfrence, all Goodfrend Metal Products 


nen 


o. 

7. W. P. Cannon, General Lamps Mfg. Co.; Dawes Harden, Harden 
Printing Co., Ada, Okla.; O. Sacksteder, Jr., General Lamps Mfg. Co. 

8. W. B. Brass, W. C. Brass & Assoc., Indianapolis, Ind.; R. L. Weber, 
Rite-Line Corp. 

9. Harold L. Follis, Valparaiso Office Supply Co., Valparaiso, Ind.; 
August L. Benassi, Benassi Supply Co., Hillsboro, Ill.; and Arthur 
C. Benassi, St. Louis Typewriter Co., St. Louis, Mo. 

10. Jack C. Kern, Jack C. Kern Co., Dallas, Texas; Mrs. & Mr. Alvin B. 
Brassler, Gulf State Sales, Birmingham, Ala. 

ll. Mrs. Gerard White, Ogdenburg, N. Y.; Nesbit F. Whitmore, Chas 
C. Smith Co. 

12. W. R. Guelzow, Bredesen’s, Beloit, Wis.; Jack D. Laux and Vir- 

inia Laux, both Schedule-A-Date Calendar Co. 

Seated: Moe Turman, Metwood Office Equipment Corp., New York 

City; A. F. Krieg, Jasper Seating Co.; Hy Natovich, Spak & 

Natovich, Chicago, Ill. Standing: Louis H. Farber, mfrs. rep.; 

unidentified. 

14. Ray S. Froeba, ‘— — Chair Co.; John H. Bobel, Jr., Lorain 

County Stationers, Lorain, Ohio; Harold Bobel, Lorain County 
Stationers, Elyria, Ohio; John Lawrence and Mrs. M. T. Meals, 
both Taylor Chair Co. 

15. Edwin C. Roozen, Invincible Metal Furniture Co.; George D. 
Deutsch, mfrs. rep.; Henry Kunath, Vincennes Adding Machine & 
Typewriter Co., Vincinnes, Ind.; Harvey E. Scheu, Invincible 
Metal Furniture Co.; P. A. Myers, Zaiser's, Des Moines, Iowa; 
Don Hanover, Jr., and J. J. Schulda, both Invincible Metal Furni- 
ture Co. 

16. Fred Kerr and Gerald French, both Arnot-Jamestown Corp.; Harry 
Tehan, mfrs. rep.; George K. Desmond, mifrs. rep. 

17. Tony Stagg, Philadelphia Stationers, Philadelphia, Pa.s G. B. 
Colby, Central Can Co.; Jim Woods, Philadelphia Stationers, 
Philadelphia, Pa.; Alfred H. Mehl, Elmer Krumwiede Assoc.; 
Herman Marx, Philadelphia Stationers, Philadelphia, Pa.; Bill 
Corbett, mfrs. rep. 

18. Frank X. Overbeck, Miami Systems Corp. 

19. Benjamin Rehmar, Peerless Office Supply, Columbus, Ohio. 

20. Howard S. Sanders, Stationers Board of Trade, New York, N. Y.; 
Edward J. LeBlanc, Office Equipment Co., Louisville, Ky.; Harold 
Reinke and Anthony Donofrio, both Doro Mfg. Co., Chicago, III. 

21. Walt Jacobs and Joseph Weber, both Weber Addressing Machine 
Co.; Dave Hunt and Hal V. Hunt, both Van Wert Book Store, 
Van Wert, Ohio; Jim Crassweller, Weber Addressing Machine 
Co.; Spencer McConnell, Port Burwell Co., Ontario, Canada. 

22. K. Himel, Charles Doppelt & Co.; Dale Fenton, Fenton Office 
Supply Co., Stillwater, Okla.; M. J. Brenner, Charles Doppelt & Co. 

23. Bill Spaulding, W. H. Kistler Staty. Co., Denver, Colo.; Mel 


Wheeler and Arthur Embden, both M. C. Wheeler Co., Inc.; and 
Bill Kistler, W. H. Kistler Staty. Co. 
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A New Chapter of Main Street, U.S. A.... 
Dr. Ralph Cies addresses NSOEA, armed with figures. 


Department stores, 42% 

Super market, 68% 

Sears type store, 82% 

Office supply & equipment dealer, 132%. 

Since 1940, Dr. Cies asserted the inventory of the 
office supply and equipment dealer has increased 182% 
in amount of merchandise and 22% in amount of 
stock per unit of sale. The current investment needed 
per dollar of monthly sales is analyzed as follows: 

All retail stores, $1.50 

Drug stores, $2.15 
Variety stores, $1.72 

Department stores, $1.77 

Super markets, $.68 

Sears type store, $1.22 

Office supply and equipment dealer, $2.48. 

The secrets of lower inventory were listed by Dr. 
Cies as: 

1. Knowledge of stock based on periodic count 

2. Good housekeeping. 

3. Keeping of age inventory to move obsolete stock 
more quickly. 

4. Good employees. 

5. Planned selling, and so forth. 

Analyzing manpower, Dr. Cies suggested that since 
1940 the office supply and equipment dealer hours of 
labor have gone up 34% but the job has better than 
doubled since that time in comparison to a labor force 
only increased by one third. 

The dealer in this industry, he said, distributes $6.67 
of merchandise per man hour of labor. In view of 
present wage rates, he asked the dealers, “Can you 





1. John Ford, my Staty. Co., Dallas, Tex.; Mrs. L. Craig Jackson 
and Miss Evelyn Lyon, C. L. Downey Co.; H. E. Monroe, Business 
Equipment Co., Huntsville, Ala.: Helen Kohler and Mrs. V. R 
Church, C. L. Downey Co.; A. C. Barnhill, Clarke & Courts, Hou 
ton, Tex. 
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1. Bob Stratton, Bill Hough and Don Mellen, all Duplicopy Co.; Her- 
man Levita, All Type Office Supply, Chicago, III. 

2. Cliff Parisi, Ozzie Krug, Gus Davis and Mort Kagen, all Cole Steel 
Equip. Co., Inc.; H. Dave Hunt, Van Wert Book Store, Van Wert, 
Ohio; Bernie Jonas, Cole Steel Equip. Co.; Hal V. Hunt, Van Wert 
Book Store; Sam Henning and Frank Salz, both Cole Steel Equip. Co. 

3. Sidney Pellman and W. L. Lampel, both Art Steel Sales Co.; Robert 
Levine, Arvine Stationers, Inc., Passaic, N. J.; Davis Morris and 
Don Lipshutz, both Art Steel Sales Co 

4. Sam Newman and William Rhodes, both Borroughs Mfg. Co.; F. 
Edwards, Sables, Inc., Detroit, Mich.; D. Pemberton, Michigan Blue 
Cross; D. Ferrar, Sables, Inc.; Leo Bigelman, Modern Office Sply. 
Co., Detroit, Mich.; and William Wood, Borroughs Mfg. Co. 

5. Lloyd Allor, Victor Adding Machine Co.; Mr. and Mrs. Don R. 
Lerch, Don Lerch Assoc., Rock Island, Ill.; Mrs. D. L. Klein, Klein’s 
Office Equip., Rock Island, Ill.; Ben F. Matthews, Matthews Office 
Equip., Davenport, Iowa; and Ken Gnaster, Victor Adding Machine 
Co. 


continue to have a healthy operation and distribute 
$6.67 of merchandise per man hour?” 

The average salesman is selling 50% more goods 
than he did 13 years ago by better selling methods, ad- 
vertising and self-service, said Dr. Cies. 

Analyzing today’s market he pointed out that today 
the average office worker is using 28% more items in 





2. Ed Tauber and Dwight Gregson, both Gregson Mfg. Co.; V. Carlton 
Kinney, Kinney-Keesee Office Supply Co., Greensboro, N. C.; Samuel 


Plexico, Jr. and Max West, both Rowan Printing ‘ Salisbury, 


N. C.; Joe Tauber, Gregson Mfg. C: 
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the office than he did in 1940 but 4% less office supplies 
compared to an increase of 50% in office equipment, 
80% in office machines and 20% more printing and 
printed forms 

We must do a better selling job today to insure 
buying habits tomorrow,” declared the research spe- 
cialist in conclusion 

Introduced by L. R. Addington as “the immaculate 
dynamo,” Bill Gove, sales development director, Min- 
nesota Mining & Manufacturing Company, charmed 
his audience the typical Gove manner. His son, Bill, 
Jr., was his mythical audience, as he proceeded to tell 
the youth h he might be a good salesman. In order, 
nuggets of advice were: 

Be yoursel! but make sure it’s your best self... 


n Industries, Inc.; George F. Moulton, Ottawa 
M. M. Bermann, Pentron Industries, Inc. 
ilbex Nancy Jason, both Protectall Safe Corp.; Mrs 
R. G. Straight, Straight Co., Grand Rapids, Mich. 
Ed ty, W n Jones Co.; F. D. Steiding, Cumberland Office 
ipply mberland, Mo.; Harry Calvin, Jerr Mahoney and 
tren I r r ll Wilson Jones Co.; C. E. Ahlstrom, Sperry 
i Furniture C St. Paul, Minn.; Paul Sarno, Wilson Jones Co. 
i. M. E. Zook f rep., Kansas City, Kans.; Mary Kobek, Leonard 
Rose and B Warner, all Rockwell-Barnes Co.; Louis C. Knobe and 
Joe Kobek, both The Knobe Stationer, Chicago, III. 
DA . t Lakes Furniture Co.; Mrs. & Mr. W. F. Gigliott 
Montreal, Canada; Charle 
Margaret Wagner, Freeport 


iger Paper C« 
vastell Pencil C 


OFFICE APPLIANCES, November, 1953 


“Keep your words in shirtsleeves where they be- 
long... 

“Be a good listener ... 

“Serve ’em-to death. The only selling philosophy I 
know of that hasn’t a flaw means passing ideas on to 
your customers... 

“Be a good giver instead of a good getter 

“Have a ‘he oughta have it’ attitude and then the 
world is your oyster... .” 

A business session concluded Wednesday’s formal 
proceedings. President Pembroke ably handled this 
session, hearing committee reports and the approval 
of a change in the by-laws relating to control of dis- 
trict funds for protection of the governors. 

Treasurer Charles Sinisgalli reported a large net 





iP 


Ill.; Mr. & Mrs. Karl Wagner, Otto Wagner Store, Freeport, IIl.; 
Chester Smith, Jr., A. W. Faber-Castell Pencil Co., Inc.; J. Lee 
Cromwell, Cromwell Press, Enid, Okla 

7. H. P. Sherman, Print-O-Matic Co.; George L. Stuart and §. E. 
Russell, Jr., both George Stuart, Inc., Orlando, Fla.; Sam Kirschner, 
Print-O-Matic Co. 

8. Bettie Carroll, Galesburg, Ill; A. J. Markelz, The Book Sho 
Joliet, Ill.; Mr. & Mrs. John F. Carroll, Carroll's, Galesburg, IIl.; 
Ben Powell, A. W. Faber-Castell Pencil Co. 


9. J. F. Emhardt and John B. Dwyer, both Columbia Steel Equipment 
Co.; Harold W. Gale, Swan Stationery Co., Buffalo, N. Y. 


10. Rudy Liebsack, Grand Island Typewriter Co., Hastings, Nebr.; Jack 


Mintzer and Art Carrow, both Speed Products Co., Inc.; Clifford 
Fewell, Vance K. Miller Co., Dallas, Tex 
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worth increase for the association. Budget committee 
chairman R. A. Maish reported anticipated revenues 
$35,000 in excess of expenditures. After long and faith- 
ful service in handling the NSOEA budget it was an- 
nounced that “Andy” would no longer serve as chair- 
man but would “start to enjoy life.” 

William Diehl reported for the credentials committee 
that there had been 2,685 complete registrations but 
that final figures on the exhibit hall registration were 
not yet available. 








Earl Kochheiser reported for the resolutions com- 
mittee, thanking the outgoing officers, the committees, 
Great Lakes Travelers Club, NSOEA staff, the hotel 
and others who aided in the convention success. 

Walter Lennartson presented the necrology report 
and heads were bowed in respect to members who had 
passed on during the past year. 

Officers were then elected as related earlier in this 
account. Except for more exhibit viewing and the an- 
nual banquet the 1953 convention was then at a close. 
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. F. W. Klicker, Commercial Stationers, Asheville, N. C.; Robert 
J. Wright, Monroe Calculating Machine Co.; and Doc Boozer, 
Palm Beach Typewriter Co., W. Palm Beach, Fla. 

. B. A. Strang, mfrs. rep.; Bob Carrithers, Mayfair Co.; William 
M. Grand, Grand & Toy, Toronto, Canada. 

. George Wilson, Charles Prevratil and John I. Suydam III, all 

of Mittag & Volger, Inc. 
Allen Cammack, Cammack Office Supply, Burlington, N. C., and 
Cecil Stowe, Alabama Office Supply Co., Opelika, Ala., looking 
through the Fourth District publicity scrapbook compiled for use 
by future governors. 

. Robert Kane, mfrs. rep.; Earl Collins and Frank Tynan, Rock 
well Barnes Co. 

. Joe Allini, Top Flight Products Co., Inc.; F. O. Wagner and J. W. 
Smith, both Burrows, Cleveland, Ohio 
E. V. Slack and Jim Fowls, both mfrs. reps.; Joe Rosolio, J. N 
Rosolio, Thomasville, Ga. 

Roy Furmanski, Randell Shenton, R. Lembeke and K. Botham 
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all Underwood Corp. 
R. Lee Haynes and R. Bill Strawn, both Hall's Safe Co.; and 
John H. Klein, mfrs. rep. 
Ray B. Biswell, Biswell’s Office Supplies, Inc., Coffeyville, Kans., 
and Floyd E. Marshall, Marshall Office Supply, Tulsa, Okla. 
Maurice S. Brody, Mr. Foster's Store, Miami, Fla., and Nicholas 
Picchione, Dome Publishing Co. 
Bill Barth, Office Sply. Co., St. Petersburg, Fla.; Lyle Van Dyke 
and Carmelita Gibbs, Both Rest-A-Phone Eo. 

. George Herbert, Merchants Box Co., and H. I. Tate, Commercial 
Dispatch, Columbus, Miss. 
Edwin Rosenthal and Bob Cohen, both All-Luminum Products. 
A. W. Hockmeister and T. M. Wroble, both Dorson Time Instru- 
ments. 
A. L. Welham, Jr., Welham Metal Products Co., and H. Croby, 
Office Equip. Co., Michigan City, Ind. 
Arthur Zenk, Office Sply. & Printing Co 
I. A. Thompson, Industrial Lamp Corp 


Sheboygan, Wis., with 
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Awards, Oratory 
on NSOEA’s Gala 
Banquet Night 


Ralph M e-president field division, and Mrs. L. R. Addington 
for her tk vice-president manufacturers’ division) receive 
wrist watc ementos of their term of service. 

Walter Miller makes his ‘inaugural address’ as the new president 
f NSOE 


seneral M r Paul Burbank presents the Charles P. Garvin 


ndustry improv nt award to Paul W. Bumbarger. 


Forty-seventh Annual 


@ BECAUSE OF THE “first come first served” pro- 
prevailed at NSOEA annual banquets 
for several years, many registrants were on hand 
before thi s of the Grand Ballroom were opened 

Wednesday evening. When the signal was given 
the crowd in and places at the tables were 
l k] Shortly after, the head table folk 
marched in while the rest of the banqueters stood 


edure that 


As customary, the formal program following dinner 
the crowd standing to sing “The 
Star Spangle 3anner.” General Manager Paul Bur- 
bank “emces with precision. He introduced the 
head table notables as men and women who had 
n ontributions to the association at re- 
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A New President, 
Walter Miller, 
Office 


4. A happy Allen Cammack receives the dealers’ membership con- 
test cup. 

5. Ivan Allen, Sr., receives the Clegg award for outstanding dealer 
advertising and then presents it to Miss Peggy Baker of the Ivan 
Allen Co., Atlanta, Ga. 

6. Ken Reister, president of Great Lakes Travelers club, receives 
congratulations from General Manager Burbank and the travelers’ 
club membership cup, won two years in a row by GLTC. 


Banquet 


gional meetings or at the annual convention. 

Special guest Harold Spurgeon, president of the 
Stationers Association of Great Britain & Ireland, 
brought greetings from England and the stationery 
industry in his homeland. 

The ceremony of giving the annual awards was 
simple and impressive. The first one—the Charles 
P. Garvin industry improvement award—went to Paul 
W. Bumbarger, Bumbarger’s, Inc., Hickory, N. C. The 
Clegg award for outstanding dealer advertising was 
won by the Ivan Allen Company, Atlanta, Ga. Ivan 
Allen, Sr., received the cup and then turned it over 
to Miss Peggy Baker, “who did all the work.” 

As president of the Great Lakes Travelers Club, 
Ken Reister, Minnesota Mining & Manufacturing Com- 
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that special appreciation should be accorded Mrs. 
Pembroke and members of the Pembroke Company 
staff, Mr. Howard revealed the fact that a 15-foot boat 
equipped with an outboard motor awaited the Pem- 
brokes “back home.” 

A short, challenging message by President-elect 
Walter Miller, Otto Ulbrich Company, Buffalo, N. Y., 
concluded the formal program of the evening. Mr. 
Miller called for the kind and extent of co-operation 
that will assure genuine progress in the association’s 
“golden anniversary year.” 

A pleasant period of dancing to the tunes of Lew 
Diamond and his orchestra followed the banquet. 





te HE 


Washington Scene Transferred to NSOEA ... 


Congressman Tom Pelly (left) greets Craig Sheaffer, retiring from 
Department of Commerce. 


pany, received the travelers club membership contest 
cup, the second consecutive such honor earned by 
GLTC. The dealer membership contest cup was won 
by Allen Cammack, Cammack Office Supply, Burling- 
ton, N. C., immediate past governor of District No. 4. 

Honorary memberships were awarded this year to 
five NSOEA stalwarts, as follows: Harry Fellowes, 
Bankers Box Company; Robert Latsch, Latsch Broth- 
ers, Lincoln, Neb.; R. A. Maish, Dennison Manufac- 
turing Company; Frank Palmer, Eaton Paper Cor- 
poration, and E. C. Wilson, Wilson Stationery & Print- 
ing Company, Houston, Tex 

Two new awards were included in the program 
this year. L. R. Addington, vice-president, manu- 
facturers’ division, and Ralph Maish, vice-president, 
field division, received wrist watches as mementos 
of their terms of service. Mrs. Addington accepted 
the watch for her husband, who was unavoidably 
absent. 

In a beautifully expressed “swan song” Adrian 








Pembroke told about how much he had gained as an LJ 
individual and as a business man through his service tur 
as president of NSOEA. He voiced deep gratitude to me 
all who had contributed to the successful functioning for 
of the association during the past year Hil 
Another skillful weaver of words, Past-president ani 
Grant Howard, Howard & Stofft, Tucson, Ariz., pre- 195 
sented an album of “friendship letters” from many A Book of Memories for the Pembrokes .. . E 
members of NSOEA to Mr. Pembroke. After suggesting neh Beagen gg mem Genes the book of industry greetings as 
rea 

“ne 

we! 

sta 

Sul 

“sti 

’ . in 

Next Year's Convention spe 

° ° fro 

The 1954 assembly of the National Station- rong 

ery & Office Equipment Association will F 

: ter 

open on Saturday, September 18, eight a 

days earlier than this year. As usual, head- var 
quarters will be in the Conrad Hilton Hotel, os 

Chicago. Wisdom urges making plans now spe 
for the great conclave next fall. of | 
I 
hea 
mit 
lars 
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They Came To See Industry’s Latest Innovations . . 





. Typical crowd in NSOEA main exhibit hall. 


Products Display Hits New Highs 


@ RESPONSIVE to the urgent demands of manufac- 
turers for more space in which to show their lines of 
merchandise, the NSOEA headquarters staff arranged 
for the use of half of the sixth floor of the Conrad 
Hilton Hotel to supplement last year’s basement, third 
and fifth floor areas. The total display space of the 
1953 merchandise fair was over three acres. 
Enlargement of exhibit space available resulted in 
a substantial increase in the number of exhibitors, 
reaching a total of 345. Crowding in to inspect the 
newest and best” in office equipment and supplies 
were more than 8,000 dealers and members of their 
staffs, eagerly seeking information. On Saturday and 
Sunday, from one to nine p.m., there was literally 
standing room only.” Although somewhat diminished 
in numbers, visitors kept up their programs of in- 
spection on Monday from two to nine P.M., on Tuesday 
from five to nine p.m., and on Wednesday from noon 
tO SIX P.M 
Following the custom of previous years, many in- 
valuable souvenirs were distributed and 
‘ontests were conducted. The contests 
character but were similar in the 


teresting and 


a number 


Variea widely 
way they aroused interest and elicited participation 
Product demonstrations were effective, in many cases 
spectacular. Lovely young ladies assisted in a number 
if the booths 

In co-operation with Paula Smith of the NSOEA 
headquarters staff were 46 men on the exhibits com- 
mittee These ‘behind-the-scenes” workers were 
largely responsible for the smooth operation of the 
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See following six pages 


for pictures of exhibits 








show, catching and correcting any faults before they 
had time to develop into serious flaws. Under the 
direction of Chairman Harron H. Dobey, Parker Pen 
Company, and Co-chairman Earl H. Hanson, manu- 
facturers’ representative, the committee members were 
on duty continuously in the exhibit hall office and the 
various display areas, keeping everybody satisfied. 

Following are the names of the manufacturers who 
participated in this year’s tremendous showing of 
industry products: 


A American Stencil Mfg. Co. 
Products, Inc. 
Arnot and Co. 


Acco Products, Inc. Arrow Fastener Co., Inc. 


Ace Copyholder Co. 

Ace Fastener Corp. 

Acme Visible Records 

Aigner, G. J., Co. 

Se ete, ce 
wrpese ep. Lorp. Autopoint Co. 

All-Rite Pen, Inc. ; 

All-Stee! Equip., Inc. Avery Adhesive Label Corp. 


Allied Carbon & Ribbon Mfg. Co. 
Alma Desk Co. B 
Aluminum Seating Corp. 

Amberg File & Index ‘o 
American Carbon Paper Mfg. Co. 
American Crayon Co., 

American Latex Products Corp. 
American Pencil Co. 

American Co., Inc. 

Americon Pod & Paper Co. 


Art Metal Const. Co. 

Art Specialty Co. 

Art Steel Sales Corp. 

Artistic Desk Pod t Novelty Co. 
Atlas Stencil Files 


Bainbridge, Kimpton & Haupt, Inc 
Bonkers Box Co. 
Bankers & Merchants, Inc. 


(Turn to page 52, please) 
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NSOEA PRODUCT EXHIBITS 


Acco Products, Inc. 
Acme Visible Records 
Allied Carbon & Ribbon 
Mfg. Corp. 

All-Purpose Metal Equip. 
Corp. 

All-Rite Pen, Inc. 

The American Crayon 
American Stencil Mfg. Co. 
American Map Co., Inc. 
Amerian Pad & Paper 
Automatic Pencil 
Sharpener Co. 

Art Metal Construction 
All-Steel Equip., Inc. 
Avery Adhesive Label 
Corp. 

Bainbridge, Kimpton & 
Haupt, Inc. 

Bankers Box Co. 

Bates Mfg. Co. 
Beckley-Cardy Co. 

Blair Aluminum 


Furniture Co. 
(All photos by Oscar & Associ 















































NSOEA PRODUCT EXHIBITS 
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Bohn Duplicator Corp. 
Bostitch, Inc. 
Browne-Morse Co. 
Burroughs Corp. 

The Carter’s Ink Co. 
Changepoint, Inc. 
Cel-U-Dex Corp. 
Codo Mfg. Corp. 

Cole Steel Equip. Co. 
Columbia Ribbon & 
Carbon Mfg. Co., Inc. 
Commercial Controls 
Corp. 
Corry-Jamestown Mfg. 
Corp. 

The Craftint Mfg. Co. 
Cushman & Denison 
Mfg. Co. 

Dennison Mfg. Co. 
Dome Publishing Co. 
The C. L. Downey Co. 
Ennis Tag & Salesbook 


Co 


s by Oscar & Assoc 
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C4 NSOEA PRODUCT EXHIBITS 
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sienats ens Esterbrook Pen Co. 
Emeco Corp. 
Eureka Specialty 
Printing Co. 
Evans Specialty Co., Inc. 
The Ever Ready Calendar 
Mfg. Co. 
Executive Furniture, Inc. 
Ezyindex Products Co. 
Eberhard Faber Pencil 
Co. 
Wm. A. Force & Co. 
Frankel Carbon & 
Ribbon Co. 
The Globe-Wernicke Co. 
The Globe-Wernicke Co. 
Guardsman Safe Co. 
George B. Graff Co. 
Haeger Desk Co. 
The Hall’s Safe Co. 
Hamilton Mfg. Corp. 
Philip Hano Co., Inc. 


(All photos by Oscar & Assoc 
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NSOEA PRODUCT EXHIBITS GA r nih | 
1. Herring-Hall-Marvin . 

Safe Co. a 7k By 2-3 
Heyer Corp. > ia tk : ' _ 
The Ideal System. le (8% 5 . or eg 
Invincible Metal a 5 er. = 
Furniture Co. 
Labelon Tape Co. eed *) 
The Kay-Dee Co. a — 
Linton Pencil Co. | 
Maple Leaf Mfg. Co. oe o™ | ie eae 


Master Products Mfg. Co. , , ‘ » P- = 


Louis Melind Co. } + J -" 
G. & C. Merriam Co. , ) Be mt 


Miami Systems Corp. 
Minnesota Mining & 
Mfg. Co. é 
Mittag & Volger, Inc. = — SNe 

Moore Business Forms, WRRAY ENGRA 4 : 
Inc oe — ee 
Monroe Calculating A 

Machine Co., Inc. 
The Mosler Safe Co. 


Murray Engraving Co. 
A hofos by Oscar & Assoc 
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NSOEA PRODUCT EXHIBITS 
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Charles C. Smith, Inc. 
Scripto, Inc. 

Security Steel Equip. 
Corp. 

Schedule-A-Date 
Calendar Co. 

Smith Metal Arts Co. 
Southworth Co. 
Spencer Rubber Co. 
Star Office Accessories 


Ce 
Underwood, Inc. 

Tops Business Forms 
Victor Adding Machine 
Co 

Victor Safe & Equip. 
Co. 

Weber Bros. Metal 
Works 

F. S. Webster Co. 
Waterman Pen Co., Inc. 
Weis Mfg. Co. 

Yawman and Erbe 

Mfg. Co. 

York Safe & Lock Co. 


by Oscor & Assoc 
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DURAMETRIC 


THs wor “os! 
MODERN CAROON PAPER 




















List of Exhibitors 
(Continued from page 45) 


Bausch & —_ — Co. 
oe ie Capel 

Berger Div., epublic Steel Corp. 
Richard Best Pencil Co. 

B & Smith Co. 
Blackbourn Systems, Inc., The 
Blair Aluminum Furniture Co. 
Blaisdell Pencil Co. 

Bohn Du 


jeator Corp. 
Boorum & Pease Co. 

Mfg. Co 
Bost ; 


Burroughs Co 
Business Efficiency Aids 


Cc 


C-Thru Ruler Co. 
Cardinell Corp. 

Carter's Ink 9 
Cel-U-Dex Corp. 

Central Can Co., Inc. 

> ornare B 44 Products 


Chicago moe, Desk P Pod Co., 

Clarin tte 

Clemco Desk ie. Co. 

Codo Mfg. Corp. 

Cole Steel Soul. Co. Inc. 
a Ribbon & Carbon Mfg 
Columbia Steel Equip. Co. 
Columbian Art Works, Inc. 
Commercial Controls Corp. 
Convoy, Inc. 

Cooke & Cobb Co., The 

Cook's Inc. 

Corry-Jamestown Mfg. Co. 
Craftint Mfg. Co. 

Cram, The George F., Co., Inc 
Cramer Posture Chair Co., Inc 
Cushman & Denison Mfg. Co. 


Defiance Calendar & Staty. Corp 
Dennison Mfg. Co. 
a Mfg. Co. 
Dick, A Co. 

Diebold, a 

Ditto, Inc. 

Dixon, Joseph, Crucible Co. 
Dome Publishing Co., Inc. 
Doppelt, Charles, & Co. 
The Doringer Co. 

Doro Manufacturing Co. 
Dorset Stee! Equipment 
Dorson Corp. 

Downey, The C. L., Co. 
Dresner, S., & Son, Inc. 


Durable ‘Metal aay Co 
Duro Decal Co., Inc. 


Eagle Pencil Co. 

Eaton Paper Corp. 
Ellingsworth Mfg. Co. 
Emeco Corp. 

Ennis Tag & Salesbook Co. 
Esterbrook Pen Co. 


. Co. 
Evans Specialty Co., Inc. 

Ever Ready Calender Mfg. Co 
Eversharp, Inc. 

Executive Furniture Co. 
Ezyindex Products Co. 


F 
Faber-Castell, A. W., Pencil Co., 


Inc. 
Eberhard Faber Pencil Co. 
Farber, Louis H., 
Fastener Corp. 
Faultless Caster Corp. 
Ferris Business Equipment, Inc 
Filex Steel Products, Inc. 


Frankel Carbon & Ribbon Co 
Franklin Metal Products Co. 
Frontier Mfg. Co. 


G 


Garland Furniture Co. 

General Lamps Mfg. Co. 

Gestetner naa Corp. 

Geyer Publicat 

Gibson Art _ 

Gift Craft Leather Co. 

Globe-Wernicke Co. 
Goodfrend Metal ts Co. 

Goodrich, The B. F., 
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GR yr mg’ Inc. 

Graff, Geo. B., Co. 

Great Lakes Furniture Co 
Gregg Mfg. Co 

Gregson Mfg. Co. 

Guardsman Safe Co. 

Guide System & Supply Co., Inc 
Gunlocke, W. H., Chair Co. 


H 


Haeger Desk Co 

Hall's Safe Co., Inc. 

Hamilton Mfg. Corp. 

Hano, Philip, Co. 

Harrison Steel Cabinet Co 

Hart Mfg. Co., The 

Harter Corp. 

Haskell Mfg. Co., Inc. 

Herring-Hall-Marvin Safe Co. 

Heyer Corp., The 

Higgins Ink Co. 

High Point Bending & Chair Co 

Hillside Metal Preducts, Inc. 

Hodgman Rubber Co. 

Hollywood Office Equip. Div. of 
Marnay Sales & Mfg. Co. 

Home-O-Nize Co., The 

Hoosier Desk Co. 

Hunt, C. Howard, Pen Co. 


ideal System Co., The 
Imperial Desk Co 

Indiana Chair Co. 

Indiana Desk Co. 

Industrial Lamp Corp. 
Intasco Corp. 

Invincible Metal Furniture Co 


J 


Jasper Chair Co 

Jasper Desk Co. 

Jasper Office Furniture Co 
Jasper Seating Co. 

Jasper Table Co 

Jayem Sales Corp 
Johnson Chair Co 


K 


Kahn, David, Inc 

Kay-Dee Co., The 

Kenmar Mfg. Co 

Ketcham & McDougall 
Keystone Steel Equip. Co., Inc 
King Posture Chair Co. 
Kingsley Stamping Machine Co 
Koh-I-Noor Pencil Co., Inc. 
Krayer Mfg. Co 


L 


lLabelon Tape Co 

LaSalle Products Co 

Lawson, The F. H., Co 
Lexington Metal Products, Inc 
Linton Pencil Co 

Little, A. P., Inc 


M 


Majestic Stationery Co. 
Maple Leaf Mfg. Co., Inc. 
Marble, The B. L., Chair Co. 
Markwell Mfg. Co., Inc. 
Marr Duplicator Co., Inc. 
Marsh Stencil Machine Co 
Maso Steel Products 

Master Addresser Co. 
Master Products Mfg. Co 
May, The J. L., Co. 

Mayfair Co., The 

McDonald Products Corp 
Meier, Joshua, Inc. 

Meilink Steel Safe Co 
Melind, Louis, Co. 
Merchants Box Co. 
Merriam, G. & C., Co 
Metalstand Co. 
Metropolitan Cutlery Co 
Miami Systems Corp. 
Milwaukee Chair Co. 
Milwaukee Metal Furn. Co 
Minnesota Mining & Mfg. Co 
Mittag & Volger, Inc. 
Mohawk Tablet Co. 
Monarch Furniture Co. 
Monroe Calculating Machine Co 
Montag Brothers, Inc. 
Moore Business Forms, Inc 
Moore Push-Pin Co. 

Morris, Bert M., Co. 

Mosler Safe Co., The 
Murphy Chair Co. 
Murphy-Miller, Inc 

a Engraving Co. 

Mutual Stationers Supply Corp 
Myrtle Desk Co 

Mystik Adesive Products 





1. Arthur H. Lawless, mfrs. 
Co.; Sid Hatch, Sell Corp.; 


°. 
2. Allan Hirsh, Jr., I & M Ottenheimer; 

ment & Supply, Chicago, IIl.; 
I. & M. Ottenheimer. 


“Bud” Sheffler, 
D. W. Alexander, 


tone Steel 


Ruth Keeler, Ezyindex Products 
Margaret Remson, Ezyindex Products 


Henry Krol, Krol Office Equip- 
Rosin, Amberg File & Index; 


y 


3. Bill Tufnell, mfrs. rep. George Stephen, Weber Bros. Metal Works; 
eys 


Weber Bros. Metal Works. 


4. Bob Wright, Mayer Mfg. Co., 


Equipment Co.; W. D. Tufnell, 


Chicago, Ill.; W. A. Force III and 


Mrs. & Mr. Oakley, all William A. Force & Co., Inc 
Steve Bottino, Franklin Metal Products Co.; Sidney Flaxman, Sidney 


Flaxman Co., Havana, Cuba; 


Products Co 


N 


National Blank Book Co 
National Brief Case Co. 
National Carbon Coated Paper Co 
National Cash Register Co. 
National Fiberstok Envelope Co 
National Vulcanized Fibre Co 
Neoline, Inc. 

Niagara Duplicator Co 
Niemann, Inc. 

Nobema Products Corp 

Noesting Pin Ticket Co 

Norma Pencil Corp 

Northern States Envelope Co 
NSOEA Group Insurance Trust 
Nucraft Furniture Co 

Nu-Craft Products Co 


2) 
Oakville Co., Div., Scoville Mfg 
Co. 


Office Accessories Corp 
Office Appliances 

Ohio Chair Co., Inc 

Old Town Corp. 

Orna Metal Products Ce 
Ottenheimer, |. & M 

Oxford Filing Supply Co., Inc 


Leon H. Franklin, Franklin Metal 


eC 


Paper Mate Pen Co 

Parker Pen Co 

Parker Steel Products, Inc 
Pelouze Mfg. Co 

Pemberton, Lewis N Ptg. Co 
Pentron Industries Inc 
Perfect Rubber Seat Cushion Co 
Permacel Tape Corp. 

Plasco Mfg. Co 

Polar Mfg. Co. 

Precision Mfg. Co 
Print-O-Matic Co., Inc., The 
Protectall Safe Co., The 


Q 


Quality Park Envelope Co 
Queen Ribbon & Carbon Co., Inc 


Rand McNally & Co 

Random House, Inc 

Regency Thermographers 
Reliable Stationers Specialties Co 
Reliance Pencil Corp 

Remington Rand Inc 
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Shallcross Co., The 

Sheaffer, W. A., Pen Co. 

Sight Light Corp. 

Smith Metal Arts Co., Inc 

Southworth Co. 

Speed Products Co. 

Speed-O-Print Corp. 

Speedry Products, inc. 

Spence Furniture Co. 

Spencer Rubber Products Co 

Stacor Equip. Co. 

Standard Diary Co. 

Standard Furniture Co. 

Stanley Mfg. Co. 

Star Office Accessories Co. 

S Stationers Guild of Americo 
Steel-Parts Mfg. Co. 

Stein Bros. — 

Stratford Pen Corp 

Sturgis Posture Chair Co 


Replogle Globes, Inc 

Rest A-Phone Co 

Rex Bilt Leather Ce 

Reyburn Mfg. Co., The 
Rhodes-Martin Mfg. Co 
Riteform Chair Co., Inc 
Rite-Line — 

Roberts Numbering Machine Co. 
Roberts, Weldon, Rubber Co 
Robinson Reminders 
Rockweli-Barnes Co 

Rogers, W. T. Co 

Rowles, E. W. A., Co 

Royal Metal Mfg. Co 


Sainberg & Co., Inc 
Sanford Ink Co 
Schedule-A-Date Calendar 
Scott Rice Co 
Scripto, Inc. T 
Security Steel Equip. Corp 
Sengbusch Self-Closing Inkstand 

Corp Taylor Chair Co., The 


ps Forms 
Triner Scale & Mfg. Co. 


U 


Underwood yy 
United Cutlery & Hardware 
Products 


Vv 


Vail Mfg. Co 

Vernon, S$. E. Inc. 
Victor Adding ‘Machine Co. 
Victor Safe & + ~hen 
Vogel-Peterson Co. 


Ww 


Wabash Filing Supplies, inc. 


Wallace Pencil Co. 
Sano —— why Oe Inc., The 


Scie ae meas Machine Co. 


Weber lay Co. 
Weber, F 
Webster, F °. Co. 
Weis Mfg. Co. 
Welham Metal Products Inc. 
Wells My Corp. 
Western Mfg. Co. 

. Co., Ine. 


Wilton Jones Co. 


Distributors 
Wolter Duplicator & Supply Co. 
Wood Office Furniture Institute 


YZ 


Yawman and Erbe Mfg. Co. 
York Safe & Lock Co. 
Zephyr American Corp. 





NSOEA Women Enjoy Tea at Conrad Hilton, Other Activities on Convention Program 





Graham W. Jackson, Atlanta, Ga., a man of rare talent, in action 
at the Sunday afternoon tea. 

Members of committee with Norbert Burgess, Sanford Ink Co., the 
chairman the microphone distributing prizes. 


3. Mrs. Ernest Frisell, Dependable Mig. Co., Ohama, Nebr., wears 
the nutria stole which she was awarded at the women’s theatre 
matinee. 


Entertainment for the Ladies Wins Approval 


@ ONCE AGAIN THE ladies had a rich convention ex- 
perience in a program that was marked by two depar- 
tures from precedent, both successful. The convention 
get-together breakfast on Monday morning was re- 
placed by a Sunday afternoon tea and the following 
noon the ladies had an opportunity to attend the 
general convention luncheon with their husbands, 
where they heard the stimulating Dr. Kenneth Mc- 
Farland 

Entertainment by Graham Jackson, pianist of At- 
lanta, Ga., was a highlight of the Sunday afternoon 


tea. It was demonstrated at this concert in the 
Conrad Hilton Grand Ballroom why Eddie Cantor 
said of the talented musician, “The piano was made 


for Graham Jackson.” 

Hand-picked luxury items were distributed to the 
ladies following the serving of light refreshments and 
the program moved along in precise fashion under 
the leadership of Chairman Norbert Burgess, Sanford 
Ink Company, and Co-Chairman A. 8S. Replogle, Re- 
Plogle Globes, Inc 

A luncheon at Marshall Field’s was on the Tuesday 
noon program. This was followed by an entertaining 
style show sondusted by Jean Scott. 

On Tuesday evening the ladies had an opportunity 
with their husbands once again to see George Gobel, 
popular comedian acclaimed on television’s “Saturday 
Night Review.” Sharing in the “Harvest Time Review 
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Party,” held in the Grand’ Ballroom, Gobel humor- 
ously depicted experiences with insurance adjusters 
and build-it-yourself TV sets and became involved 
in other satirical situations. 

Juanita Hall of “Bloody Mary” fame in “South 
Pacific,” entertained with songs, starting off with 
such old favorites as “Mood Indigo” and “Am I Blue” 
and ending with “Happy Talk.” 

Dancers Tania and Biagi startled viewers as a 
hearty fall established the act as a comedy routine. 
The dance satirists, however, ended with a sprightly 
wedding march. Appearing as a musical novelty act, 
the Great Yonely played his miniature instruments 
in intriguing ways, even rendering a piano number 
with both hands grasping large rubber balls. The 
Vanderbilt Boys, acrobatic dancers, featured a spec- 
tacular shoulder leap to end their act. 

Lew Diamond and his orchestra provided the back- 
ground music and Mr. Diamond capably filled in as 
master of ceremonies. Arrangements for this always- 
popular Tuesday night entertainment party were made 
by Douglas Allen, American Pad & Paper Company, 
chairman, and Charles Gilbert, Orrice APPLIANCES, co- 
chairman. 

Wednesday’s program for the ladies was in the 
nature of a double feature, attendance at a matinee 
performance of “John Loves Mary,” in the Goodman 
Theater of the Art Institute, and participation in the 
colorful annual banquet and dance. 
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Extra Curricular 





The annual breakfast given by The Globe 
Wernicke Company for its dealers was held 
Tuesday morning in the Mayfair Room of the 
Blackstone Hotel, which is across Seventh St 
from the Hilton. All the guests were welcomed 
at the door personally by President A. C 
Howard. The number attending was greater 
than on any similar occasion. 

Elmer Rahe, vice-president in charge of sales, 
extended a welcome on behalf of the company 
and called upon Mr. Howard who expressed 
his own welcome and satisfaction at the ex 
cellent attendance. “Nothing is static,’’ Mr. 
Howard stated. “Everything changes. So it 
is with Globe-Wernicke. Each year brings new 
ideas, better things, better service. Progressive 
ideas promoted and put into fact by our 
organization have broadened the market of 
Globe-Wernicke dealers substantially, thus 
offering greater opportunities for alert dealers 
for more business and more profit than before.’ 
Quoting from the address of Dr. Kenneth Mc- 
Farland, one of the speakers on the NSOEA 
program, Mr. Howard stated that business 
morality is more important than knowledge, 
that business loyalty is a necessity, and that 


General View Showing 
Most of GW Breakfast Party 


Seen at The Globe-Wernicke Party... 


1. Front row: Robert Clolier, John Wheeler and George Murphy, Mead 
& Wheeler, Chicago; Jim Miller and Jim Colum, Comfort 


Globe-Wernicke definitely was on its dealers 


team 


W. K. Downing, advertising manager, pre- 


sented Globe-Wernicke’s package parade with 
colored slides for illustrations. He showed 
packaging designed to help the sales person 
make the sale. The packages displayed were 
modern, attractive and informative, with ap- 
propriate messages on the outsides of the 
containers. The new packaging was developed 
as something which would have a definite in- 


fluence on the customer for reorder. 


Bob Sprott, assistant sales manager, followed, 
describing new exclusive features of desks and 
files, unveiling each new unit as its description 
was presented. To dramatize the new features, 


a young lady bearing the name of the subject 





discussed came down the aisle to the platform 
and stood beside the product she represented. 


Included were Miss Molded Top, Miss Decorator, 





At GW Party ... Mrs. Norma Hinds, 
The Globe-Wernicke Co.; Mrs. Peggy Baker 
and Ivan Allen, both Ivan Allen Co., 
Atlanta. 





leans; Mrs. Effie Fulton, Fulton Co., 
F. F. Hansell & Bro.; Mrs. Larry Schubert, J. Miller Huggins Co., 
inting Anderson, Ind. Rear: 





Wernicke Co.; M. E. Hansell, F. F. Hansell & Bro., Ltd., New Or- 


Houston, Tex.; Vic Hayes, 


W. C. Aylward, The Globe-Wernicke Co. 





& Staty. Co., St. Louis, Mo.; Maynard Westring, Mid-City Stationers, 
Inc., Rockford, Ill. Rear: Roy Hansen, The Globe-Wernicke Co. 
Miss Art Swing Mechanism; Miss Let-R-Guard; Miss Molded Top 
Miss Globe-Guard and Miss Decorator. 

Front row: Henry C. Carlson and Mrs. Norma Hinds, The Globe 
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Miss Molded Top; Bob Sprott, The Globe-Wernicke Co.; Miss Globe- 
Guard and Miss Decorator. 

Bob Sprott briefing the dealers on the merits of new GW features 
Overcome by so much feminine beauty, Bob Sprott is carried out 
on a stretcher by those whose presence caused his collapse 
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Miss Globe-Guard, Miss Let-R-Guard, Miss Arc 
Swing Mechanism and Miss Visible Arm Slide 
The first five were professional models, the 
last, Mrs. Norma Hinds of the Globe-Wernicke 


organization. At the end of the demonstration 


Mr. Sprott was carried out on a stretcher by 
the fair maidens, having been overcome by the 
presence of s¢ ch feminine beauty. 
e 

Among the sales staff meetings con 
jucted prior to the convention was that of 
National Blank Book Company. Brewster 
Towne was in charge of indoctrination of sales 
men in the new National Blank Book line 


John Brain, personable NSOEA governor of 
District No. 8, took advantage of the conven 
tion to call a meeting of Midwest Travelers and 
his district leaders at the Speed Products 


Monday. Plans for the 


Company svite 
District 8 convention to be held next spring 
st Tulsa were hed under Governor Brain's 


| a c 
enthusiastic teacer f 


C. Geene H mbe, personable Ennis Tag 
& Salesbook mpany representative from 


New Orleans, La., demonstrated a rare ac 


complishment for some amazed NSOEA visitors 
Through control starting clear up in his 
shoulder, Geene is able to make his three 





Cc. Geene Holcombe 


middle fingers of the right hand the same 

length and balance pencil across them 
Skeptics have fled and wagered but re 

mained to be convinced. X-rays have estab 


lished that the cre not of the same 
length 
lt all adds p to an amazing story. A 


former Chicag urdinals professional football 


tackle who introduced Sammy Baugh to the 
pro game, Geene was once broke and dis 
couraged after auto accident had ter 
minated his football coreer. Through oa series 
of circumstances the late Robert Ripley of 
Believe It or Not fame made Holcombe oa 


featured perf » his Century of Progress 


Show at Ch Audiences were spellbound 
at the finger « lisplayed 

Refusing ¢ pitalize on his skill except 
tor that period of adversity, the Ennis Tag 
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man has preferred a selling career. His 
demonstrations of retractive fingers are re- 
served for his friends 

On Sunday night, September 26, L. R. 
Addington, vice-president, Art Metal Construc- 
tion Company, was host to his dealers attend- 
ing the convention at a buffet supper held 
in the upper Tower Ballroom of the Hilton. 
Because of the large number present the group 
was divided, some remaining in the ballroom 
on the floor below for a social hour. The 
evening was delightfully informal. The only 
program was the spectacular piano perform- 
ance of Graham Jackson, brought to Chicago 
from Atlanta as convention entertainer. Mr. 
Addington was on hand to great every guest 
personally. 

Preceding the NSOEA sessions, the Wood 
Office Furniture Institute held a meeting of 
members’ sales representatives with several 
hundred attending. 

These salesmen and office manufacturers 
met in the Upper Tower of the Conrad Hilton 
Hotel on September 25. 

The session was of extraordinary signifi- 
cance because the Institute is currently launch- 
ing its Certified Office Planning Service in a 
number of cities. The afternoon was largely 
devoted to this subject and Robert Spelman 
of the Institute ployed an important role in 
presenting the model office center, as the 
COPS program is called, in a thorough fashion. 
A COPS unit on the stage aided Mr. Spelman 
in demonstrating the functions of this model 
office center. 

The annual Midwestern meeting of the 
Fountain Pen & Mechanical Pencil Manufac- 


turers Association, Inc., was held on Saturday 
forenoon preceding the opening of NSOEA 
exhibits. Chairman Ivan D. Tefft, Parker Pen 
Company, presided at the session held in the 
Conrad Hilton Hotel. 

Robert N. Wood, the Association's president, 
reviewed certain association matters and 
activities, saying in part, “We are in a grow- 
ing industry. | saw some figures the other day 
that whereas we had 133 million people in 
1940, in 1953 we have 160 million and it 
is expected to go to 170 million by 1960 
and over 200 million by 1975. Ali of those 
people are potential customers so we are a 
growing business and with the increase in 
clerical work we have a possibly larger rate 
growth.” 

Donald MacDonald, attorney in charge of 
the Federal Trade Commission's Chicago office, 
told the group that the Federal Trade Com- 
mission provides a medium for the industry 
to get together and to agree on what the 
trade considers to be undesirable practices. 

Mr. McDonald also told the members of the 
association that the pen and pencil industry's 
code of trade practices constitute a very sub- 
stantial guide for the Commission in reaching 
decisions as to exactly what are unfair methods 
of competition in the pen and mechanical pen- 
cil trade. 

The speaker added that he was pleased to 
note that the industry already had token cer- 
tain steps in the direction of eliminating some 
types of deceptive advertising and commended 
the industry for its foresight and its efforts in 
that direction. 

A luncheon followed the business session. 
Arrangements were skillfully handled as usual 
by Frank L. King, executive secretary of the 


organization. 





8th District Contingent at the Convention ... 


1. Mr. & Mrs. Al Bachman, Greeley, Colo.; Scotty Dayton, Pittsburg, Kans.; Mrs. Vena Runyon, 

Pittsburg, Kans.; Mr. & Mrs. Howard Blanchard, Kansas City, Kans.; Mrs. Ray Baldwin; Miss 
Maybelle Bishop; Mrs. Vaughan Williams; Ray Baldwin, Kansas City, Mo.; Mr. & Mrs. Don 
Arundel, Omaha, Nebr.; front—Vaughan Williams, Kansas City, Mo.; Tom Seward, Speed 
Products Co. 
Sid Anderson, Lincoln, Nebr.; G. G. Treadway, Kearney, Nebr.; Vaughan Williams, Kansas 


City, Mo.; Bill Walther, North Platte, Nebr.; 


s. G. G. Treadway, Kearney, Nebr.; Mrs. Bill 


Walther; Rudolph H. Furrer, Zurich, Switzerland; Mrs. Sidney Anderson; Fred Pfaff, Omaha, 


Nebr.; Mrs. & Mr. Art Reed, Lincoln, Nebr. 
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The annual dinner given by The General 
Fireproofing Company for its dealers attend 
ing the NSOEA convention was held on the 
evening of September 29 in the Mirror Ball 
room of the Blackstone. This event has been 
continued without interruption since estab 
lished 22 years ago at the convention in New 
Orleans. The attendance has been growing 
each year, the event being the principal fea 
ture of convention entertainment on the part 
of .General Fireproofing Company declers 

The dinner was preceded by a social hour 
Afterward Larry Miller, manager of dealer 
sales, introduced Adrain Pembroke, president 
of NSOEA, and ‘Dick’ 


manager of Dennison Manufacturing Com 


Spurgeon, London 
pany and president of the Stationers Associa 
tion of Great Britain & Ireland. Mr. Miller 
also introduced “our new member from Daven 
port,” Mrs. Daisy Hoge, whose late husband 
William, established the dinner tradition and 


carried it on for two decades. Her connection 
at Davenport is with Matthews Office Equip- 


ment Co. Mrs. Matthews, one of the owners, 


Graham Jackson Plays the ac 
cordion for Larry & Mrs. Miller, host & 


hostess for the evening 


is her daughter. A break in precedent was a 
musical program which occupied the remainder 
of the evening. It consisted of songs by a 
male quintet and that music master, Graham 
Jackson of Atlanta, who also played at the 
opening of several sessions of the convention 
The original intention was to enable guests to 
leave in time to attend the association’s party 
held the same evening but a long succession 


of encores upset that good intention. 
. * 


A pleasant experience for conventionites on 
Sunday, Monday and Tuesday mornings was 
to find copies of the Chicago Tribune at their 
hotel room doors. Each newspaper carried a 
printed slip indicating that delivery was “with 
the compliments of Cole Steel Equipment Com- 
pany.” 

Quite a number of dealers brought mem- 


bers of their sales staffs to Chicago for Sat- 
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Snapped at General ofa st Dinner eee 5. Mr. & Mrs. Al Brainard on far side 


oe ee 


l. Table group entertained by 
President Adrian Penibroke & M 
C. Clegg, Mr. & Mrs.’ Larry C 
Second from left is GF Pr« 

Mr. & Mrs. Harold Hoffman, S: 
western Staty. & Bank Sup 

J. B. Nusbaum, Albuquerque S 
At right is Jesse Peck, Springfie 
District No. 6 
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includes NSOEA wag 
& Mrs. William J 


farkentin, S 
Mr. & 


A. Purnell, vice-presiden 
C. Wilson, Wilson Staty. & Printing C 

NSOEA; Mrs. Wilson; Rose Cushman, NSOEA headquarters; and 

Hy Goldstein, Rochester Staty. Co., Y 

One of the several table groups that f ind leasure 

The headpieces used by most at the table fi 


ments on the first course of the dir 








of table. At left, face largely 
in charge of sales 
>., Houston, past president 


Rochester, N 

is GF guests 
rst appeared as orna- 

which c s of half 


melons filled with fruit, each topped with a fancy 


rmer governor 
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Breakfast with Venus... 


American Pencil Co 
ther waiter; Len Hehner 
Co., the host. 
en Hehner and Floyd 
American Pencil Co. 
Stainton & Evis, Toronto 
Mrs. Chester H. Racine 
Supply. Green Bay, Wis. 
ind Henry Trout, both 
. Cc Trenton, N. J.; Mrs 
Canada. 
Maurice Berg. Maple Leaf 
Sanada; Alfred Williams 





mms Co., Raleigh, N. 
George Johnson, E. A. Mannhardt and Kel 
Turner, all American Pencil Co.; Roy E. 
_~ 1 Stationery Co., Selma 


Dawkins 
A 7 


urday and Sunday viewing of the products 
displays. Outstanding was a group of 20 
shepherded by R. P. Lewis Company, Saginaw, 
Mich. The boys arrived Saturday morning by 
train, bus and car for two days of education 
and entertainment 

Among happy convention visitors were Neil 
Goldsworthy, Ivan Allen Company, Atlanta, 
Ga., and J. L. Hardisty, School Specialty Com- 
pany, Salina, Tex., who were awarded genvu- 
ine snakeskin brief cases by Stein Brothers 


Manufacturing Company 
* 


Room service facilities at the Conrad Hilton 
were used to capacity plus on Sunday morning 
to provide “Breakfast in Bed with Venus” for 
a large percentage of the dealers attending 
the convention. Many staying at other hotels 
went to the American Pencil Company’s suite 
in the Hilton to participate in the “All Ameri- 
can” breakfast 

From 7:30 to 11:00 o'clock the “boys” were 
busy treking trays to rooms. With each tray 
was a copy of the convention extra of Venus 
News and a box of American’s new Paradise 


colored pencils 


A revolutionary method of business chair 
designing and merchandising has been ac- 
complished by the B. L. Marble Chair Com- 
pany. At the NSOEA convention, the Marble 
organization showed an unusual line of busi- 


ness chairs titled ‘The Convertible.” The chairs 





have been designed so that any number of 
seat, back and frame combinations can be done 
ot the dealer level. By simply interchanging 
seats and backs, whether they be of con- 
trasting woods, matching woods, or upholstered 
pieces in leather, fabric, vinyls, and other cover 
materials, the dealer may offer a customer 
immediate delivery in any number of combina- 
tions. 
Charles L. 
stated that this is merely the beginning of a 


Pettibone, company president, 


long line of modern chair designs and versa- 
tile models to come from the Marble factory. 
Designer Gordon Hrach has done a superior 
job, said Mr. Pettibone, “as our industry has 
need for this type of chair construction. After 
all,” continued Mr. Pettibone, “style and de- 
sign, plus economy factors, have been included 
in the Convertible plan 

An important part of the program is that 
the chairs will be shipped partially knocked 
down, resulting in an immediate saving to 
the dealer. This, plus the added feature of 
square cartons, will conserve much space in 


dealer warehouses 


Taking its cue from the “Kangaroo Pouch” 
feature of a new stapler, Speed Products 
Company launched its new product at the 





Pelouze Inaugurates “Over 100” Club... 


President Bruce Adams, Jr. of Pelouze Mfg. Co. 


awards an “Over 100°’ Club pin to repre- 


sentative Larry Roark, Dallas, Tex., at a dinner meeting in the Blackstone Hotel, Chicago, on 


Sunday, Septer 
Pelouze gave 


respective territ had more than 100 

left to sh 

Pittsburgh, Pa yn Logan, Cleveland, Ohio; 
Ben Philbrick, vice-president; Clarence Krumpos, 
Larry Roark, I Tex.; Bruce Adams, Jr 
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ber 2 The affair took place during the NSOEA convention at which time 
ver 100°° Club pins to those of its regional representatives who in their 


in postal scale sales since 1949. Shown, 


‘SEATED—Joe Shanks and Elmer Duke, Knoxville, Tenn.; Bob Harris, 
Ross Davey, Toronto, Canada; STANDING— 


P.A.; Paul Lockwood, Los Angeles, Calif.; 


president; Charlie Jaffer, Philadelphia. 
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convention with a unique No. 1 gimmick of 
the exhibits. A Kangaroo mailing piece was 
sent out in advance to all Swingline dealers. 
The pouch of the kangaroo bore a coupon 
inviting the dealers to present the coupon at 
the Swingline booth or send it to Speed 
Products Company to receive a free gift. 

The gift wos a charming Kangaroo plush 
toy 12 inches high bearing a Swingline 77 
stapler in its pouch—personalized with the 
dealer's own name and carrying a scroll that 
tells the story of the new stapler designed to 
sell for $2.50. 


Associated Stationers Supply Company under 
the leadership of Cort B. Horr held open house 
on Saturday, opening day of the convention. 
The entire staff was on hand to welcome 
visitors at 229 S. Jefferson St. Opportunity was 
given for an inspection of the building, dis- 
cussion of problems and inspection of new items 
on display. Refreshments were served. 


The Ace Fastener Corporation continued its 
popular convention feature in the form of a 
Sunday night party. And this time the crowd 
really engulfed the entire Ballroom of the 
Conrad Hilton to the extent of several thous- 
and conventioners. Starting at 9 P.M. and 
continuing until 11 the lines moved past the 
elaborate buffet tables and the refreshment 
bars. Officials of Ace were on hand to greet 


many of the visitors personally. 


With such pleasant personages as Bill Wilson 
and Sam Flenniken on hand as hosts the 
Diebold, iInc., hospitality rooms proved a 


popular spot for dealers 


Among the many items of merchandise 
presented at the convention was a metal, 
webbing-seated swivel chair awarded to R. B. 
Wagner, Dayton, Ohio, by the Precision Manvu- 
facturing Company, Evanston, Ill. 
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CONVENTION ADDRESSES 


(Texts of some addresses were not available at press time. They will be published next month.) 








"We Are In This Together” 
By ADRIAN H. PEMBROKE 


President, National Stationery 
& Office Equipment Association 








gw I SHOULD LIKE to start my part on this program 
by giving you a short report on my stewardship as 
president of the National Stationery & Office Equip- 
ment Association. 

You gave me a great opportunity to know this 
industry better in this work for the association. I 
would be ungrateful if I fail, in some way, to make a 
return to you for this honor and this privilege. 

I wish to go on record here and now by saying 
without reservation that this association is the Big- 
gest Buy in Business, for where can you find such a 
dynamic force as this association working around the 
clock for the improvement of such a fine group of 
independent businessmen as is represented here in this 
convention. 

This can be proven: Look at the results: 

It is being bought: In 1946 there were 981 mem- 
bers—today there are 3,350, an increase of 241.5%. 

In 1946 there were 1405 registrations at the conven- 
tion. In 1952 there were 9,088. 

As someone said recently, “Where on earth can you 
get as much for $30.00 as does the dealer, and $60.00 
for the manufacturer?” 

Yet with the ridiculously low annual dues there are 
ample funds to give an ever-expanding value to all 
members, both quantitatively and qualitatively. 


Respect the Association 


The strong convictions I have struck me forcefully 
during the regional meetings. One has to meet folks 
in all parts of the country to fully understand the 
high regard that people in our industry have for 
our association. 

I found out that there are sound reasons for the 
widespread enthusiasm. Many have discovered the 
great truth about the intrinsic values of joining to- 
gether in NSOEA, joining in a good cause. 

There are two great functions performed by this 
organization which fills in for and around its mem- 
bers: 

1. It is a fountain head of valuable information 
which improves our managing skills, and our selling 
power. The studious dealers tell us it is a headquarters 
for ideas and inspiration. 

2. It is a rallying point where we meet and concern 
ourselves with common problems. It is the starting 
point from which we move out to do battle for industry 
success. 


Hunger for Knowledge 


I was forcefully struck by the alert and healthy 
spirit in our regional meetings. There was an apparent 
earnestness in all of the meetings. Everywhere there 
was a hunger for knowledge, a search for ideas. 

I cannot pass without calling to your attention the 
widely held respect for the quality and efficiency of 
the work being done by Paul Burbank and his staff. 

We are happy to. report that there is a much im- 
proved situation in the Washington office today than 
a year ago today. In Earl Strong, we now have the 
opportunity to free Paul Burbank of some of the 
details which robbed him of his maximum output. 


Il LET’S FACE IT—SHOALS AHEAD 


We're in this together. .. . For my message I chose 
this title, for I want to say to you that there is much 
to be done in this industry. The association can help, 
but it goes so far and there its mission ends. You 
and I have to carry the ball from there. The final 
evaluation of what kind of an industry we have is 
decided by us in the presence of the final user of our 
products and services. 

That is why we are in this big movement together— 
and why the dealer and the manufacturer and all 
their sales forces must be drawn into any successful 
effort to make the American businessman like us 
better. 

In sizing up our problems and the things we must 
do about them, I’d like to say I think that all is not 
well in our industry and this can be said of many 
other kinds of business. 

I have a conviction we have greatness within our 
reach—if we have the complete team work of every 
member of this business—if we as a team move over, 
through, and around our opposition, an opposition 
which can rob us of greatness and give us in return, 
mediocrity. 

Quotes Greenwalt 

Crawford H. Greenwalt, President-DuPont Company, 
recently said: “Business has become increasingly a 
team effort, in which the contributions of each indi- 
vidual and each group must be integrated with the 
contributions of all.’ 

Greatness must not escape us because we fail to 
recognize the things to be done and the enemies and 
forces against us. 

There is to be nothing profound or technical about 
this presentation. Some of the things I say may 
be controversial. I hope so, if for stimulation only. 

My purpose is first to challenge the thinking in 
this room, to provoke the big brains of this industry 
to go to work in an objective way. 

Second, to maybe say something which some of you 
might use in the solutions of your own troubles. 

The following are some things said to us, or which 
we read, as we crossed the country. They suggested 
the general preparation of this presentation. They 
were: 

1. A dealer’s wife: “We make a good living out 
of our business, but we don’t seem to have the prestige 
in our community enjoyed by other types of business- 
men.” 

2. A director, Super Market Institute, who spoke 
to us in California (He studied us before he wrote his 
paper): “Our purchasing people tell us you do not 
have a reliable or understandable price policy. You 
are nearly as bad as job printers.” 

3. Dealers are concerned. They say “Big Business is 
beginning to centralize buying again. Their purchas- 
ing is leaving our community once more.” 

4. Fortune Magazine, February 1953: “Paper work 
remains the least efficient operation in U. S. Industry.” 

5. Everywhere we were asked where can we find 
the kind of salesmen we need to get the job done. 

We must be realistic. We do have some headaches. 
Let’s understand that a problem cannot be solved 
until it is understood. If we can shed some light of 
understanding this morning, we will not have wasted 
your time 


il A MODERN CRUSADE 
Our course for action—Let’s call this a crusade of an 
industry for greatness as opposed to mediocracy. 
Turn to page 267, please) 
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"Candid Comments” 
By LEONARD WILCOX 


Vice-Chairman, NSOEA Distributors Division; 
Roberts Printing & Stationery Company, 
Hutchinson, Kans 








g IN ORDER TO GET THE necessary material for this 
little talk we are to make this morning, a letter was 


sent to 75 dealers. Information was sought from at 
least one dealer in each state and from several in 
some states. An attempt was made to reach every 
size and type of operation in order to get a well 
balanced set of ideas and opinions. 

Those receiving these letters were assured their 


replies would be held in strict confidence and they 
will be. Please bear in mind—all replies received in 
response to the survey were written in a sincere desire 
to help us both. Also, if we are to be faithful to the 
dealers who assisted in this effort, our only course is 
to give you the ideas they wish presented. 

May I beg of you not to consider this talk an indict- 
ment of manufacturers. Only in a spirit of friendli- 
ness and with hope for understanding, we offer you a 
few “candid comments.” 

We are very happy to report that at no time in 
the history of our industry has the feeling of under- 
standing, the spirit of good will and the desire for 
close co-operation between the dealer and the manu- 
facturer been at a higher peak than it is today. 


A Few Areas Explored 
A very wise man once said, “the room for improve- 


ment is the largest room in the world.” With this 
thought in mind, let us explore a few areas to see if 
we can find some ideas to improve the present high 
level of our relationship. 


We will set forth for your consideration several 
points, some negative, some positive in approach. No 
effort will be made to give them to you in pretty 
language, but rather as we think you will like them— 
man to man—friend to friend—and as partners with 


us in this great industry. 
To keep our expanding economy healthy, by ab- 
sorbing the output of your factories, we need more 


and better advertising. We need the type of adver- 
tising that will keep your products moving rapidly 
from our shelves. You know a business with a slow 
turnover overturns quickly. 

Most manufacturers in our industry are doing an 
excellent job, especially on their national advertising. 
However, we would appreciate more assistance at the 
dealer-to-customer level. 

We would like to enumerate our perferences on 
some items and probably the first item to consider 
would be statement or envelope enclosures. 


Make Stuffers Fit 

Aside from the fact we could use many more of them 

than you have furnished in the past, we ask that you 

make them small enough to fit comfortably into a 
standard 6%4-size envelope. 

Please make them of the single sheet or at least 

not more than the single fold size. Most dealers like 


to include two or three different stuffers with their 
statements, and if they are too bulky it can’t be done. 

Above all, please don’t try to cover your whole line 
on one little stuffer. If you cram it full of copy no 
one will read the thing and you have just wasted 


your money 
Try to make them more timely—don’t send us some- 


thing in April that should have been sent in Sep- 
tember and October for Christmas promotion. 
If you do print them up, insist that your salesman 
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inform us they are available. They won’t do you or 
us any good if they are on your shelves. 


Keep Expense Down 

Please don’t make your enclosures too elaborate. 
At least keep the expense down to a point you won't 
feel it necessary to ask the dealer to share the cost. 
Take the money required for the third and fourth 
color and buy a greater quantity. 

Give us more of this selling medium. If you do, 
we will probably give you more business on the items 
you choose to feature. 

Another item that has all but left the scene is the 
small hand blotter. This item was discontinued during 
the war, but we still get many requests for them. We 
would like to see them make a come-back. 

Now let’s talk a minute about counter displays. We 
dealers need more of them. Don't buy them from your 
agency, unless you are doubly certain they will do 
what you intend them to. 

We would admonish you not to send them out 
promiscuously. Not all dealers can use effectively all 
the counter displays now available. Have your sales- 
man check with the dealer on displays before deliv- 
ering them. 

While we are talking about display material, let’s 
explore the great possibility of window displays. Most 
dealers are paying more attention to this type display 
than ever before. If you want to get the responsive 
ear of any dealer tell him you have a good window 
display available. 

One sure bet, if you want a favored spot on the 
dealer’s counter or in his window, give it motion. 
Try to design it so after use in the window certain 
portions may be used in the store. 


Need Help on Radio 


One place we need help badly is with radio adver- 
tising. We would like to have you ask your adver- 
tising department to write five one-half minute, and 
five one-minute spot announcements, dramatizing one 
product in each. 

Probably more dollars have been thrown away be- 
cause of poorly-written, ineffective radio copy than 
any other cause. We honestly believe if you would 
give more help to the dealers in this field both of us 
would benefit greatly. 

Of course, each of you, depending on the type and 
size of your business must decide by what methods 
and means to direct your advertising efforts. We have 
only tried to set forth what we would like most. 
Now—let’s get on to something else. 

You will please forgive the necessity of bringing 
to your attention a few items we dealers feel are not 
in either your or our best interests. 

No. 1 on this hit parade is the matter of “minimum 
orders.” 

Frankly we were asked to present this one in a 
forceful manner. That we will do. 


In a Service Business 


The successful dealer has to sell vigorously for 
maximum distribution of your products. We are a 
service business and every order the dealer takes for 
your products must stand on its own merits whether 
profitable to him or not. 

All dealers feel a keen sense of partnership with 
the manufacturer. Neither could exist without the 
other. They must share the bad with the good. 

We need this small order privilege to fill in between 
the larger orders. They can’t all be big. You say, 
“accumulate orders.” What kind of business is that? 
Come on out and try to sell our customers on that one. 

The dealers have built their businesses on service 
and accommodation and we intend to maintain our 
good relationships with our customers by continuing 
this practice. 

(Turn to page 276, please) 

















You Have the Answer 
By L. R. ADDINGTON, 


Vice-President Mfg. Div., NSOEA, 





Art Metal Construction Company 





@ YOUR ASSOCIATION is noted nationally because of 
the time, the effort and the money which is spent 
annually in bringing to each of you the information 
and the worthwhile knowledge which, when applied to 
the management of your business, puts more dollars 
of profit into your respective organizations. 

Such a service is supplied in the recently-completed 
metropolitan office worker and product survey com- 
pleted by the Washington office. 


Seeking Yardstick 


For a great many years people in the office ma- 
chines and office equipment industry have been 
endeavoring to find some yardstick by which the 
retailers of our products might build their sales organ- 
ization on the sound basis of the true yearly dollar 
sales potential in the area which they serve. 

This year our association has made available to all 
our members an answer to the total sales for all major 
products which pass through the stores or over the 
counters in any given area. 

The one measurable unit which we have in deter- 
mining the dollar volume of sales in any metropolitan 
area is the office worker. 


Information Available 


You may obtain from the Washington office the total 
number of consuming units or office workers in your 
market by merely asking for this information. 

You now have available to you the foundation upon 
which you can fundamentally and solidly build your 
whole sales planning program. 

This year the manufacturers’ division is bringing 
to you a simple and factual story, one which we believe 
to be challenging and important to the future of all 
of us. 

It is a story concerning what the average clerical 
worker in the American business office consumes in 12 
months. 

The ingredients of this story which you will see 
here today are those taken from the invoices con- 
cerning one year’s purchases as made by an insurance 
company, a bank, a manufacturing concern, a school 
office, a sales organization and an advertising agency. 


Important to Both 
We feel that what you will see here today is equally 
important to both retailer and manufacturer. 


We will point out to you throug! film and 


Hice 


he mad 
office worker seated at an work bench n the stage a true and 
graphic picture which you can tak as with y From this you ca 
truly budget into your sales plann 

Whether this all-important office work: $a ’ raw 
some 15,000,000 of them seated in offices at an office work bench which 
is filled with products which we sé¢ each ntributing an importan 
degree to the making or using records sfice factories 

What are these tools which Mar t 
workers, consume day after day in their yearly work 

Obviously all office workers do not nsume the same thing 
same amounts or keep them a n her s desk at one t 
show you is an average of each item pe fice w 
offices. 


Visual Demonstration 

As we run quickly through the slide 3m asking r Mary Jones 

Paula Smith of the Washington NSOEA office, to place upon her work 
bench on the stage each item as it pictured ur the reer T 


Turn fo page 296, please 
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"Take a Look at the Record” 
By JAMES W. MORIARTY 


Manager, Washington Group Office, 
John Hancock Mutual Life Insurance Company 








@ IT IS A PRIVILEGE and a pleasure to have this 
opportunity to speak to you today about the group 
insurance plan sponsored by your association. I am 
extremely fortunate in being able to discuss a plan 
which has proven itself to be so successful. For as 
such, I can speak in actual facts rather than theo- 
retical ones. 

Before examining the actual facts, however, I want 
to take this opportunity on behalf of my company, the 
John Hancock, to thank you group insurance trustees 
and your executive committee for, first, selecting 
John Hancock to be the insurance carrier for your 
group insurance program and for, secondly, working 
with us as they have from the beginning to the present. 

I want to point out that I am here at the request 
of your trustees to answer any questions which those 
of you who are participating in the plan may have as 
well as questions from those of you who are con- 
sidering joining the plan. I am not here to sell group 
insurance, but to relate to you the record of achieve- 
ment of your group insurance plan. 


Record of Achievement 


Let’s take a look at this record of achievement. 
After many months of painstaking preparatory work, 
the officers of your association were convinced that 
by offering a group insurance plan they would be pro- 
viding a very valuable service to many of the mem- 
bers of the National Stationery & Office Equipment 
Association. 

They would be providing a benefit which many of 
the members could not purchase for their own com- 
panies. Shortly after the middle of January in 1953 
descriptive material was mailed out to all members 
of the association describing the group insurance 
which had been worked out after a very careful study 
had been made of the replies to several questionnaires. 
In the descriptive material which was mailed, it was 
pointed out that in order to make this plan effective, 
it would be necessary to be guaranteed a minimum of 
600 lives participating in the plan. We, working with 
your trustees, estimated that we should have 600 lives 
by the first of April, 1953. Your response, however, 
completely amazed us and I say that very sincerely. 

To my knowledge, the rate of initial participation 
in a plan of group insurance which was shown by the 


members of the National Stationery & Equipment A ) 35 
t been even approached by any 
By Acril |, 1953, more than 1600 individuals had applied for alin 
r n dollars of insurance and the plan | yme effective New participants 
ined during the months of May and ee by j when the plan 
was shut down, as far as permitting member firms ¢ n was concerned 
tr 2400 individuals were red f 
Jollars cof lif surance 
$15,500 Paid Out 
Perhaps the greatest achievement has bee the $15,500 t has been 
paid to the benef f e far s 
have had the financial burden brought at t by death ease by virtue 
NSOEA's grour rance plan. | w i like to tak st few moments 
to read excerots ‘ ry three of the atte ‘ é j by ++ ‘ tes writter 
by the employers of these former employee believe that th no greater 
rant of the value of wour clea than that v neve these letters 
Letter No. 1: 
Many thanks for your letter of 2 a sing tw hecks for 
$!,500 e ay to Mrs jy the a jental death 
er w appreciate it very ' h if you w vey to the 
hn Ha M al Life 5 for the 


Turn to page 280, please) 
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The Challenge of Change 
By WALTER H. JOHNSON, Jr. 


Secretary, American Airlines, Inc. 








g IF THERE IS ANY ONE thing that I can con- 
tribute to this meeting, it’s the fact that I think the 
big, single challenge for all salesmen at present—in 
every business, in every echelon of selling—is the 
challenge that I like to call the challenge of change. 

I don’t think there is any group of men or women 
in America who faces the responsibility of being flex- 
ible, of being adaptable, of requiring the courage to 
step out and move ahead on new ideas,—as do sales- 
men. 

This challenge of change is the biggest thing in 
selling, because it runs through every year, every pro- 
gram, every new product. The salesman or the sales 
executive who can change his way of thinking and 
adapt himself to the geographical, social, and eco- 
nomic changes that take place from day to day and 
month to month in cities and countries and indus- 
tries, is the salesman who can be a successful salesman. 

We live in a period that I think you might call the 
decade of decision for salesmanship in America, be- 
cause we are sustained by a high level of prosperity 
that owes its keystone to a rearmament program. 

We all know that facing us somewhere in this decade 
of the ’50’s we will find that change from the arti- 


(Turn to page 284, please) 





Today's Problems 
By SINCLAIR WEEKS 


Secretary of Commerce 








@ A YEAR AGO the American people were demanding 
a change. Their hope was kindled in this city in July 
1952. Their dream came true at the ballot box last 
November. Their program of progress is under full 
steam in Washington today. 

A year ago businessmen were still in the dog-house. 
They had been blamed unfairly by critics for nearly 
everything that had gone haywire in the last quarter 
century. They had been smeared by the poison pens 
of left wingers who despise our private enterprise 
system. They had been pushed around and punished 
by enemies in high places of government. 

That whipping-boy chapter ended on January 20. 

Among the many brought to Washington by the 
incoming administration are numerous businessmen 
assigned to posts all through government where their 
experience and management skill is being used to 
make government a more effective instrument for 
national well-being. One of the first executive acts 
of the administration was to remove the shackles of 
price and non-defense materials controls and thereby 
to release some of the dynamic power of free enter- 
prise. 

Businessmen all over America, secure in their new 

(Turn to page 299, please) 









Pre-Convention Luncheon 
Figures ... 


Upper views show head table diners at the 


Great Lakes Travelers Club pre-convention 
Luncheon, Friday noon, September 25, in the 
Boulevard R of the Conrad Hilton Hotel. 
They include members of the committee, 
GLTC officer ind. NSOEA officials. At the 
right are NSOEA governors attending the 


function 
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Over 200 at GLTC Pre-Convention Luncheon 


@ GOOD HOSTS AS ALWAYS, the members of the 
Great Lakes Travelers Club entertained at the pre- 
convention luncheon held in the Boulevard Room of 
the Conrad Hilton Hotel at noon on Friday. It was a 


busy day of exhibit preparation but more than 200 
were on hand to dine together and meet NSOEA offi- 
cials and convention figures. 

Serenading individuals in the audience such as Pat 


Patterson and Roscoe Benge, the lovely Biltmore Girls 
were once again captivating musicians who put a 
Sparkle into the program. 


GLTC president Ken Reister, Minnesota Mining & 
Manufacturing Company, served as chairman for the 
affair. Harry Hoffman, Joseph Dixon Crucible Com- 
pany, introduced the guests with well-chosen remarks. 
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Assisting on the committee were Ray J. Eichenlaub, 
Service Steel Products Company; Wayne Mitchell, 
Hodgman Rubber Company; Charles W. Gilbert, 
OFFICE APPLIANCES; Bill Murray, Geyer’s Topics; Robert 
Reynell, Oxford Filing Supply Company; George Wil- 
son, Mittag & Volger, Inc.; Robert Cleary, Minnesota 
Mining & Manufacturing Company and Joe Falbo, 
Codo Manufacturing Company. 

Members of the Washington NSOEA staff, NSOEA 
regional governors and officials of travelers’ clubs were 
guests of GLTC at the luncheon and were introduced 
to the assemblage. 

NSOEA president Adrian Pembroke and General 
Secretary Paul Burbank in brief remarks complimented 
the GLTC members for their host role and forecast a 
successful convention. 








by RUEL McDANIEL 


special writer 


Mayor Lines are Door Openers 


Victoria Typewriter Company Finds 


Ailing Machines and Typewriters 


Excellent Lures for Stationery 


Sales as Well as Vice-Versa 


@ RECENTLY a customer entered 
the store of Victoria Typewriter 
Company, Victoria, Tex., for the 
first time. He wanted a special 
erasable-type typewriter paper. The 
company didn’t stock that particu- 
lar brand of paper, and the cus- 
tomer did not warm up to the sug- 
gestion of a substitute. 

Henry Sassman, owner of the 
company, told the customer he 
would get the paper for him. The 
order entailed a telephone call to 
Houston, for the customer was in 
a hurry; and the paper was mailed 
out of Houston directly to the cus- 
tomer and he received it the follow- 
ing day. 

The company obviously made no 
profit on the deal; but it did make 
a new customer, because since that 
first visit this man has been back 
in the store four times, and his 


Service Department .__. 


partment one of the big factors in the success of his business 
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total purchases on those four visits 
have totalled nearly $100. There is 
no reason to expect that he will not 
continue to buy his stationery and 
office needs here 

That’s just one example of how 
the company lives up to its slogan, 
“If we don’t have it, we'll get it.” 
This policy is one of the things that 
has enabled Mr. and Mrs. Sassman 
to build up a better than $200,000 
annual volume in 10 years in a 
community of 18,000 


Carrying the Best 

In typical modesty, Mr. Sassman 
depreciates the value of personal 
following which he built tremen- 
dously, and personal service to cus- 
tomers. “The biggest factor in 
building our business,” he declares, 
“is our policy of working to get the 
best available franchise lines; and 





Henry Sassman checks parts. He considers this de 





Thorough Examination ... Mr. 
and Mrs. Sassman look over a new 
adding machine. 


then using them as door-openers 
to sell other office equipment, sta- 
tionery and supplies.’ He is not so 
modest in talking about the fran- 
chise lines. “We think we have the 
best in each field,” he says. 

That he has pushed these lines 
is indicated by the fact that the 
company recently won the Dealer- 
of-the-Month-Award, presented by 
Victor Adding Machine Company, 
“For highest business ethics and 
customer relations in the nation.” 
Two months prior to winning this 
recognition, the company received 
the Dealer Merit Award from the 
same company. 

Mr. Sassman recognizes the value 
of using some popular line as a 
door-opener to interest prospects in 
other merchandise. Contrary to the 
usual custom of resorting to some 
low-priced novelty or specialty to 
serve this purpose, he utilizes three 
of his major franchise lines to ac- 
complish the same result 

“We find that most people who 
maintain business offices are fa- 
miliar with the reputation of these 
three lines,” he explains. “When we 
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call on a prospect and mention 
these three lines, he is usually fa- 
miliar with one or more of them, 
and even if he isn’t in the market 
for these lines, he is favorably im- 
pressed and thus is open-minded 
toward any other suggestions we 
make.” 

After getting attention with the 
three major lines and getting an 
order for one or more secondary 
items, such as desk pads, stationery, 
paper clips, pencils, file material or 
any other item the prospect may 
need at the moment, the “door is 
open,” and eventually the cus- 
tomer is going to be in the market 
for one or more of the major lines. 

Another secondary service that 
opens the door to new prospects is 
the company’s modern office equip- 


service department. It may be sev- 
eral years before a customer needs 
a new adding machine but he may 
use the concern’s service depart- 
ment many times in those inter- 
vening years; and once he becomes 
a service customer the company is 
first in line to sell a new machine 
when the old one is ready to be 
traded in. 


Has No Samples 

Victoria Typewriter Company em- 
ploys one full-time outside sales- 
man, Dick Turpen, who spends five 
days a week calling on customers 
and prospects in surrounding towns, 
utiiizing the same basic sales ap- 
proach with major office machines. 
He carries no samples, but he makes 
it a point of becoming familiar with 


all major office equipment in every 
town, which he visits one a week. 
In this way he is able to pick up 
service orders and watch for the 
time when a new piece of equip- 
ment is in order. 

He also keeps up with office 
moves and expansions, to be on 
the spot at the right time when 
new office furniture as well as 
equipment is needed. Dick Turpen 
knows more about the offices in 
any town he covers than any local 
citizens knows, and it pays off. 

He spends one day a week in the 
store at Victoria, at which time he 
draws a flat salary. The remainder 
of the time he draws a commission 
on sales and receives credit for all 
orders coming from his territory, 
whether direct or through him. 





Folding Desk and Portable Typewriter 
Provide Entre to "Home" Market 


@ AN EFFECTIVE MEANS of open- 
ing up the home market for por- 
table typewriters and _ business 
equipment, has been concentration 
on folding desks, at Stone’s Office 
Machines, Enid, Okla. 


The firm, headed by L. A. Stone, 
has found that in recent years an 
almost untapped market for small- 
scale business equipment exists in 
many homes. Retailers, profes- 
sional men, sales agents, manu- 


facturers and salesmen frequently 
do at least a part of their work at 
home, where comfort and conveni- 
ence, plus plenty of available time, 
makes it possible to catch up on 
the tough jobs 


The fact that almost every busi- 
ness now is saddled with many 
forms and reports which must be 


executed for governmental pur- 
poses, plus additional record keep- 
ing, has made it almost impera- 
tive that many businessmen trans- 
fer at least part of their book work 
to the hearthside 


Finding Room 

This situation has helped the 
Oklahoma business machine dealer 
to sell many portable typewriters. 
At the same time it has pointed 
up the space problem. “It’s difficult 
to sell the average small business- 
man enough equipment for his 
home due to limited space. For ex- 
ample, the young owner of a service 
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station may need every inch of 
space in a small bungalow or new 
home development, merely to ac- 
commodate his wife and children. 
Unless there happens to be a clear 
desk space somewhere in the home, 
which can support a few files, a 
typewriter, paper, eraser and books, 
he is loath to make the purchase. 
All-steel folding desks, however, 
of either the typewriter type, or 
equipped with extra shelves or 
compartments for paper, have 
proven the ideal solution. They 
fold up into a compact, flat sur- 
face, easily stored in closets, under 
stairways, or even hung on the 
wall, out of sight when not needed. 
Such desks do not rob the home 
of sorely-needed space. Portable 
typewriters, of course, can fit neatly 
into any corner, under a bed or 
couch, when closed up and not in 
use. Together the combination has 
proved practically irresistable to 
the average businessman. 
“Combination sales” which began 
with a typewriter at $90, a folding 
desk at $33.50, have led up to more 
than $250, as the businessman, 
working at home, found it possible 
to considerably lighten his load, 
and to think things out more 
clearly at ease. Adding personal 
files, small rotating files, memo- 
pads, index files, blank books, 
transfer systems, and so forth, has 
usually built up to a thoroughly 
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respectable unit sale per customer. 

Engineers, ranchers, farmers, and 
other semi-urban dwellers are 
among the prospects to whom 
Stone Office Machine Company 
addresses much of its promotion on 
these lines. The farmer in particu- 
lar, who needed to do very little 
pookkeeping in past years, is now 
required to type out voluminous, 
lengthy forms from season to sea- 
son, and usually carries on corre- 
spondence with his county agent 
and government agricultural in- 
spectors. Today, his typewriter is 
almost as necessary as the tractor. 


Display Rotates 

To get attention of these pros- 
pects, as well as other businessmen, 
the Stone store always utilizes a 
rotating display stand in the win- 
dow. Mounted here are three or 
four popular makes of portable 
typewriters. Revolving at three 
r.p.m., the action display is accom- 
panied by small signs, pointing out 
that the light-weight steel type- 
writer desk folds up into a narrow 
slot only three inches wide. 

Signs invite the businessman who 
would like to “work at home in the 
evening” to come in and learn how 
small an amount of space is actu- 
ally required when the equipment 
is not in use. As a customer re- 
lates his satisfaction to a prospect, 
sales continue to grow.—RAL 
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Showmanship in Selling 
Act V of a Series 


by ZENN KAUFMAN 


sales consultant 


The Wooden Indian is Dead! 


@ THE WOODEN INDIAN is dead! 
We can remember when he was 
“deluxe” in window display—when 
no self-respecting cigar store would 
be without him. But he’s gone. 
Gone with bustles, buggies and 
Bernhardt. Tableaux are gone, too. 
A gentle art—but unable to keep 
up with the pace of a nation that 
was headed for dawn-to-dusk hops 
from coast to coast. 

Tableaux and wooden indians. 
they’ve disappeared, not because 
they didn’t move fast enough, but 
because they didn’t move at all. 
One a symbol of popular entertain- 
ment—the other an early introduc- 
tion to what we now call window 
display. 

Action Is Important 

At the World’s Fair, in itself a 
wonderful laboratory for showman- 
ship, the Owens Illinois Glass Com- 
pany was able to get maximum 
crowds at minimum cost by letting 
the customers do the work. Folks 
were invited to throw real baseballs 
at glass bull’s-eyes. Thus people 
were given a chance to release an 
urge that was pent up for decades. 
In fact, all of the successful shows 
at the Fair had some element of 
action, such as the Chrysler dare- 
devil race track—or American 
Can’s push-a-button-and-make- 
your-own-tin-can-bank machine 
which, like the glass show, followed 
a precept stated in our earlier ar- 
ticle when we showed the impor- 
tance of putting the audience on 
the stage. Again—at the food ex- 
hibit—there were four mayonnaise 
booths. Three were motionless, one 
had motion. For every visitor who 
saw any one of the static shows, 
there were 50 stops made at the 
show with motion. 
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The World’s Fair was the “de- 
luxe” example of practical show- 
manship on a professional spree. 
So let’s use it as a guidepost—even 
in planning such comparative min- 
itures as a side street window dis- 
play. Or even the face-to-face sale 
of an item for 10 cents. Motion is as 
important in face-to-face selling as 
gestures in public speaking. More 
so. First, it attracts attention. Sec- 
ond, it helps to hold it against the 
competing influence of: “I’m late 
for the movies,” or “I wonder what’s 
on the radio.” Please note that 
store demonstrators, who are gen- 
erally highly trained and paid, al- 
most always use motion when they 
work. Cosmetics or cleaners — 
house-wares or hair-waves —re- 
member —action gets re-action. 
Emotion follows motion. 

Elmer Wheeler, whose “Tested 
Selling Sentences” steer salespeople 
to sales bull’s-eyes, tells of a pipe 
salesman who was tapping the 
counter nervously as he despaired 
over ever selling a certain pipe. 
A customer interrupted his tapping 
with—“Is this pipe unbreakable?” 

“Yes!” 

“Sold!” 

A perfect sale for him—and for 
us a perfect example of the use of 
motion in face-to-face selling. 


Dramatic Contest 

The most exciting sales contest I 
ever heard of was one that fairly 
burst with action. No simple wall- 
bulletin with thumbtacks to indi- 
cate the salesmen. (Did you hear 
the one about the sales manager 
who pointed to a map and said, 
“These pinheads are our branch 
managers”?) This contest was run 
by MacArthur Brothers, Dodge 
dealers in Tucson, Ariz. They dram- 
atized the contest as a war—which 
in itself suggests action. They took 
the whole town into their contest 
by advertising that an American 
flag over their store would be 
pulled down any day they didn’t 
sell 10 cars. A cannon was placed 
on their lawn—and was to be fired 
every time they sold a Dodge. A 
man might be seated in a Ford 
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showroom down the street, pen in 
hand, ready to sign for a new car, 
when BANG!—Charles MacArthur 
sold another Dodge. The MacArthur 
Brothers were arrested as public 
nuisances—which was more action 
than they expected, though not 
more than they wanted. 

You can put action into your 
sales contest by putting a bull’s-eye 
on the wall and announcing that 
every time your employee scores, 
he or she gets one shot at the 
bull’s-eye with a dart. Extra prizes, 
of course, for high score on the 
bull’s-eye. 

Stockwell & Binney put lots of 
action into their contest by turning 
it into a poker game, dealing one 
card blind to a salesman for each 
sale he made. 

Put more motion into your sales 
meetings. Most sales meetings are 
dull because there is no action. 
The boss just does a lot of talking 
and the men yawn along waiting 
for the chance to “wake up and go 
home.” 

Connie Netzhammer used to en- 
liven his Northwestern Furniture 
Company sales meetings by run- 
ning a quiz that meant participa- 
tion for all present. 

Put motion into window displays. 
There was a time when it was ex- 
pensive to get motion in window 
displays. Existing devices were both 
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expensive and unreliable. You had 
to take a short course in engineer- 
ing to hook them up and operate 
them. Today you get good turn- 
tables for about $10.00. And the 
National Carbon Company makes a 
rocker-arm motion device that 
costs less than a dollar and runs 
for weeks on a single dry cell. 


People Want Action 
“‘Hell,’ said the duchess, tossing 
the duke into the fireplace,” may 
not be literature, but as an opener 
it’s surefire. Few shows survive 
without action. The crowd calls for 
action. Then more action. Home 
runs and knockout finishes, quick 
happenings in every plot. “It 
dragged” or “Not enough action” 
are probably the most often heard 
popular criticisms of an unpopular 
show 
A traveling salesman, newly ar- 
rived in a small town, said to the 


hotel clerk “Where are the 
movies?” 

The answer came “There ain’t 
none 

“Prizefights?’ 

“There ain’t none.” 

“What do yuu do for diversion?” 

“Wel-l, we jest go down to the 
butcher store and watch the bacon 


slicer work.’ 

Few businesses have a perfect 
piece of action as that butcher- 
shop, yet at a low cost many firms 
could develop a good substitute. 
Salesmen especially should avoid a 


tableau. Or even a _ slow-motion 
show. Not that a sales talk must 
continuously bustle and _ bubble 
with demonstrations and props. 
But how much more effective were 
those Electrolux refrigerator men 
when they lit a match, held it toa 
woman’s ear to back up the phrase, 


‘Operates as silently as a match.” 


Cuts Down Audience 


When a_e motion display is 
stopped, tests by George Wellbaum 
showed that the number of people 
stopped is cut down by 80%. A 
stil window on a confectionery 
item stopped 68 people in an hour. 
Moving the same display attracted 
630! 

Change itself is always new. Mo- 
tion is always potential, if no actual 


change. For example, drastic time 





Free—The Showmanship Yardstick 

Send a self-addressed envelope for your 
free copy of The Showmanship Yardstick 
—a 12-point check list of the elements that 


make a good show 


=, 
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cuts on railroads, which keep 
speeding up their schedules to hold 
customers against air and bus lines, 
are always news. 

Spaulding Bakers, faced with 
competition from syndicate breads 
that tied up the circulation of 
money and sent it out of town, 
emphasized the fact that they were 
a home industry and worthy of the 
community’s support. They adopted 
a vigorous slogan: “Watch for the 
Spaulding Silver Dollars, keep them 
rolling.” Then Spaulding paid off 
his entire payroll in silver dollars— 
and the whole town talked every 
time anyone spotted a bright new 
Spaulding dollar rolling its way 
back to the bank. During World 
War II the same idea was used by 
war plants publicly to pay off those 
with no-absence records. 

Dan Prosnit—who has handled 
research and merchandising sur- 
veys for more than 40 trade pa- 
pers—tells us that the largest 
crowd he ever saw at a single ex- 
hibit in New York’s Museum of 
Natural History was gathered 
around a glass bowl containing a 
small crawling sand snake. With 
all the elaborate and expensive 
static displays in that museum to 
compete with—the little sand snake 
stole the show because it moved. 


Animation Does It 
Thousands of people move 
through Times Square in New York 
every night. And the competition 
for their attention is_ spirited. 
Among the most successful of the 
competitors is Douglas Leigh, who 
first applied the principle of the 
animated cartoon to electric signs. 
He made his characters move, com- 
posed little skits—and soon had a 
good proportion of the thousands 
of people jamming the sidewalks 
opposite the signs, not only watch- 
ing the skits but also waiting 
through the advertising for the 
“second show.” 


Dorsey Douglas got attention for 
his billboard in Oklahoma City be- 
cause it showed a bicycle with 
wheels revolving. 


If you can’t actually make some- 
thing move, then a semblance of 
action is the next best thing. A 
2x6-inch piece of wood, seemingly 
thrust through a store window, was 
used by W. E. Cooper in Alhambra, 
Calif., to bring attention to a dra- 
matic display. The window was 
painted as if the glass were shat- 
tered; half of the wood was pasted 
on the outside of the window while 
the other half was on the inside. 


The Peerless Printing Company, 
Marion, Ind., built a locomotive in 





How’s Your Showmanship? 

Each month, our autographed copy of 
Showmanship In Business will be given for 
the best example of showmanship sent in 
by a reader of Office Appliances. Tell us 
of something you've done—or even some- 
thing you've seen that has helped add that 
extra touch of dramatic interest. 





its window— made entirely from 
office supplies. This attracted at- 
tention, not just because of its nov- 
elty, but because trains always sug- 
gest action. 

The Reader’s Digest told of a 
sheriff down in Marshall County, 
Ohio, who has been re-elected every 
year for 18 years and has never 
made an election speech. No ora- 
tory—yet he’s always elected. 

How does he do it? 

The answer is simple. A week 
before election he takes his wife 
to City Hall Park, stands 50 feet 
away, and shoots cigarettes out of 
her mouth. 

An instructive object lesson. 
There’s one splendid substitute for 
words—it’s action! “Order from 
Horder” is good because it suggests 
action. The emphasis on the word 
“promotion” belongs distinctly on 
the last two syllables. 

The Wooden Indian is dead. He 
had no motion. So get going — 
soon—before he’s moved over to 
make room for you. 





Personality Plus 

The sparkplug for a profitable ven- 
ture is the personality of the owner of 
the store. His interest in his project 
transmits itself to his employees and 
his customers. 

When he works for the total good 
of the store—to the extent of throwing 
away the time-clock, studying his cus- 
tomers’ needs, carefully analyzing re- 
action to merchandise and advertising 
and many other important elements of 
his business—he is very liable to hit 
the jackpot. 

The customer reaction to such an in- 
terest is spontaneous. The fact that the 
retailer has taken the time to find out 
the desires of his customers; has taken 
steps to provide just what they de- 
mand; and because they feel that they 
are being considered thoughtfully—all 
these insure that his store gets their 


faithful and continued trade. 
— Garrison's 
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Excerpts from a book 
by BUD WILSON 


Merchandising Primer 
5. What Buyers Buy—and Why 


@ THE REAL REASON a buyer 
buys is not to acquire merchandise 
The ground-root objective is the 
satisfaction of one or more of six 
fundamental human urges . .. 
1. Satisfaction of hunger or thirst 
2. Satisfaction of sex 
3. Satisfaction of the urge for 
security 
Satisfaction of aggression 
5. Satisfaction of elemental sen 
sibility 
6. Satisfaction of esthetic sensi- 
bility 


nas 





Satisfaction of Hunger or Thirst 
has to do strictly with curbing 
and quenching. Taste is covered 
in another category. 





Satisfaction of Sex 
is used here in its broadest, most 
comprehensive sense and includes 
all the gregarious tendencies in 
man. 





A CALIFORNIA used-car dealer 
hung a sign on one of his cars, ad- 
vertising it as a “steal.” You guessed 
it; when he opened his lot the next 
morning, there was nothing left but 


the sign. 
-Tide 
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Satisfaction of the Urge for Security 
is a wide category encompassing 
every aspect of the urge for spir- 
itual and physical safety and con- 
fidence. 





Satisfaction of Aggression 

is the urge to move against and to 
overcome obstacles—whether ob- 
stacles of nature, circumstance, 
time or space. Although so-called 
competitive spirit arises from this 
urge, Satisfaction of Aggression 
covers a far broader area. It is 
present, for example, in the thrill 
of motoring at high speed on an 
open road. 





Satisfaction of Elemental Sensi- 
bility 

covers the urge for pleasurable, 
uncompounded sensations of 

smell, taste, touch or physical 


comfort. 
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Satisfaction of Esthetic Sensibility 
covers the urge for harmonious 
organization of separate factors 
into congruous patterns of sound, 
sight, smell, taste or touch. The 
satisfaction we derive from paint- 
ing or viewing a picture, from 
concocting or tasting a sauce, or 
from executing or watching a 
well-co-ordinated golf swing is 
satisfaction of Esthetic Sensibility. 


Simple Satisfaction 


These six fundamental satisfac- 
tions are simple satisfactions, com- 
plete in themselves. 

Although there are some satisfac- 
tions derived from them that also 
are Simple Satisfactions, most der- 
ivations are compounded satisfac- 
tions. 

An example of a Simple Satisfac- 
tion derived from one of the six 
fundamental satisfactions is 
Achievement of Power. The urge to 
achieve power generally springs di- 
rectly from the urge for Satisfaction 
of Aggression or the Urge for Se- 
curity. 

An example of a Compounded 
Satisfaction takes place when you 
eat something you like. You are 
hungry and food appeases your 
hunger. But the instant you enjoy 
a tasty smorgasbord with a fine 
wine, you are experiencing a Com- 
pounded Satisfaction derived from 
the combination of three Simple 
Satisfactions, Satisfaction of Hun- 
ger plus Satisfaction of Elemental 
Sensibility plus Satisfaction of Es- 
thetic Sensibility. 

A widely used merchandising ap- 
peal is 


Convenience 

Convenience belongs to a special 

category only indirectly related to 

the satisfaction of natural human 
urges. 


Convenience makes its appeal, not 
as a Satisfaction, but rather as a 
device for the facilitation of attain- 
ment of satisfactions. 

Consider, for instance, the man 
who buys a power lawn mower. The 
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fundamental satisfaction he seeks 
is a compound of Satisfaction of the 
Urge for Security (through its de- 
rivative, the urge for Approval of 
Others) plus Satisfaction of Esthetic 
Sensibility 

He is interested in the Conven- 
ience of the power lawn mower 
only because it will facilitate the 
attainment of this Compounded 
Satisfaction 

People attain the fundmental sat- 
isfactions through one of two 
ways 


Reality or Indentification 


om e 
~~ 


Jane Doe, the movie star, has at- 
tained through her successful career 
most of the satisfactions she wants. 
This is an example of attainment 
through Reality 





Ruth Roe would love to be a movie 
star. But fate has ruled otherwise, 
and Ruth is a waitress in a diner. 

If Ruth could be in someone else’s 
shoes, she would pick those of Jane 
Doe. This, of course, is ridiculous. 





But Ruth can identify herself 
with Jane Doe and her surround- 
ings, by copying Jane’s habits, cul- 


“vating Jane’s hair-do, or simply 
smoking Jane’s brand of cigarettes. 

The mechanism of Identification 
may be conscious, partially con- 
scious or unconscious. 
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Good Housekeeping and Tours 


Boost Typewriter Business 


g@ INSISTING UPON the absolute 
maximum in cleanliness and good 
housekeeping in the typewriter re- 
pair shop, and inviting every cus- 
tomer who comes into the store to 
“make a tour of it,” has had a lot 
to do with boosting the sales of ma- 
chines at The Office Supply Com- 
pany, Gulfport, Miss. 

Ben Fortner, head of the firm, is 
a veteran typewriter mechanic as 
well as salesman. He sees no reason 
why the repair shop should repre- 
sent a hodge-podge of loose parts, 
black, greasy surfaces and general 
disorder, such as is often the case. 


When several years ago he began 
going after the Biloxi-Gulfport gulf 
coast resort area’s typewriter busi- 
ness (most of which had formerly 
gone to New Orleans 76 miles away), 
he capitalized from the outset on a 
neat, impressive repair shop. One 
glance at the shop bespeaks the 
care and consideration which The 
Office Supply Company gives every 
typewriter which it handles in any 
way. 

Employing three full-time type- 
writer mechanics, the shop is lo- 
cated at the rear of the store, and 
is reached through an entranceway 
at the left of the separating parti- 
tion. Inside, the room is finished 
in light colors, with permanent 
metal racks filling up three sides. 
Each is equipped with adjustable 
shelves to permit the accommoda- 
tion of small or large machines. 
One full side of the room, facing an 
alley, is a wall of glass which pro- 
vides plenty of light. Typewriter 
repair operations are carried out 
at three repair stations separated 
by low dividing panels in the center 
of the room. A 

Identifying Signs 

Each battery of shelving on the 
three sides is identified with small 
signs, explaining the nature of the 
machines. For example, in a row 
of shelves nearest the door, type- 
writers are labeled “For Sale—New 
and reconditioned” on a clean white 
sign, with neat black lettering. 

The next battery, toward the left- 
rear corner of the room, is labeled 
“Rentals,” as is a third wall section. 
The fourth and largest section is 
“Machines for Repair,” with the 
same type of sign. 
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Parts are maintained in handy 
cabinets, mounted on  castered 
wheels, which may be rolled from 
one position to another as needed. 
Other permanent parts cabinets are 
installed along the walls. The floor 
is swept several times daily, and as 
fast as any drippings or oil accumu- 
lates, it is wiped up with clean 
cloths, supplied for the purpose, 
and kept out of sight in a gal- 
vanized metal drawer. A powerful 
fluorescent light, immediately above, 
shows up any traces of lint or soil. 
In this way Mr. Fortner has made 
it easy for his employees to stick 
to the steadfast rule “Clean up after 
every job.” 

At each of the repair stations are 
small containers for cleaning fluids, 
brushes, and so forth, which double 
in brass for appearance, as well 
as for efficiency in making repairs. 
At each station is the familiar turn- 
table for ready access to any side 
of the business machine under re- 
pair, and neat place-for-everything 
racks for all of the tools used. 


Everyone Welcome 


Not only potential typewriter re- 
pair prospects and typewriter pur- 
chasers, but every visitor in the 
store is invited by courteous sales- 
people to look at the typewriter re- 
pair shop. Because it is conven- 
iently located only a few steps off 
the sales floor, and because many 
people have never had the oppor- 
tunity to visit such a shop, the re- 
sponse is always excellent. Thus, 
the store cheerfully devotes a few 
minutes to showing the typewriter 
repair shop, even to elderly tourists, 
or young teen-age customers shop- 
ping in the store. Each may sud- 
denly become a customer for a type- 
writer themselves, loom up as a 
repair customer, or purchase a type- 
writer as a gift for a friend or rela- 
tive, Mr. Fortner points out. 

Literally hundreds of store visi- 
tors have been “taken on tour” and 
invariably, there are pleased ex- 
pressions of appreciation over the 
neatness and good housekeeping 
which is instantaneously apparent. 
The net result is that The Office 
Supply Company is bound to be 
mentioned whenever the subject of 
typewriter purchasing comes up.— 
RAL 
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PEN MANUFACTURER IN CONTEMPT 
@® A CHICAGO ball point pen manufac- 
turer was held in contempt of court for 
failure to obey a subpeona of the Fed- 
eral Wage Hour Division and this con- 
tempt order was affirmed by the United 
States Court of Appeals on June 17. The 
manufacturer had been directed under 
this subpoena to produce his employee 
wage hour records for inspection and had 
declined to do so. 

The Federal Court of Appeals in sus- 
taining this contempt order said: 

“This employer's contention is based 
upon the well-grounded belief on his part 
that his own private records deserve ex- 
emption from the prying eyes of others, 
particularly when, as he asserts, none 
of his employees have made any com- 
plaint and all are satisfied with the terms 
of their employment as relates to wages 
and hours. 

“He somewhat assumes the attitude of 
the soldier who, when pressed by various 
draft boards with questions as to his 
whereabouts and his employment, re- 
sponded with the query, ‘Who is trying 
to get his nose in my business now?’ 

“The writer of this opinion is in com- 
plete sympathy with this manufacturer 
in this respect but when it comes to over- 
riding a legislative enactment that has 
been held continually valid by our Su- 
preme Court we must part company with 
this manufacturer in favor of constituted 
authority. 

“This manufacturer believes, and we 
think sincerely, that the law in question 
as enacted by Congress and interpreted 
by the Supreme Court is inimical to our 
democratic institutions but we think he 
has chosen the wrong forum for the pres 
entation of his views.” 


Durkin v. Fisher, 53 A.L.C.876, June 17, 
1953 


WAGE AND HOUR LAW 

IN PRINTING PLANT 
@ THE OWNER and operator of two 
printing shops and a stationery store was 
ordered by the Federal Court on December 
24, 1948, to comply with the minimum 
wage and hour provisions of the Fair 
Labor Standards Act in the payment of 
its employees. 


What the Courts Say — 


(Case histories reported 


by Albert Woodruff Gray) 


The employer refused to obey the order 
and the government asked that he be 
punished for contempt. On March 31 of 
this year the Federal District Court said 
of the application of this statute to the 
printing business of this employer: 

“The employer operates two printing 
shops and a stationery store. A substan- 
tial portion of the printed goods, such 
as payrolls, office forms, production rec- 
ords, stationery, shipping records and spe- 
cial forms, are sold to industrial firms who 
are engaged in commerce or in the pro- 
duction of goods for commerce. 


“Industry, as we know it today, would 
grind to a halt without the help of printed 
forms and records for without their aid 
production would be uneconomic under 
the conditions of the modern world. Surely 
no one can seriously suggest that the 
production of such printed matter is not 
‘closely related’ and ‘directly essential’ 
to the production of goods for commerce.” 

The court added here in conclusion, 
“The goods produced by these employees 
are mostly used or consumed by em- 
ployees who by serving individuals or 
concerns which are in commerce, are them- 
selves engaged in commerce and there- 
fore, under the holdings of the Supreme 
Court, the employees of this employer 
are engaged in the production of goods 
for commerce.” 


Durkin v. Casa Baldrich, 111 FS. 71, 
March 31, 1953 





THE SALT LICK 


Monthly musings on salesmen 
and their problems 


by L. R. ADDINGTON, vice-president 
dealer sales, Art Metal Construction Co. 


@ THERE IS A VAST difference between 
the value of a customer and the import. 
ance of one. 

We find many times that salesmen con- 
vey unknowingly to the small customer 
the feeling that he is not important in the 
salesman’s scheme. 

Most salesmen are inclined to create this 
impression when they repeatedly tell buy- 
ers about the big orders which they have 
received from some customers. 

The salesman’s purpose when he talks 
about the big ones is to reassure other 
prospects that his lines are good and will 
stand up in competition. The small con- 
sumer should be told that this is the reason 
he is being told about the big ones. 

The small buyer should also repeatedly 
be told that he is important and is appre- 
ciated. The thank-you for the little orders 
should be as sincere and energetic as that 
given when the large consumer places his 
big order. When we stop to consider we 
generally agree that all customers are 
equally important but do have different 
values depending upon their yearly con- 
sumption of our products. 

We should never confuse or dictate our 
attitudes between the importance and 
value of a customer. 

The value of a customer should be the 
measure where by a salesman determines 





what part of his time should be given to 
a customer to properly sell and service his 
actual or potential needs. 

A few of the factors determining the 
value of a customer are: 

1. Number of office workers 

2. Age of equipment now used 

3. Are they using obsolete methods and 

supplies? 

4. Are they growing? 

5. Do they intend to move, remodel, or 

build? 

6. Is the office operated less efficiently 

than that of competitors? 

7. Do they know about the advantages 

of your merchandise? 

The salesman who sells the customer on 
what is obviously needed in his office and 
does this consistently, will find that his 
interest, effort and planning will pay off 
as business people like to do business with 
those salesmen who take a sincere and 
helpful attitude on every call. 

Customers are the best neighbors and 
friends which a salesman has. They are 
all equally important—-some are more 
valuable than others. 

The most valuable salesman who calls 
upon your customers and prospects can 
be you. 

Next month . A Salesman Can Get 
Considerable Experience in a Short Time. 





SELLING SAVINGS on buying merchandise in your store is most effective when you 
show people what they can do with the money they save. Translate the savings into 


a vacation trip or something else that will appeal to your customers. 
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— The Southern Jeweler 
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by Irving Settel, authority on retail advertising 


= MOST RETAILERS know and utilize the 
standard advertising media and procedures. 
They will run a newspaper advertisement once 
or twice a week. They will promote their ac- 
tivities with frequent commercials on the ra- 
dio. They may distribute systematic direct 
mail pieces. Even outdoor signs may carry 
their messages. These are standard proce- 
dures. They are known, efficient and volume 
producing. 

However, it is well known that retail mer- 
chants are overlooking many advertising op- 
portunities. Strangely enough, these ideas are 
obvious, so obvious that they are missed and 
neglected. 

Suggestions Listed 

The following are a list of suggestions, some 
of which may be in use by a number of read- 
ers. However, some may sound new and re- 
freshing. If utilized, they will be found to be 
inexpensive and effective. 

1. Use advertisements as package inserts 
Reproductions of your current advertisements 
can be obtained very reasonably. These ads, 
when placed in every package that leaves your 
store, serves as a reminder to customers. In 
addition to newspaper ads, printed circulars 
can be successfully adapted as package inserts. 
They have been especially effective when offer- 
ing special buys, events and sales. 

2. Design and use a “promotional” letter- 
head. Every letter you mail can serve to ad- 
vertise your store. It should display your name 
to every recipient. Consequently, it is a wise 
procedure to design a “promotional” letter- 
head. Be sure that your letters contain an ap- 
propriate “logotype,” large and readable. 


Can Carry Message 

You might even include a slogan if you have 
one. This applies to envelopes, too. As a mat- 
ter of fact, the envelope can carry a small but 
complete institutional message. Its effective- 
ness lies in the fact that many people may see 
it before it reaches your correspondent. It can 
be a business building advertising medium. 

3. Print your store name on all bozes, wrap- 
ping paper, cartons and boxes. Your name on 
all wrapping and packing material will effec- 
tively be displayed before the public. The 
buyer of the item sees it when he makes his 
purchase and again when he unwraps it in his 
home. As he carries the package in the street, 
passersby, potential customers, may see it, too. 

4. Print your name on all price tags. Let 
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Inexpensive Advertising Ideas that Pay 


window shoppers and store shoppers know that 
you are offering the excellent buys displayed. 
Keep reminding them by having your name 
displayed hundreds of times on each and every 
price tag used. 

5. Print up and send inexpensive envelope 
inserts. With every bill, with every check, with 
every letter that leaves your store, send a short 
advertising message. Let buyers and sellers 
alike know that you have the “very best buys 
in town.” 

Pictures Help 

Inexpensive inserts should announce policy 
and sales. They should contain little copy. If 
possible, pictures should be included. 

6. Reach residents of rural-routes with spe- 
cial postcard mailers. It is often difficult for 
an advertising message to reach customers 
living in outlying districts. It is possible that 
your local newspaper is not distributed that 
far out. Your radio doesn’t always reach every 
small area. Consequently, there is a large audi- 
ence which is not getting your advertising 
message. It is possible to reach these potential 
customers by means of a simplified method of 
mailing. 

The Post Office Department has made avail- 
able a method of reaching all rural route box 
holders. Under this system, it is not necessary 
to include names, box numbers or route num- 
bers in the addresses. Instead, the designation 
“Rural Route Box Holders” together with the 
name of the post office and state, or the word, 
“local” is sufficient. This uniform address can 
be printed on the envelope or post card, when 
originally prepared. 

These mailing pieces will be distributed to 
the Rural Route Box Holders by postal carriers. 
One of each will be dropped into each box. 
Hence, all box holders will receive a copy of 
your message. There is no name and address 
necessary. 

Here’s How to Mail 

The Post Office requires that each mailer be 
addressed in uniform manner, as follows: 


Rural Route Box Holder 
‘(Post Office and State) 
or 
Rural Route Box Holder 
Local 
These mailing pieces must be put into 
bundles of 50. Each bundle must be carefully 
(Turn to page 248, please) 
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FOR THE OFFICE EQUIPMENT DEALER 




















Vertical 
Labels 


for 
Vertical 
Displays 


Denver Stationer Campaigns 
for Packaging to Increase 
Efficiency and Profits 


@ ON THE PREMISE that many 
paper supplies sold by office equip- 
ment firms can benefit from being 
displayed vertically, Kendrick-Bal- 
lamy Stationery Company, Denver, 
Colo., is campaigning to manufac- 
turers for vertical labels. 

Jack Kendrick, president of the 
firm, brings this matter up when- 
ever possible. Through exhaustive 
testing in his own store he has dis- 
covered that such items as colum- 
nar pads, blank books, typing paper, 
duplicator sheets and so forth, are 
handled far more efficiently and 
profitably when such packages are 
stacked on their sides along display 
shelves. 

Leads to Markdowns 

This theory, which arose from Mr 
Kendrick’s close personal observa- 
tion and keen interest in packaging 
problems, is based on the fact that 
ordinary horizontal stacking of such 
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Vertical Display .. . This new method of displaying paper supplies keeps pack- 
ages from being forgotten on the bottom of the stack 


items on the stationer’s. shelves 
leads to markdowns, shelf warmers 
and poor appearance 

“The basic problem is that the 
cartons on the bottom of the stack 
are never sold,’ Mr. Kendrick says 
“Take typing paper, for example 
If a stack of six or seven reams is 
displayed on a shelf, it is only nat- 
ural for the salesperson to fill the 
orders from the top of the pile. Very 
seldom will an order involve the 
entire stack—so the bottom carton 
or two stays on the shelf. 

“Gaps in the display, of course, 
are instantly noticeable, and the 
natural impulse is to fill them from 
the stockroom. Here again, the ele- 
mental process is merely to stack 
the new cartons on top of the old 
When this process is continuously 
repeated the bottom carton will stay 
on the shelf indefinitely, often until 
the package has become worn and 
unattractive through handling and 
mere exposure.” 

When cartons are stacked on the 
side, however, each has an equal 
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opportunity of being selected for 
sale, Mr. Kendrick emphasizes. It 
doesn’t matter whether the clerk 
starts in the middle, or either end 
of the shelf. At Kendrick-Bellamy, 
nine sections of shelving for typing 
paper are arranged on the vertical 
theory. Not only does this create a 
neater shelf display, but also ac- 
commodates a larger number of 
cartons per shelf, since the indi- 
vidual bin sections were not orig- 
inally designed for a specific num- 
ber of reams 

The drawback to vertical display 
in this way, of course, is the label. 
Salespeople must crane their necks 
to read the description of the paper. 
For this reason, Kendrick-Bellamy 
is currently encouraging suppliers 
to provide packages with vertical 
labels, or at least a horizontal label 
at one end and a vertical at the 
other, which will permit this handy, 
more efficient method of stocking 
and do away with the “low man on 
the totem pole” turnover problem.— 
RAL 
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Back-To-School Selling ... A 
heavy promotion of school supplies in the 
stationery department of the Emporium 
jepartment store, Saint Paul, Minn., was 
sided by having merchandise arranged 
for self-selection. On center aisles, coun- 
ters and ends held displays well marked 
with price tags. One counter hela small 
supplies such as inks, glue, erasers, chalk 
and crayolas. Another was given over to 


student cases, ringed binders, school bags, 
in both leather and canvas. Another held 
tablets, filler paper and a good showing 


both canvas and fabric 
price from 69c to $3.19 
Facing elevator another end display 
held more small supplies, such as pencils, 
rulers, pencil cases and other school daily 
necessities. The department also held a 
display of typewriters, arranged on a side 
counter. Desk lamps and desk sets were 
also given strong display. Lamps in many 
designs were arranged on an end at the 


of notebooks with 
covers, ranging it 


front of the department. The promotion 
was given impetus with an attractive win 
jow themed Shop the Emporium for 


Back To Sch Supplies.”—ECP 





Reproduces Window 


. . Garrigan’s, typewriter and equip- 


ment company of Springfield, Ohio, patterned a display window 





ifter a stationery train described recently in Office Appliances. 
clara C. Garrigan reports that the firm received much favorable 
comment, even letters, regarding the window. Rolls of adding 
machine tape were used for wheels of the cars. 

ee Foe 





Counter Display 
Provides Focal 
Point in Contest 





Master Addresser Holds Display Contest 


A three-month dealer window display contest de- 
signed to stimulate the sale of Master Addressers is 
now being conducted by the Master Addresser Com- 
pany for its 2,600 dealers 
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Cash prizes will be awarded to dealers featuring the 
best window on Master Addresser products during Sep- 
tember, October or November. As a focal point for the 
window display, the company is providing a large, 
colorful display unit designed for counter use and as 
a product demonstration piece to aid salesmen. Con- 
test information can be secured by writing the com- 
pany at 6500 W. Lake St., Minneapolis 16, Minn. 





R. C. Allen Introduces “‘Salesmobile” 


R. C. Allen Business Machines, Inc., recently intro- 
duced a specially-fitted bus that will bring the firm’s 
products directly to the customer—supplementing tra- 
ditional “briefcase”’ selling. 





Help to Dealers .. . View of machine display in the “Sales- 
mobile.” Rear end of the mobile showroom is now a comfortable 
lounge. 


Counters on both sides of the front portion of the 
bus display the complete line of R. C. Allen machines— 
cash registers, adding machines, bookkeeping and 
statement machines and typewriters. The rear of the 
bus has been remodeled into a lounge, to provide cus- 
tomer and salesman a pleasant atmosphere for busi- 
ness. 

The traveling demonstration room will tour exten- 
sively throughout the United States—North in the 
summer months and South in the winter. 
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"Office of Tomorrow” Sponsored by 
WOFI in New Hardwoods Exhibit 


@ PROOF THAT an efficient office 
can also be warm, friendly and 
distinctive is found in the “Office 
of Tomorrow” in Chicago’s Mu- 
seum of Science and Industry. 

Sponsored by the Wood Office 
Furniture Institute and designed 
by Henry Glass, this modern office 
display is part of a new permanent 
$350,000 Hardwoods Exhibit “A 
World of Hardwoods” at this world- 
famous museum, which is often 
called a “Who’s Who of Industry.” 

More than 250 individual firms 
and associations from all branches 
of the hardwood industry contrib- 
uted to the building of this edu- 
cational non-profit exhibit. 

The marked individuality and 
versatility of hardwoods for today’s 
office furniture are dramatized in 
the WOFI “Office of Tomorrow.” In 
this model office display are found 
ideas for both a practical recep- 
tion-general office section and a 
luxurious combination executive 
office and conference room. 


Functional Beauty 

Although rich in appearance, 
both offices are completely func- 
tional and designed for peak office 
efficiency. 

Any busy businessman would be 
grateful for the handsome “en- 
chanted walnut” executive’s desk 
specially designed by Henry Glass 
to lessen office confusion. 

Combining beauty and maximum 
utility, this desk features conven- 
ient top-of-the-desk storage bins 
that disappear into the desk to 
leave a flat, uncluttered working 
surface. Dappled, semi-figured wal- 
nut, laid at right angles in a quilted 
pattern, integrates these push-up 
bins unobtrusively into the basic 
desk design. 

A slight touch raises the bins 
into open position on the desk... 
revealing stationery, mail, calendar 
clock, pencils, and other “working”’ 
desk supplies in the center, and 
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cigarettes, lighters, pencils and 
memo books for conference use in 
the side bins. A gentle push clears 
the desk by closing the bins into 
the surface. 


A Place for Everything 

The desk also features sliding 
trays for dictaphone, intercom and 
telephone which make these de- 
vices easily accessible, yet out of 
the way when not in use. The 
front writing surface of the desk 
lifts up to disclose a practical stor- 
age compartment for charts. The 
matching walnut hook-on waste 
basket under the desk is a unique 
item not to be overlooked. 

For meetings, this dual-purpose 
desk can be transformed quickly 
and easily into a conference table 
for ten. Drop-leaf sides are raised 


and supplies for the conference are 
on hand in the two push-up bins 
on either side of the desk top. 


In discussing his modern desk, 
Mr. Glass, a former president of: 


the Industrial Designers Institute, 
states that design will soon have to 
follow the trend of providing great- 
est usefulness. “These changes are 


not gadgets or luxuries,” he com-- 


ments, “but bare necessities brought 
about by contemporary office man- 
agement and procedures. They will 
soon become as accepted standards 
as the refrigerator in the American 
kitchen.” 

Walnut plywood wall paneling in 
a warm natural finish to match the 
desk forms a distinguished and 
pleasant background in the execu- 
tive’s office of this “Office of To- 
morrow.” Natural walnut Parkay 





Enchanted Walnut... Executive desk is shown here in a conference arrangement. 
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Parkay wood block flooring in nat- 
urally brown gothic oak has been 
used for heavy wear areas around 
and under desks. 


Modern Display Techniques 
Visitor-participation display 
units are used to point out the fea- 
tures of the office to the more than 
two million persons who visit the 
museum annually. 

In the executive’s section of this 
display, details on how the unique 
executive’s desk functions are ex- 
plained through a series of push- 
button controlled sliding panels set 
into the back wall. In an office, 
these panels would be used for 
charts, maps and similar material. 

The desk itself is being electri- 
cally activated to display its many 
hidden features when visitors press 
a second pushbutton set into the 
exhibit railing. 

On the secretarial side of the of- 
fice a set of large translites on the 
wall show visitors colored photos of 
various other offices featuring wood 
office furniture and paneling. These 
translites point out that wood is 
unequaled in rich beauty and utili- 


(Turn to page 78, please) 


Executive Desk Designed for working, this desk, with built-in-the-surface bins 
11] supplies, is displayed in the permanent Hardwoods Exhibit. 


yood block flooring in a squared 
pattern has been used in combina- 
tion with carpeting 

Handsome walnut and leather 
executive posture chairs, designed 
by Mr. Glass and _ scientifically 
planned to increase efficiency and 
reduce fatigue, complete this model 


office 


Correlated Secretarial Office 

In the space devoted to ideas for 
the reception area and general of- 
fice space, two rift oak desks with 
a softone finish simplify efficiency 
in secretarial duties. Correlated in 
design with the executive counter- 
part, these Glass-designed secre- 
tarial desks have easy-to-get-at- 
Sliding tray for typewriter and 
lictaphone transcribing machine 

Stationery irbon paper and 
other secretarial supplies are lined 
up in convenient containers built 
into the top of the desk. In addi- 
tion there is a pop-up easel for 
short hand pads on the typewriter 
tray and a time-saving deep file 
irawer on the right 

To add beauty and keep cleaning 
and upkeep problems to a mini- 
mum, rosewood plywood has been 
used to panel one wall and to cre- 
ate built-in storage areas using 
standard Globe-Wernicke wood 
lies, and reception room seating Everything at Her Fingertips . . . Secretarial-reception room arrangement. 
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Installations... 


Contrasting Textures .. . The com- 
bination of leather and fabric in these chairs 
by The Taylor Chair Co. add to the mod- 
ern decor of H. E. Folkorth’s office. Mr. 
Folkorth is president of Continental Tool- 
ing Service, Dayton, Ohio. Manor Deco- 
rators, Dayton, handled the installation. 
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Semi-Private ... L Series partitions 
are used by the Cross Co., Detroit, to pro- 
vide room for visitors’ chairs in these semi 
private offices. Partitions were made by 
GR Products, Inc. 


Junior Executive .. . Fluted glass in 
GR’s L Series partition prevents disturbance 
from traffic along one side of this junior 
executive office. 
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President's Office ... For his new 
office, T. Brice, president and chairman of 
Carter Oil Co., Tulsa, Okla., chose furni- 
ture by Carleton-Surrey, Inc. Marshall 
Field & Co., Chicago, handled the installa- 


tion 


Reception Room ... Sturgis chairs 
provide comfortable seating for visitors to 
the Lubbock Production Credit Assn. 
Hughes Thomas of Thomas Bros., also of 
Lubbock, Tex., was the dealer. 


Board Room Comfort during con- 
ferences is the theme of Lubbock Produc- 
tion Credit's board room. Chairs made by 
The Sturgis Posture Chair Co. were speci- 
fied by Hughes Thomas. 
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Installations... 


First Impression .. . The reception 
room of Northern Paper Mills, Green Bay, 
Wis., provides a comfortable and attractive 
room for visitors. Stuebe Binding & Print- 
ing Co., Green Bay, handled the installa- 
tion, specifying furniture by Thomas 
Furniture Co. 





Transformation .. . [n remodeling 
the offices of the Corporate Accounting & 
Tax Div. of the Controller's Department of 
Esso Standard Oil Co., New York, N.Y., 
L-shaped steel Techniplan stations by The 
Globe-Wernicke Co. were utilized. Each 
work station has two file drawers under 
the auxiliary desk top so that the account- 
ant may at all times have his reference 
material immediately accessible 





Private Offices .. . When the Korb- 
Pettit Woven Wire Fabric & Iron Works, 
Philadelphia, recently remodeled, attractive 
and comfortable private offices were set 
up with steel Techniplan components by 
The Globe-Wernicke Co. and 66-inch high 
partitions. The installation was made by 
A. Pomerantz & Co., also of Philadelphia. 





76 OFFICE APPLIANCES, November, 1953 0 





+i Television City . . . Working on Holly- 
— wood’s grand scale, Columbia Broadcast- 
a ing System has built and put to work the 
— first $12-million unit of its Television City, 
_ a structure dediccted to turning out 28 
— live television programs each week. Furni- 

ture is by Columbia Steel Equipment Co 





Another View . . In this office, deco- 
rated in the latest modern colors, Colum- 
bia’s steel flat-top desks were keyed to 
exacting CBS specifications. Between 800 
and 900 pieces were supplied. 








rb- For Better TV .. . In venturing to 
ks create a house that will be suitable for 
ive an adult television industry, at a time 
set when the tenant is still an unpredictable 
by infant, CBS has made a huge gamble. But 
igh one thing it can count on is the Columbia 
by Steel Equipment installed by Miller Desk 
ia & Safe Co., Los Angeles, Calif. 
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“Office of Tomorrow” 
(Continued from page 73) 


tarian durability and that wood 
office furniture is available in a 
variety of styles, finishes and price 
ranges to suit every office need and 
personal taste. 

In addition to this “Office of To- 
morrow” sponsored by the Wood 
Office Furniture Institute, the 
Hardwoods Exhibits includes many 
other displays designed to show 
how hardwoods serve one all 





through life. 
One of the largest exhibits in this 
museum, which is often called a Itkin Brothers Hold Preview .. . One of New York 
permanent World’s Fair, the Hard- City’s leading office furniture dealers, held a portable Partition- 
woods Exhibit occupies 10,000 square ette Preview on October 6-8. The preview introduced the new 
feet of space and tells the complete steel Arnot Partition-ette and a demonstration was made of its 
story of hardwoods from living tree unusual flexibility. Emphasis was placed on the fact that no 
to finished d special skill is required to install the office partitions, a screw 
nished products. driver being the only tool necessary. 





Installations... 


County Court House ... Partial view 
of the Circuit Court Room, Chippewa Falls, 
Wis., shows chairs by The Milwaukee 
Chair Co. Eau Claire Book & Stationery 
Co., Eau Claire, Wis., installed one judges’ 
chair, 12 jury chairs, 10 wood arm chairs 
and one No. 858%2UL chair for the court 


clerk. 





Supervisor's Room . . . In this sec- 
tion of the Chippewa County Court House, 
Eau Claire Book & Stationery Co. furn- 
ished 50 No. 408%2UL chairs in maroon 
leather by the Milwaukee Chair Co. 
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!nstallations... 

















In Windsor, Conn. 
These steel transfer 
files are one of three 
recent installations at 
Hamilton Standard 
Propeller Div. of United 
Aircraft Corp., Windsor 
a Locks, Conn. Gustave 
Fischer Co., Hartford, 
specified files by Dolin 
Metal Products, Inc. 





Accounting Office .. . Over 45 desks, 
50 files, numerous bookcases and tables 
were installed in the new main office of 
the Mississippi Valley Gas Co. Barefield & 
Co., Jackson, specified All-Steel Equipment 
throughout. 















Chief Engineer's Office .. . Furi- 
ire by All-Steel Equipment, Inc., is fea- 
tured in this executive office of the Missis- 


Valley Gas Company, Jackson, Miss. 








Display Without Walls 


@ DISPLAY BECOMES intriguing 
without resort to walls in the new 
office furniture department of 
Farnham Stationery & School Sup- 
ply Company, Minneapolis, Minn. 

Visitors at this store during the 
department’s formal opening Sep- 
tember 2 and 3—an epochal two 
days in the life of one of the North- 
west’s largest office supply firms— 
were indoctrinated in the “open” 
feeling of the physical layout. 

Each of the display areas is given 
the appearance of a separate office 
even though there are no floor-to- 
ceiling dividing walls. 

Here a screen is used, there a 
curtain; in another place a type of 
bamboo blind. Even the lighting 
has been arranged to create sepa- 
rate and distinct sections without 
benefit of walls. 


Merchandise Highlighted 


For example, the display windows 
utilize the spotlights and a fluores- 
cent panel which is dropped several 
feet below the actual ceiling. The 
balance of the interior combines 
regular incandescent lighting with 
spotlights set every few square feet, 
making it possible to highlight 
merchandise in any part of the dis- 
play area. 

Furnishing and equipping an of- 
fice can be as challenging as deco- 
rating a home. That is the basic 
thinking behind the layout of Farn- 
ham’s new office furniture depart- 
ment, which goes many steps be- 
yond the conventional fresh paint 
job and modernized display windows. 

Working with 10,000 square feet 
of ground floor space, Farnham’s 


aN 


They Sell for Farnham's ... 





Leaders in Farnham Organization . . 
of the Farnham Staty. & School Supply Co., greets some of the leaders in his organization 


. A. J. Walker (seated, left), president 


during the open house. Standing (left to right) are Clarence Benson, assistant to the 
president; Clark Walker; George Seidel, manager of the new office furniture department. 
Seated, right, is M. W. Knoblaugh, vice-president and manager of the school supply 
division. The men are assembled in one of the four model offices. (This is one of the 
last pictures taken of Mr. Walker who died Sept. 30 while attending the NSOEA con- 
vention in Chicago.) 


architects and designers produced a 
handsome and inviting, as well as 
extremely functional, display and 
sales room. 

A canopied entrance plus a solid 
wall of aluminum - framed glass 
windows and doors invite the eye 
into the store and lure the feet to 
follow. A brick wall and planter, set 
almost at floor level in the entry 
way, lend a feeling of warmth and 
friendliness which is heightened by 
a reception area that greets the 
visitor as he steps into the store. 

The center floor space is devoted 
to attractive groupings of different 
types and styles of office desks and 
chairs, and at the back wall is a 
dais devoted entirely to chairs. 

Highlighting these expansive set- 





Inspect Art Metal Desk... L. R. 
Addington (right) of Art Metal Con- 
struction Co. shows features of a new 
desk to manager of the department 
George Seidel (seated, left) and Clar- 
ence Benson, assistant to the president. 


hes 


wit 





Members of the a Farnham sales staff photographed by Office Appliances during the open 


house for the new office furniture department held at Minneapolis, Minn.; September 2nd and 3rd. 
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tings occupied by office furniture 
are the displays—not just of office 
furnishings, but of complete offices, 
all the way to curtain fabrics and 
-arpets 

In the four model offices, pictured 
with this article, it is possible to 
show each customer what his own 
ffice will look like. The business 
or professional man has his choice 
of several mplete lines of office 
furniture in different price ranges 
including both wood and steel, tra- 
ditional and modern styling. Farn- 
ham’s is also making available a 
eustom-made line of office furniture. 


Office Suggestions 

The inclusion of a wall map or 
photographi mural here, and a 
huge globe there, provides sugges- 
tions to thé istomer on how he 
an make hi wn office more than 
a workshop 

An accessories bar at Farnham’s 
features lam] desk pads and the 
like. Beyond it, in the far inside 
corner, are filing cabinets of all 
types. Office safes and more files 
are displayed in a separate room at 
the rear of the building. 

Offices for the department are 
icluded right in the over-all dis- 
play are nd serve as working 
models of modern office furniture 
in use 

Second floor space in the corner 
building, formerly occupied by office 
furniture, has been taken over for a 
new mimeograph department and 
an enlarged school furniture sec- 
tion. There 
consultation by entire school boards 
around the desk or table which is 
inder purchase consideration. 


Second Expansion 


Thus, Farnham’s has completed 
its second major expansion in the 
past eight year 

The careful planning and not in- 
considerable investment that went 
into this department are indicative 
of confidence shared by the late 
A. J. Walker, Farnham president, 
and his associates, that the com- 
bination. of quality merchandise 
and modern, aggressive selling and 
display methods can convince more 
businessme! ich year that an of- 
fice is more than a desk and a chair, 


and a fils ibine 


The Complete Office .. . Pictured 


it right are t f the four model offices 
in the new furniture department of Farn- 
ham's. Feature luring the open house 
were wood furnishings in both modern and 
traditional fered in a complete office 
setting from es to floor coverings 
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EDITORIAL 





Back to Pencils 

@ @ EDITOR & PUBLISHER, trade publica- 
tion of the newspaper business, has recognized 
the pencil as a “basic tool” in this comment: 

“It will be pencils instead of typewriters for 
those reporters covering President Eisenhower’s 
birthday party October 13 at Hershey, Pa. 

“It gags us to think that typewriter-speed of 
news coverage on such an important event is 
being denied the American people because some- 
one thinks it might interfere with the music. 
But we are sure it will present no great obstacle 
to the newsmen who learned how to use a 
pencil before they did a typewriter, anyway. Also, 
there is something refreshing in this sudden 
glorification of the lowly pencil which, after all, 
is the basic tool of all reporters.” 





Help Us Celebrate 


@@ OFFICE APPLIANCES is looking ahead to 
its 50th anniversary edition next June of 1954 
with plans for a commemorative issue which 
will record the rise of the great stationery and 
office equipment industry. We also expect to 
look candidly at the future. 

This is an editorial task which we cannot ac- 
complish alone. We are, therefore, calling on 
those firms and individuals who have made our 
progress and that of the industry possible dur- 
ing 50 busy and stimulating years. 

We want to mirror the accomplishments of 
those who have grown, and we hope successfully, 


along with us. Specifically we are calling on 
firms who have been in business since 1904 or 
earlier to supply us with data and photographs © 
about themselves. 

It is our intention, also, to recognize those 
individuals who have been members of our in- 
dustry for a half century or more. Tell us about 
yourself or someone else who is eligible. 

Don’t delay. Write us now. The breadth of 
our publishing effort will depend largely on the 
response of those whom we are proud to call 
our friends. 


"This Is My Trademark” 


@¢& “THE TRAVELER” of Barnard Stamp & 
Stencil, Ltd., Hamilton, Ohio, provides this 
month’s guest editorial under the above heading. 


It reads in part: 

“There is one word in our language, which is 
likely to survive a great many others which we use 
much more frequently. That word is Quality. It 
enters into every human relationship. In the end 
it determines everything in life—for ourselves— 
one for those whose fate we settle by our own 
ives... 

“We all want to earn our rewards honestly—but 
there is a minority which adds, ‘it must have a 
Quality, as well.’ This Quality is Me—my trade- 
mark. This is the minority which reaches the top.” 








The Situation is Still the Same 

@&@ JOHN WANAMAKER told years and years 
ago: “I believe in advertising all the time. I 
never spent a dollar that didn’t come back lead- 
ing other dollars by the ear. Advertising does 
not jerk .. . it pulls. I never stop.” 





here and there 


Vernon R. Evans Pace 
is Race Track Feature 

Sturdy Bobbin, owned by the Sturdy Dog 
Food Stable of Syracuse, N. Y., and driven 
by veteran George Rediker, won the fea- 
tured Vernon R. Evans pace at Vernon 
Downs, Vernon, N. Y., recently. The race 
was named for the well known Utica (N. Y. 
office supplies and equipment dealer, a 
former NSOEA District No. 2 governor. 

Starting from the last position in a six 
horse field of the harness race, Driver 
Rediker piloted Sturdy Bobbin one and 
one-half lengths ahead of Parker Speed 
King. The winner paid $5.90, $3.50 and 
$2.70. 

A trophy was presented by Mr. & Mrs. 
Vernon R. Evans to the race victor’s owners 
and drivers. 
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Spoils for the Victors . . 





. The owners and driver of Sturdy Bobbin receive a 
beautiful silver candelabra from Mr. & Mrs. Vernon Evans (right) after winning a harness 
race named for the office furniture dealer of Utica, N. Y. 


OFFICE APPLIANCES, November, 1953 








CARBON PAPERS 
AL 


on 


phs 


Ta role WUT. 


lr —~ 
radition is not just 
born. Upon markets as upon 
nations, it has to grow. 
Whereas, today, American 
business regards PANAMA- 
BEAVER Ribbons and Carbons 
as traditionally fine — 
they did not get that way 
all of a sudden. Rather, 
their prestige evolved 
through decades of careful 
planning and production. 
Their steadfast quality and 
staying properties merited 
—and won—da fair repute 
which we shall guard, what- 
ever comes. No, you cannot 
buy tradition .. . yet it is 
Anat ae yours as a bonus, free with 
shord oud to every PANAMA-BEAVER 


office officiency. - purchase. 


fa 4? 
wm, € PANAMA-BEAVER 
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ry y A Qualtty , \ Coast to Coast Distribution 
= MANIFOLD SUPPLIES Co. 
188 Third Avenue Brooklyn 17, N. Y. 
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The Robert C. Goldbiatts Convert Home and Garden Into a Neighborhood Asset 


—This hardly looks like a view of the back yard of a 42-foot lot, 

d Mrs. Robert C. Goldblatt have accomplished it in 
their yard on Bennett Ave., Chicago, which originally had a tumble 
down garage and a big dead tree as its main features. In left fore- 
ground is a flower-filled stone vase on the stump of the old tree. A 
scarlet runner bean grows over the archway and six-foot avocados 


LEFT. 
but it is. Mr. an 


Robert Goldblatts Transform 
Home Project Into a Hobby 

Turning their property at 739 Bennett 
Ave., Chicago, from an eyesore into an 
asset to the neighborhood has been the 
hobby of Mr. & Mrs. Robert C. Goldbatt 
during the last four years since they bought 
the place. 

Mr. Goldblatt is owner of the Star Type 
writer Company. He was at one time presi- 
dent of the Chicago local of the Office 
Machine Dealers Association and held 
many other offices during his 25 years of 
membership. 

The Goldblatt home is a story and a 
half bungalow on a 42-foot lot. Before 
they began making improvements, the back 
yard was dominated by a tumbledown 
garage at the rear and a big dead tree 
close to the house. On one side was an 
inclosed dog run, barren of vegetation. 
The unfenced, untended back yard was 
used only by the children of the former 
owners and their friends. 

Gardening is one of Mrs. Goldblatt’s 


The H. J. Warnocks, Globe-Wernicke, Find Old 


LEFT—The barn, more than 50 years old, was part of an old 
estate. It is shown before the recent remodeling; CENTER—Upon 
Warnocks with friends look at 


completion; RIGHT—The H. J 
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major interests and she accepted the chal- 
lenge right away. Down came the dead 
tree, and on its stump is a stone vase now 
filled with marigolds and coleuses. 

The remnants of the old garage were 
disposed of and three loads of soil spread 
over the yard. Roses and hollyhocks have 
taken over. Trees and shrubs—honey- 
suckle, locust and mulberry—line the wire 
fence that one of the Goldblatt sons put up. 

Rustic furniture is scattered about. Two 
trellis arbors are overgrown with vines, in- 
cluding the colorful scarlet runner bean. 
Along the back fence is a rock garden. A 
bird bath is nearby. 

Growing house plants—she had 319 at 
the last count—Mrs. Goldblatt places many 
of them outside for the summer. 

Mr. & Mrs. Goldblatt also have re- 
modeled their kitchen and basement since 
they moved in. Much of the basement was 
turned into a recreation room with grained 
plywood walls and built-in cabinets. At 
one end is a bar. Its surface is glass, and 
beneath are three tanks of goldfish, all in- 


> 


and right. 


lighted from behind. 


in a tub to the right of it. RIGHT—Refurbishing the interior of their 
house the Goldblatts installed a basement recreation room (son Rich- 
ard did the work) that includes the bar. Three large glass goldfish 
tanks side by side with a single glass top form the bar. It is indirectly 
Chicago Tribune photos). 


directly lighted. This installation was done 
by Richard, one of the Goldblatt’s five 
grown sons. 





Once a Barn, 50-Year-Old 
Structure Remodeled Into Home 

Living in a barn isn’t at all what it 
sounds like—not when the fairy godmother 
touch of the H. J. Warnocks of Roselle, Ill., 
has been applied. 

Recently, H. J. (‘Ham’) Warnock, mana- 
ger of the Chicago branch of The Globe- 
Wernicke Co., and Mrs. Warnock re- 
modeled the “‘turn-of-the-century” barn on 
their property at Roselle into two four-room 
and bath apartments. These apartments, 
as they are today, provide all the essentials 
for comfortable and gracious living in a 
delightful country setting. 

Except for the fact that “‘Ham” and Mrs. 
Warnock are better than amateur handy- 
men, present high building prices would 
have made remodeling of this more than 
50-year old barn very costly. 

As it was, “Ham” only made simple 


“ 





Barn Provides “Home, Sweet Home” 


the successful vegetable garden. In the background is the re 
modeled barn. Mrs. Warnock and “Ham” are standing, center 
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! How to impress a portable prospect... 
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TAKE a Smith-Corona in its sealed carton. Open it, 
remove elastic band and shipping wire...and show him 
— how it’s ready for typing in just 17 seconds! 
five 





tials . : 

POINT our to him why Smith-Corona is the portable 
that gives big machine performance— full size keyboard 
Mrs plus the many other features! 
rdy- 
yuld 


han 


iple 





MAKE ic clear that typewriter dealers like yourself 
voted Smith-Corona portable the Jest — over all other 
makes—a 2 to 1 favorite over any other make! 





and make the sale! 





TELL your prospect that Smith-Corona is the world’s 
first and fastest portable— built for years of durability — 
and speed that human hands can’t match! 





DEMONSTRATE Page Gage that takes the guess- 


work out of page-end typing—and saves lots of retyping, 
time and temper. It’s a powerful selling point! 





EXPLAIN why... particularly that the Smith-Corona 
requires less servicing — seldom comes back for any repairs. 
That’s good business for both of you! 


re- SMITH-CORONA INC SYRACUSE 1 N Y Canadian factory & offices: Toronto, Ontario. Makers also of famous 
ter Smith-Corona Office Typewriters, Adding Machines & Cash Registers, Vivid Duplicators, Ribbons & Carbons. 
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@ There's nothing like repeat business to make your cash 


register ring up real sales. Many of our 90,000 users have 


purchased LIBERTY STORAGE BOXES again and again... 
continuously for over 30 years—proof of economy and 
satisfaction. Made of moisture-resistant high test cor- 
rugated fibre-board 


proof protection. 


. with secure closures for dust- 


Liberty advertising, a potent dealer sales help, reaches 
over 1,000,000 business executives who influence buy- 
ing every month. Add these factors to the reputation of 
quality and low cost and the sum total is more sales for you. 


BANKERS 


Write for catalog on all Liberty 
Record Storage Products, prices and 
discounts. Plan with Liberty and you 
plan for bigger profits. 





BOOST 
PROFITS 
“with FREE. Z&eez% 


4 DEALER HELPS! 


® Point-of-purchase three color display for 
counters or windows. 


® Two color circulars with your imprint to 
mail to customers and prospects. 


®@ Miniature demonstrator box. Easy to carry 
—helps close sales. 


® Newspaper ad mats. 


® Consumer Booklet—"Manuval of Record 
Storage Practice" containing valuable in- 
formation and record retention chart. 


®@ Prepared ads for your catalogs or direct 
mail pieces. 


These FREE dealer helps and ovr powerful! national 
advertising will help you seli Liberty Products. 


BOX COMPANY 


Record Retention— Our Business Since 1918 


720 South Dearborn Street 
Chicago 5, Illinois 
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It Can't Happen With 
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SIZE Inside Dimensions 


No USE Ww. H 

511 LETTERS 12% 1012 24 
512 LEGAL 15% 102 24 
502 CHECKS 9 4\/2 24 


STAXON STEEL CONVERTERS 
No. 410-12 PARTITION converts 
No. 512 legal size to a six-cell unit 
for 3 rows of 4%x 10” vouchers 
No. 610-12 PARTITION converts 
No. 512 legal size to an eight-cell 
unit for 2 rows of 6% x 10” ledger 
cords wens 
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The Only Fibre Board 
TRANSFER FILE 


That “Builds Its Own Steel 
Framework As You Stack It” 









TRANSFER RECORDS THIS IMPROVED WAY 


Stack them to the ceiling, load them to capacity 
each drawer will work perfectly. No sticking, no bulg- 
ing. Space-saving STAX ON STEEL units are the 
only fibre board drawer files engineered so the steel 
framework carries the entire weight load at four 
equal points, in rear as well as front. Factory applied 
steel side-plates and horizontal steel stackers fit 
together with precision and skyscraper strength. Rust- 
proof metal card-holder drawer pulls are securely 
fastened to Masonite panel drawer fronts. These 
panels (used in both front and back of drawers) are 
covered with high grade corrugated fibre board, which 
is used throughout. Beautiful Banker’s gray fade- 
proof finish, complemented by lustre-steel parts, 
produces a neat front office appearance. 


WRITE FOR CATALOG, giving prices and complete 
dealer story. Newspaper mats and 
promotional literature free. 








INTERLOCK STURDY UNITS 


Bolts are provided for interlocking 
all units through keyhole slots in 
metal side-plates both front and rear, 
making complete steel framework for 
battery installations stacked as high 


and wide as desired. 














HAND-HOLE FOR EASY “TOTING™ 
In addition to the recessed easy-to- 
grasp metal handle, there is a hand- 
hole in the back of the drawer 

making it easy to carry even when 


fully loaded. 
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BY THE MAKERS OF LIBERTY STORAGE BOXES 


BANKERS BOX COMPANY 


ervina Stationers Since 


120 SOUTH DEARBORN STREET 
CHICAGO = ee 
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structural changes. These he placed in the 
hands of professionals. Then, after the 
carpenters, electricians, and plumbers 
moved out, he and Mrs. Warnock moved 
in and furnished and decorated both of 
the apartments, from the kitchens clear up 
the attic stairs. 

Few of the exterior 
changed, the idea being to preserve the 
building’s clean lines. Like the main house 
and other buildings on the grounds, it was 
painted traditional “barn red” with white 
trim. A crushed gravel driveway and some 
professional landscaping completed the 
outside work. 


features were 





This Boy is WANTED 
—Alive 

The headline above, together with the 
illustration shown, form the catchy head- 
ing of a single sheet safety plea made 
by O'Connor & Raque Company, office 
outfitters of Louisville, Ky. 

Copy on the poster reads: 

“This boy is wanted at school for ques- 
tioning in connection with the proper spell- 
ing of the word Mississippi. 

“He is wanted at home for errands, for 
picking up the bath towel that was left 


& 


—— 


on the upper hall floor, and for his weird, 
wonderful sense of humor. 

“Most of all, this boy is wanted for love. 

“He may be carrying a water pistol, 
some string, a piece of chalk, a wing 
nut, two jacks and one large clear blue 
marble. 

“He is harmless but unfortunately, he 
is very easily harmed. Let him get to 
school and home again without an acci- 
dent” 

THIS IS A PLEA TO DRIVE WITH EXTRA 
CAUTION NOW THAT SCHOOL DAYS 
ARE HERE AGAIN 


Mrs. Ed McClure Acts 
as Police Judge in 
Missouri Village 

By becoming chairman of the village 
board of trustees, in Claycomo, Mo., Mrs. 
Ed McClure also assumed the role of police 
judge, a dual function prescribed by state 
statutes. 

The wife of Ed McClure, school and 
office furniture dealer of Kansas City, Mrs. 
McClure was elected to the board last 
April on a campaign of ‘’God or beer,” 
a slogan that arose out of a controversy 
of whether taverns should be allowed to 
remain open on Sundays. : 

A week after she had won the highest 
number of votes received by any of the 
candidates, the other four members of the 
new board elected her to the chairmanship. 

Judge McClure handles a docket of any- 
where from 25 to 40 cases at each court 





Other than the village ordinances, Mrs, 
McClure has no set formula for deciding 
a case or setting a fine except that she 
tries to be lenient with speeders unfamiliar 
with the village laws. 


Although Mrs. McClure still has some 


misgiving about the responsibility of being 
police judge, the court clerk and the vil. 
lage policemen have found her to be very 
level-headed and sensible and always fair, 








Too Hot to Work, Ithaca 
Dealer Closes Up Shop 
The September heat wave was too hot 
to handle in the estimation of L. J. Van 
Marter of Van Natta Office Equipment 
Company, Inc., Ithica, N.Y. Mr. Van 
Marter decided to do the logical thing— 
close the store on that torrid September 2. 
A sign was posted, ‘Hot, Closed.” 


The Van Natta firm gained a picture 
in the Syracuse Post-Standard and local 
radio advertising by the unprecedented 
move. 


session. Court is held at 6:30 P.M. on 
Saturdays, a time chosen by the previous 
administration for the convenience of vil- 
lage policemen who work part time. 





IT PAYS TO BE FRIENDLY 


By Paul W. Cheney 
From the Southworth Company Bulletin) 


@ THE PRESIDENT of a large stationery firm in this industry has this sign on 
the door of his private office, “Come in — Welcome.” How much more heart- 
warming is this to a visitor, whether he comes to buy or sell, than if he were 
to read, “President — Private.” Somehow even the stranger calling there for 
the first time feels that he already knows the man. 


Here are two acknowledgements of hotel reservations from two different 
hotels, different in more ways than one. The first, “Rooms not guaranteed 
available for immediate occupancy on arrival. All reservations made subject 
to strikes, failure of guests to vacate, or any other causes or conditions beyond 
our control. Advance deposit required to hold room after 9 P.M.” 


In contrast to this is the second acknowledgement, “We await the pleas- 
ure of welcoming you fo our hotel. We shall do our best to have your room 
ready for you upon arrival and will try to make your stay with us both com- 
fortable and pleasurable. Your accommodations will be held until 9 P.M. or 
later if requested.” 


Each of these messages carries about the same information, except that one 
is about as personal and friendly as a bill of lading and antagonistic in tone, 
while the other makes the prospective guest feel that he is really welcome, 
that his business is appreciated and that he will enjoy his visit. 


“No dogs or cats allowed,” is a sign we read in many motels. One motel 
made friends by posting the following announcement, “To many guests, pets 
are cherished traveling companions. They are permitted to share the guests’ 
accommodations. As some guests are allergic to animals, certain accommoda- 
tions are set aside for those with pets, and the management requests your 
co-operation that they may satisfy both your needs and their needs.” 


In our own business we should avail ourselves of every opportunity to be 
friendly. We can first practice it among our own associates, for friendliness 
must be sincere and natural if it is to be believed. We should make our 
letters smile by writing cheery and natural sentences — write as we talk —avoid 
stereotyped and worn-out phrases. On the telephone we have the greatest 
opportunity to convey a friendly message, for that is the one time we really 
have the buyer's ear. 

We must genuinely like our customers if we expect them to like us. If we 
give them a friendly and unselfish type of service, we will hold them. If we 
keep that sign on our door, “Come in — Welcome,” we will have nothing to 
fear but our income foxes. 
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no leaks 


~~ The BDC mimeograph uses a thin film of heavy paste ink that does not and 
>} cannot leak. Yet perfect ink distribution is assured over the 
S entire printing area by the same kind of oscillating ink roller used 
° Sp on a printing press. Copies are so sharp, clean and evenly inked they 
SS are often described as printing press quality. Because the ink can’t 


leak the BDC is always clean—but better yet, so is the user! 





You'll want the whole story on the BDC mimeograph—how it operates 
without a drum, without a messy ink pad, gives you a 3 minute color 
change, raises or lowers copy with a knob. Write for complete dealer 
information. Bohn Duplicator Corporation, 260 Fifth Ave., New York 1, N.Y. 
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All-en One Office Ensemble 


R. C. Allen Business Machines, Inc., 
678 Front Ave., N.W., Grand Rapids, Mich. 


This new dealer package, designed for utmost office efficiency and 
space-saving covenience, includes a desk, chair and two R. C. 
Allen office machines. The 30 x 60 inch steel desk features a 
linoleum top, a fixed-bed type well in the left pedestal, a double 
full-suspension file drawer with two removable posting trays, a 
storage drawer and a writing table. The center well holds an 
Allen Model 1302 desk bookkeeping machine. Permanently in- 
stalled in the left hand retractable drawer is the VisOmatic 
Model 711 typewriter. A steel and chrome-trim posture chair with 
rich cord upholstery, an adjustable height and back, and smooth 
rolling casters completes the ensemble. This All-en One office 
ensemble is available to dealers at less than the combined prices 
of each item separately and comes with or without the typewriter. 





Centempora Chairs 


Taylor Chair Company, 
Bedford, Ohio 


‘Contempora” is the name given to this new group of all-wood 
office chairs. The chairs combine sculptured design in the 
contemporary mood with the sturdy construction of traditional 
pieces, having Taylor’s patented multiple tongue-and-groove | 
corner block construction. At left is model 4820 and at right the | 
model 482042 swivel chair. Not illustrated are the pieces com- © 
pleting the group: the No. 4821 armchair with foam rubber F. 
cushioning on the seat, and its swivel counterpart, the No. © 
4821%. Made of genuine walnut, the chairs also feature) 
sculptured armposts and legs, steam-bent backposts that are 
notched, glued and screwed to seat and skirting, and continuous 
leg posts, chucked into the arm for maximum strength. A 
variety of finishes is available. 














Pennant Set 

David Kahn, Inc., 

North Bergen, N. J. 

The newly packaged No. 2836 Wearever 
Pennant set, a popular item for Christ- 
mas gift promotion in the popular priced 
field, retails at $1.98. Included in the set 
is the Wearever Pennant pen, with a 
choice of five Hardoloy-tipped points, and 
a matching mechanical pencil. 
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Office Valet Wall Rack 
Vogel-Peterson Company, 
1127 W. 37th St., Chicago 9, Ill. 


Four sizes of the Office Valet wall racks 
are now available in packaged units. The 
type of rack illustrated can be mounted 
directly on the wall and also positioned 
at various heights from the floor to accom- 
modate different age groups. They provide 
three spaced coat hangers and three indi 
vidual hat spaces per running foot. Con- 
struction is of welded square tubular 


furniture steel, shelves are perforated and 
embossed. Finishes are available in three 
baked enamel colors, brown gray or green 





Hermes Model 2000 


Paillard Products, Inc., 
100 Sixth Ave., New York 13, N.Y. 


Now available for immediate distribu- 
tion to U.S. dealers is the new Model 
2000 (gray) Hermes typewriter, which 
is precision-built in Switzerland. Some 
of the features of the new machine are: 
automatic margins and key-set tabu- 
lator; key-set tab stops which may be 
cleared singularly or together; lucite 
card holders, perforated for line draw- 
ing on stencils and forms, as well as a 
graduated scale to permit reintroduction 
of a typewritten sheet in perfect align- 
ment; automatic paper insertion and 
intermediate paper table simplifying 
erasures and implementing written no- 
tations without supporting the paper; 
and a dual purpose margin release that 
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acts as a key jam release. The newly- 
styled machine also provides the fa- 
miliar standard features. 
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YOU’RE RIGHT ON THE ROAD TO PROFIT 


Selling MAK-UR-OWN CELLULOID INDEX TABS 
can do as much toward bringing a steady stream of 
customers into your store as a choice location on your 
town’s busiest street. As widely used and relied on as 
any Main Street, Mak-Ur-Own has long been accepted 
as a swift, sure way to indexing efficiency. Non-inflam- 
mable and easy to use, Mak-Ur-Own signals records in 
any of seven brilliant colors—makes them easy to find 
and refer to. . . a quick short-cut to needed information. 
Don’t be side tracked by substitutes; write today for 
full information on Mak-Ur-Own. No matter where 
you're located, Mak-Ur-Own will pave the way to new 
business and put you right on the road to PROFIT! 














SS. se victor’) 


NORTH TONAWANDA | 
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SIGNPOST TO SALES 


Here's a double-duty display 
that will sell and store Mak- 
Ur-Own Index Tabs at the 
point of sale. Colorful and 
sturdy, this metal unit holds 
250 ft. of Mak-Ur-Own. If 
you don’t already have one, 
it's yours FREE on request 
with your order for 250 ft. 
or more of Mak-Ur-Own. 
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NEW continues 


Streamliner Furniture 


The Globe-Wernicke Co., 
Cincinnati 12, Ohio 


The Streamliner steel line of this firm has been augmented by the 
addition of a modern solid-end bookcase and 36-inch wide sales 
man’s desk. Both items are available with molded-edged o 
square-edged tops and in a choice of gray, green, grained walny 
or grained mahogany. The bookcase shown at left is available 
with or without sliding glass doors, and in a choice of clear o 
fluted Linex glass. The new steel desk, at right, is a compac 
36 inches wide, 24 inches deep and features a roomy cente; 
drawer and a 10-inch deep convenience-shelf for holding catalogs, 
price lists or other material. 





Clothesmaster 
Supreme Steel Products, Inc., 
52-85 74th St., Maspeth, L. I., N. Y. 


Included in the new line of locker-wardrobe units 
is the office Clothesmaster, specially designed 
to provide individualized clothes storage facilities 
without the usual locker appearance. Made to 
harmonize with office furnishings, it has smooth 
flush lines and polished chrome automotive-type 
door handles with built-in, grooved key locks. 
The four styles, two with legs, range from 60 to 
78 inches in height, and 15 to 18 inches in depth. 
All styles are 12 inches wide. The factory 
clothesmaster is similar to the office unit except 
for louvred doors and a sturdy cast handle with 
padlock attachment. All locker-wardrobes feature 
welded three-door and frame unit assembly, re- 
inforced doors in channel formations, full length 
welded reinforcing pans, center-point locking, 
three clothing hooks and a baked-on enamel finish 
in green or gray. A catalog and price list is 
available from the company. 














Electric Duplicator 


Ditto, Inc., 
2243 W. Harrison St., Chicago 12, Ill. 

The new D-1l1l electric direct process du- 
plicator is designed to produce two copies per 
second of anything typed, written, drawn or 
printed through duplicating carbon, in as 
many as five colors. Copies can be made on 
any weight paper from 16-pound to heavy 
card stock-and in any size up to 8% x 14 
inches. Other features of the D-11 include a 





Office Stapler & 





Gun Tacker 

Arrow Fastener Company, Inc., 
1 Junius St., Brooklyn 12, N.Y. 
The No. 202 heavy duty office 
stapler has been highly im- 
proved according to a recent 
announcement by the firm. 
This improved model was 
shown at the recent NSOEA 
show together with the recon- 
structed Mode! No. P-98 plier- 
type hand stapler and the 
No. T-50 gun tacker with a 
new grooved blade feature to 
insure proper staple envelop 
ment when tacking antenna, 
telephone wires, cables and 
so forth. Also displayed at 
the show was the new auto- 
matic, one-hand operated 
hammer tacker machine. 


disappearing receiving tray, a reversible feed 
tray that facilitates handling of long and short 
sheets, quick shift paper guides to provide 
instant adjustments for various size forms, and 
swinging feed rollers for the easy refilling of 
the paper tray. Stainless steel parts are pro- 
vided to guard against corrosion. Made of 
stain resistant gun metal gray, the new elec- 
tric duplicator is popularly priced for mass 
use 








24-Hour Tape Recorder 


Soundscriber Corporation, 
New Haven, Conn. 


Marketing of a new 24-hour tape recorder has 
begun by these manufacturers of disc dictation 
equipment. The machine was originally developed 
for the U.S. Navy Bureau of Ships and is now in 
use at Naval Air Stations throughout the world 
It is claimed to have the advantage of recording 
either from microphone or communications lines 
on two separate channels simultaneously for a 
24-hour period without the necessity of anyone 
in attendance to operate it. The equipment is 
easily adaptable for much longer periods of con 
tinuous recording by the addition of larger reels 
of magnetic tape. A buzzer sounds if a powe! 
failure occurs, when the machine nears the end 
of the tape, or if the tape breaks. The instrument 
plays back recordings instantly, when a playback 
switch is thrown- The tape can be erased by 4 
bulk demagnetizer in 20 seconds and can be 
reused indefinitely. 
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PORTABLE 


now adds 22 more years 
to grueling 
| “4l-Year Test”! 


=: See October 26 LIFE Magazine for complete 
: details. Get your sales pitch ready. Use your 
point of sale material. Cash in on the best 
= new idea in portable selling in a generation. 
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There is never a 
THE GUSSCO FILING 





Line keeps the cash register ringing, not just for a 
couple of short months of the year but every day. 
These are the ‘work horse’ items which are needed 
everywhere records are made and kept. These are 
the items which keep your sales volume steady day 


< GUSSCO All year round, The GUSSCO “Filing and Finding” 





in and day out. m 
True, there are times when users are more conscious 
of their needs but that depends on you and your hard- 
hitting salesforce. Everybody who comes into your 
store and every concern your salesmen call on can 
use some items in The GUSSCO Line all the time. The} 
Sure, your salesforce must remind your customers of J 
their needs and if they do, your sales will keep on apy 
soaring. Why not put The GUSSCO Line to work it 
for you—now? curti 





FILING 
SUPPLIES 


All the items in the GUSSCO Com- 
plete Line of filing supplies are needed 
by business—big or small—all the 
time. From the stock items you can 


ll all your customers’ ordinary re- : ae said 
Dicer Ie ‘ts good, sound i. THANSFILE FIBHE BOAHL STORAGE FILES 
chandise—made right and priced Nobody has found a way to beat TRANSFILE files for 
Se eeeee oem Ut Win Spmpere economy and ease of operation in housing semi-active 
favorably with the best and better ; b ‘ ; 
than most. And when you encounter and inactive records—and keeping them accessible at all 
specials, try our service. Our speedy times. Made of high test fibre board, they are reinforced 
delivery will please both you and so that all the weight of the drawers and contents is 
your customers. Write us today. supported on steel. Drawer movement is surprisingly 
easy. Stack the units as high and wide as desired. They 
make a solid, staunch battery good for years of service. 


GUIDE SYSTEM & SUPPLY CO. | 





3 STYLES 
13 SIZES 






335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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1 dull season with 
‘ AND FINDING’ LINE! 











Pat. Pending 


Guitc0 fol 


Guide-O-folders eliminate all the vexations 


alain shows cieaty of old style filing because they hang. They 
yg ay re ee ° glide back and forth on the steel Guide-O- 
na file drawer. The Guide frames, responding to the slight pressure of 
5 ae we in any ctenéert THE the finger tips. When one folder is too full, 
— oa HANGING FILE just add another, for the adjustable metal tabs 
wit are used in all filing positions. 

Guide-O-folders can be used in every filing 
ADJUSTABLE system without additional expenditure for 
METAL TABS housing. They will increase the speed and 

accuracy of every filing system. 

° 








GUIDE-0-FILE 
WITH SLID-O-MATIC 
DISAPPEARING TOP 


A personal file, desk high, 
where information may be 
kept instantly available 
The Slid-O-Matic top com 
pletely disappears at a 
slight push of the finger 
It slides back into place 
with equal ease. Gray or 
green finish. Sturdy all steel 
construction. Mounted on 
rollers, the Guide-O-file 
can be moved about as re- 
quired. 


The Guide-O-file is equip- 
ped with 25 Guide-O-fold- 
ers complete With adjust- 
able metal tabs and an as- 
sortment of inserts for tab 
headings. Guide-O-file is 
also available without the 
stand. 


Make sure your salesmen are using the kit 
—a handy demonstration kit to help demon- 
strate and sell Guide-O-folders all the time. 


GUIDE-O-TRAY 


Made to fit the lower deep 
drawer of all standard 
desks. Using this unit, the 
desk worker always has 
important and vital data 
at the finger tips—always 
in an upright position. In- 
stantly available and in- 
stantly replaced. The unit 
consists of a metal tray and 
25 Guide-O-folders com- 
plete with adjustable metal 
tabs and an assortment of 
inserts for tab headings. 





€) 8) |b) SD OE as O10 Oe 


NEW YORK 13, N. Y 
GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 


335 CANAL STREET 
WEST COAST REPS. 
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De Luxe Stands 


Maso Steel Products, 
53 W. Jackson Blvd., Chicago 4, Ill. 


A new de luxe line of all-steel stands, 
especially designed for modern electric 
business machines, was recently intro- 
duced by this company. Features of 
the new stands, designed to provide 
strong, safe support include the fol- 
lowing: optional cups and channels that 
fit most office machines and hold them 
securely on the all-steel tops; wide 
radius corners and fully rounded edges, 
slightly raised, to hold useful items 
on top; front and back legs of all-steel 
tubing in one continuous piece that 
runs under the top to give added 
strength and safety; all steel drop 
leaves that fit on either or both sides, 
level with the top or 4'2 inches below: 
legs curved for more leg room and a 
foot-controlled raising and lowering de- 
vice. Measurements include an 18% by 
19% inch top, drop leaves 14% by 
18% inches, with a stand height of 
either 27 or 35% inches. Baked-enamel 
finishes are available in office gray, 
green or brown. 


Ace Senior Copyholder 
Lit-Ning Products Company, 
2694 Elm Ave., Fresno, Calif. 


Introduced after considerable experi 
mentation is this Ace Senior copyholder 
the device that permits line spacing 
of sheets, magazines, phone directories 
or thick law books. The variable line 
spacer can be used on either side of 
the stand to accommodate left or right 
hand pedestal desks. The entire copy- 
holder, while allowing reading angle 
adjustment, is still collapsible and will 
fit in any desk drawer. A reversible 
green pica and elite type scale to 
measure and center headings are pro- 
vided. Finished in neutral gray baked 
enamel, the device 


in legal and government 
slightly higher price 





Swingline 77 


Speed Products Company, Inc., 
32-01 Queens Blvd., Long Island City 1, N. Y 


The Swingline 77 is a versatile four-in-one desk 
stapler-plier-tacker with a compartment for extra 
staples. When used as a desk model, a flick 
of the wrist takes it out of its plastic base 
revealing a “Kangaroo Pouch,”’ a pocket that 
stores a reserve of 500 staples. With another 
flick of the wrist, the base swings back and 
the stapler is a tacker for fastening objects to 
wall, shelves, bulletin boards, and so forth. The 
device also features a special pane! at the top 
for personalizing. The Swingline open channel 
is designed for quick loading. The model was 
recently introduced at the NSOEA convention 


in Chicago. 
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is also available 
size at a 








Work-Flow Desk 


Haskell, Inc., 
303 E. Carson St. 


New to the line of budget steel desks and 
tables is a light gray finish, adopted after 
careful study of color application in use today. 
Also adopted by the firm is the re-designed 
Work-Flow drafting desk, to make drafting 
easier and to make work flow faster, with its 
built-in design for comfort. It offers adjust- 
able height and tilt, generous table working 
space, knee space and storage space. 


Pittsburgh 19, Pa. 
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Deluxe Typist Chair 


Riteform Chair Company, Inc., 
2300 Ellis Ave., St. Paul 14, Minn. 


This No. 424 spring-back deluxe 
typist chair, fully adjustable was 
featured by Riteform at the recent 
NSOEA exhibit. The streamlined 
chair has aluminum base and two 


inch foam rubber cushion. The 
frame is of square steel tubular 
design in perforated plastic. This 


model, retailing at $39.95, is one of 
the new “400” series which includes 
the junior executive posture arm re 
tailing for $64.95. 





Instruction Book 


Dennison Manufacturing Company, 
Framingham, Mass. 


Just in time for the fall party season 
is this new idea and instruction book 
titled “Gay Decorations with Denni- 
son Crepe Paper.” Between the 
colorful covers are 32 pages of sug- 
gestions, diagrams and directions 
for transforming halls, gymnasiums 
and rooms into appropriate party 
settings. More than 25 hall trims are 


described and illustrated, using 
Dennison crepe paper and crepe 
paper streamers to set the mood. 


Also covered in the publication are 
working patterns for decorative mo- 
tifs, as well as suggestions for 
bazaar booths and banquet tables. 
The book retails at $.25 a copy. 
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it’s easy to sell 





DEBONAIR POSTURE No. 272 
iustrated in Newport Fabric 


$50.60 iist 


Slightly higher in Zones 2 & 3 





SALESMAN OF THE MONTH 


Earl Otta -: 


6503 North Ridge Avenue tug 


Dallas, Texas 
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foam rubber arms 


foam rubber back 
foam rubber seat 


all-welded construction 





satin aluminum base 


hooded casters 


. « « and don’t forget 
WELLS PAYS THE FREIGHT! 


in shipments of 100 Ibs. or more 


Write TODAY for the 
“Aristocrat Plan” for greater 
chair profits 








INDIANA e@ U.S.A. 
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B.C. Allen presenf 


u 


Here’s the typewriter news of the year — the ALL-NEW R. C. Allen 
Visomatic with exclusive Visomatic Margin! Now you can own a 
DeLuxe typewriter embodying more advanced features than any type- 
writer on the market today —and yet the price is that of ordinary 


standard typewriters! 


Try this All-New R. C. Allen Visomatic Typewriter first. The typist 
whose work demands the ultimate in distinctive appearance will dis- 


cover typing at its very best. 


What ‘‘Visomatic Margin’’ Means to YOU. 


Now, with the New Visomatic Typewriter, the one- 
hand margin mechanism is completely automatic. 
Simply touch margin set keys located near carriage 
release keys on either side of carriage and move 
carriage to desired location. Stop indicators show 
exact location on margin scale. Your typing flows 
smoothly, swiftly. 


Finger-Formed Key Tops—sroeder, 


Full-View Tab Control Panel 


New, One-Hand Platen Removal 
— Touch one lever on the new Viso- 
matic Typewriter—and out comes 
the platen. Ends ribbon smudge, 
permits fast, easy change of platen. 


Dust-Free Streamlined Housing 
— The vital mechanism at the rear 
of the typewriter is shielded from 
dust and grime with this new stream- 
lined housing. 


— Easy-to-reach tab set and tab 
clear keys are at your fingertips. 
You can clear all or any selected tabs 
at a touch. 


New Line Space Mechanism—tine 
spacing as simple as 1-2-3. Change 
from single to double to triple space 
with instant adjustment. 





concave key tops with lifetime let- 
tering insure more accurate, faster 
typing. Note larger tab and back 
space key design. 


Perfect Key Alignment — Every 
scientific means used to insure per- 
fect alignment, uniform key pressure, 
even and uniform impressions. 


the all-new \/isOmatic_ typewriter 


with the sensational, exclusive **Visomatic Margin” 





yAcleme Si, |: 





Finished in Smart New Colors! The Typewriter Value of the Year! 
The new Visomatic Typewriter is finished in the new Feature for feature, the R. C. Allen Visomatic type- 
eye-easy Mist Gray shade to blend perfectly with your writer gives you more for your money . . . more daily 
e decoration. Also available in distinctive Cocoa typing output ... more typing accuracy ... more 
raditional Cool Green when specified. speed . . . more typing ease. Let the Visomatic prove 
itself in your office. 


Write for full details in colorful FREE literature today! 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N. W., Grand Rapids, Mich. 
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Durametric Carbon Papers 


F. S. Webster Company, 
13 Amherst St., Cambridge 42, Mass. 


The new MultiKopy Durametric carbon papers, 
introduced at the recent NSOEA show, are now 
available in a variety of weights and finishes to 
meet every typing requirement. These carbon 
papers have the exclusive Micrometric right hand 
margin printed scale edge to assure the typist of 
complete vertical control and to allow instantane- 
ous removal of carbons with no smudging of 
fingers. Added features include a special Shur- 
Flat treatment on the back of every sheet and 
scientifically balanced construction stressing addi- 
tional crispness, durability and long wearing 
writing qualities. Samples may be obtained by 
writing to F. S. Webster Company at the above 
Spirit Printer oldies. Requests should specify what type- 
Master Addresser Company, writer is used and the number of copies made 
6500 W. Lake St., Minneapolis 16, Minn. at one time. 


This new printer, called the Post-Master, 
operates on the spirit process principle and 
uses no stencil or inks. Messages are writ- 
ten, typed or drawn on Master paper which 
is inserted in the machine. Carbon impres- 
sions are than transferred to cards or other 
pieces with simple spirit solution. Able to 
print up to five colors at one time on post- 
cards, tags and labels, the Post-Master re 
tails at $11.95, including supplies. 
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Jewel-Tipped Ball-Point Pen 


W. A. Sheaffer Pen Company, 
Fort Madison, Iowa 


Named the “Clicker,” this ruby jewel 
tipped, retractable ball-point pen is de 
signed to write for a year without re 
filling for the average person. It feo 
tures an increased ink capacity along 
with the new harder tip. The writing 
point may be extended and retracted by 
slight finger pressure on the button 
located at the end of the stainless sted 
chased cap, fitted with gold-filled band 
and clip. The writing unit uses ¢ 
quick-drying, non-smear permanent ink 
available in either red, green, purple @ 
royal blue. Plastic barrels are avail 
able in black, burgundy, blue, green @ 
gray. Retail price of the pen is $5.00 
with refills available at $1.00. 





Pre-Sketched Coloring 
American Pencil Company, 

500 Willow Ave., Hoboken, N. J. 
Designed for both children and 
adults, this Venus Paradise pre- 
sketched coloring set is typical of 





Clear Vue Desk Organizer 


Mayer Manufacturing Corporation 
3130-3140 W. 5Ist St., 


Chicago 32, Ill. 


This new all-metal desk organizer is 
available in brown, gray and green 
Hammertone finishes to match the 
standard office equipment colors. It is 
designed to hold heavy correspondence 
folders, catalogs, small and large pa- 
pers. Nine sections are separated by 


the do-it-yourself trend. Included in 
the set are 12 Paradise colored pen- 
cils, a handy color-selector easel- 
rack, steel-blade pencil sharpener 
and four 9xl2-inch pre-sketched 
drawings on white, fine quality 
vellum paper suitable for framing. 
The set, style No. 149, retails for 
$1.49. 





wire separators, one inch apart, 
equipped with rubber feet and a white 
strip-in label holder for labeling each 
compartment. Open unobstructed di 
viders are claimed to provide a clear 
view for quick selection. Size of the 
accessory is 10 inches long, 8 inches 
wide and 9'% inches high 
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Bookcase & Utility Cabinet 
Jasper Table Company, Inc. 
Jasper, Ind. 


The BC-634G Bookcase in genuine walnut and 
white oak measures 34x17x29 inches high. One 
shelf is adjustable and both glass doors are slid 
ing. The UC-634 utility cabinet measures 34x17x29 
inches high and also is made of genuine walnut 
and white oak. Inside drawer dimensions are 
30x14%x25% inches. It contains one adjustable 
shelf. 





100 OFFICE APPLIANCES, November, 195 OFF 





New Year Ahead! Get Ready For | 
TRANSFER BINDER SALES 


One thing you can count on for sure . . . there's a New Year coming up. 4 
Your customers will want transfer and storage binders for their old records. Only a 






pagseesset 


reereer 
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A complete stock of the famous Wilson-Jones line of binders is adequate to meet this 
i demand. Order now. A selection that fills every customer's requirements. .. builds 
4 your reputation for service . . . assures more sales and bigger profits. 





RAVEN—ACTIVE TRANSFER BINDER STYLE SS TRANSFER BINDER 














Toplock 241 Aye is Sectional Posts 
recommended where ideal fer erdero— 

Pen sheet changes are invoices —shipping 
frequent. Comes in records. Olive Green 
Black imitation Canvas binding— 
leather binding. Red Imitation 

jewel Leather cornerse 

is de 

ut re 

t fea 

along 

rriting STYLE T STORAGE BINDER STYLE M STORAGE BINDER 

ed by 

utton . . 

oan 260 Line Sectional Post 

bané Low-cost storage Ideal for records pre- 

oa tl binder. Suitable for viously kept in higher 

nt ink orders, invoices and quality binders such 

shipping records, as accounting—pay- 

ple o Olive Green Canvas roll—office forms 

avail binding. Olive Green Canvas 

en of binding 

$5.00 











GRIPPO STORAGE BINDER STORAGE BINDERS FOR VISIBLE RECORDS 


Solid Posts 


Economical binder 
for invoices—ship- 
ping ahd HE 
room and factory 
forms. Blue Slate 
Canvas binding. 
Black corners. 


Sectional 

Post Binder 

Ideal for storing in- 
active Visible Rec- 
ords—affords easy : 

: ~~ 
changing of sheets =.= 
Olive Green Canvas 
binding—Red Imita- 


tion Leather corners. 























Tengwali (Prong Style) 

Metal hinge construction. Suitable for semi-active 
Visible Records—affords quick access for 
reference. Blue Slate Canvas binding. 





WILSON JONES COMPANY 


209 South Jefferson Street * Chicage 6 


San Francisco 5 Toronto ) 


Kansas City 8 
107 Front St., East 


1520 Cherry St. 246 First St. 


New York 10 Atlante 3 
122 E. 23rd St. 400 William St., N.W. 
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DIRECT FROM THE 


- 
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Pe — » 
ee 


MUSCATINE 


IOWA 


The successful dealer today keeps a careful check on freight costs as well as merchandise . . . 


but never sacrifices quality. Compare H-O-N quality, prices and freight costs with any other line, and 


you'll discover why so many dealers consider H-O-N the source for real down-to-earth values. 


MODEL 29 


Promotional item. 
Two drawer specialty 
letter file. 29Hx1544W 
x 16D. Ball bearing 
rollers. Compression- 
type followers. Grey 
or green finish. 


$24.95 


list 


Designed 


102 


with Distinction 


MODEL 104 


Four drawer letter 
file. 51H x 26%D x 
14%W. Ball bearing 
rollers. Guide rod and 
follower block. Grey 
or green finish. Liter- 
ature available on 2 
and 4 drawer models 
in letter or legal sizes 
Locks optional. 


$49.50 


list 


Priced for 


Office Supplies 


MODEL 36 


Roomy storage sec- 
tion plus one letter 
file drawer and utility 
drawer that can be 
converted to two card 
file sections (dividers 
furnished). 36Hx15%4- 
W x 16D. Grey or 
green finish. 


$34.50 


list 


Competition ¢ Offi 


by Home-O-Nizs« 


MODEL 66 


Popular medium size 
storage cabinet. With 
4 shelves —3 adjust- 
able. Two doors with 
cylinder lock. 66H x 
26W x 14D. Grey or 
green finish. Shipped 
set up in telescoping 
container. 


$41.95 


list 


ce Supplies by Home-O-Niz: 
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"* UNIFILE 


WITH THE EXCLUSIVE NEW UNILOCK MECHANISM 


The Unilock is a new central locking mechanism that locks all 
drawers and doors on combination cabinets with one lock. Now 
you get plunger lock performance at a much lower cost. 
Unilock, together with other recent construction improvements, 
makes the Unifile a new high standard of quality at a mod- 
erate price. The Unifile line offers your customers a wide 
selection from 15 different models. Write for free Unifile 
catalog folder. The Home-O-Nize Co., Muscatine, lowa. 
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38 DU with Unilock..$53.25 
38H x 29W x 16D 





32 AU with Unilock..$49.95 
38 AU with Unilock..$58.95 32H x 29W x 16D 


38H x 29W x 16D 


Competitior 


" BOOKCASES 


These attractive, practical sturdy bookcases are not limited 
to a specialized market. Their quality and moderate price 
offers you unlimited sales opportunities in both home and 
business. The Home-O-Nize Co., Muscatine, lowa. 


Designed with Distinction 


























MODEL 30 SERIES 

Handsomely styled. Beautifully fin- 
ished in grey or green. With or with- 
out sliding ‘4 thick glass doors. 


MODEL 48 SERIES 
Same quality and features as No. 30 
series only 48 inches high. 48H x 
344W x 11%D. 
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30H x 3444W x 11%D. Also available 
in 16” depth. Adjustable shelf. Mod- 
ular construction permits installation 
in series. 


Model 308 (glass doors)....$39.50 list 
Model 30A (open) .............. 24.50 list 


Compe tif 


Three adjustable 
shelves on 2” centers. With or without 
4” thick glass doors. Pleasing radius 
top. Grey or green finish. 


Model 48B (glass doors)....$59.50 list 
Model 48A (open)................ 39.50 list 














Textolite Top For Desk 


General Fireproofing Company, 
Youngstown, Ohio 


A desk top of laminated plastic, which is said to 
be resistant to scratches and dents and impervious 
to pencil and ink marks, was recently introduced 
by this firm. The MT-500 Textolite top features a 
strong bond between the steel top plate and 
plastic and is optional on GF’s executive series 
of Mode-Maker desks. General Electric manufac- 
tures the Yextolite, which on the desk top is 
featured in a three-dimensiona! pattern to reduce 
glare and eye fatigue and which may be cleaned 
easily with a damp cloth 








Liberator 300 


Speed-O-Print Corporation, 
1801 W. Larchmont Ave., Chicago 13, Ill 


Now being introduced is the firm's new electric 
model duplicator known as the Liberator Model 
300. The electric motor unit is self-contained in 
the machine and is an air-cooled motor supplied 
by the General Electric Corporation. The new 
stencil duplicator has been designed for quiet 
operation and is equipped with a large capacity 
feed table which will reproduce anything from 
post-card to legal size. Hair-line registration is 
guaranteed. 


Mosler Vault Door 


Mosler Safe Company, 
Hamilton, Ohio 


Simple lines which characterize the exterior of 
the new Mosler bank vault door have been 
carried out in its exterior design. Exhibited re- 
cently for the first time at national convention of 
the American Bankers Association the new design 
answers the need for a modern door more com- 
patible with contemporary bank architecture, state 
the manufacturers. Styled by Henry Dreyfuss in 
collaboration with Mosler engineers, the new 
design is available in a wide range of door sizes 
weighing from 8,000 to 50,000 pounds or more. 
One of the outstanding features is a massive 
crane hinge, sculptured in appearance, on which 
the precision-tooled vault door swings. For the 
first time, the door’s pressure wheel, bolt-handle, 
and combination locks have been mounted on an 
integrated operations panel. Except for the hinge 
and operations panel the door face is free of 
all ornamentation so that the door appears as one 
massive block of glistening steel. 


104 


One-For-All Refill 


Fisher Pen Company, 
757 Waveland Ave., Chicago 13, Ill. 


This ball-point refill is designed to fit more than 
100 different brands of retractable ball pens. It 
is preslotted to break off at the same length as 
the customer's old ball-point pen cartridge. The 
item retails for $.49 and is available in three 
colors of ink—blue, green and red. National dis- 
tribution is being channeled through wholesalers. 


NEW 





King Size Pay Roll Books 


W. Ray Smith Company, 
Cedar Falls, lowa 


This firm has recently come out with a new addi- 
tion to its line of Smithco pay roll record books. 
The new addition, known as the King Size, is a 
copyrighted form following the general pattern 
of earlier issues, but is printed on 8% x 14 inch 
stock to allow for more deduction columns and a 
column for accumulating the employee's total 
earnings before deductions. The purpose of this 
cumulative column is to permit the pay roll clerk 
to head off any over-deduction of the F.I.C.A. tax, 
other state taxes or pension funds. 
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Tellef Phone Reel 


WKR Distributors, 
635 W. Market St., York, Pé 


Made of sturdy, reinforce 
plastic, Tellef is designed ® 
eliminate tangled, kinky phom 
cords. When the user pict 
up the phone, the cord @ 
tends to any length desired 
As the phone is replace 
Tellef automatically reels & 


the cord. The new reel ® 
available in red, ivory @ 
ebony. P 


November, 
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THE ACE SCOUT.. 


For Top Quality , 
al Low Cost! ff 


STAPLES ¢ PINS ° TACKS SCOUT as we build into the highest priced ACE 


Machines. Its many uses.. (it Staples, Pins and 
Here is by far the biggest value the stapler dollar Tacks) . . gives the SCOUT added sales appeal. 


ever bought! The ACE SCOUT at a popular low When a customer insists on a low priced stapling 
price, gives all the sturdy dependability and unfail- machine recommend the ACE SCOUT. Dollar for 


ing performance which have made ACE Staplers fa- dollar it gives bigger value, longer service and its 
Te! 
mous for more than twenty years. The same watch- performance never fails! 


like precision and fine materials go into the ACE SOLD THROUGH LEADING STATIONERS 


SOME OF THE STAPLING EQUIPMENT MANUFACTURED BY ACE 


rk, Pa y . 

i force: f 

ned 1 < - : 
phos a 


pick ACE PILOT ACE STANDARD ACE CLIPPER ACELINER AcE staptes ACE STAPLE 


rd @ REMOVER 
esired 


place 


ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE «© CHICAGO 13 
IN CANADA @ ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST, MONTREAL 
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Leather Grouping 


Ralph Morse Furniture Company, 
44-45 S. lonia Ave., Grand Rapids 2, Mich. 


Featured in this light-weight grouping, is the 96-inch le 
sofia, scaled, and made with an emphasis on comfort. 
side-tufted tub chair at left front, is made with a do 
cushion, all hair filling and soft tufts. Side chairs feo 
the high-styled short wing with fineness of line bei 
emphasized by a double welt extending down the wing a 
across the arm. All of the pieces are offered in n 
leathers and different colors: the sofa in deep hicko 
brown, the tufted chair in grey and the side chair in oli 
green. The grouping, stresses the manufacturer, is pam 
ticularly adopted to women’s city clubs and installatio 
requiring maximum seating with accent on light weigh 


~ 
‘ 
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< 


Free-Standing Partitions 


The Globe-Wernicke Co., 
Cincinnati 12, Ohio : 










Automatic Gummed Tape Sealers 


A. C. Hummel Company, 
5341 Kennedy Ave., Cincinnati 13, Ohio 


The new Hummel three-inch Mazurmaster push- 
button automatic gummed tape sealing machine is 
designed to give accurate measurement of tape. The 
operator merely presses the button indicating the 
tape length printed on the box and pulls down the 
handle. For repeats of the same size of tape, or for 
the long strip where two sizes are used, the machine 
is equipped with a new production lever control. 
Other features include controlled tape-roll tension, 
adjustable tape feed rollers, an oil-hardened pre- 
cision-ground knife and positive moistening control 
through the exclusive Water-Flo brush with a back- 
bone. It also features a locking pressure plate. The 
body is of sturdy cast aluminum and the parts con- 
tacting water are of stainless steel. It comes in 
hammered gray with black and aluminum trim. The 
new three-inch Speedipak is like the Mazurmaster 
except that it has an easy-to-read scale instead of 
push-buttons. The Mazurmaster keyboard may be 
added if desired. Both machines are protected by 
U.S. Patents Pending. 





Dupli-Royal Duplicator 

Du Prints, Inc., 

1225 S. Main St., Los Angeles 15, Callit. 

New on the market is the Duplicarbon 
Model 10, the Dupli-Royal spirit duplicator. 








Printing five colors at once, the machine will 
accommodate any size up to 9 x 13 inches, 
on any grade or weight of paper or card 
stock. It is hand-operated and hand fed, 
with a two-way operating handle. A Plexi- 
glas master clamp helps the operator avoid 
wrinkling the master sheet. The printing 
height can be raised or lowered two inches, 
and the pressure contro! set for light, medium 
or heavy copy. Copper, nickel and chrome 
plated throughout, the machine is finished 
in gray wrinkle metal 


Recently introduced to augment the | 


Techniplan line of modular office 
equipment were these free-stand- 
ing partitions. They may be set 


up in any office and “runs” of | 


partitions may be extended in any 
direction to fully enclose work 
areas. A heavy metal angle that 
fits inside the partition post serves 
as floor connector and a clamp is 
included to grip and hold the ad- 
joining panel in its proper position 


Floor connectors are slotted to pro 
vide adjustment for uneven sur- 
faces. Partitions are available in 
48- and 66-inch heights, the 48 
inch with steel or glass panels 
and the 66-inch with steel, glass 
or acoustical panels 


Square Folding Table 
Midwest Folding Products 
Roselle, Il. 


This all new square folding banquet table is de- 
signed to accommodate the fluctuating seating 
demands put on restaurants and institutions. 
Outstanding features of the square line are: 
a fir top or smooth G. E. Textolite plastic; ex- 
truded plastic "T’ molding that will not col- 
lect dirt or food’ particles; a recessed steel 
apron formed for maximum strength and 
durability, and chromium mar-proof glides on 
all legs. The new tables are available in 
three popular sizes; 30, 33 or 36 inches square, 
with a height of 29% inches 
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PR-430 Double Pedestal Desk 
Leg Base 55” x 30” Deep 


YOU’RE SURE TO 
STEP UP YOUR SALES WITH 


HASKELL’S BUDGET-DESIGNED 


PLUME 


There’s a bigger market than ever for budget-designed 

desks. Ever-expanding business needs more and more of them 
every day. You're sure to get a greater share of this 

volume with Haskell’s PR-LINE because no other brand offers 
so many quality features at budget prices. 

See Pages 6, 7, 8 and 9 in Haskell’s New Catalog. 


PR-230 Single Pedestal Desk 
Leg Base 42” x 30” Deep 











E HASKE TT : HASKELL, INC. 


303 EAST CARSON STREET 
PITTSBURGH 19, PENNSYLVANIA 


een : , * STEEL DESKS 
« STEEL TABLES 


OF PITTSBURGH 
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NEW contin 


Single Or Two-Hole Punch 


Acco Products, Inc., 
Ogdensburg, N. Y. 


Resembling the No. 10 two-hole 

punch, this Model No. 10S has an 

improvement (patent applied for) 

permitting the punch to be used 

also as a single hole punch. The 

new feature is a swivel catch, riv- 

eted to the lever which may be 

swung out so that only one cutter 

will operate. When the catch is 

snapped into the closed position, the 

punch functions as a regular two-hole 

CE a ay og machine, same as the standard No. 

A 10. Regular features include gauge 

Sortkwik bar, gauge lock, short lever action, 

Lee Products Company, steel cutters, smooth die-cast metal 

2736 Lyndale Ave., S., finished in gray enamel and nickel 
Minneapolis 8, Minn. trimming. 


Designed to expedite paper handling, 
Sortkwik is said to be a greaseless, Guide-Rite File Folder 
stainless, tacky film which when rubbed s ; 
, el] Corporation, 
Seweee Ge Gum and fovelinger on- 500 S. Clinton St., Chicago 7, Ill. 


ables the user to pick up papers easily 
It comes in a convenient plastic con- Automatic signaling in the Guide-Rite Plasti-Top Follow-Up 


tainer and retails at 50c. file folder is the latest addition to the Selco line. As a 
combination file and tickler, it is designed to keep all 
records as a unit, to save time, filing space and cross-filing. 
Its month-and-date schedule, printed in large, legible type, 
extends the full width of the folder, except the area for the 
subject label. A sliding, colored plastic signal permits spot- 
lighting the desired date. Subject label, scale and signal 
are protected by the transparent Guide-Rite Plasti-Top made 
to afford full visibility, easy resetting of signal, insertion 
and removal of subject label. The latter are available 
in white and five colors. Follow-up signals of sturdy plastic 
with die-cut “eye” to show the date are furnished in green 
as an integral part of the folder which is made in Selco’s 
golden 18 pt. Selkraft, scored for one-inch expansion. The 
Guide-Rite can be supplied on special-order folders and 
cards. Free samples may be obtained by writing to the 
company on a business letterhead. 


Folding Table 


The James P. Luxem Company, 
3344 N. Lincoln St., Franklin Park, Ill. 


Featuring a hot lacquer finish, the round table top is made 
of % inch thick hardwood plywood with waterproof glue 
lamination. Bevelled edges are smooth and rounded. The 
chassis is of rugged all steel construction with continuous 
l-inch O.D. tubular steel folding legs that lock closed when 
folded tightly against the top for easy handling. Other 
features include a patented locking device that engages 
automatically when legs are fully extended; thumb pres- 
sure on steel lever releases legs to folded position; entire 
unit permanently attached to top through steel rail flange 
with special screws; leg ends fitted with No-mar nickel 
plated floor glides and a baked-on brown enamel finish. 
The table comes in a 48- or 60-inch diameter and is 30 
inches high. 





; ; has been joined in the business by his sons, Jack al 

Columbus Firm Marks 20 Years of Service Bob. During that period, the lines handled have be 

General Office Equipment Company, 70 S. Fourth expanded and now include wood and steel office furt 
St., Columbus, Ohio, is celebrating completion of 20 ture, automatic letter writing machines, Ditto dup 
years as distributor for Allen-Wales and National cators, Weber labeling machines, Royal, Corona, 
adding machines. The firm represented Allen-Wales Remington portable typewriters: 
for many years before that concern was purchased The firm has been successful in selling service 
in 1945 by the National Cash Register Company. its customers on a yearly flat service rate cont 

J. P. Dorsey, Sr., president of General Office Equip- basis. The company also operates the Automsa 
ment Company, said he has sold and installed more Typing Company, which produces original typewrit 
than 5,000 machines and systems in Columbus banks, form letters in quantity, and the Columbus Salesbe 
business firms, and schools. In the vast 10 years he Company.—AK 
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METAL TABBED 
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i Printed, easy-to-read tabs—Alpha- 
|W Mh AA betical 25 to 3000 A-Z, Daily 1-31, 
i mi) i Months, States. Also available with 

TE J blank inserts and celluloid windows. 





Metal tabs are finished in green or 
black baked enamel for neat appear- 
ance and lasting protection. Large 
window areas for index inscription. 





Sizes for all standard filing requirements 
—letter, cap, invoice, ledger, document, 
check and card. Non-regular sizes on 
special order. Guides are furnished with 
or without bottom tabs. 


Recommend slanted tabs to your 
customers. Index inscriptions are 
easier to see—especially in file 
drawers at lower levels. 






he ultimate in vertical guides. Customers interested in economy 
cr. icing quality will instantly recognize the superiority of Weis 
ubbed Pressboard Guides. Proof of their remarkable endurance 
; > firmed after years of service in busy files. Made of attractive 
. pressboard and sturdy one-piece metal tabs, these guides are 
t combination of scientific design, durable materials and careful 
: yn . Users will want them for more and more files. That means 
ofit for you. See our Price List for complete details. 


























Choice of three widths of metal tabs 
for both folders and guides. Special 
positions and combinations according 
to order. Green enameled tabs are 
sent unless black is specified. 





Recommend slanted tabs to your 
customers. Index inscriptions are 
easier to see—especially in file 
drawers at lower levels. 
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METAL TABBED 


PRESSBOARD 


FOLDERS 


Printed tabs, alphabetical 25 to 3000 
A to Z or blank tabbed folders to 
fit customer's indexing needs. Made 
in letter and cap sizes. 


Note the long-wearing fabric gusset 
allowing for a full inch of folder expan- 
sion. Distributes weight of contents even- 
ly over flat bottom. Wider gussets may 
be obtained on special order. 
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METAL TABBED 
2:4 333:10)-\:10) 
CARD 


GUIDES 














Guides are made in sizes for 
all standard file cards. 
Printed—NOT STAMPED—tab 
inserts 25 to 3000 A-2Z, 
Days 1-31, Months or States. 
Also blank tabs for cus- 
tomer’s written, typed or 
lettered index inscriptions. 


Metal tabs for card guides are 
made in three widths and are 
spaced on stock guides in appro- 
priate positions to meet normal 
filing requirements. Other 
positions or combinations on 
special order. 


See our Price List for complete information on all types of card guides. 


The Weis Manufacturing Company 


Wie 


Monroe, Michigan 


NEW YORK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: 

BOSTON 10: Adams, Cushing & Foster, Incorporated NEW ORLEANS 
Carpenter Paper Company 

OKLAHOMA CITY 1 FORT WORTH 1 


Associated Stationers Supply Co. 
J. A. Hoerner Company 














Burroughs dealers sell prod- 
ucts bearing the most _ re- 


spected name in the _ business 


machine field . . . adding and cash 
registering machines with a world- 
wide reputation for accuracy, speed 
and dependable, long-lived per- 
formance. With the rapidly grow- 
ing demand for business machines 


everywhere, more and more dealers 
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are finding it profitable to handle 
the Burroughs line. 


As a Burroughs dealer, you will 
get strong support from a program 
of consistent national and trade 
advertising . . . from merchandis- 
ing kits, including newspaper mats 
and radio and television commer- 
cials . . . direct mail pieces .. . 


display material and sales 


WHEREVER THERE'S BUSINESS THERE'S 







AT THE OPPORTUNITY FOR 
PROFITS WHEN YOU HANDLE 


THE BURROUGHS LINE 





a4 


assistance through your local Bur- 
roughs branch. All of these help 
make the Burroughs line the most 
valuable one for you. 


For all the facts about the Bur- 
roughs dealer plan, get in touch 
with the Burroughs factory branch 
nearest you, or write Burroughs 
Corporation, Detroit 32, Michigan. 


Burroughs 


Burroughs @p 


1953 
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Julian Calhoun—Man in 
Motion for 50 Years 


@ JULIAN CALHOUN of Spartan- 
burg, S. C., is one of the half- 
century dealers in this industry but 
not one to stand still as the years 
pile up. 

Just recently Julian and Alan T 
Calhoun completed extensive re- 
modeling for the firm of Calhoun’s, 
handling office machines, office 
supplies and office furniture at 175 
N. Church St. in Spartanburg. The 
owners claim they now have the 
best office machines repair shop in 
the South. 

Ambition has been part and par- 
cel of the career of Julian Calhoun 
who, after graduating from Wofford 
College in Spartanburg in 1902 has 
had his entire business experience 
in the same city, starting with the 
sale of typewriters and supplies in 
1904. He has been in the business 
continuously ever since. 

Julian was born in the South 
Carolina low country in 1881, finish- 
ing grade school in Barnwell, S. C., 
in 1898 before entering Wofford 
College. 


Recalls Caligraph 


Our “Old Timer” subject recalls 
that the typewriter used in the 
office where he first worked was a 
Caligraph and was the first type- 
writer to be utilized by the first 
court stenographer in Spartanburg, 
who was the late William A. Law, 
president of Penn Mutual. 


The typewriter was on top of an 
iron safe and to use it the door 
of the safe had to be first opened. 
The user then pulled up a high 
stool and put his feet in the safe. 
The typewriter was equipped with 
a purple copying ribbon so that a 
copy could be made on a wet tissue 
in a copy press. 

This is a far cry from the Shaw- 
Walker secretarial desk and the 
Columbia carbon now used by Mr 
Calhoun. 

Julian relates that he has had 
the good fortune to live in the same 
city for 57 years and see its popu- 
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lation increase by four times the 
original figure. 

“T cannot think of a single active 
merchant here today,” he says, 
“that was in business when Il 
started and but one clerk who is 
still carrying on. 

“For 32 years I have made my 
home in Tyron, N. C., commuting 
to Spartanburg each working day, 
and have traveled the equivalent 
of 21 times around the world on one 
27-mile highway.” 

Three years ago Julian was re- 
lieved of all duties in three other 
partnerships in which he was and 
is still interested. 

“They call it semi-retirement,”’ 
he laughs. “There is no such thing. 
I came to town and ran the same 
schedule, did some traveling and 
apparently conducted a normal 
life, but it was not so. 

“IT am back at work again, never 
finished by quitting time and al- 
ways looking forward to starting 
the next morning. 

“I will never retire again.” 

Mr. Calhoun has had his turn at 
outside things along with his office 
machines work. He has been a 
building and loan director, a bank 








Julian Calhoun 


Finds a Hobby In 
Making Slide Rule 


Some seven years ago Julian Calhous 
decided that slide rules were too comph 
cated. During a period of enforced leisure 
he worked from 9 until 11 nightly making 
a round slide rule two feet in diameter. 

He later copyrighted the device and 
meanwhile had constructed a smaller one 
which was widely sold for $1.00. 

The idea was welcomed by a Louisville 
Ky., insurance firm, adopting the Calhoun 
device. 





director, for 37 years a Rotarian 
and president in 1932-33. He helped 
build a small hospital and served 
as trustee and chairman of the 


board. For all of 40 years he has 


served in a church office. 

“My golf is better than the presi- 
dent says his is,” Julian relates 
proudly. 





Burroughs President Cited 
As Leader in Management 

John Stryder Coleman, president of the 
Burroughs Corporation, has been cited 
as an example to American youth of “a 
management leader of outstanding in- 
dustry, ability and civic worth, who has 
done much to strengthen and preserve the 
free enterprise system.” 

This appraisal appeared in the Septem- 
ber issue of the National Biographic—a 
publication distributed to high school 
students and more than 2,000 institutions 
of higher learning throughout the coun- 
try. It is published jointly by the American 
Institute of Management and the Educa- 
tional Division of “Who's Who in Amer- 
ica.” 

‘Mr. Coleman’s years in business,” the 
article observes, “have changed him from 
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an opponent to a whole-hearted believer 
in the free enterprise system. The lesson 
he learned is simple. He believes that the 
corporation in the hands of civic-minded 
people offers a greater variety of em 
ployment and security than anything yet 
devised.” 

The article sketches Mr. Coleman's 
Horatio Alger-like rise to prominence. It 
notes that he began life amid modest 
surroundings in the coal mining region 
of West Virginia. His life, the National 
Biographic declares, is ‘‘the logical suc 
cession of events in a successful struggle 
against the fear of insecurity 

It is related how during World War Il 
Mr. Coleman was in charge of Burrough'’s 
major war project—the Norden bomb 


sight. 





Th 


OF 


NRE... ALL-STEEL OFFICE FURNITURE 
IS PROFITABLE TO SELL! 


aa 

















Our 


pli 
sure 





cing 


one 
one 


ille 
oun 


Bk 


aa 


ot 
eis Ve 
= Ses! 


BETTER BUILT FOR BETTER ws 


“ASE files are distinctive in design, superior in 




















. 7 ‘unequalled in attractive, lifetime finish. Here 
ver _.« —— of exclusive sales advantages, that xpr 
Son ee 
al 2. profits to you. Investigate the ss 
ded os * ‘ts oe and cash in é 
em . : we 
ve desks. =. “4 7 : 

. “ eat a “a a 

es Vy % = 
Jest as moh 

W es ‘ = 
io » pee he 
no “a ira 
suc 4 % a 
gle Yet — 
> veprint 
. file 
hs . 
. write department OA about i | 
franchise opportunities 

53 OFFICE APPLIANCES, November, 1953 


? 
4 
¥ 
¥ 
} | 
| { 
ll | 
/ a ew 4 
wardrobe 
cabinets 
. Ni 4 | 
115 








(Hest BOOK ; 





J. C. Deardorff, Royal Typewriter representative in 
Santa Rosa, Calif., favored OrricE APPLIANCES with a 
visit September 4. He was on a vacation trip which in- 
cluded calls on relatives in northern Indiana. Lo- 
cated as a typewriter salesman in Oshkosh, Wis., about 
40 years ago, he shortly afterward moved to California, 
which has been the scene of his activities from that 
time until the present. Long connected in San Fran- 
cisco. he acquired a fondness for the area to the north 
and thoroughly enjoys Santa Rosa and vicinity for 
business, for the lay of the land, and the climate. 


John A. Sundberg, assistant director of branch whole- 
sale sales of Clary Multiplier Corporation, dropped in 
at Orrice APPLIANCES for a visit on September 11. Mr. 
Sundberg, who spends a good deal of his time traveling, 
was on his way back to his firm’s home offices in San 
Gabriel, Calif., after having spent several months with 
temporary headquarters at the Chicago branch office. 


Bill Tonkin, manufacturers’ representative on the 
Pacific Coast with headquarters in Los Angeles, added 
his name to our Guest Book on Tuesday, September 22. 
A vigorous personality with a broad knowledge of the 
distribution phases of the office furniture and equip- 
ment industry, Mr. Tonkin is always an informative 
visitor. It is his habit to arrive in Chicago several 
days prior to the NSOEA convention to afford oppor- 
tunity to visit the headquarters of the firms he repre- 
sents in his home territory. 


Rush H. Polgrean, manufacturers’ representative 
from Los Angeles, visited us September 23. He had 
driven from Los Angeles to Peoria and made the last 
161 miles to Chicago on the Rock Island’s Peoria 
Rocket. The purpose of his trip to Chicago was to 
attend the NSOEA convention. Being prompt in all 
things, he was on hand several days before this annual 
gathering opened. 


Leon Bohn, of Bohn Duplicator Corporation, dropped 
in at Orrice APPLIANCES’ headquarters September 24 
and again on October 2. An exhibitor at the NSOEA 
convention, he arrived in Chicago several days in ad- 
vance of that important event in order to take care 
of some matters of business which time would not 
permit with the convention in session. Particularly 
pleasing, he reported, is the flow of reorders from 
dealer agencies established within recent months. 


William H. Cravens of Charles C. Smith Company, 
Exeter, Neb., dropped in at Orrice Appiiances for a 
visit September 24. He came to Chicago to participate 
in the NSOEA convention and merchandise exhibit and 
arrived several days early to take care of a few impor- 
tant pre-convention activities. Long engaged in retail 
business in Washington as an official of Walcott- 
Taylor Company, he transferred his interest months 
ago to the manufacture of index tabs, a product with 
which he was weil acquainted from his retail opera- 
tions. 


Sam Jason, Montreal, Que., Canada, well known 
manufacturers’ representative in the Dominion, paid 
us a pleasant visit on Friday, September 25, just prior 
to the opening of the annual NSOEA convention. Be- 
cause Sam’s attitude of helpfulness is a basic part of 
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the fabric of his character, he is welcome whereve 
he goes. Wearing a cheerful smile and accompa 
by the usual cigar, Sam brightened our day and stim 
ulated us to assist him in spreading the gospel 
good will. 


Jose T. Gutierrez was a visitor at our offices ¢ 
October 2. He flew from Cuba to Chicago, changiz 
planes at Miami, and went from Chicago to Fe 
Madison by rail to see the W. A. Sheaffer Pen Cor 
pany, the trip from Chicago requiring more time t 
the journey to that city from Havana by plane. @ 
his return he stopped at the offices of the Vic 
Adding Machine Company. q 

Mr. Gutierrez has been in the office supply ang 
equipment business for 20 years, starting out wif 
Bates Manufacturing Company, The Todd Company 
and A. L. Hansen Manufacturing Company. In 194) 
he became representative of Victor Adding Machir 
Company and in 1946 he took on the Sheaffer ling) 
He was good enough to say, “All the lines I have] 
obtained through OFFiIcE APPLIANCES.” In each casey 
the correspondence was started by letters sent in rej 
sponse to the company’s advertising. Mr. Gutierrez) 
is one of a family of eight children (six brothers and) 
two sisters). Associated with him in business is hij 
brother, Julian, who is next to the youngest. 

Mr. Gutierrez is at home in the United States a 
well as Cuba and has traveled in many countries. Last) 
year with Mrs. Gutierrez he made a trip around the 
world. He included Hawaii, Japan, Hong Kong, Singa- 
pore, Manila, Ceylon, Bombay, Dehli, and other Indian} 
cities, Karachi, Alexandria and Cairo in Egypt, Naples) 
and other Italian cities, Marseille, and back to New 
York before returning to Havana. He had with him) 
many interesting photographs showing scenes in} 
Japan, Singapore, Colombo, India, Egypt, Pompei 
and the New York harbor. Mrs. Gutierrez appeared) 
in the foreground of several, including one of the 
large bronze Buddha at Kamakura, a restaurant at 
Pleasure Island, Colombo, and the Taj Mahal. 





Kazuo Sakata of Osaka, Japan, called at our office 
on October 5. He followed by four years a visit by his 
father, Motoo Sakata, who had combined business, 4 
Babson conference at Wellesley, and a conference with 
an American committee working in the interests of the} 
Japanese Christian University. The younger man now 
is directing the affairs of the company, the father serv- 
ing in a more or less advisory capacity as chairman of 
the board of directors. 

The younger Sakata was on a trip strictly in the in- 
terests of the company. He had with him his chief 
technician who has been in the business for 25 years. 
The company is one of the principal manufacturers of 
printing ink in Japan. It manufactures a stencil du- 
plicator and duplicator ink. It serves as Japanese sales 
agent for manufacturers of sound equipment, such as 
tape recorders and microphones, and expects to add 
another type of duplicator. Entering the United States Pe 
at San Francisco, Mr. Sakata traveled east to New York 
and planned to travel from San Francisco to the 
Philippines and Okinawa on his return. 





A. F. C. Beckford Retires 


Last month A. F. C. Beckford decided to retire. After” 
spending about 50 years in the industry and having) 
reached the age of 72, he closed the record of his busi-7 
ness career and moved down to Tennessee to spend 
his time in leisure and relaxation. ‘ 

At one time Mr. Beckford was sales manager for the» 
Doten-Dunton Desk Company. Later he was on the? 
staff of Marshall Field & Company, Chicago. For thes 


last four years he has been connected with the Lack-} 
awanna Leather Company. 3 
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Steel-Pride Lockers 





builder 


is a real 


Steel-Pride JET-LOK construction defies competition. Steel-Pride lockers as- 
semble quicker and easier, in only 8 simple steps. They are more rigid and 
durable, and provide maximum pilfer protection. Yet, Steel-Pride lockers cost 
less than ordinary lockers, when assembly-time economy is considered. The 
customer can SEE these advantages quickly, and count their value in dollars 
SAVED. 


1. With JET-LOK construction, all major 
parts slide together in minutes. Cut 
assembly time in half. . . save costly 
man-hours. Increase strength and 
rigidity, prevent twisting, warping, 
and bellying, no matter how many 
lockers are joined in series or tiers. 


. With JET-LOK construction, sides, 
back, and door-frame are firmly in- 
terlocked throughout length of each 
member by the tight U-turn linkage 
at the joints. No possibility of entry 
through vertical joints at front, back, 
or sides. 


, ; , 3. Completely 
lf you are interested in selling a osommiiied 


locker that has real Sales Appeal locker. 
mail this coupon today for catalog, 

prices, and a clear statement of our 

selling policy. We sell only through 

dealers .. . never direct . . . and 

offer distributorship on a selective 

basis for your protection. 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 
invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 
Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 
Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 


nossible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, October 1 


@ REFERRING TO THE PRESENT problems faced by 
industry and the “vicious spiral” of rising prices and 
wages trying to follow them, The Lord Mayor of Car- 
diff, Sir James Collins, opening the Business Efficiency 
Exhibition on September 14, said that modern office 
appliances were at least “part of the answer” to the 
problem and could play a big part in helping lower 
prices. Sir James said that for industry today there 
must be a trend to keep prices stable and even to 
reduce them. 

There were several interesting innovations to be seen 
at the Exhibition, including a new typewriter by 
Remington Rand Ltd., so designed that the whole outer 
casing may be taken off in a matter of minutes to 
afford ready access to the vital parts for adjustment 
and cleaning. A new-type positioning scale on the 
machine as a “zero” in the center enables typists to 
center headings immediately and accurately and reg- 
ister margins correctly. 

The machine is being built with a number of new 
type faces and is of improved carriage construction, 
with extra fast escapement giving greater typing speed 


New Stencil Technique 


A machine which embodies a new technique in 
stencil making was introduced by Gestetner Ltd. This 
is a stencil camera which enables photographic stencils 
to be made in a far wider range of originals than has 
hitherto been possible without preparation, and also 
gives more copies per stencil 

A very marked development on the old Gesteprint 
office process, broadsheets can be prepared by the ma- 
chine in a minute or so and the only manual work 
thereafter is the processing, the whole operation taking 
only about 10 minutes. The stencil can then be put on 
a standard machine and copies run off in the normal 
way. 

An interesting mechanized accounting system shown 
is available through the use of a Burroughs fully-auto- 
matic typewriter accounting machine which reduces 
the operation to four main stages. This machine was 
also shown at a small exhibition held in Scarborough 
the following week for the benefit of delegates to the 
Law Society’s annual conference. In this case, assum- 
ing a check is to be drawn on a client’s section whose 
account temporarily does not carry sufficient money, 
the transfer of the necessary cash is first made on the 
machine from the firm’s column to meet the deficit 
and the appropriate adjustment made between the 
firm’s and client’s bank account 

Posting cash received is done daily from the incom- 
ing remittances, the posting media being first sorted 
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into alphabetical order and the machine preparing 
the bank paying-in slip, one for the firm’s account 
and the other for the client’s, which are automatically 
totalled. 

Creating a lot of interest at the Cardiff Exhibition 
was.a portable dictating machine operated by a clock- 
work motor and dry battery. 

This was shown by E. M. I. Ltd., and it records on 
either a plastic or paper disc, the latter of which 
can be folded and placed in an ordinary envelope for 
posting while the former has to be rolled. 

Automatic interpolations and alterations can be 


made by “speaking over” what has been said and the” 


whole disc can be played back as often as required, the 
plastic discs being usable as many as 400 times. 


Spare Carriages for Typewriter 

An interesting aid to economy is a new typewriter 
which can be bought with two spare carriages, thus 
giving three in all. The widest, 19 inches, takes paper 
only one inch less, the second is 15 inches, and takes 
paper only half an inch less, and the third is 11 inches, 
and takes paper up to 10% inches, and offers a writing 
line of 9% inches. 

The interchangeable carriages are made of a new 
light alloy and the machine has a 90-character key- 
board with special fingertip plastic keys. There is in 
addition an instantaneous line-space setting mech- 
anism, a silent shift and a particularly quiet carriage 
return. The machine was exhibited by Byron Type- 
writers (John Jardine Ltd.), the present name of the 
old Bar-Lock Typewriter Company. 

An interesting intercommunication system shown 
by Modern Telephones (Great Britain) Ltd., comprised 
loudspeakers interlinked with internal telephones so 
designed that replies to a caller telephoning through 
his desk instrument can be made by replying through 
the loudspeaker, the idea being conceived for the use 
of workshops where many may be at work but only 
called occasionally 


Revenue from the export of accounting machines 
during the month of August, was 125%, (£175,000) more 
than in August, 1952, the Office Appliance and Busi- 
ness Equipment Trades’ Association announces. 

Shipments amounted to £312,559, compared with 
£138,321. 

So far this year exports of all types of office ma- 
chinery exclusive of furniture and safes total £6,889,- 
061, some £270,000 more than in the same period last 
year. 

Principal customer was the U. S. A., whose imports 
from the U. K. increased by £325,000 from £888,823, to 
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“TPICHED UP*2540.00 


by a mere stroke of luck” 


says Walter H. Richter, president, 





ul 


John Plain & Company, large mail order house 


“Something caught my eye in the 
wastebasket... a magazine I had flipped 
through and discarded. It was turned 
up to an ad which promised a substan- 
tial increase in work output of stenog- 
raphers and typists. When they talked 
about getting more work out of our 


CUSED S\\\. 


om girls, and giving them more com- 
‘lly ort, well, I wanted to be shown. 

; ‘They told how this gain could be 
ion accomplished simply by giving the 
-k- irls posture-right Cosco chairs— 

dosiaeal by seating engineers to 
on reduce fatigue, increase efliciency. 
ch “It said that fatigue-caused errors; 
for work-lag and too-frequent pauses for 
rest and diversion would drop sharply, 
be while work output would soar. It was 
- an impressive story. 
‘So I asked for a demonstration, 
We have 50 typists and stenographers 
on whose work output we keep a close 
er 7. 
check. To make a lau story short— 
. after a convincing trial—we gave all 
ad 50 of them Cosco secretarial chairs. 
ad “These girls average $50.00 a week 
, and had been producing an average of 
1g 20 letters a day. After installing 
Cosco chairs their output showed a 
W 10% increase—and has held to that 
be ever since. This 10% increase repre- 
n sents an annual saving to us of 
‘ approximately $2340.00. .. almost one 
5 extra girl’s salary. As a result, in our 
‘ eight stories of offices, we now have 
an installation of over 300 Cosco 
; chairs.” Such results and savings are 
: worth looking into. For full details on 
) Cosco chairs, send coupon today, 
i Hamilton Manufacturing Corporation; 





" pax Columbus, Indiana. 
CUSED ‘Wi 


; ’ pa co attach coupon to your letterhead ===] 
and Greater Profit. | COSCO Office Chairs, Dept. OA-113 | 
ee | Hamilton Manufacturing Corporation | 
Columbus, Indiana | 
| Without obligation, please send me full details on | 
COSCO office chairs and name of my nearest dealer. 
| | am particularly interested in | 
HA ¢ a © Secretarial chairs C2) Executive chairs 
MILTON MANUFACTURING , | Same | 
CORPORATION ) | 
Model 15-F —S t | FU docccce cn ceceseecnsecoeseomnadinnanaenete 
Columbus, Indiana oa nema | 
$ 2 Q9> * p Dyessecsseessseesnnecsnseecsnscesnsnnneccnnesss 
| Gi cesncenceta | 
*$31.00 in Florida, Texas and ‘ | 
11 Western States (Zone 2) City.... ‘ Zone State 
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£1,213,302, but Canada, South Africa, Norway and New 
Zealand increased their purchases, too 


” > > 


The easing of import restrictions by Australia is 
expected to result in further increased sales to that 
country over the next few months. Australia, in order 
to achieve a balance of payments position, was com- 
pelled to restrict her imports of virtually all types of 
goods. The easing of those restrictions has been pro- 
ceeding systematically for some time and it would 
now seem that the point may be reached when fur- 
ther easing is to be expected 

Another aspect, too, which is causing much debate 
in office equipment manufacturing and distributing 
circles is the strong possibility which exists of making 
sterling a “free” currency again. It is known that steps 
are being made to “free” the pound sterling and make 
it convertible currency. If this is so, of course, the 
“hard” and “soft” currency areas as such virtually 
cease to exist, and the implications may be realized: 
imports of office machinery from the U. S. A. may be 
anticipated in far greater quantities than the present 
“token” imports and it will indeed be a moot point as 
to the position of U.S. A. typewriters which, before the 


war, could be purchased in Britain, but which have 
been unobtainable since. 

The moot point is, whether the demand for such 
typewriters will be what it was undoubtedly before 
the war, with the setting-up in Britain of so much 
assembly plant of U. S. companies for production to 
take place over here. Will British users wish to “buy 
American” to the extent they did before the war, 
with a new generation having grown up who are not 
so “U. S. A. conscious” about office equipment as were 
their fathers? 

One thing is fairly certain: that if there is to be 
a market on any scale re-established in Britain for 
American-made machines, be they typewriters, ac- 
counting machines or the like, there will need to bea 
fairly lengthy advertising scheme conducted in Britain, 
to make the people cognizant of the position as it was 
in prewar days, and an effort which could well de- 
velop into a state of affairs reminiscent of the bitter 
‘soap war” now going on in Britain for dominance in 
this market by the two great soap-producing concerns 
of Britain and the United States. 

On the other hand, there is the likelihood that U. §S. 
manufacturers, at least in the view of some in the 

Turn to page 251, please) 
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CANADIAN NATIONAL EXHIBITION, TORONTO 


The Canadian Business Equipment Show at the Canadian National 
Exhibition, Toronto, attracted a record attendance of businessmen, 
dealers and the general public. These OA photos show a few of 
the many displays: 






We Do CaccucaTine 


Burroughs Adding Machine f Canada 6. Mitchell-Houghton, Ltd Toront 

Ltd., Windsor 7. National Cash Register C Ltd., Toronto 

Dictaphone Corp Toront 8. Office Overload C Toront 

Dictating Equipment Ltd., Toront< 9. Office Specialty Mfg. C Ltd.. Newmarket, 
4. Gestetner (Canada) Ltd., Toront Ont. 

Grand & Toy Toronto. 10. Underwood Ltd., Toront 
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(lO TOWNS NEW ‘SS COPYMAKER 
ACCLAIMED FROM COAST.T0-COAST 


It’s no wonder that the new Model 9S 
OLD TOWN liquid Duplicating Ma- 
chine has been so enthusiastically re- 
ceived by everyone who has seen and 
tried it. 

In fulfilling all the claims that we made 
for it, this low priced Copymaker has all 
the features of machines costing much 
more plus many innovations in engineer- 
ing and construction that make it an 
outstanding value. 


Here’s the finest all-around duplicator 
that money can buy—featuring “Cyclo- 
matic Action” which assures faster, more 
brilliant reproductions. Produces 1 to 6 
colors at one time and in split seconds. 
Actually makes over 140 clean, clear 
copies a minute, of anything you type, 
write, print or draw—on varying weight 
paper or card stock; 3” x 5” up to 
9” x 14". Write for illustrated brochure 
on this revolutionary COPYMAKER. 


DEALERS_The many unique and exclusive features 
of this new OLD TOWN Copymaker 9S can mean 
extra profitable, year-round, repeat business for 
you. Write TODAY for dealer franchise informa- 
tion which shows you how just one machine 
can bring you thousands of dollars 


of business every year. 


Write Dept. OA-IL. 


010 Towns 


COPYMAKER 


Has ALL the usval 
Duplicator features PLUS: — 


CYCLOMATIC ACTION— 
Sealed-in bearings and high- 
tension gears give greater 
speed, efficiency, economy and 
a lifetime of service. 

FLUID CONTROL — Prevents ex- 
cess moisture and results in 
instantaneous drying. 
SINGLETTE—Patented sheet sep 
orator prevents waste and blank 
sheets and jamming. 

WIZARD COPY CONTROL — 
Regulates brightness of copies 
or length of run. 


Standards That Have 
Made OLD TOWN Car- 
bons, Ribbons and Equipment 


O10 Town 


CORPORATION 


SS AN, CEEBEHEDULES ’ 
OLD TOWN CORPORATION + 750 Pacific Street + Brooklyn 38, N.Y. 
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« VERTICAL FILE 
JACKETS (5 Piece) 


Reinforced Leatheroid in 
5 piece construction with, 
glue welded double 
558 fronts and backs. In let- 
aos ter and legal size with 
Mie Red Rope or tan cloth 
el gussets... 134 or 31% inch 
expansion. 








VERTICAL FILE = 
POCKETS 


The ideal container for 
bulky correspondence .. . 
5 piece construction in 
long-wearing Leatheroid, 
letter or legal size in 1%4, 
3%, or 5% inch expan- 
sion... Red Rope or cloth 
lined gussets. 





VERTICAL FILE ¢ 
JACKETS (1 PIECE) 


An economical and dur- 
able jacket of Quality Tag 
stock or Red Fiber with 
full cut tab and added 
reinforcing at top edge. 
Letter and legal size with 
1% or 2 inch expansion; 
10 x 15 size with 2 inch 
expansion. 





36 eae < FLAT FILING JACKETS 
ieee and ENVELOPES => 


Both are ideal for filing 
or carrying non-bulky 
* papers... both are avail- 
able in 4 sizes in 125 Ib. 
Quality Tag or 90 lb. 
Parkraft. Sizes 92 x 1134 
or 14% and 10 x 14% 
or 15. 
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Year-end file change-over time is just ahead — 
so now’s the time to check your stocks of 
filing pockets and jackets your customers will 
be wanting. Quality Park is ready with 
Quality service on Quality packaged Quality 

a few are shown above. 


products . 


Check your Quality Park catalog for others. 


% SOLD THROUGH DEALERS ONLY 


— ee 


General Office and Factory, Quality Park, St. Paul 4, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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BE READY 

with a good 
stock of 
Quality Park 
Products to 
keep customers 
happy ... and 
to keep your 
business brisk! 


le 
F Quality Pk 


Products. 
4 
ee) 
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The Esterbrook Pens You Sell 

will be advertised in|15 magazines 
this November and December- 

39 advertisements | with real 
pulling power for Christmas 
shoppers 
































Full-color, 2-page 
spread in Life 


Check Your Stock NOW! 


Be sure you have enough 


Full-color pages Esterbrook pens, pencils, desk 
in the Post, ants: Cin dae direct 
Patiice’s ati pen sets. Order short items direc 
National —your Esterbrook representative 


Geographic will get credit. 


Kee KR HR HR HR HR HR HH HH HH HH HHH HHH HH He HH FF 


MM KM MM KR He MH KH HH KH MH MH MH HH KH MH MH HH 


AMERICA’S PEN NAME SINCE 1858 
THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


The Esterbrook Pen Company of Canada, Ltd. 
92 Fleet St., East; Toronto, Ontario 
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Enterprising Young Americans 
Use Natural Materials of 
Mexico for Modern Furniture 


by MABEL F. KNIGHT 


g@ “WHATEVER YOU want for your 
office, we will make,” is the slogan 
of the new Re-Al, S.A., situated 
on Hamburgo, Mexico City, with a 
factory in Toluca, not too far away. 
Run by two enthusiastic young 
Americans, it has been in operation 
for a year now. To date, they have 
not only made both ends meet but 
have 12,000 pesos over. 

David Woolstencroft handles the 
export end, while Bertram Wilson 
does the designing. Their offices, 
furnished with their own products, 
are a unique combination of nat- 
ural mahogany and royal palm 
fronds. One might think that the 
latter would not hold up but the 
young lady in the show rooms dem- 
onstrated the strength of a foot- 
stool by jumping on it several 
times— there was no indentation 
at all. 

Keep Prices Low 

Since they do not deal in steel 
the export duties are very small, 
ranging from 10% to 25% at most. 
Then, too, the material they use 
is found right in Mexico. As could 
be expected, the price of wood and 
palm fronds is considerably lower 
than that for steel. An office desk 
with seven drawers sells for 585 
pesos. There are also larger desks, 
typewriter desks and a telephone 
table with a lower shelf. 

A bookcase with glass doors and 
a lower compartment also combines 
the palm fronds with wood. Other 
items in this modern line include 
tables of all sizes and shapes, one 


Making Furniture 


of which may be lowered or raised, 
and very comfortable waiting room 
chairs. There is also a revolving 
bar for executives who like to treat 
important clients. 

The factory is about a two-hour 
ride away, in Toluca. It is some- 
what smaller than would be ex- 
pected in the States because many 
of the craftsmen prefer to work 
in their homes. Such is the case 
all over Mexico, especially in the 
Arts and Crafts villages around 
Toluca. 

At first the men were paid when 
an article was finished, according 
to Mr. Wilson. Now, however, the 
men receive a small sum every day, 
to use for household supplies in- 
stead of drink. Later, Mr. Wilson 
hopes to pay the bonuses in shoes, 
clothing and food. 

One thing that will make these 
two young men succeed is their 
desire to help the Indians. It hasn’t 





Finished Products ._ . 


bookcase. 
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Above: One of the 
new desks. Right: Glass doors protect shelves of 





. Worker weaves fronds in furniture. 


taken the Indians long to find out 
that the men are their real friends 
and not simply out for what they 
can get. The Indians especially like 
the steady daily salary and the 
bonuses, given when an article on 
which they are working is com- 
pleted. 

Besides attending the University 
of Colorado, Mr. Wilson also went 
to the American Institute of For- 
eign Trade in Phoenix, Ariz., where 
he earned his Bachelor of Foreign 
Trade degree 

Anyone is welcome to visit the 
factory at 1 Cinco de Mayo, and 
watch the workmen. Counting 
those who are busy at home there 
are sometimes as many as 65 em- 
ployees. 

At present the natural mahogany 
and the natural royal palm fronds 
offer a pleasing combination but 
Mr. Designer Wilson wants to try 
out dyeing the fronds. All this is 
in the dream stage, but their suc- 
cess in the past year keeps their 
hopes high 

The showrooms are on the quiet 
street of Hamburgo. As one ap- 
proaches, it looks as if there were 
no doors and that the roomy inte- 
rior is inviting the visitor to come 
in and browse. Everything is s0 
artistically arranged that one 
wants to give several orders right 
on the spot 

Chairs can be taken apart, as can 
the table, to facilitate shipping 
Considering the low prices, all of 
this office furniture offers a bargain 
to people in the United States. Mr 
Wilson is busy designing all types 
of office pieces, so just make your 
wants known. Inquiries should be 
directed to Mr. B. Edward Wilson, 
Re-Al, S.A.. Hamburgo 146-B, Mex- 
ico, D.F., Mexico. 
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DESIGNED TO SATISFY 
YOUR MOST DISCRIMINATING 
CUSTOMERS! 


+ Clean-Edge, Cut Corner Convenience 
+ Smudge-Free 




















out . . * 
- + Multiple Copies Print Sharply 
ney ; 
ike ili 
the + Greater Durability 
on 
m- . o 
- Slip-Proof, Miracle Tone, Curl-less Back 
sity 
ont 
or- 
ere 
ign The superior performance of Silk Spun carbon paper 
he means you can recommend it with complete confi- 
nd dence and be assured of satisfied customers . . . 
n ; 
= customers that continue to come back to your store 
m- for all their stationery supplies. This finer quality 
nl carbon paper, backed by M&V’s sales aids and sell- 
ids ing ideas, adds up to greater sales for you . . . repeat 
ut 
try sales, and more profits. Take advantage of all the 
bs extra features the M&V line offers you and your 
eir y ; ‘ customers—write today for full details and start 
M&V Silk Spun Typewriter Ribbons ; 4 . 
iet , ire e setting new sales records for stationery supplies. 
- are made to exacting specifications that 
sé mean premium performance and lasting 
:e- service. Stock and display these fast 
_ selling ribbons—your satisfied customers W Send for FREE samples! 
he will keep coming back for more! =u ae ae ae a 
- 0, 7 Me MITTAG & VOLGER, INC. 
id E PARK RIDGE, NEW JERSEY 
1g | RUSH SAMPLES IMMEDIATELY 
of GREAT NAMES FOR SPARKLING PERFORMANCE el Regular ["] Noiseless (7) 
in . 
) 
fr | f= |Electric [[] typewriter and usually make copies. 
yes ae » i j | | | 
ur , # \A is | Name nnwienagiini 
- \ LS Ih ) ( - )| AGGER [Address a A. aie 
x: <T> | | City Zone__ State 
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At Golden 


Ban Roce 
Mr. and Mrs. T. A. 
Heyer cut the 
gold frosted cake 
with its 50 can- 
dies. Right: T. A. 
Heyer presents 
certificate of serv- 
ice to Mrs. Ella 
Leman, with the 
company for over 
35 years, who 
hea the stencil 
department. 


50th Year in Business 
Celebrated by T. A. Heyer 


A golden anniversary party celebrating the 50th 
year of business of The Heyer Corporation, Chicago, 
was attended by over 130 employees and associates 
of Theodore A. Heyer, and his sons T. Reeves Heyer, 
vice-president, and Arthur J. Heyer, secretary, on Sat- 
urday, September 19, at the Illinois Athletic Club, 
in Chicago. 

The gala atmosphere was accentuated by a decor 
carrying out the golden anniversary theme. Golden 
chrysanthemums decorated the speakers’ table and 
each guest table. A gold backdrop bearing the Heyer 
trademark and golden anniversary seal formed the 
background for the speakers’ table. Invitations, place- 
cards and other decorations also carried the Heyer 
golden anniversary seal. 

Seated at the speakers’ table along with Mr. and 
Mrs. T. A. Heyer, Mr. and Mrs. T. Reeves Heyer, Mr. 
and Mrs. Arthur J. Heyer were the three Heyer em- 
ployees with the longest service records. They were: 
Mrs. Ella Leman (over 35 years service) and Mr. 
Leman; Miss Mary Milliken (over 30 years), and Henry 
J. Hochstetter (over 30 years) and Mrs. Hochstetter. 
Also on the rostrum were Frank C. Jacobi, head of 
Heyer’s advertising agency and master of ceremonies 
for the evening, and Mrs. Jacobi. 

Highlights of the evening were the beautifully en- 
grossed and colored Certificate of Merit awards pre- 
sented to 15 Heyer employees for their 10 to 35 years 
of service in the company; plus the awarding of an 
appropriately inscribed bronze plaque to T. A. Heyer, 


Commemorating Heyer’s 50th Anniversary .. . 
TOP: Bronze nome which read ‘‘Commemorating the Fiftieth Anni 
versary of Heyer Duplicators & Supplies. Made possible by the vision, 
faith and enterprise of T. A. Heyer, President and Founder.” The 
laque will be placed in the lobby of the firm's headquarters. CENTER 

ployees who received certificates of service at the Golden Anni- 
Mae f Banguet. SEATED, LEFT TO RIGHT: Mrs. Ella Leman, 35 years; 
Mrs. T. A. Heyer, Mr. T. A. Heyer, Miss Mary Milliken, 30 years; 
Henry J. Hochstetter 30. years. STANDING: Curtis Bell, 15 years; 
Bernard C. Wahlquist, 15 years; Rene George Pommier, 25 years; 
Mrs. Rose Lantz Balice, 15 years; Frank Laspesa, 10 years; Mrs.. 
7. Springer, 25 years; Miss Angeline Tarsitano, 20 years; 
A. J. Heyer, secretary. REAR ROW: Albert Sander, 20 years; Mrs. 
Helen Catlin, 10 years; Mrs. Mary Gustafson, 10 years; T. R. Heyer, 
vice-president. Not present were Mrs. Mary Meza, 10 years, and 
Robert Pommier, 25 years. BOTTOM: Over 130 employees and asso 
ciates who attended the banquet 
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1903 ~ 1953 


of@kRe-Y ER 
\, Duplicators & Supplies 
i Made possible by : 
ap oan % 
the vision, faith and 9 
enterprise of 
T. A. HEYER, President and Founde: 


AS gi 


Z 


Ne 
> Se 


November, 


OFFICE APPLIANCES, 





1953 








OFF 



















Lf .. the average Lyon Steel Equipment Dealer 
dressed to represent every kind of customer he 
serves—he’d be wearing quite an outfit! 


for Lyon makes over 1500 different items 


—and Lyon Dealers sell them to hundreds of 
markets including factories, shops, offices, 
warehouses, schools, churches, hospitals, clubs, 
institutions and homes. (A very few typical 
Lyon Products are shown below.) 


This and similar ads appear each month 
in Newsweek, Business Week and leading 
trade publications. Many products, 
plus many markets, plus consistent advertising 
support, equal volume steel equipment sales 
every month of the year. 





FACTORIES IN... AURORA, ILL., AND YORK, PA. 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 1128 Monroe Avenue, Aurora, Illinois 





























A PARTIAL LIST OF LYON 
Kitchen Cabinets T Toter ker Rock 
Cabinet Benches 
Storage Cabinets 
Drawing Tobles 


. 
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founder and president of the 50-year-old firm. In 
addition to the merit awards given the employees, they 
were each given a U.S. Savings Bond in generous 
amounts varying with years of service. 

An evening of well planned entertainment started 
with cocktails and dinner, and ended with magic, ven- 
triloquism, and dancing to the music of Bob Tomlin- 
son’s orchestra. 

Another highlight of the evening was the huge anni- 
versary birthday cake with 50 candles, presented to 
“Ted” Heyer with fitting birthday music and fanfare. 
Mr. and Mrs. Heyer cut the big cake and all guests 
present were treated to a slice. 

In accepting the bronze plaque, Mr. Heyer said: 
“My dear children .. . and I do feel that Heyer em- 
ployees are in a sense part of my family ...I thank 
you all for these wonderful expressions of your interest 
in the anniversary of our company. The past 50 years 
have seen many milestones in the advancement of 
Heyer products, and many are still ahead on the road 





tu further improvements. 

“The next half century should bring much to those 
here present and those employees to come. It is my} 
hope that the developments of the future exceed those 
to which my efforts have contributed. The present 
reputation in the trade of The Heyer Corporation 
simply a foundation on which to build and grow. Yo 
recognition of my part in all of the years which w 
have reviewed tonight by means of this celebration h 
been more generous than I deserve, but I want you 
know that I thank you from my heart of hearts. Bless” 
you all.” 

The Heyer Corporation prides itself on adhering to 
its three basic policies, established in 1903: 

1. Give the public what it wants—at the price it 
wants to pay. 

2. Give the public everything required for successful 












Pomerantz Holds Contest Dinner 

More than 50 members of A. Pomerantz & Company, 
Philadelphia, Pa., attended a dinner at the Poor Rich- 
ard Club on Monday evening, September 21, to launch 





} , am be 
* , . 1 ~~ 
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At Guild Dimner ... C. Thomas, Mrs. C. Pomerantz and 
J. McCabe. Standing: J. W. McCormick, R. Graham, R. Pomerantz, 
L. Pomerantz and W. Reinhardt. 


their annual Guild sales contest. This is the fifth 
year for such an event featuring the sale of Guild 
stationery products, and there was a great deal of 
enthusiasm about the prizes and incentives offered 
to the Pomerantz sales force 

James McCabe, sales manager of Pomerantz, acted 
as master of ceremonies, and outlined the rules of the 
contest. Then he called on J. W. McCormick, general 
manager of the Stationers’ Guild of America. Mr. 
McCormick spoke on the particular features that have 
made Guild Products popular 
throughout the country for over 30 
years. He displayed a variety of 
merchandise for the salesmen to 
examine personally. 

Richard Pomerantz, president of 
Pomerantz, and C. Thomas, vice- 
president, also spoke briefly. The 
contest will end on October 31. 
Pomerantz is currently featuring 
an attractive Guild window display. 


Enjoying Banquet .. . Some of the 
50 members of A. Pomerantz & Co. who 
attended the Guild dinner. 
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duplicating. 
3. Give every customer an unconditional guarantee 
of quality and satisfaction. No. 
Attractiv 
ient, t' 
: . dated D 
Reproduction Machines and Systems on ore 
. . ° i Oo 
Displayed at Chemical Society Meet “a * 


A number of firms in our industry exhibited their? plestic § 
products during the American Chemical Society meet- 
ing September 9, 10, 11 at the Palmer House in Chicago. 
These exhibits dealt with equipment for the prepara- 
tion, reproduction and utilization of technical infor- 
mation. 

In this connection a symposium discussion was held 
including a session on special typing, stenciling and 
hectographing equipment led by C. E. Zerwekh, Jr, 
research department of Humble Oil Company, Bay- 
town, Tex. 

Other talks included “Audio Methods for Handling 
Data,” “Storing and Finding Technical Information 
with Punched Cards” and “Numerical Data Handling he. | 
Machines.” we 

de ; book 

Exhibitors from our industry included: pou 

Addo Machine Co., Inc., Addressograph-Multigraph om | 
Corp., American Photocopy Equipment Co., Anken Film base « 
Company, Inc., Atlas Stencil Files Corp.; Benson- metal’ 
Lehner Corp., Business Efficiency Aids, Copease Co,, 
Charles Bruning Co., Inc., Chicago Dictating Machine 
Co., Copy-Craft, Inc., Ralph C. Coxhead Corp., Curta 
Sales, Inc., A. B. Dick Co.; Dicataphone Corp., Ditto, ( 
Inc., E-Z Sort Systems, Ltd., Ferris Business Equipment, 

Inc., General Binding Corp., Haloid Co., Heyer Corp. 
F. G. Ludwig, Inc., The McBee Co., Marchant Calcula- 
tors, Inc. 

Monroe Calculating Machine Co., Multistamp Chi- 
cago Co., Nu-Plan Record Co., Old Town Corp., Olivetti 
Corp. of America, Ozalid Div. of General Aniline & 

Film Corp., Photostat Corp., Remington Rand Inc, 
Rex-Rotary Distributing Corp., Shaw-Walker Com- 
pany, Thomas Collators, Inc., Times Facsimile Corp., 
Varigraph Company, Inc., and Western Union Tele- er 
graph Co. yal 
with 
base. 
bases 
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No. 85 


Attractive, conven 
ent, two-color 
dated Desk Calen 
dor available now 
in both metallic 
groy oF walnut 


plastic base 


SELLS FOR YOU! 


; ; It's good business to sell Success Calendars. There are 
V2 -hourly appointment spaces. er 

Metal bases, bronze or gray many styles—more quality ! More profit, too, because 
finish. Also walnut plastic. people ask for Success by name—they turn faster, 

bring customers back in your store year after year. 
Don’t be satisfied with ordinary Calendars... 

Success gives you the successful selling line ! 






No. 17—Deluxe book style 
Desk Calendar with sheet for 


No. 19—Convenient size, 





book type calendar with 

dates in red. Available 

both walnut finish plastic r ad | 
— NATIONAL ADVERTISING 


metal base Success sets the pace for sales with 
attention-getting, sales-compelling 
messages in America’s eaten, See 
best-read magazines. Your customers 
have seen Success Calendars in their 
favorite magazines. 








Tear-Kleen Wall Cal 


—- Large daily date easily seen 
at a glance from 15 to 50 feet. 





Four sizes. Backs handsomely TOR AYS 

‘ ‘ ‘ 5 5 
embossed, green water-proof pit te a 
panel board. YDOW 5 FA M t RS 














New! Bright, colorful window 
streamers that pull customers into 
your store. New displays catch 
customers’ eyes ... bring you 








No. 13—Popular upr ght _ more sales—with Success ! 
style for general notes and 
datekeeping. Two-color pad 
with walnut-finished plastic 
base. Refill pads for all 


bases available 





r 


> 


oy ° , : 
A yearly calendar with your imprint at 
the top. Keeps your name before your 
customers all year long. 








SEND FOR CATALOG SHOWING THE MANY SIZES AND STYLES AVAILABLE 


couumsian777- WORKS, INC. 


2300 W. CORNELL STREET, MILWAUKEE 9, WISCONSIN 
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Dealers, Travelers Brave Heat for Fun 
at Northwest Golf Outing in S. St. Paul 


blue waters” are a hardy lot. 


The travelers and dealers in the “land of the sky 
They braved the 98- 


degree heat on Tuesday, September 1, to the number 
of nearly 100 for attendance at the 2lst annual golf 


tournament sponsored by the 
Club 


Northwest Travelers 


at beautiful Southtown Country Club, South 


St. Paul, Minn. 


Twin City stationers as well as dealers from the 


adjoining area in District No. 7 NSOEA were in evi- 
dence as well as a number hailing from the Midwest 
and Great Lakes Travelers Club regions 


Once again Stan Griebel, Yawman and Erbe Manu- 


facturing Company, was the chairman of the outing. 
He has been functioning in this capacity since “the 
memory of man runneth to the contrary.” 


It was Chairman Griebel’s pleasant function at the 





filet mignon dinner to present the large traveliy 
trophy to Howard O. Schaub, Schaub Office Suppj 
Company, Minneapolis, in recognition of his low n 
golf score. A smaller trophy becomes Mr. Schaub 
permanent possession. 


Another presentation was that of a billfold ap 
gavel to Warren L. Carlson, Wilson Jones Company 
in recognition of his efforts in the preceding year a 
president of the Northwest Travelers Club. 


The incumbent NWTC president, Mel Sowell, Ester. 
brook Pen Company, efficiently wielded the gavel a 
the dinner and introduced the regional governor 
William Whiting of Owatonna, Minn. In his brief 
plea for convention co-operation all along the line 
Governor Whiting announced the District No. 7 re 
gional had been set for May 13, 14 at the Russel 
Lamson Hotel, Waterloo, Iowa 


Under discussion, he stated, was the idea of running 
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In the Land of the Sky Blue Waters... 


1. 


Bud Caruso, Northern States Envelope Co.; Gene Mitchell, mfrs. 
rep., St. Louis, Mo.; Jim Hyink, F. S. Webster Co.; Al Nordstrom, 
Smead Mfg. Co.; Jack Guntrum, Eaton Paper Corp. The welcoming 
committee. 

Me! Sowell, Esterbrook Pen Co., William Whiting, Journal-Chronicle 
Co., Owatonna, Minn., governor District No. 7, NSOEA.; Arthur 
Grayston, Thomas & Grayston Co., Minneapolis, Minn.; Roy C. 
Clarke, retired, Fergus Falls, Minn.; Merill Hasty, mfrs. rep., Way 
zata, Minn. 

Howard O. Schaub, Schaub Office Supply Co., Minneapolis, Minn., 
is tendéred the large traveling trophy for having low net in golf 
while Stan Griebel, Yawman and Erbe Mfg. Co., outing chairman 
holds the small trophy which becomes Schaub’s permanent posses- 
sion. 

There appears to be some kibitzing at the card game. Frank 
Cooper, Codo Mfg. Corp., Rus Ragan, American Pad & Paper Co.; 
Mel Sowell, Esterbrook Pen Co.; Al Nordstrom, Smead Mfg. Co. 
Warren L. Carlson, Wilson Jones Co., immediate past president of 
the Northwest Travelers Club, receives a billfold and a gavel in 
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appreciation of his efforts. Chairman Stan Griebel makes the pre) 


sentation. 

Floyd Konsvik, Curtis 1000, Inc., St. Paul 
mfrs. rep.; Herb Walsh, Ace Fastener Corp.; 
Mfg. Corp. 

Merrill Hasty, mfrs. rep.; Herbert Fall, Japs Olson Co. 
Minn.; Floyd Konsvick, Curtis 1000, Inc., St. Paul Minn 
Milwaukee Chair Co.; L. Mordowski, Curtis 1000, Inc 


Minn.; Gene Mitchell 
Frank Cooper, Cod 


Minneapolis; 
Vic Lydon 
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The Gunlocke Champion 
Junior Executive Chair 


zow features arms richly upholstered 
in the finest leather. Here at last is “the 


top brass” look and feel of luxury at an 
economical price. 

[his is a chair of many selling points. 
It’s durable. It’s roomy. There is an ad- 

istable form-fitting back. There is the 
luxurious foam rubber seat with a cool 
fabric cover. 

Now this innovation provides you 
with still another strong selling point. 
These handsomely upholstered, foam 

bber filled arms not only protect the 
chair from scuffing, but also provide 
idded comfort. They will appeal to the 
rising young executive's sense of posi- 
tion and prestige. 

You can’t afford to miss this Cham- 
pion. Order Gunlocke Chair No. 628- 
RUA today. 





Both chairs feature the one-piece steam-bent Champion arm. 


~ 


s means added strength, fine design and long wear. 


Made to accompany Gunlocke Chair No. 628RUA, this com- 


panion piece is comfort-plus. Featuring a seat which tapers 


from front to rear, it will actually invite office guests. 


-H.GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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Our Exclusive Diebold Franchise a 
is Valuable Because... ! 


“OUICK Turnover 


Means Greater Profits’ 








Diebold Equipment 
This photo taken in the Charles Ritter Company shows a Has A Reputation 


typical display of Diebold equipment. This progressive 
Diebold Dealer carries a complete line of Diebold protection 


~ 
and systems equipment, and also the Flofilm microfilm line. For Quick Turnover 











EARL KOCHHEISER, Manager of the the Charles Ritter Company. They have found 





Charles Ritter Company, 77 North Main that there is a greater consumer acceptance 

Street, Mansfield, Ohio, and Past Presi- for Diebold equipment. It moves FAST, for 

dent of the N. S. O. E. A., says of the quicker profits and low inventory investment. 

Diebold line: There are still a limited number of Diebold 

“In the many years which the Charles Dealerships open in some territories. For in- 

Ritter Company has carried the Diebold formation on how your business can include Ev 

line of business systems and protection the fast-moving Diebold line of protection, Desk 

equipment, we have found that Diebold systems and microfilm equipment, write today 
has what the customer wants. Our experience has shown to the Dealer Sales Manager, at the home METF 
that we can do a greater volume of business with less office in Canton, Ohio. Dealerships are open Stanc 
investment in inventory with Diebold than with any other for part or all of the Diebold line. 
atid , GRO 
similar line. This fast turnover of inventory makes Diebold 
one of our most profitable lines.” office 
Many Diebold Dealers have had the same experience as GZ J alrec 
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DIEBOLD VAULT 





ROOM DOORS £ 0 DIEBOLD 
Canton 2. ohio LABELED SAFES 
serving business for 95 years 
WwW wep G@ wow 
/ \ “sy —=— | \ 
1 vee | Fal \ d 4» ~ 
ads esac Au > 
CARDINEER V-LINE FLEX-SITE TRADEX FLOFILM DIEBOLD 
ROTARY FILES POSTING TRAYS RING BINDERS FILES MICROFILM CHESTS 
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irst in Evansville with 






. : THE 


METROPOLITAN 


GROUP 





Smith & Butterfield, Evansville, a long-time Imperial dealer made the above installation at the Standard 
Oil Co. of Evansville. 


Evansville, Indiana, a progressive city of 125,000 is the home of the Imperial 
Desk Company. We were extremely gratified to learn that our new line—THE 
METROPOLITAN GROUP—was “going over big” in our home town. The local office of 
Standard Oil Company was the first Evansville purchaser of THE METROPOLITAN 
GROUP, in Oxford Grey Walnut finish. This handsome, practical group of wood 
office furniture is receiving acclaim from buyers across the country. Imperial dealers are 
already profiting with THE METROPOLITAN GROUP .. . and you can, too. Let us 
tell you how. Write today. 


A big reason for suc- 


cess—Imperial’s regular 
pragnereen: reer ” Wee #* e keg ab 


these top periogicals sells 





Imperial wood office fur- 


niin in desk company 


vantage of this big help. 
EVANSVILLE 7, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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a special train from the Twin Cities to Waterloo 

Roy C. Clarke, who is retiring to a well-earned rest 
in Fergus Falls, Minn., was paid special recognition 
He told of the organization of the golf outing 20 years 
before, an idea which has had splendid direction for 
a long period by Chairman Griebel. 

Vice-President Clarence Benson invited the travelers 
and dealers to Farnham’s new office furniture store 
opening the following day 


Among those from a considerable distance attending 
the outing were Gene Mitchell, manufacturers’ repre. 
sentative from St. Louis, Mo.; and Chicagoans Frank 
Cooper, president of Codo Manufacturing Corporation; 
Herb Walsh, sales manager of Ace Fastener Corpora.- 


tion; Cort Horr, vice-president of the Associated Sta-] 
tioners Supply Company; Rus Ragan, American Pad §/ 


Paper Company, and C. O. Schlaver, associate editor 
of OFFICE APPLIANCES. 





New York NOFA Holds Final Golf Meet 


More than 65 members and guests attended ladies 
day, the final meeting of the 14th Annual Golf Tourna- 
ment of the New York Chapter of the National Office 
Furniture Association held on September 22 at the 
Westchester Country Club, Rye, N. Y 

This picturesque course, one of the finest in the 
New York area, was in splendid shape and a goodly 
number of golfers arrived early to take advantage 


of the sunny weather which prevailed throughout the 
day. Plenty of diversions were available for those 
who did not play golf, such as putting on the green, 
tennis, swimming, horseshoes and cards 

Following dinner, President Dan Waldner, D. Wald- 
ner Company, 


Mineola, L. I., N. Y., expressed his 


pleasure at seeing a good attendance and extended 
a hearty welcome to all. Mr. Waldner thanked co- 
chairmen of the golf committee, Bernard H. Nemlich 
Regan Furniture Corporation, New York, N. Y., and 
John E. Mossman, Desks, Inc., New York, N. Y. for 
arranging a splendid series of golf outings this year 
He also thanked Joe Weiner, David Kramer, Inc, 
New York, N. Y. for helping with the ticket and finan- 
cial arrangements. Mr. Weiner was unable to be 
present because of the illness of his wife. 

Charles S. Nathan, Charles S. Nathan, Inc., New 
York, N. Y., also was absent, being confined to the 
hospital after suffering from an attack of pneumonia 
President Waldner expressed the hope that both Mrs. 
Weiner and Mr. Nathan would have a speedy recovery, 

Announcement was then made that the first fal 





Seen At the New York Chapter of NOFA Annual Golf Tournament, September 22.. . 


Hugh 
rep. and Jim 


1. Fred Sorenson, Regan Furniture Corp., New York City; 
Ward, Geyer Publications; George B. Wray, mfrs 
Wray, est. 

2. Arnold _ and Charles Shimkus, both of Supreme Steel Prod 
ucts Inc.; Herman Lakow, Samuel Lakow & Sons, New York City 
and William Eisenbaum, Supreme Steel Products Inc. 

3. Joseph Spiro and Charles Gunterberg, both of Blanchard Bros. 
& Lane; John Broere, Lackawanna Leather Co.; B. H. Sheinman 
Beaver Furniture Co. and Vic Scheinman, Cole Steel Equipment Co. 

4. W. Chisena, National Cabinet Co.; W. B. Wood, W. B. Wood Co., 
Newark, N. J.; M. Lindroth, Macey-Fowler Inc., New York City 
and G. F. Rocker, Johnson Chair Co. 

5. Abe Itkin, Itkin Bros. Inc., New York City; Martin Smith, quest 
Bernard Brokman and Babe Janklow, both quests 
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6. A. Lakow, Samuel Lakow & Sons, New York City; H. Rachlefi 
guest; M. Zuckert, Spruce Leather Co. and Monroe Lakow, Samuel 
Lakow & Sons, New York City. 

7. S. Ratner and Joe Galen, both of Peerless Steel Equipment Co. 
Angus L. Gordon, Angus L. Gordon Co., New York City and A. ] 
Kuhn, “Peerless Steel Equipment Co. 

8. John R. Gray, NOFA executive director; Nick Nechemias, quest; 
Harry Schachter, Office Furniture Service Co., and Saul Schachter, 
Rialto Furniture Co. 

9. Ben Itkin, Itkin Bros., Inc., New York City; Austin Thomas and 
Irving Christenson, both guests. 


10. J. A. Donahue and J. F. Donahue, both of P. W. Vallely Inc. 


New York City; Sam Itkin, Itkin Bros., Inc., New York City, and 


Morris Gorlon, guest 
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Why Take 
Less... 


When You Buy 
Upholstered Furniture? 






rs causes “coil-feel” . . . 
and "come-backs.” 










Extra Strength of 


Insulators 


GUARANTEE Against “Come-Backs : 
Due ie Cod-Feel ” Lumping . . . Sagging! 


It’s doubly important on 
plastic covered office furniture . . . and all uphol- 
stered furniture ...to ask your supplier for products 
built with Perm-A-Lator Wire Insulators. Stronger 
spring steel wires keep padding permanently out 
of spring openings. Covering materials look neater 









<e ~~ Oo 
S* Guaranteed by 
Good Housekeeping 


\ 







Oras aoveaniseo THOS 





because they're properly supported and furniture 

stays neat and smooth with never any wrinkling, 

sagging or “coil-feel”. F es 
It costs no more to get this extra value that adds @®eeees 


longer life to upholstered products, so “why take 
less?” Specify Perm-A-Lator Wire Insulators and 


get the strongest insulator used for upholstered Ask Your Supplier for these 
furniture! Nationally Advertised Sales Tags! 


Continuous national advertising . . . plus Good 
Housekeeping Seal of Approval make Perm-A- 
Lators a quality feature that helps you sell. Ask 
NEW ' 24 ; page lilustrated your supplier for Perm-A-Lator tags and other free 


sales aids. 
Catalog. WRITE TODAY! 


Gives the ‘inside’ information on furni- 
ture and mattress construction .. . 
shows how Perm-A-Lator Wire Insu- 
lators keep padding permanently out 
of springs and prevent “coil-feel.” 


7 
oppm ALATOR 





Perm-A-Lator Wire Insulators are Manufactured by 


FLEX-O-LATORS, Inc. Carthage, Mo. 





“Not one single ‘come-back’ since using Perm-A- 
Plants in Carthage, Mo. and New Castle, Pa. Lator Wire Insulators in our line,” says Stanley W. 


e®e@ «6 see @eeee ee &i«&~«S&«OS «CS «OCS Lind, Pres., Columbus Chair Co., Columbus, Ohio. 
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meeting of the New York Chapter of NOFA would be 
held on Monday, October 5 at the Brass Rail Res- 
taurant, New York, N. Y. All members were urged 
to attend so that they might participate in the election 
of officers as well as hear an interesting talk on “In- 
ventory Turnover” by Howard Kip, C.P.A. 





More Views of the NOFA Golf Outing... 
1. R. Berry, and Charles Stettler, both of Berry, Dickie & Stettler Inc., 
New York City; William Mulhall, J. S. McHugh Inc., Garden City, 


L. I, N. Y. and F. J. Bloempot, F. J. Bloempot Co. 

2. Dan Waldner, D. Waldner Co., Mineola, L. L., N. Y.; Charles Gun- 
terberg, Blanchard Bros. & Lane and Andy Nelson, W. H. Gun- 
locke Chair Co. 

3. Dr. H. H. Capell, guest; R. B. Hayward, Macey-Fowler Inc., New 
— City, and B. H. Nemlich, Regan Furniture Corp., New York 

ity. 


John R. Gray, executive director NOFA, expressed 
his pleasure at being able to be with the group. He 
went on to say that plans are shaping up for the 
1954 NOFA convention to be held in Chicago in May. 
He urged everyone to be sure and attend the event 
which promises to be the best NOFA has ever held. 


Win Golf Awards 


The distribution of golf awards then was conducted 
by Bernard H. Nemlich as follows: Low Gross: Wm. 
B. Wood, W. B. Wood Company, Newark, N. J.; Runner- 
up: J. Donohue, P. W. Vallely, Inc., New York, N. Y.; 
High Score: R. Love, Dancker & Sellew, Inc., New 
York, N. Y.; Runner-up: R. Clark, Dancker & Sellew, 
Inc., New York, N. Y. 


Ladies awards were received by Mrs. John R. Gray, 
Mrs. H. H. Capell, Mrs. Abe Itkin and Mrs. H. Newman. 

Other awards went to: M. Gordon, guest; Angus 
Gordon, Angus L. Gordon Co., New York, N. Y.; 
M. Lindroth, Macey-Fowler, Inc., New York, N. Y.; 
A. Lakow, Samuel Lakow & Sons, New York, N. Y.; 
B. Janklow, guest; Wm. Eisenbaum, Supreme Steel 
Products, Inc.; A. J. Kuhn, Peerless Steel Equipment 
Co.; Milton Scalla, Milwaukee Chair Co.; Saul Schach- 
ter, Rialto Furniture Co.; R. M. Docking, Taylor Chair 
Co.; Howard Newman, guest; M. Pollack, Supreme 
Steel Products, Inc.; R. B. Hayward, Macey-Fowler 
Inc., New York, N. Y.; Jim Wray, guest; Herman 
Lakow, Samuel Lakow & Sons, New York, N. Y.; and 
B. H. Sheinman, Beaver Furniture Co. 
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GLTC Holds Milwaukee Outing 


The annual Wisconsin outing of the Great La 
Travelers Club was held at the North Hills County 
Club, Milwaukee, on September 11. Rain which sta 
to fall toward the latter part of the afternoon faile 
to dim enthusiasm of the golfers. An impressive arrg 
of prizes was provided by the committee. They wem 
distributed following an excellent dinner which preg 
vided a choice of roast beef or lobster tails. 


After the Golf at Milwaukee... . 
l. The committee and guests: Seated—Norman Hanson, Nationd 
Blank Book Co.; Ray Eichenlaub, Service Steel Products Co.; Jes « 
Pesk, Springfield Staty. Co., Springfield, Ill.; Benny Allen, America 


Pencil Co., co-chairman; William Courtney, W. A. Sheaffer Pe 
Co., chairman; Standing—Art Finger, S. J. Olsen Co., Milwaukee 
Bert Hallin, B. H. Hallin & Associates, Chicago, governor Distri¢ 
No. 6, NSOEA; Jim Gibson, Commercial Staty. Co., Milwaukee, Wit 
Ray Hamilton, H. H. West Co., Milwaukee. 

. Dick Singer, Cooke & Cobb Co.; Bob Bode; Bill Jarchow and & 
Frey, H. H. West Co.; Bob Halbrader, Minnesota Mining & Mfg. Co) Factor: 
A. J. Scholbe, H. H. West Co. 

3. Larry Stockstill, National Office Supply Co., Waukegan, Ill.; Het 
Walsh and Herb Johnston, Ace Fastener Corp.; William Schmiedere 
formerly Buxton & Skinner Prtg. & Staty. Co., St. Louis, Mo., nov 
retired. 

4. The Hi-Lo quartet: Webster H. Luebtow; William W. Oecestreid 
H. C. Miller Co., Milwaukee; Paul J. Alexandroff and William } 
Ronayne. i 

5. F. J. La Marre, La Marre Pen Shop, Milwaukee; A. G. Schaef@ 
Sengbusch Self-Closing Inkstand Co.; George Schumacher, Sieke 
& Baum Staty. Co., M. D. Hasty, mfrs. rep. 


ia) 


Blind bogey prizes were issued in the order namé 
to Norbert Burgess, Sanford Ink Company; Roy Hopké 
Badger Office Supplies, Madison; Jerry Henningson 
Joseph Dixon Crucible Company; Ray Hamilton, H.# 

(Turn to page 259, pleas 
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SHAW-WALKER 


, “Built Like a 
+ Skyscraper” 





Largest Exclusive Makers of Office Furniture 
and Filing Equipment in the World 


Factories and Home Office, Muskegon, Michigan 
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THE EXCLUSIVE SHAW-WALKER 


dealer offers his customers 4,000 items matched in ap- 


pearance and matched for results. All bear the symbol 
of quailty—'‘Built Like a Skyscraper”—the best-known 


trademark in the office equipment industry. 


Shaw-Walker’s 4,000 items are easier for dealer 
salesmen to sell because they are “time-engineered” to 


help any user get more done, more easily, more quickly. 


The 300-page Golden Anniversary Shaw-Walker 
OFFICE GUIDE simplifies selling and is the biggest 


single source of dealer orders in this business. 


Perhaps you qualify for this desirable franchise. 
Right now there are a few cities in which we are willing 
to establish new dealers or make a change. Yours may 


be one of the cities. 


Exements or Exctusive S-W FRrancuise 
€ wr , Trade-Mark ® Simplified Selling Plan 


ngl : Source of Supply ® Exclusive Merchandise 
Items ® A Flow of Sales Helps © The New Low Desk 


November, 


1953 
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Cooke & Cobb Announces New Midwest 


Shipping Center in W-J Offices 

Cooke & Cobb Company has established a new 
Midwest shipping center in the Chicago headquarters 
building of Wilson Jones Company, its parent organi- 
zation, at 209 S. Jefferson St. The announcement was 
made in New York City by Joseph Wexelbaum, presi- 
dent of Cooke & Cobb. Thornton S. Morley, for many 
years an executive of Wilson Jones, is heading up the 
expanded operations and services in Chicago. 

Cooke & Cobb’s complete line of “Favorite” expand- 
ing products and pressboard covers will be stocked at 
the new shipping center. 





J]. Wexelbaum 


T. S. Morley 


“All dealers in the areas this new center serves will 
benefit immediately,” Mr. Wexelbaum said when mak- 
ing the announcement. “The savings in time and 
transportation costs, plus the economies in combining 
shipments with those of our parent company and 
other WJ subsidiaries, mark this move as one of the 
most forward steps taken by Cooke & Cobb in its 83 
years of service to American stationers. It will be 
easier to take advantage of the 100-lb. freight rates, 
and all orders will be billed f.o.b. Chicago.” 

Cooke & Cobb customers in and around Chicago will 
now be able to pick up their orders at Wilson Jones’ 
city order desk. 





White Becomes General Manager 


Russell M. White, director of the National Office 
Furniture Association and past president of the Phil- 
adelphia chapter of NOFA, recently became associated 
with Commercial Office Furniture Company, 1017 Race 
St., Philadelphia, Pa., as general manager. 

Mr. White was formerly general manager of the 
Dubin Company, 260 S. Fifth St., in Philadelphia. Be- 
fore that he had been associated with Remington Rand 
Inc., Philadelphia, and J. B. Van Sciver Company of 
Camden, N. J. Mr. White has served the office furniture 
industry for 31 years. 
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Chambers Appointed Representative 
for American Pad & Paper Company 

The American Pad & Paper Company has announced 
the appointment of Glenn W. Chambers to represent 
the firm in the states of Virginia, West Virginia) 
North and South Carolina, Georgia and part of Penns 
sylvania. 


7: 


Glenn W. Chambers 





In this territory Mr. Chambers succeeds M. S. Kelley, 
who retired last May following a continuous record) 
with this company of 60 years in the same territory, 

Mr. Chambers is very well known by the stationerg 
in many sections of the country due to the fact that 
he has just completed the task of serving as general 
chairman of the NSOEA convention in Chicago. 

For many years Mr. Chambers has been connected 
with the industry, having represented the Scripte 
Manufacturing Company in the southern Atlantic 
states some years ago and more recently he has been 
Midwest representative for the Weis Manufacturing 
Company. 

The American Pad & Paper Company feels that 
Mr. Chambers’ extensive experience dealing with the 
stationers and college book stores will enable him to 
handle its line of products effectively because he 
knows the needs and problems basic to the industry. 

Mr. Chambers started his training period with his 
new employers on October 1 and was to start calling on 
the trade before the end of October. 





New Concern in West Chicago 

Fred W. Steadman, for many years connected with 
Horder’s stationery stores, Chicago, in various capac- 
ities, has opened a new business known as Steadman’s 
Stationery, at 111 W. Washington St., West Chi- 
cago, Ill. He plans to carry a full stationery line, 
and placed his initial stock order with Associated 
Stationers Supply Company. 

West Chicago is a small community which has 
attracted a number of important industrial concerns 
and offers a growing market for office equipment and 
supplies. 





Home of Valley Industries, Inc. 

. These manufacturers of Dupli-Voice 
dictating instruments selected Algonquin, 
Ill., in the Chicago area but remote from 
traffic and congestion problems, for erec- 
tion of this plant. (Story appeared in the 
October issue of Office Appliances, page 
120.) 
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Invincible Modernaire is the desk to sell 
for greatest profit opportunity 


back on Model 7236-AB. Provides 
ce for person sitting on opposite side of 
eature of Invincible design. 


I’S good business to feature the Invincible line of Modernaire 
desks. For instance, Model 7236-AB brings your customers 
a new unique mn that sells almost on sight. Combines the 
utility of a desk with the usefulness of a conference table. More, 
Invincible’s unique method of reinforcing desk top and sides 
assures maximum strength, rigidity and freedom from trouble. 


There’s plenty of selling power in the Invincible line. Stock 
and display these desks — and watch your profits climb. Write 
tor details 
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Desk doubles as conference table. Desk top overhangs 61/2” 
on both sides and back, allowing room for comfort and 


convenience of all people sitting at desk, 


OFFICE EQUIPMENT FOR BETTER BUSINESS LIVING 
Invincible Metal Furniture Co. * Manitowoc, Wisconsin 
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Vacationland Home . Trailer is 
provided for employees by the United 
Business Service. 


Provide Trailer for Vacations 


United Business Service, Inc., office machine and 
specialty dealer of Dayton, Ohio, has added a new 
service for the pleasure of its employees—a house 
trailer in which to vacation. The trailer is used 
throughout the year for both summer vacations and 
for week-end trips. 

Completely equipped with electric refrigeration, bot- 
tle gas cooking and sleeping accommodations for four, 
the Trotwood trailer is moved to a park near Miami 
for the winter months. Employees and their families 
take turns using it for their two-week vacation periods. 
Sometime in March, the last family brings the trailer 
back to Dayton. 

Scheduling its use is done in the Dayton office on a 
first-asked first-served basis. It is the feeling of the 
company that many of its employees, especially those 
with children, would not be able to afford a vacation 
in Florida during the winter months were it not for 
the trailer which cuts down the cost of housing during 
their stay. 

United Business Service is owned by G. B. Blair 
of Dayton, Frank L. Hussey of Dayton, and Phillip 
A. Warren of Columbus, Ohio. The firm operates two 
stores, one in Dayton and one in Columbus. 


Excuse Us, Please 


We sincerely regret the erroneous information that 
appeared on page 170 of the September issue, stating 
that Monroe calculating machines are being distrib- 
uted through the Atlantic provinces from a branch in 
St. John, Canada, operated by James A. Little. Mr. 
Little is an independent dealer who has occasionally 
sold Monroe machines but he can in no way be termed 
an agent or distributor. The Monroe Calculating Ma- 
chine Company of Canada has a branch in St. John 
under the direction of Ernest Roberge, which handles 
sales and service for the province of New Brunswick 
only. The company is represented in Nova Scotia by 
the firm of Seaman-Cross Ltd., Halifax. In Newfound- 
land, the representative is Heap & Partners, Ltd., St 
Johns. 








> * * 


On page 27 of the October issue we erroneously re- 
ferred to Belcher & Schacht of Long Beach, Cailif., 
as Belcher & Schact. The error is sincerely regretted. 








Monroe Calculating Announces Promotions 


Two executive promotions have been announced by 
Alfred B. Connable, Jr., chairman of the board of the 
Monroe Calculating Machine Company. 

Fred R. Sullivan has been named president and W.G, 
Zaenglein has been promoted from that post to vice- 
chairman of the board. Mr. Sullivan, who is 39 years 
old, was executive vice-president. Starting 20 years ago 








W.G. Zaenglein F. R. Sullivan 


as a factory cost clerk, he has also been assistant sec- 
retary, controller and assistant to the president at 
Monroe. 

Mr. Zaenglein moves to a post new in the company’s 
top echelon and one created specifically to strengthen 
its sales effort. His 34-year experience and skill in 
high-level selling will be applied both to new and ex- 
isting products. To Fred Sullivan goes the responsi- 
bility of managing the company’s operations. 





Amberg File and Index Remodels 


A total of 23,000 square feet of first floor area was 
recently added to the Amberg File & Index Company 
plant in Kankakee, Ill. There are now facilities for 
simultaneously unloading or loading of five railroad 
cars since the rear of the building is adjacent 
railroad siding. Outgoing truck shipments are han- 
dled at a recessed dock to the right of the railroad 
tracks and doors and all LCL receiving has been trans- 
ferred to a new covered dock, added to the south side 
of the building. 

A rearrangement of equipment divides the addi 
tional space between production and storage of fin- 
ished goods. The storage area, now located on the 
ground floor, was enlarged to 17,000 square feet, 
house the complete Amfile line for shipment to dealers. 


Remodeled Building Amberg 
File and Index Co., Kankakee, IIl., with 
23,000 .square feet of space added to the 
first floor area 
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4 Way TO KEEP it" 


GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 
30 SUMMER STREET « ST. LOUIS 2: 115 SO. 8TH STREET * CHICAGO 7: 310 W. POLK STREET 
: NEW YORK CITY SALESROOMS: 349 BROADWAY, NEW YORK 13 
CHICAGO SALESROOM: 1519 MERCHANDISE MART PLAZA, CHICAGO 54 
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Robey Heads Art Metal Washington Office 


Winfred M. Robey of Washington, D. C. assumed the 
position of branch manager of the Washington office 
of Art Metal Construction Company, on October 1. 
The appointment was announced by C. L. Elofson, 
executive vice-president in charge of Art Metal sales. 

Mr. Robey, who completed 40 years of Federal Gov- 
ernment service before resigning last month to accept 
his new position, is widely known throughout the 
office equipment industry. He served for more than 
20 years as Chief of Purchase and Contract in the 


Winfred M. Robey 





former Procurement Division, Treasury Department, 
now General Services Administration. In that capac- 
ity he was responsible for procurement of, and award 
of contracts for, all Government requirements of wood 
and metal office furniture, business machines, safes 
and insulated files and related office equipment. 

For the past five years Mr. Robey has been a Com- 
modity-Industry Analyst in the Standards Division, 
Federal Supply Service, GSA, responsible for the draft- 
ing of federal specifications and standards in the same 
areas of office equipment in which he served for many 
years as procurement officer. 

Mr. Robey will direct Art Metal’s sales activities in 
all Federal Government departments from the com- 
pany’s branch office, 301 Southern Bldg., Washington. 
Sales to commercial and industrial establishments 
throughout the District continue to be handled by 
Charles G. Stott & Company, 1310 New York Ave., N.W., 
Art Metal’s exclusive dealer for the nation’s capital. 





Los Angeles Firm Grows from 
1,500 to 60,000 Square Feet 


Atlas Stationers, currently located at 1510 S. Los 
Angeles St. in Los Angeles, announced this month 
through Louis and Seymour Polonsky, co-owners, that 
the firm has purchased a 60,000 square feet modern, 
steel and concrete warehouse. The new building will 
enable Atlas to house, under one roof, all of their 
services which include showrooms, executive and gen- 
eral offices, office equipment displays and warehousing, 
and complete printing facilities. 

The new plant for this lusty young firm has com- 
plete railroad spur tracks on one side with the main 
warehouse floor being dock high for the loading and 
unloading of trucks on the opposite side. The building 
also is completely sprinklered and includes air con- 
ditioned and sound proof office areas. Ample parking 
is provided, with an additional 20,000 square feet avail- 
able at the rear of the building for future expansion 
or permanent parking. 








Members of the firm are busily engaged in perfect. 
ing the plans to move to the new address which is 3¢% 
S. Anderson St., in the commercial district. 

January 1, 1934, the day of Los Angeles’ greatest 
flood, Max Polonsky opened the doors of Atlas Sta. 
tioners at 107 E. Eighth St. With a limited amount @ 
cash and a limited amount of credit and a large 
amount of perseverance and ingenuity, Mr. Polonsky 
decided to cash in on his 10 years’ experience in the 
business. 

His two sons, Seymour and Louis, worked in the 
stock room after school, made deliveries on their bi- 
cycles, and took statements around at the end of each 
month to save the $.02 stamps. At the end of 1938 Atlas 
had grown to an organization of 10 people. At this 
time the firm added a carbon and ribbon division 
which was put in by the man who is currently sales 
manager Bob Adler. Also, it had added by 1939, two 
more stores adjacent to the original store and the 
basement for one half of a block. 

In 1941, Mr. Polonsky told the 18 employees that 
those who were going into service would receive 50% 
of their salary or 50% of their commissions each month 
they were in service. By putting girls on the phones 
Atlas was able to contact most of its accounts during 
the hectic war years. 

As the men returned from service, in 1946, Seymour 
and Louis joined their father Max and formed a part- 
nership. Early in the following year, Max suffered a 
stroke which, for the most part, incapacitated him 
and caused his more or less enforced retirement from 
the business. His son, Irwin, began to work inside as 
did his brothers before him. 

Seymour and Louis then appointed Bob Adler sales 
manager and located in their present building of 15- 
000 square feet. Seymour headed up the printing divi- 
sion and set about establishing Atlas on brand and 
personnel. That this was done successfully is attested 
to by the fact that the printing division now employs 
20 employees and performs letter press printing, offset, 
lithography, embossing, engraving, ruling, and com- 
plete bindery operations. 

Shipping and receiving were built up so that orders 
brought in by the sales force or through the order desk 
could be processed out of the building within two hours 
Accounting was reorganized so that the salesmen knew 
at all times how they were doing each week in com- 
parison to the same period of the previous month, and 
the same month of the previous year. 

During this period of build-up, a company newspaper 
was started called “THE THING” which is by and for 
the employees, appearing monthly. Also established 
during this period was an employee’s credit union 
which helps the employees to make systematic savings 
as well as giving them purchasing power. The com- 
pany instituted a policy of sharing part of the indi- 
vidual’s Blue Cross payment. This proportionate share 
was increased through length of service until, after 
five years, the company paid all of each individual's 
monthly premium. The company also inaugurated an 
annual picnic, and an annual Christmas party, an an- 
nual salesmen’s banquet, and other employee relation 





functions designed to keep the close warmth of a small 
firm, even while the organization grew larger 


New Home of Atlas Stationers 


November, 1953 
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THE CHIEF WITH THE PAPER “KNOW-HOW” 





BOND SCRATCH PADS DUPLICATOR PAPER MEMO REFILLS 
STAR SCRATCH PADS RULED TABLETS TYPEWRITER PADS 
YELLOW SECOND SHEETS LEGAL RULED PADS ADDING MACHINE ROLLS 


HERITAGE LINEN TABLETS 
TYPEWRITER BOND PAPER INDEX CARDS WRITING TABLETS 


MIMEOGRAPH PAPER PRICE BOOK SHEETS LOOSELEAF TABLETS 


Send for your copy of the MOHAWK CATALOG! 


TABLET COMPANY 
1703-19 EAST END AVENUE ja 


CHICAGO HEIGHTS, ILLINOIS 
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Mark 50 Golden Years of 
Mercantile Paper Company 


A visitor traveling down Commerce St. in Mont- 
gomery, Ala., is impressed by a 35-foot neon sign which 
announces that here is Mercantile Paper Company, 


Half-Century Concern . 


office outfitters to Alabama and its neighboring states, 
for 50 years. 

It was on October 16 of this year that the “House of 
Gassenheimers,” as it has sometimes fittingly been 
called, celebrated its first half century of service. Actu- 
ally begun in 1900 by Selig Gassenheimer as the Gas- 
senheimer Paper Company, it was incorporated in 1903 
under its present name. 

From its beginning “Merpaco,” as many people know 
it by its trademark, has been operated by the sons of 
the founder—Sidney, Leo and Irvin. Included in the 
organization now are several sons of these sons and 
one son-in-law, adding another quartet to the family 
group. 

Attractive Front 

Turning in the angled doorway beneath the sign, 
the observer finds a solid front of glazed tile in a com- 
bination of cream and black, aluminum trimmed, with 
plate glass show windows from floor to ceiling. 

This effect extends across the face of the building, 
which is 50 feet wide and 180 feet deep, and consists 
of four floors and basement. 

Inside, one is immediately struck by the quantity 
and completeness of the stock. Along the right-hand 
wall from floor to 18-foot ceiling, and from the front 
door back 125 feet, is a solid bank of steel shelving in 
which most of the stationery items are housed. Along 
the left wall are illuminated wall cases for display of 
gifts, social stationery and related items. In the center 
are displayed fountain pens, leather goods and a host 
of other things that help to make Mercantile an inter- 
esting place in which to shop 

Office on Balcony 


The office is on a balcony to the rear, off the main 
floor. A complete office furniture showroom occupies a 
30 x 60-foot space on the third floor. A service depart- 
ment for dictaphones, duplicators, fountain pens and 
related equipment also occupies third-floor space. A 
modern commercial printing plant constitutes half of 
the second floor. The remaining portions of the build- 
ing from the basement to the fourth floor are uitilized 
for warehousing. 

Slimline fluorescent fixtures furnish a high intensity 
of light on the sales floor. Air-conditioning of the sales 
floor, office and printing plant was recently completed. 

To the physical plant, however, can go only part of 
the credit due this progressive organization. The per- 
sonalities and dynamic aggressiveness of the three 
brothers — Sidney, Leo and Irvin — must come in for 
their full share. Also, the famous lines of merchandise 
selected for their qualities and sales acceptance which 
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. . Interior views of Mercantile Paper Co., 50-year office outfitting concern of Montgomery, Ala. 


have been built up through a half century of catering 
to what the business man wants 
been the watchword. 

Have 56 Employees 

The organization is comprised of 56 employees, 11 of 
whom have records of more than 25 years with the 
firm. Fifteen years service is commonplace, and 
strange as it may seem, personnel turnover has never 
been a problem of this 50-years’ young firm 

Progressive management, together with human un- 
derstanding have certainly paid off for the Gassen- 
heimer brothers. Typical of these traits is an experi- 
ence related of one of Selig Gassenheimer’s early 
wagon trips into the territory. 

About 40 miles from. Montgomery, he came upon a 
lone Negro working diligently on the beginning of a 
frame building. Upon inquiry he learned it was to bea 
school, the workman to be the teacher. 

“What are you going to do for school supplies?” 
asked the salesman. Whereupon, the worker-teacher 
ieplied he had no idea—that first things must come 
first. Mr. Gassenheimer agreed to advance the supplies 
with promise of payment later. This transaction was 
the beginning of a lifelong friendship between Selig 
Gassenheimer and Booker T. Washington whose Tus- 
keegee Institute now stands as a beacon of learning 
for Negroes throughout the nation. 

The basic formula of 50 years standing of “Service 
to all, large customers and small” has certainly paid its 
way for this Deep South organization—and if you are 
ever in Montgomery and don’t stop in for a friendly 


chat and cup of coffee, the “Gassenheimer Boys” whose | 


ages now total 208 will be genuinely disappointed! 





Smith-Corona Promotes Harold Dash 

J. B. McCormick, vice-president of L. C. Smith & 
Corona Typewriters, Inc., has announced the appoint- 
ment of Harold Dash to the position of sales manager 
portable typewriter division, succeeding John J. Mc- 
Cormick, who died August 24 

Mr. Dash was first employed by the Chicago branch 
of Smith-Corona in 1947 as retail salesman. On 
September 1, 1950, he was promoted to home office field 
representative in the Chicago area. His success in 
promoting portable typewriter and his under- 
standing of dealers’ problems led to his appointment 


Sales 


on April 1, 1953, to the position of acting sales man-} 


ager of the portable typewriter division and since then 
he has made his headquarters at the company’s ma 
office in Syracuse, N. Y. 
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Space Saving STEEL DESKS 


Consists of three bail-bearing, letter file drawers 
with spring compressors for protection of records. 
Two double card drawers for 3x5 or 4x6 cards 
(6400 capacity) also used for cancelled checks, plus 
a convenient arm rest. Heavy gauge steel, 5412" 
wide, 30%” high, 25'2"' deep. Olive green or 


Cole gray. Baked enamel finish. 


No. 1621 $89 00 


No. 1620 — Consists of two full depth letter size 
drawers plus three adjustable storage compart- 
ments under lock and key. 54%" wide, 30'2" 
high, 252’ deep. Green or Gray $69.95> 

















ig No. 1604 — Same as above but with four letter 
a ; ; size drawers. Green or Gray $74.45 








! 

ai 
: e° pesk COMPANION 

An office piece designed for top executives. Contains: A Secret Vault for 
, personal records or other valuables plus a ball-bearing letter file drawer 
e both protected by an outer door under lock and key. Handy shelf for catalogs 
. or phone books. High grade linoleum top with a fine aluminum edging. 172" 
wide, 3012" high, 19°’ deep. Olive green or Cole gray baked enamel finish. 


= No. 20x $5995 


No. 30x —> 


Same as above but with letter 
file replaced by a drawer for 
3x5 or 4x6 cards (3200 capa- 
city), which can also be used 
for contracts, leases or can- 
celled checks. Plus an extra 
compartment for books or 


records $58.95 


<&No. 10x 


Same as above but with two 
storage compartments for per- 


sonal use $49.95 


COLORS ve green or Cole gray. 





Available in Grained Walnut, Mahogany or Knotty Pine Finish at $12.50 additional 


oe) & = ee Oe ae ae ee ee ee, ee ee Oe ee a ee 
285 Madison Avenue, New York 17, N. Y 







Keep valuable papers ss 


in COLE’S SECRET VAUL 
<= 


The “DIRECTOR” File 


Hidden from view is a secret vault, doubly protected by a 4" 








bination Dial-Lock (only YOU know its combination) p 
extra lock on outer door. Keeps confidential papers from 
eyes and protects valuables. Will pay for itself by pre 
petty pilferage. In addition, has 3 ball-bearing letter fil 
2 adjustable storage compartments under lock and key, 
structed of heavy gauge steel. 37'2"’ high, 3012’ wide, 17"¢ 
Olive green or Cole gray baked enamel finish. 


No. 1473 53 
LEGAL SIZE. With legal size instead of letter size drawers, 374" 
33 wide, 17’' deep. N 1873 $54) l 
The above ts with plunger-type lock that automatically locks all draw 


abine 


$7.50 additional 


~~ 


Grained Mahogany, Walnut or This attra 
Knotty Pine finish at $12.50 additional office. Wi 
The ““MERCHANT’S” File two regulc 


Cole’s concealed vault for personal papers and other valuatieouble dr 
protected by a 4” Dial Lock (only YOU know the dial combiplso used 
tion). Also: two ball-bearing letter files; one index drawer® secret v 
3x5 or 4x6 cards (3200 capacity), or for cancelled checks;ihidden fr 
adjustable storage compartments under lock and key. iso has | 


structed of heavy gauge steel. 32” high, 30'2"' wide, 17" de 
o large st 


Zize, 60" 


$4995 Cole gray 
No. 1370 


With plunger-type lock that automatically lock drawers. No. 1370PL shy 
0. 992 


Olive green or Cole gray baked enamel finish. 


The “EXECUTIVE” File—> 


Similar to No. 1370 cabinet, but with an 
additional index drawer added (6400 


i) 





card capacity). 37'2''x30'2"x17”. 


No. 1472 $5995 


With plunger-type lock that automatica 
ly locks all drawers. No. 1478PL $67.45 








- H 
LEGAL SIZE. With legal! size instead of letter size draw- A 
ers, 3712" high, 33'2” wide, 17” deep. No. 1878 $69.95 u 





1TraOw 


With plunger-type lock that automatically ks all ¢ 


ers. No. 1878PL $77.45 The abo 
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The “PRESIDENT’S” File 


A valuable addition to your office. Keep all your records 
under lock and key, away from prying eyes. Contains: Four 
regulation letter size, ball-bearing file drawers, two double 
drawers for 3 x 5 or 4 x 6 cards (6400 capacity) also used 
for leases, contracts or cancelled checks. Plus a secret vault 
for your valuables doubly protected by extra outer door with 
a 3-way locking mechanism. Vault has a 4” dial lock, only 
YOU know its combination. Made of heavy gauge steel. 
372" high, 31%2" wide, 18%’ deep. Olive green or Cole 


gray baked enamel finish. 


No. 475 $6495 


Available in Grained Walnut, Mahogany or Knotty Pine finish $12.50 addi. 





“FILE VAULT” 


‘(bles 


















ve safety ibinet will add dignity to your 
office. Will pay for itself in saving valuables. Contains: 
wo regulation letter size, ball-bearing file drawers, two 


youble drawers for 3x5 or 4x6 cards (6400 capacity) 


buplso used for lease ntracts or cancelled checks. Plus 
4 secret vault protected by a 4*’ combination dial lock 
Ridden from view by ter doors under lock and key. 


etn 


“Also has three adjustable compartments for books and 



































~p large shelf 30°’ wide, 17° deep for supplies. Overall 
tize, 60" high, 3112" wide, 18° deep. Olive green or 
Cole gray baked er el finish. 
57 } 
No. 992 LETTER SIZE pain 8 
SI 
| (No. 1092 LEGAL SIZE | | 
Dimilar to above N 992 but 
th + 5 le 1 ’ ; _+ | | 
w wo iegai size é of let- i <a ad 
fer size file drawe é high, 
3412" wide, 18 de a a) 
J ar. 
he ania + 
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The above cabinet rained Walnut, Mahogany or Knotty Pine finish $15.00 additional 


oe) i STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, N. Y. 





PRONTO 


STORAGE FILES 






There is a size made for every office record. Sturd 


built of 275-lb. test fibre board, reinforced with Steg 


$435 





tegal oize on the shell and the four corners of the drawers 


well. Cost no more than ordinary files! Can be intel 
fatter Sles $3 55 locked and stacked to the ceiling. Beautiful in a4 
pearance, finished in olive green to match ved 
$940 regular office files. Wiil last a lifetime. 
———___—_—_—— OTHER SIZES AND PRICES—— ——— 
FIBRE BOARD FRONT STEEL DRAWER FROWN 
Used for Width Height Length File No Single Carton File No. Single Cong 
i % 10%" 24” rv y 
sneaew mec "Letter — inal “4 a a : vr $3.55 ea. $3.45 1210L 4 45 ea. $4] 
For any size Pronto 90c addi. Legal Size ’ . 4.35ea. 4.25 1510L 5.60ea. 5§ 
e Checks 10”%" 4%" 24” E104 3.05ea. 2.95 104L 3.95 ea. a 
SANITARY BASES Drafts or Checks 9%" 4%" 24" E 94 2.40ea. 2.30 1941L 3.00 ea. 2§ 
Available for any size $3.60 8x5 Forms (2 rows) 1078" — ee E108 3.50ea. 3.40 108L 4.25ea. 4) 
7 Freight Bills 9Ve"" “ay 24" E 97 3.00ea. 2.90 1971L 3.55 ea. 34 
FREE! 5x8 Forms 836"' Sua" 323 #324” E 85 2.70ea. 2.60 1851L 3.30ea. 3) 
A set of interlocking stackers fur Tabulating Cards 7 98" 334"' 24" E 73 2.40 ea. 2.30 1731L 2.95 ea. 2§ 
———— 4x6 Cards (2rows) 1276 5 24” E 24 3.20ea. 3.10 1245L 3.95ea. 34 
“Ledger Sheets 12% 12% 18° E 12 5.15ea. 5.05 1212M 6.70 ea. 68 


*Packed 6 to a carton — All others, 12 to a carton 








COLE’S BLUEPRINT CABINE 


for: ART and PHOTOS 
ENGRAVINGS * MAPS and PLANS | 


>, BLUEPRINTS a 


A five drawer unit built of heavy gauge furniture steel us 
in many government offices and defense plants. Smod 
gliding drawers on ball-bearing rollers, equipped with 
hood and lift compressor in front for protection of contem 
Additional units can be added and interlocked. Cole 9 
or olive green baked enamel finish. 








Price for Sonits 

ie Drawer Outside Cabiet 5 Drawe Bose 

Ww H D. Ww H D t 7," % 

4030 37 2%" 25° 40%” 15% 2838" $112.50 $168 
4332 43 2'4 > 4633" 1 - 149.50 18 
5038 5 38” 5338 15% 4138” 169.00 : 
Plunger type lock that automatically ks drawers; $15.00 addite 
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tustrated above 





two 5 drawer 
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STEEL EQUIPMENT COMPANY 


285 Madison Avenue, New York 17, N. Y. 
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all perfect copes... 


They mimic Mama to a quack! Just as every carbon copy 
(even the last!) that you make with Queen Carbon Paper 
duplicates with remarkable clarity the original message— 
time and again! Queen has dedicated itself to producing the 
ultimate in duplicating materials; in our laboratories 

great strides are being made to perfect them still 

further. That’s why you can count on Queen to 

bring you the /atest developments first. Follow 

America’s business leaders to increased 

office efficiency with Queen! 





ASK YOUR PURCHASING AGENT TO SEND ] 
FOR FREE SAMPLES OF QUEEN QUALITY veen 


CARBON PAPER available in 4 weights 


RIBBON & CARBON CO.., Inc. 


and finishes for all business needs. 1055 Stewart Ave., Garden City, New Yerk 





Manufacturers of: INKED RIBBONS, CARBON PAPERS, MASTER UNITS, CARBONIZED ROLLS, SPIRIT and HECTOGRAPH DUPLICATING CARBONS 
FACTORIES: Garden City, New York * Chicago, Illinols * Atlanta, Georgia 
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Invites Self-Service .. . Convenient 
9-inch shelf appears on both sides and rear 
of store and merchandise is arranged for 
convenience of customers. Fluorescent light- 
ing is featured in the sound-proofed ceiling 


Montana Company Remodels 

The Tribune Printing & Supply Company, which 
shares with affiliated companies the Tribune Building 
in Great Falls, Mont., has remodeled its store both 
inside and out and features soundproofing. Activities 
of the Tribune companies include publication of a 
daily newspaper and a farm paper; operation of a 
radio station; manufacturing ruled sheets, rubber 
stamps, county record books; printing and lithograph- 
ing. 

Approximately 25 feet wide, the office supply depart- 
ment extends back to the rear of the building. For- 
merly it was limited to one floor with a high ceiling 
Merchandise was stocked along the walls so that lad- 
ders were required to reach the upper shelves. Under 
the new arrangement all stationery is within reach. 

A ledge or shelf, nine inches wide, extends along 
three sides of the store. Fixtures are in blonde oak 
With emphasis on self selection, the store has two 
showcases, one for Sheaffer pen products and one for 
engineering supplies. A Scotch tape cabinet is on 
open displa;. 

The furniture display, which formerly consisted of 
a few desks on the main floor and the remainder in 
the basement, has been moved to a newly-created 
floor above. 

Contrasting with the green Gaspe floor is the rear 
wall in blue and the right wall yellow. The inside of 
the shelving is green. 

On the second floor with its furniture and acces- 
sories the walls are blue and gray. The wood section 
has green carpeting and walls and tomato bamboo 
draw drapes. A planter is placed at each side of the 
window. Pictures on the wall, furnished by a local 
art store with which the company has a special ar- 
rangement, are for sale. These are hung on both side 
walls of the wood display. 
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The company carries a full line of commercial sta- 
tionery and office furniture. An unusual display win- 
dow with a floor 18 inches above sidewalk level, makes 
it ideal for the effective display of office furniture. 
The window display space opens into the store, the 
store interior providing the background 


uit} 


a2 2 
kk lied 





Corner of Stationery Department... Standing at one 
of the store’s two closed display cases, the girl at the fountain 
pen case also faces the entrance, partially obscured because of 
reflections. 


Among the company’s agencies are Art Metal Con- 
struction Company, Leopold Company, National Blank 
Book Company, DoMore Chair Company, Eaton Paper 
Corporation, A. B. Dick Company, and F. S. Webster 
Company. 


Section of Furniture Department 

. . Office furniture becomes a department 
of its own through the addition of new level 
created in the remodeling. Steel furniture is 
in the foreground, wood in the background. 
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Sell BATES and you sell the best 


Here is Bates New 

King Size List Finder 
—large cards give 
greater capacity. Opens 
flat for easy reading 
and card removal. Tooled 
real leather top, rich 
colored base. 


Bates 
Perforator 
Easiest action, large waste 

container. Compact, 
economical. 


Bates 

Automatic 
Eyeleter 

Feeds, inserts and 


Mercury Staplers Numbering crimps eyelets — 
Machines in one avtomotic 


Bates 
Model C Stapler | Bates Bates 


Makes its own stoples ’ 
5000 staples. Bates Refill Wide range of models for 


One loading 
5000 rustless Brass every requirement. The world’s 
staples each loading. standard for excellence 


action 


Bates 
Bates - Samson 
Munkee Hand Punch 
Silent Stomp Pads Powerful, easy to use= 
Reversible, renewable filler ‘orates up to 
for long life, clear V4" of paper. 
impressions 


Bates Staple 

Remover and Punch 
Instantly removes any staple. 
Punches a hole up to 

a thickness of 

eight pieces of paper. 
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Exterior and Interior Views ... 
Portland, Ore., district office of Friden Cal 
culating Machine Co. 


Friden Expands in Portland 


R. P. Kennedy, Friden Calculat- 
ing Machine Company district 
manager of Portland, Ore., recently 
announced that his building at 1432 
S.W. Sixth Ave., has been expanded 
through remodeling. 

Consisting of two stories and a 
basement, the building is of Smith- 
wick Raydite masonry. The mar- 
quee and parapet wall was pre-cast 
in one piece of lightweight Haydite 
plastic concrete, hauled to the site 
by truck and swung into place by 
crane, and installed in one hour. Span length of the 
marquee and parapet is 21 feet 4 inches and the total 
weight is 8,210 pounds. 

Architect was John Jensen, general contractor John 
A. Schrag and the mason contractor was Charles Gil- 
lespie. 

Mr. Kennedy reports that his service department 
now has in excess of 700 square feet of floor space 
with the best possible working conditions for the men 
so that they in turn are able to give the customer 
the type of machine care he deserves 





J. T. Sloane Joins Davidson ... 
Davidson Corp., a subsidiary of the Mergen 
thaler Linotype Co., has appointed Joseph T. 
Sloane advertising and sales promotion man 
ager. Before joining Davidson, Mr. Sloane was 
advertising and sales promotion manager, and 
director of public relations for Tel-Autograph 
Corp. He had been with the latter since 1948 
Mr. Sloane will be fully responsible for the 
promotion and advertising of all Davidson 
products, both current and to be announced 

















Joe McMahon Promoted by Linton Pencil 

Karl H. Sollman, general sales manager of the 
Linton Pencil Company, has announced the appoint- 
ment of Joe McMahan as assistant sales manager. He 
replaces Harden L. Brown, who has been placed in 
charge of production control 


Joe McMahan... 





Mr. McMahon entered the employ of Linton traveling 
in Texas and Oklahoma as a junior salesman until 
1951, when he was given his own territory comprising 
Louisiana, Mississippi, Arkansas, Alabama and west 
Tennessee. 








Takes 28 People to Completely Open File . .. This “super-security” file, created by the Meilink Steel Safe Co., is an extreme 
case, created especially for display purposes at the National Stationery and Office Equipment Association Show in the Conrad Hiltos 


Hotel, Chicago. 
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FILE CABINETS STEEL TABLES STEEL OFFICE DESKS TRANSFER CASES 


THE N rW SENSATIONAL HARRISON 


“CONTINENTAL” | 


oce MCANS MOTE profit por the dealer p 














...and SO easy 
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@ ISLAND BASE 
HEIGHT IS ADJUSTABLE 


@ CENTER DRAWER 
WITH CONVENIENCE TRAY 


@ FULL CRADLE SUSPENSION 
FILE DRAWER 


@ FULL 60” x 30” 
WORKING SURFACE 





@ NYLON ROLLER DRAWERS 





/ ___ for the enthusiastic acceptance of our new and complete line of office 
equipment unveiled at the recent N.S. & 0. £. A. convention in Chicago. 


ou 
T ha nk y If you missed the show DON'T miss the opportunity to acquaint | Write TODAY 


yourself with this high quality, low cost, profit boosting line. for details! 


Advisor Steel Cabinet Company 

















4718 W. Fifth Avenue Chicago 44, Illinois Telephone EStebrook 8-6400 
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Electronic Brain Takes Mail Orders 


For the first time in history the magnetic memory 
principle of the electronic brain, which can store 
facts and repeat them in a split second, has been used 
in a machine that will eventually join the ranks of 
the typewriter and the adding machine as permanent 
office equipment. The brain began operation recently 
at John Plain & Company, 444 W. Washington, Chi- 
cago, it was announced by Harold Lachman, chairman 
of the board. The firm is one of the world’s largest 
wholesale mail order distributors of homewares. 

The new brain, an ultra high speed record keeping 
system, takes orders as they are received and reports 
the results at fantastic speeds. Called the Distributon, 
it was designed and built to the specifications of the 
Plain company by Engineering Research Associates 
Division of Remington Rand at a cost estimated at 
over $500,000. The Distributon required over a year 
to design and two years to build. It is expected that 
quantity production will bring its cost to less than 
$100,000, making it practical for hundreds of appli- 
cations in general industry. 

Basically, the revolutionary new system performs the 
work of 39,000 adding machines. Its electronic brain 
is a magnetic memory drum that receives a flow of 
information, sorts it into 39,000 classifications, adds 
(or subtracts) as it sorts and registers all totals for 
instantaneous visibility. 


Keeps Inventories Balanced 
The mail order industry has always been faced with 
the overwhelming problem of how to keep inventories 
in balance with week-old information. 
The Distributon’s spectacular memory was called 
on to solve this problem with instantaneous informa- 
tion. 
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The Distributon Uses Magnetic Memory 
Principle .. . Top left: A young lady shows sur- 
prise at the complexity of the new ultra high speed 
record keeping system developed for John Plain & Co, 
Top right: The Distributon’s read-out printer delivers a 
tape listing item numbers and sales typed side by side 
at the rate of 75 lines a minute when a complete report 
is needed. Bottom: Doing work that would otherwise 
require 150 girls, the Distributon can be operated by 10 
girls. 


The John Plain company distributes to 50,000 stores 
in the United States in communities with a population 
of less than 5,000. In addition it supplies merchandise 
to industry for use as premiums, gifts and prizes and 
also exports to 72 foreign countries. It carries 8,000 
items, not counting colors and sizes, which it sells by 
catalog. During its peak season, the three months 
preceding the Christmas season, it processes up to 
75,000 orders a week with an average of 10 items per 
order. 

To count incoming orders, it previously took 60 
clerks to tally orders in 80 stock books containing 
8,000 catalog numbers; cross-add the books and remove 
the old figures. Even with 60 clerks, the reports were 
from a week to 10 days old and they were shot with 
inaccuracies, because of the many steps involved. The 
week lag did not give the company’s buyers a chance 
to reorder on out of stock items and therefore often 
meant valuable sales lost. In order to get daily reports, 
the company would have had to hire 150 clerks during 
the peak season, which not only presented a problem 
of finding trained personnel for short time employ- 
ment but also was physically impossible. 


Three Basic Parts 


The Distributon solves all of these problems in a 
manner as simple as the machine itself is complex. 
Basically it consists of three parts: 1. The central unit. 
Included in the central unit are the aluminum mag- 
netic drum, 200 vacuum tubes, 5,000 electrical con- 
nections and 300 relays. The surface of the drum is 
divided into 130 imaginary invisible tracks that may 
be compared to the tracks on a dictaphone cylinder. 
Each track is divided into 300 segments, totaling 39,000 
specific places for the reception of information. 

2. The input units. These consist of 10 units re- 
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ELASTIC BOLTAFLEX... 
the first popular-priced backed 
upholstery plastic that stretches, 
returns to shape and will not sag 


Two years in the making, Elastic Boltaflex 
has unusual strength, stretch and durability. 
It tailors beautifully without sags or wrinkles 
and has a soft, pleasant “hand.” 
KNITTED MAN-MADE FIBERS 
GIVE BACKING UNIFORM QUALITY 

Knit backing of high-tenacity rayon insures 
less sag —— even on deep-spring construc- 
tion — than any comparable material on 
the market. Look at the backing — it says 
quality! It’s tough . . . and it always returns 
to shape! 


Tests show stitch-tear resistance beyond 
conventional backed plastics in its price 
range. What's more, Elastic Boltaflex re- 
sists staining, scuffing, fading and wearing; 
it won't chip or peel; has practically no 
strike-through. 


Send for sample swatches of Elastic Bolta- 
flex today, Box 528. 


BOLTA 
Lawrence, Massachusetts 


PRES Gat ING 


Elastic Boltaflex Burnished 
Antique Finish illustrated. 
Also available in 
Poinsettia pattern. 

Eleven decorator colors. 
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sembling adding machines with 10-key keyboards. 
Here 10 girls can easily do the work of the 150 which 
formerly would have been required for daily reports. 
Upon typing out the item number, the entry is read 
into the Distributon, sorted, added and the total 
flashed on the input units all in 3/10 of a second. 
Because over 90% of plain orders are the single item 
type, the unit “1” is entered automatically, thus mak- 
ing it necessary to type the actual number of items 
only in the rare cases where more than one is required. 

The input units also have safety checks built into 
them. The capacity of the input units is 999. When a 
total of over this number is reached a red light flashes 
and the keyboard locks. In addition, if an invalid 
number is typed, an amber light flashes and again the 
keyboard locks. Also, all 10 operators may type the 
same entry simultaneously without overlap. 

3. The read-out printer. There are two ways to 
read out information gathered by the Distributon. 
When it is necessary to know instantly what has been 
sold on a few critical items, the quantity zero is regis- 
tered on any of the input stations, the item number 
is typed and the total sold is immediately visible on 
a dial. If a complete report is needed for periodic 
review, the input stations are shut off and a high 
speed printer is turned on. A tape comes out of the 
printer with item numbers and sales typed side by 
side at the rate of 75 lines a minute. 

“Previous electronic brain systems were too large, 
complicated and costly for day to day commercial use,” 
Mr. Lachman stated. “The Distributon is a completely 
new concept in the field of business accounting. Its 
relatively small size and simple operation will, for the 
first time make the principle of the electronic brain 
available to all industries.” 





NEW APPOINTMENTS 


Horr Elected Vice-President... 


Cortland B. Horr was recently elected vice 
president in charge of sales of Associated 
Stationers Supply Co., wholesale affiliate of 
Horder’s Inc., Shleaee office supply firm. Mr 
Horr has been associated with the company 
for 10 years and has been connected with 
the industry for 20 years. Following gradua- 
tion from Dartmouth college, he served as 
an army officer in World War I. He is an 


active member of many industry associa- 
tions—among them NSOEA, National Sales 
Executive Association and Chicago Executives 
Association. 


Moves Up at Wilson Jones... 


John H. Behr, Jr., has been appointed assist- 
ant general sales manager of Wilson Jones 
Co., it was announced recently by Tony Love, 
general sales manager. Mr. Behr joined the 
loose leaf company’s sales staff in New York 
City 19 years ago. Since then, he has served 
in several sales capacities in New York, New 
England and the Midwest, his most recent 
osition being the direction of Wilson Jone’s 
ansas City sales activities. Mr. Behr will 
headquarter at the Wilson Jones general 
offices in Chicago. 





Joins Joseph Dixon... 

Fred H. Maier recently joined the pencil prod 
ucts division of the Joseph Dixon Crucible Co 
His territory will include Alabama, Georgia 
and Florida. Formerly Mr. Maier was sales 
manager for Southern Toy & Novelty Co. He 
also was connected for many years with the 
Atlanta branch of the Milton Bradley Co 





Joins John B. Dwyer Co.... 


Daniel A. Brisk of Syracuse, N. Y., recently 
joined the sales staff of the John B. Dwyer 
Company of Boston. Mr. Brisk will assist 
John and Charles Dwyer in the promotion of 
lines represented by the firm in New York 
state. These lines include: Bankers Box Com 
pany, Columbia Steel Equipment Co., Ellings 
worth Mfg. Co., Erie Art Metal Co. and Ham 
ilton Mfg. Corp 
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W] Names Southern 

Sales Chief... 

Edward L. (Ted) Myers has been named re 
regional sales manager for the Wilson Jong, 
Co. in Atlanta, Ga., it was announced recently 
by Tony Love, general sales manager. My 
Myers will headquarter at Wilson Jones’ South. 
ern Division branch office and warehouse, 409 
William St., N.W., Atlanta, opened last Apri 
Mr. Myers entered the stationery business 
with Skagseth Stationery Co., Miami, Fig, 
in 1945. In 1946 he joined Wilson Jones, coy. 
ering the North Carolina and Virginia tery}, 

} tory. 





William E. Parry has been appointed regional 
manager of Underwood Corporation’s Newark, 
N. J., office, it was anounced by J. D. Donovan. 
general sales manager. Since joining the 
company in 1928, Mr. Parry has served as a 
salesman in the accounting and adding ma- 
chine divisions, as New York City office man- 
ager, division manager and special represen- 
tative in the accounting machine division of 
general sales. In his new post, Mr. Parry will 
direct sales and service activities of the type- 
writer, adding machine, accounting machine 
and supply division of the Newark region. 





Underwood Names Sales 
Manager... 

L. D. Markham was recently appointed nq 
tional sales manager of Underwood Corp.'s 
supply division with headquarters in New 
York. Mr. Markham joined the company as aq 
supply salesman in 1938, later becomi 
southern district supply manager. He sery 
in that capacity until 1952, when he became 
supply manager of the western district. Mr, 
Markham will be responsible for the sales of 
business machine ribbons, carbon papers and 
other supplies 





Appointed by Apsco Products... 


A. D. Farrell, executive vice-president of 
Apsco Products, Inc., has announced the ap 
pointment of Thomas J. Russell as sales rep 
resentative of the Apsco line of pencil sharp- 
eners, staplers and punches in the New Eng 
land and Upper ew York territory. Mr. 
Russell, formerly associated with Ward Sta 
tioners of Boston, Mass., brings with him an 
intimate knowledge of the behind-the-scenes 
workings of the stationery business. 























DAMNES LO REMEMBER 




















March 1-4. Wholesale Stationers Associat 38th annua vention and 

trade show, Hotel New Yorker, New York City 

March 8-I!. The 1954 seminar and business show Manage 
ent Association of Chicago, Conrad H ‘ 

March 31-April 142. District 4, NSOEA, V y Park t. Pet 3, Fla. 

April 9-10. Distr 13 NSOEA, Commodore Hotel, New York t 

April 20-22. National Association of College Stores, Hote é yn, Chicago 

April 22-23. District 8, NSOEA, Hotel Tulsa, Tulsa, Okla 

April 29-30. District 9, NSOEA, Buena Visto Hotel, Biloxi, Miss 

May 6-7. District 6, NSOEA, Hotel Moraine, Highland Park 

May 8-I1. National Office Furniture Association, Hote! She an, C ago 
hn R. Gray, executive director, 327 S. LaSalle St., Chicago 4, Ill. 

MAY 13-14. District 7, NSOEA, Roger Lamson Hotel, Wate wa 

May 16-19. Stationers’ Guild of Canada convention and trade exhibit, The 

King Edward Hotel, Toronto, Canada. Fred R. Smart, secretary manager, 
te 306, 19 Richmond St. W., Toronto, Ontaric 

May 17-18. District 14, NSOEA, Westward Ho, Phoenix, A 

May 20-21 District 12, NSOEA, The Ahwahnee, Yosemite National Park 
alif. 

May 24-25. District 10, NSOEA, The Broadmoor sd prings, Colo 

May 27-28. District |], NSOEA, Sun Valley 

June 4-5. District |, NSOEA, Poland Springs House, Poland Springs, Me. 

June 7-8. District 5, NSOEA, site not yet announced. 

June 10-11. District 3, NSOEA, site not yet announced 

June 17-18. District 2, NSOEA, Whiteface Lake Pla 

June 21-23. National Office Machine Dealers Association a 4 nvention 

} exhibit. Chase-Park Plaza Hotels, St ; Mc Harold Mann, ex 

e e secretary, 1267 N. Wilton Place, Los Angeles 38, Calif 

September 18-22. National Stationery & Office Equipment Association's 

48th annual convention. Conrad Hilton Hotel, Chicago, II!. Paul Burbank 

yeneral manager, 740 Investment Building, Washington 5, D. C. 
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a. PORTABILITY MEANS PROFITS 


16-Tray 
with these work-saving A Cmvele Miy ' be- 


Portability. That’s the key word in modern card handling and 
filing. It means your customers’ employees can carry an entire 
tray right to the desk where card work can be done most effi- 
Checks ciently. It takes only one demonstration to prove that Steel Age 
10-Tray Removable Tray Files save time, save steps, and save money. 
Steel Age, the pioneer in the development of removable tray 
files, today offers this work-saving, money-saving feature in 
ten tabulating card, index card and check files. Drawers glide 
open on ball bearing suspensions and trays lift out easily. It'll 
pay you to send for more information and literature on this 
fast-selling new family of quality-built Steel Age Removable 
Tray Files. Why not do it right now? 


Checks CORRY-JAMESTOWN MFG. CORP., CORRY, PA. 


10-Tray (Toe Space) BRANCH OFFICES: Boston @ New York © Philadelphia ® Atlanta © Detroit © Chicago ® Dallas © Los Angles © Son Francisco 
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on Bassick 
“Diamond-Arrow” Casters 


cde? 





on Bassick 
Rubber-Cushion Glides 





on Bassick 
Nomar Cups and Shoes 


And sells faster with Bassick 
casters, glides, cups and shoes 


@ Customers look to Bassick products for protection of 
Office floors, rugs and furniture. Make them your customers 
by handling the world’s largest and best known line. THE 
Bassick Company, Bridgeport 2, Conn. /n Canada, Belle- 
ville, Ont. 29.3.36 


ro 


Vv 









Bassick 





A DIVISION OF 


Td MAKING MORE KINDS OF CASTERS. .. MAKING CASTERS DO MORE 
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Dictaphone Corporation Board 
Elects Chairman and President 


At a regular meeting of the board of directors of 
Dictaphone Corporation, C. K. Woodbridge, president 
since 1948, was elected chairman of the board and 
chief executive officer. 

The board also elected Lloyd M. Powell, vice-presi- 
dent in charge of sales since 1950, president of the 
corporation. 


i | 





T. H. Beard 


C. Woodbridge 


L. M. Powell 


Three new directors were also elected to the board: 
W. Arthur Howell, of Breed, Abbott & Morgan; T. H. 
Beard, vice-president of research and production for 
the corporation; and Mr. Powell. Mr. Beard was 
also elected a member and vice-chairman of the ex- 
ecutive committee of which Mr. Woodbridge is chair- 
man. 

Mr. Woodbridge, who served as Dictaphone Corpora- 
tion’s first president when the company was incor- 
porated in 1923, will have general control and man- 
agement of the firm’s operations. 





Cincotta Wins G/W Contest 

Tony Cincotta, salesman of the systems division of 
the New York branch of The Globe-Wernicke Co., re- 
cently won a contest based upon a point system set-up 
on dollar volume, new accounts sold and system sur- 
veys made. The competition was under the direction 
of Maurice Stierer, manager of G/W’s New York sys- 
tems division. 





Receives Letter of Commendation .. . Shown at right 
is Tony Cincotta, winner of systems division contest of The Globe- 
Wernicke Co., receiving a letter of commendation from A. C. 
Howard, president of the firm. 


Interest was high throughout the contest, with a 
close race for first place up to the last two days. Run- 
ners-up were Ed Conner and Jules Stein. The prize in- 
cluded a letter of commendation from A. C. Howard, 
president of the firm, and a three-day trip to the com- 
pany’s executive offices in Cincinnati, where Mr. Cin- 
cotta met the home office staff and extensively toured 
the plant to see G/W products manufactured. 
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NOW YOU CAN GET 
| NEW EFFECTIVENESS and SPEED. 
FINE, CREAMY “COSMETIC” 






| FEEL—GREATER PROTECTION 
| for NAIL POLISH and SKIN—WEW | 
| 


\MEW pax HECTO INK 


| DELICATE FRAGRANCE—in the 


CLEANSING 
CREAM THAT 
GIRLS ENJOY 


When vo specify an PAX Product you get 
65 on extra dividend the exper ence, ability 
ond specic! know-how of r PAX r 





G. H. PACKWOOD MFG. COMPANY 
WManupacturing Chemtsts 


1546 TOWER GROVE ST. LOUIS 10, MO. 








LOOK FOR THE PAX ROOSTER—Your Assurance o f o Superior Product 





TAYLOR 
LIBRARY 
CHAIRS 





a dozen good reasons 
for complete satisfaction 













OVER 

A DOZEN 
STYLES FOR 
A COMPLETE 
LINE 


Ww Designed for proper posture 
vv Maximum comfort 
W Close-table arm design 
¥ Chairs for every library purpose 
vv Handsome birch finish 
yw Or matched to specifications 


vy Available with upholstered 


backs 


A : . ° 
Ww Whisper-quiet glides and 
casters 


vv Underseat book racks 


A + 
Ww Unexcelled hand 
construction 


A . - . . 
Ww Built for lifetime 
Service 


A . 
Ww Low, low maintenance 


Send for Complete 
information 


THE “Taylor CHAIR COMPANY « Bedford, Ohio 


we ewe oe oo le ee ee ee oe oe ee eo oe Oe 
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Victor Adding Acquires McCaskey Register 


The Victor Adding Machine Company, Chicago, re. 
cently acquired the assets of The McCaskey Register 
Company, Alliance, Ohio. Merger of the two firms 
was formally approved at a meeting of McCaskey 
stockholders 

Under terms of the merger, present preferred stock 
of the McCaskey Company will be exchanged for spe. 
cial preferred stock in the newly-merged organization, 
Common shareholders will receive cash payments and 
stock in the Atlantic Register Company, formerly a 
McCaskey division and now an independent company 

Also included in the merger are the facilities of 
McCaskey Systems Ltd., Galt, Ontario, distributor of 
both Victor and McCaskey products in Canada, and 


the company’s English division located in Watford, 
England. 
A. C. Buehler and his son, Carl Buehler III, are} 


president and executive vice-president respectively of 
Victor, the continuing company. They have announced 


that all operations will be maintained intact with a] 


minimum change of policy and procedure. There are 
no staff or personnel assignment changes 
among McCaskey employees. 


F. E. Henry, Jr., president and 








expected | 


treasurer of the! 
McCaskey firm, which now becomes a division of the} 


Victor organization, has withdrawn to devote his entire} 


energies to other duties. 


“This merger,” says President Buehler, “is the nat-} 


ural result of a close working agreement 


between | 


Victor and McCaskey that goes back over a 30-year} 


period. When McCaskey began production of cash 
registers, they turned to us for the adding mechanism 
of their units. We have continued to build 


these | 


mechanisms ever since the initial order was placed.” | 
The immediate advantage of the merger is that it 


machine 
research 


will combine the resources, the business 
production, selling experience, the product 
and development facilities of both companies 

McCaskey, the older of the two firms, is celebrating 
its golden anniversary this year. It has specialized in 
the production and sales of business systems, sales 
books, printed forms of all types and autographic and 
cash registers. McCaskey’s two plants are located in 
Alliance, Ohio, and their sales are promoted through 
a series of divisional offices established across the 
country from Boston to San Francisco. 

Victor is in its 35th year. Its headquarters are lo- 
cated in Chicago, where the firm employs better than 
1,200 people in its offices and recently expanded manu- 
facturing plant. The company’s total work force num- 
bers nearly 1750. Distribution of its line of adding 
machines is carried on through 30 branch offices in 
major cities, 500 exclusive dealers and a list of some 
4,000 non-exclusive Champion dealers. 


Stationer Uses Handy Ad Check List 


Green’s stationery story in Albany, N. Y., made it 
easy for students to order their supplies this fall when 
it devised a handy newspaper ad check list 

The store invited readers of the newspaper ad to 
check off their school supply needs and bring the 
list into Green’s. “We'll help you find the best supplies 
to fit your budget,” the store stated. 

Appearing in the check list were these items: Desk 
and chair, waste basket, desk lamp, blotter desk pen 
and calendar, globe, paper clips, dictionary, tablets, 
staples, pencils and erasers, binders, brief covers, com- 
position books, assignment notebooks, graph paper, 
mechanical drawing sets, T squares, slide rules, draw- 
ing pads and pencils, Scotch tape, staplers and staples. 

Also, paste and rubber cement, rulers, ink, pen- 
holders and pen points, typing supplies, rubber stamps, 





acetate book covers, pencil boxes, colored pencil sets, | 


bookbags and brief cases, personal stationery, expand- 
ing envelopes, file folders, scissors, punches, construc- 
tion paper, crayolas and pencil sharpeners——-GET 
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BORROUGHS 


Not only are dealers swinging to Borroughs, but the public is 
too. The reason is simple. Borroughs has the products — and 
these products have what it takes to make satisfied dealers and 
customers. If you are not a Borroughs dealer, time’s awasting. 
Get into the swing. Write Joe Davis for catalogue, and get the 
story first hand how Borroughs is meeting the needs of business 


from coast to coast. 


SLIDING DOOR 
STORAGE CABINETS 
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WALL WRAP RACKS 
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Double Face 


Whop racks 








BORROUGHS MANUFACTURING COMPANY 


BSIDIARY 


AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3002 NORTH BURDICK ali KALAMAZOO, MICHIGAN 
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A Profitable 
Opportunity! 





With the 


automatic, Petents 
electric | — 
Scortie 
only 
$105°° 
epens 200 to FS 0, Destery 


Stacker optional at 
nominal price. (Prices 
subject to change 
without notice.) 


300 Letters 
per minute 


NOTHING ELSE LIKE IT! Opens letters 30 times faster than 
by hand! Gets the whole office staff into high gear 
—fast. Designed to handle from 200 up to 2000 
letters per day. Small, compact—readily used on 
any desk or table. ‘‘Scottie’’ weighs only 9 pounds, 
— it’s easy to carry from desk to desk, can be put in 
any convenient corner when not in use. Opens all 
sizes of envelopes,—no clipped corners or damaged 


\7 


Wa peter Rea 
built right — priced right 
for thousands of small! and 
medium-sized businesses | 


market of middle-sized offices where the time it 
saves makes it very profitable. It is needed by 
banks, stores, wholesale houses, insurance offices, 
mail order businesses, factories and dozens of other 


lines. — 


a 

OPENS A RARE SALES OPPORTUNITY Reports from. es- 
tablished Scottie sales representatives are excellent. 
Thousands of smaller businesses offer a practically 
untouched market for this speedy, low cost machine 
If you are experienced on specialty equipment sales 
—look into the Scottie for steady, future profits. 


ARNOLD MAC KENZIE, Inc. 


3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 


mail. Takes a clean slice off tops of envelopes, with 
adjustment from 0 to '@” for width of trim 
OPENS A HUGH NEW MARKET — The Scottie Letter Opener 
does a lot more than open mail — it opens the huge 
/ 








/ 





@ ARNOLD MacKENZIE, Inc. 

3133 Overiook Drive, Minneapolis 20, Minn 
@ I am experienced in sales of specialty ff ' 

information on Scottie Letter Opener My territory i 
a * 
o 2 
@ Name...... . 
* Street Address e 

* 

e Lo Se a i a eee ate ° 
@eeseeeeecdseeeseeskeensmeee7eeeeees#s ee 
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Royal Names District Managers 


J. D. Farr, office machine sales manager, has an. 
nounced five district managerial appointments fog 
Royal Typewriter Company, Inc. 

J. F. Byrne, formerly manager in Portland, Me, 
has been named to succeed L. F. Gallivan to the pogt 
of district manager in Springfield, Mass. Mr. Gallivay 
has been appointed central district manager for the 
company’s Canadian organization to be headquartereg 
in Toronto. 

Mr. Byrne steps into the Springfield, Mass., post with 
seven years experience with the company behind him 
He originally joined Royal as a salesman at Albang 
in 1946 and won promotion to the Portland manager. 
ship in 1948. 





H. H. Foiles 


W. E. Droke E. E. Streepy 


To fill the vacancy in Portland, Me., created by Mr. 
Byrne’s appointment, the company has named Joseph 
Bergen, formerly typewriter salesman in Harrisburg, 
Pa. Mr. Bergen previously held the posts of Roytype 
salesman and Roytype manager for Royal’s business 
machine supplies line. He became a typewriter sales- 
man in Harrisburg in 1951, the post he filled until his 
current appointment. 

W. E. Droke, formerly district manager in Oklahoma 
City, Okla., has been appointed to direct operations 
in Memphis, Tenn. As a salesman in Houston in 1945 
and Tulsa in 1947, Mr. Droke gained advancement to 
the managership in Oklahoma City in 1948 

Succeeding Mr. Droke in Oklahoma City is E. E. 
Streepy who previously managed the Sioux City, Iowa 
office. Mr. Streepy started with the company as a 
supplies salesman in 1945 and transferred to typewriter 
sales in 1946, the same year that he took over the 
Sioux City managership. 

A former typewriter salesman, H. H. Foiles, has been 
promoted to the Sioux City post vacated by Mr. Streepy 
Mr. Foiles has been associated with Royal as a sales- 
man in Dallas since 1951. 





John Rose to Handle Burroughs Publicity 

William A. Durbin, public relations director of Bur- 
roughs Corporation, has announced the appointment 
of John L. Rose as manager of communications and 
publicity. 

For the past two years, Mr. Rose has been in Cali- 
fornia where he was owner and publisher of the 
Pismo Times at Pismo Beach. Prior to that time he 
held various positions on the public relations staff at 
Ford Motor Company, including those of news bureau 
manager and assistant director of public relations 


He will be in charge of Burroughs publications, | 


motion picture program and press relations 
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High Point, N. C. 


Thomas 


FURNITURE COMPANY 


Nationally famous for superb 
workmanship, supreme styling, 
superior values. The Thomas line 
will lend distinction to your 
store, help you boost profits, 
enable you to be of greater 


service to your customers. 










KALISTRON, INC. DECO SALES DIVISION 
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Thomas chooses Kalistron to cover its 
fine pieces because Kalistron gives longer 
wear, easier cleaning, greater beauty. 


Here’s why: 


.- pure, transparent Vinylite on top 


Unequalled for scratch and stain 
resistance because no scuffing or 
scraping can reach 


_,«+ the color underneath 


3-dimension beauty 
You see the colors through the Vinylite. 


the fabric back stretches 3 ways 


— flexibility for perfect Thomas 
tailoring and craftsmanship, plus the 
utmost in seating comfort and luxury. 


55 WEST 44th STREET, NEW YORK 36, N. Y. 
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Introducing A NEW LINE OF LOW PRICED 
LOCKER- WARDROBE UNITS 


—_— 





OPENS VAST NEW MARKETS FOR YOU! 


Look around you. There are thousands of prospects in offices 
and factories who need these types of low cost lockers. NOW 
this new line of CLOTHESMASTER units—offered by SUPREME 
as an addition to the standard locker line—makes it possible for 
you to capture your share of A HUGE UNTAPPED MARKET and 
AT YOUR REGULAR MARK-UP. 


* Look over the many “‘luxury-type” features at such an unsually 
low price, made possible through SUPREME'’S efficient produc- 
tion and design know-how. 


QUALITY CHECK POINTS! 


Mm STRENGTH—Welded 3-door and frame unit assembly. 
M RE-INFORCED DOORS—Channel formation, full-length welded rein- 


forcing pans. 


 CENTER-POINT LOCKING — Heavy gauge locking cams engage at 
center point on pilasters. 


M CLOTHING HOOKS—tThree single prong hooks in each compartment 
fastened with 2 bolts to prevent loosening and turning. 


 BAKED-ON ENAMEL FINISH — In choice of green or grey. 
M QUICK-ASSEMBLY — SUPREME unique design, only 10 bolts needed 


for body assembly in complete unit of 3 openings. 
” LOW-COST TRANSPORTATION — Knocked down construction makes 
shipping, warehousing economical. Set-up shipment also available. 


ORDER NOW! DELIVERY IS IMMEDIATE! |, 
SEND FOR CATALOGUE AND PRICE LIST | 
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1288 withlegs 12 


18 


STYLE NO. a 
1250 12 15 60 
1256 withlegs 12 15 66 
1282 12 18 72 


78 








THE OFFICE CLOTHESMASTER 


SPECIALLY DESIGNED to provide individual- 
ized clothes storage facilities without usual 


locker appearance. 


 HARMONIZES with furnishings of finest offices. 
Smooth flush lines, polished chrome “automo- 
tive’ type door handle with built in grooved 


key locks. 


























THE FACTORY CLOTHESMASTER 
Similar to the Office Clothesmaster with these 


exceptions: 


Doors amply louvred to provide thorough ven- 


Doors fitted with sturdy cast handle with pad- 
lock attachment. 





STYLE NO. 




















250 


256 with legs 


282 


288 with legs 








WRITE: SUPREME STEEL Propucts, INC. 52-85 74th St., Maspeth 78, L. I.,N. Y. 


REQUEST LITERATURE ON THE COMPLETE SUPREME LINE. STEEL CABINETS, SHELVING, PARTS BINS AND LOCKERS 
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/ HELPS YOU 
MAKE THE SALE 








Myrtle offers you far more than an all-from- 
one-source buying plan for a complete office. 
An expert planning and decorator department 
stands ready to help you from the moment of 
your initial contact with a prospect. Working with 
your floor plan, the Myrtle staff lays out every 
detail of the installation and provides you with a 
finished plan complete with necessary samples. 

We invite you to use this service any time. 
We believe you will find it an important factor in 





increasing your sales and profits. 


| | yr 


BETTER DESKS DESKS 
ARE MADE OF WOOD 





MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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William C. Clegg Heads Texas Firm 


William C. Clegg, manager and treasurer of the 
Clegg Company, San Antonio, Tex., since 1939, was 
elected president and treasurer at a recent meeting 
of the directors. His father, L. B. Clegg, president of 
the firm since 1907, was elected to chairmanship of 
the board. 


William C. Clegg 





a a 


Past president of the National Stationers Association 
and long active in San Antonio’s civic life—including 
presidency of the Fiesta Association and chairmanship 
of the Second War Bond Drive—William C. Clegg 





began his career with the company as a 12-year-old | 
“copy boy.” Twice a day during that summer vacation 
he rode horseback to Fort Sam Houston delivering | 


proofs on general orders and other printing to head- 
quarters of the old Southern department of Army. 

Following a stint in uniform during the First World 
War he became a full-time employee of the company 
which was founded by L. B. Clegg and two associates 
52 years ago. 

After elevating William C. to the presidency the 
directors re-elected Charles B. Weimer, I. M. Howells, 
Ross Sibert and Lawrence Green as vice-presidents 
and William C. Clegg, Jr., secretary. 





Increase Distribution of Clary Products 


a 





Establishment of a nation-wide distribution organ- | 
ization by Clary Multiplier Corporation for its ex- | 
panding line of electronic products was announced | 
with the appointment of technical sales representa- | 
tives for four North Central states and 10 Atlantic | 


and Southern states. 

R. E. Boyden, chief engineer and head of the elec- 
tronics department, said that I. A. Aaron & Associates 
of Milwaukee have been franchised in Wisconsin, 
Minnesota and North and South Dakota. W. A. Brown 
Associates of Washington, D. C., will represent Clary in 
the District of Columbia, Maryland, Delaware, Vir- 
ginia, West Virginia, North and South Carolina, Ten- 
nessee, Georgia, Alabama and Mississippi. 

Seven more regional representatives are to be 
signed within the next month, Mr. Boyden said. 

A series of field training meetings and equipment 
demonstrations were conducted by a home office group, 
with sessions in Chicago, Oct. 1 and 2 at the Sherman 
Hotel; Washington, D. C., Oct. 9 and 10 at the Wash- 
ington Hotel; and Dallas, Oct. 13 and 14 at the 
Adolphus Hotel. Conducting the meetings were J. N. 
Smith, technical sales co-ordinator, E. C. Herndon, 
technical engineer, and Robert Louden, electronics 
engineer. 





Produce New Volume on British Exports 
The second edition of the Paper, Printing & Sta- 


tionery Trades Volume of the British export catalogs | 


has been received by Orrice AppLIANces from the 
Standard Catalogue Company, Ltd., 26 Bloomsbury 
Way, Holborn, London W.C. 1, England. 

To assist overseas buyers the general index has been 


printed in English, French and Spanish and some of | 


the manufacturers’ announcements also appear in 
these three languages. 


The catalog should be of assistance to the industry | 


when placing orders or making inquiries about British 
products. 
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IF YOU WANT A LINE THAT’S COMPLETE, 


SELL "IN-DEMAND” OFFICE FURNITURE BY ALL-STEEL 
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smartness of desig ald Sanaeity of candies bh Rider ind: 
to handle. Write us for details. 


Better Built for 


A BROAD GROUP 
OF FINE QUALITY 
STEEL OFFICE CHAIRS 


Swivel and side chairs both with 
and without arms... posture chairs 
with Contour Seat and Orthoform 
Back. ASE Green, Dawn Gray, , 
Stylite Tan, Mist Green and Brown Wi aad | send in 





finishes. Elastic Naugahyde, Good- 4 No a ae 
all Claremont and Gros Point ‘ information, 


fabrics in a fine selection of | ! 
colors. A splendid chair line for A. Secamuaeen 
every purpose. me . in your 


community. 





All- Se, 
Dept. On SPMent Inc 
Avrora, Minois 
Gentlemen, 






— com 






Plete 
ipment information 


ALL-STEEL EQUIPMENT INC. 


Aurora, Illinois 


Unit Robes © Key Cabinets © Storage Cabinets 2. 
Bookcases © Clothes Lockers * Counter Sections 
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This couldn’t happen to you with the 
HERMES ELECTRIC TYPEWRITER! 


Ambassadn9 












Courtesy 
United Features 










Ambassador Typewriter with electric return car- 

‘be left plugged in at all times. There are no switches 

‘on or off. At a touch of a finger on a side key the 

ts, Inc., 100 Sixth Avenue, New York 13, N. Y. 
IRMES AMBASSADOR 

OCKET— HERMES 2000 
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Hanson Scale Moves to Northbrook 
September completion of a new plant in Northbrook, THE LINE OF 


tll. northwest suburb of Chicago, sees the Hanson “MARKING DEVICES” 
Seale Company as one of the oldest and largest fac- 
‘tories in the United States devoted exclusively to the 


manufacture of spring scales. The new building, 
equipped with latest and most modern production AROU N > 
ted upon a 20-acre plot of land, with 


equipment, iS i0ca 


ample space for the expansion of production facilities — T S| Ee 
‘+. accommodate manufacturing of a new bathroom i 
eale which will be announced in the near future. 








New Location ... The recently com- 
pleted Hanson Scale Co. plant, situated 
icre site in suburban North- 


; — PLUS — 
The move into the new plant actuates forward an- 
ther step for the Hanson organization, which has been A NEW ITEM 
in business since 1888, when the founder, Marius H. that is in great demand 
Hanssen, established the first company factory at by GROCERS-CHAIN STORES-SUPER MARKETS... 


Randolph and Canal Sts., in Chicago. In 1914, the 


plant moved to 525 N. Ada St., its present address, and THE NEW “CROWN HERCULES” 











cont inued under the direction of the elder Mr. Hanssen, PRICE MARKING KIT and PRICE MARKERS 
who remained active until 1951. 

In 1920, Stan L. Hanssen entered the business as Available in two sizes of type and Four 
general and sales manager. At present, he is general different band arrangements. 
manager and president of the firm. Stan B. Hanssen . 
started with the Hanson Scale Company in 1945. A 
graduate mechanical engineer, the grandson of the FOR FURTHER INFORMATION 
founder has been active in the design and development WRITE DEPT. PM 
f many of the firm’s late model scales. In addition, he 
supervises production and is active in plant manage- 
ment 

All of the Hanson skilled personnel and most of the 
office and factory employees are moving their families 
to Northbrook to continue with the firm at the new 
plant 

D 

. Consolidated Plans New Brunswick Plant 

\ J. W. Pierce, president of Consolidated Business Sys- 
} tems, Inc., has announced the start of construction 
; for a new, one-story brick plant in New Brunswick, 
4 N. J. Consolidated plants are presently located in New 


York, Highland Park and Elizabeth, N. J. The new 
plant, consisting of over 45,000 square feet, will enable 





A Consolidated to merge some of the operations of the 
, other plants and take care of increasing sales de- 
» mands. The additional facilities will provide faster de- 
livery and more efficient operations. 
The new plant will be occupied around January 1, 
4 1954 and will employ about 200 people on a two-shift C 
4 _— Georg — 4 Band prey) — ra the e . & = e 
a pliant Manager and >». Fallon o ake Nelson, treas- 
z urer. George Mroz of Avenel, district sales manager, 80 DUANE STREET NEW YORK 7, N. Y. 





will also make his headquarters at the new plant 
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Paeille 


Continuous Forms 


Continuous 
Carbon 
Interleaved Forms 
Autographic 
Registers and 
Forms 
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appearance 
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priced 
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Shipped under 
your label 


Imprinted with 
your name 


Billed to you 
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HOLYOKE, MASSACHUSETTS 
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Some Dealerships open 
in the South, Southwest 
and Midwest for es- 


Manages New Office... 


Charles B. Warry has been appointed man 
ager of the new Washington, D. C. branch of 
Underwood Corp.'s Samas punched card di- 
vision, it was announced by Harold R. Rus- 
sell, division manager. Located in the Under- 
wood Building at 1630 L St., N.W., the office 
opened on September 1. Mr. Warry, who 
joined Underwood early this year, previously 
served with the banks and insurance depart 
ment of Powers-Samas Accounting Machines 
London, and as sales manager of that com 
pany’s Chicago office. 








Clary Announces Expansion Promotions 


As the first step in a far-reaching manpower de- 
velopment program aimed at “maintaining a sound 


rate of progress for Clary Multiplier Corporation dur- 


ing the important years ahead,” J. W. Stallings, gen- 
eral manager of distribution, recently announced the 
creation of new home-office sales positions and a series 
of field promotions. 

Appointed to the office of assistant to the general 
manager of distribution, with headquarters in San 
Gabriel, is Richard D. Dodge, former manager of the 
combined San Francisco and Oakland branches. Mr. 
Dodge will center his attention on the development of 
an enlarged and more effective sales force in company 
branch offices 





Installed as New Clary Aides... 


In his first action as part of a new manpower development program 


for Clary Multiplier Corporation, J. W. Stallings (seated), general 
manager of distribution, installed sales supervisors. Left to right, 
standing, they are: Bert Leavitt, new Oakland branch manager; 
Richard D. Dodge, named to the new position of assistant to the 
general manager of distribution, with offices at the San Gabriel head- 
quarters; Jerry Blum, new Sacramento branch manager; and William 
S. Watkins, new San Francisco branch manager 


The selection of the assistant, Mr. Stallings said, 
was in line with the new company policy of “devel- 
oping men with sales management experience, with 
good judgment and broad vision, that they may be- 
come well qualified to contribute greatly to our 
growth.” 

Selected to fill another newly-established post, that 
of director of wholesale sales in the branch division, 
is Frank Stevenson, former wholesale salesman in the 
Los Angeles branch. He will work out of the home 
office. 

A new post likewise has been created in the sales 
training division, as part of a revitalizing program 
beginning soon, with Donald Kintner, former Youngs- 
town, Ohio, branch manager, named to the position. 

Operations and personnel changes in the field, all 
of which are part of the pattern for supplying Clary 
in the future with fully-rounded sales executives, 
include the following: 

The San Francisco-Oakland combined branch, of 
which Sacramento has been a sub-branch, has been 
split into individual branch offices, with Sacramento 
also receiving full branch status 

Named as manager of the San Francisco branch is 
William S. Watkins, former dealer district manager 
of the Fifth District which includes seven states in 
the Southeast territory. Having gained dealer super- 
visory experience, Mr. Watkins was brought to the 
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Affer Fabulous Success in 36 Jest Market... 


THE PEN THAT BURPS— 
‘NOW IN 5 NEW SUM MODELS 


S S ewith CG Brand new features 
Re —exclusively Eversharps ! 
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PRAOCODERN AS A JET 
AND SELLS JUST AS 
FAST 
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The Model No. 463-A 
: | ; Arm Swivel Chair 
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Model No. 461-A 
Companion Arm Chair 





Here’s modern comfort for the modern day execu- 
tive ... at a price all your customers can afford. 
Gregson’s new 400 series of fine office chairs was 
designed to meet any executive requirement. Finest 
hardwood construction, plus 2” ball bearing casters, 
guarantee long, trouble-free service . . . and there’s 
a finish to suit even the fussiest executive. 

So for complete customer satisfaction, make sure 


you sell office chairs by Gregson. 


Available in all oak finishes, and walnut or 
mahogany on pecan. Upholstered in elastic 
Naugahyde, top grain leather or buff 
leather. Also available with all wood arms. 


DEALER INQUIRIES INVITED 











GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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Clary home office for indoctrination in company oper. 
ations and conferences with department heads, a pro. 
cedure which will be followed henceforth when person- 
nel are appointed to a different sales division. 

Bert Leavitt, former sales manager of the Oakland 
office, was promoted to branch manager. 

Jerry Blum, formerly manager of the Sacramento 
sub-branch, becomes manager of the branch. 

Mr. Stallings said that these appointments are the 
first of many which are intended to insure “the com- 
pany’s continued growth for many years to come.” 


Use Hamilton Desk in TV System 


Providing Eyes for Washington Bank 

The Riggs National Bank of Washington, D. C., one 
of the oldest banks in the country and one where 17 
U. S. presidents have done their banking, has enlisted 
the modern science of television in its business opera- 
tions. 

The Washington institution has become the first 
bank in the United States where an officer can sit 
at his desk and by means of a pint-size T system 
developed by the RCA Victor Division of the Radio 
Corporation of America, scan records of the bookkeep- 
ing department several blocks away. 








Built for Television . . . The special Hamilton desk housing 
4a screen for new system at Riggs National Bank, Washington, 

A bank officer’s desk was designed and built by 
Hamilton Desk Company with the technical assistance 
of the American Amplifier & Television Company of 
Washington, D. C. The customer, by drawing up his 
chair at the officer’s elbow may, himself, see the rec- 
ords as they are flashed on the screen from the distant 
office. 

This special equipment is a feature of the refurnish- 
ing contract executed by W. & J. Sloane, Washington, 
D. C., in connection with Riggs’ present remodeling 
job. 

At a demonstration attended by the press and offi- 
cials of the Riggs and other banks, Robert V. Fleming, 
president, dramatically showed how the Vidicon closed- 
circuit TV system could keep the main office at Penn- 
sylvania and New York Aves. in constant touch with 
the bookkeeping offices recently moved to 1508 H St, 
N.W. 

To point up the occasion, Mr. Fleming flicked @ 
switch set in the side of the Hamilton desk which also 
housed a 10-inch television screen, and asked to see 
some cancelled checks of some “special customers.” 
The checks appeared almost immediately on the tele- 
vision screen. 

The “special customers” whose signatures were ob- 
served by those in attendance included Abraham Lin- 
coln, Daniel Webster, Henry Clay, Brigham Young, 
Harry Truman and other famous Americans. The 
television screen also showed records in connectio@ 
with the purchase of Alaska. The Riggs bank financed 
this purchase and paid $7,200,000 in gold to Russia. 
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NOELTING 


OFFICE FURNITURE 


GLIDES AND CUPS 


Gr casrERs ~ save MOORS AMD TM 
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2 FULL ROWS OF BALLS 
2 UNINTERRUPTED RACEWAYS 


In addition to supplying 
you with the best engi- 
neered Furniture Casters, 
Fauitiess helps you reach 
and sell more customers 
than ever before. This way 
we both take the waste- 
motion and guesswork out 
of caster selling. 

1. Only “time-tested” 
items have been selected 
for this FREE 4-color Coun- 
ter Display. Customers 
can't resist picking up 

Casters and Glides, on convenient 
handles and selling themselves. Re- 
sult: Faster turn-over and profits on 
an active stock of ‘best sellers.” You 
pay only regular prices for the 
merchandise—the Display is FREE. 


rai his * 


FAULTLESS CASTER CORPORATION 


Atlanta, Boston, Chicogo, Cleveland, Dallas, Detr 
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HELPS 
YOU BOOST SALES 


2. Every type of pop- 
vlar Furniture Caster 
will be found on the 
pages of this new cat- 
alog. A complete—oa 
condensed—a quick 
turn-over selection of 
best-sellers. Ask for 
copies of Form No. 
202, no obligation. 

3. A really complete 
line of fine Furniture 
Glides illustrated and 
fully listed in a new 
catalog. Modern de- 
signed, precision work- 
manship and fine fin- 
ish throughout. Ask for 
a supply of Form No. 
201B and boost your 
Glide soles. 











@ Colson’s attractive new counter display 
peps up your caster sales, brings you extra 
business — extra profits by displaying re- 
placement casters for all types of office fur- 
niture and equipment. 


Requiring a minimum of counter space, the 
Colson display shows hard and soft wheel 
casters for wood or metal office equipment 
—also two sizes of glides. Millions of these 
products are sold and the Colson “Silent 
Salesman” merchandising plan can help 
you get your share of this sales volume. 


a Mail Coupon Today 
x THE COLSON CORPORATION 


ELYRIA, OHIO 


Please send data on Colson Casters for office furniture 
—also information on Colson’s new “Silent-Salesman” 
merchandising plan. 


Name__ 


Company — 
Address. 
0 a Zone 






2 
ELYRIA, OHIO 
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Rem-Rand Announces Lease Plan 


A comprehensive range of business machines an¢ 
office equipment is now available on a lease basis 
through a new plan announced by Remington Rand 
Inc. 

Until this purchase-or-lease program was set up, 
extending the rental arrangement as an alternative to 
direct purchase, only a few special machine units or 
combinations could be obtained on a rental basis 
These included punched-card machines and certain 
photographic equipment widely used in offices, such 
as major photocopying and microfilming cameras. 


Applies on All Machines 

The new lease plan applies on all its machine ang 
equipment lines, from the simplest card file unit to 
the complex electronic “brain’’—the Universal auto- 
matic computer (UNIVAC). 

The plan covers such items as typewriters (electric 
or standard, printing calculators, adding and account- 
ing machines, photocopying units, insulated safes, 
desks, cabinets, Sched-U-Graph boards (for production 
charting and other control procedures), and the full 
line of visible record-keeping and filing equipment. 


Reasons for Using Plan 

Companies, institutions, and governmental agencies 
may elect to use the comprehensive lease plan for one 
or more of a number of reasons, such as: 

1) Where it is deemed advisable to refrain from 
committing large amounts of cash or working capital 

2) A company or agency may want to test in an 
extended operation a whole new procedure, without 
committing itself to a major capital investment be- 
fore conducting a long-range pilot run. Such a situa- 
tion might involve a complete switchover to batteries 
of accounting machines, or to insulated Safe-Ledger 
desks and cycle billing equipment. 

3) Equipment may be required only for a particular 
contract or for a special program of relatively limited 
duration. Under a direct purchase arrangement a 
company often finds itself in the position of taking a 
substantial loss, solely because only a certain portion 





of depreciation on the special equipment can be 
charged against the contract or program for which it} 
was required. The leasing arrangement, then, offers di- 
rect charge accounting control in such circumstances 


Contains Purchase Clause 
The new lease plan agreement contains a purchase 
option clause under which all or a substantial portion 
of the amounts paid for rentals may be applied against 
purchase of the business machines or equipment at 
regular prices. The option may be exercised at any 
time during the period of the rental arrangement 
Because of these factors, plus the fact that leasing} 
charges can be billed semi-annually, quarterly, or on} 
an annual basis over periods of up to 36 months} 
(depending on the length of the leasing agreement) 
the new plan is comparable to a trend which has} 
developed in the factory and mill equipment acquisi-| 
tion field. The leasing of machines and equipment, 
by which the benefits of use may be enjoyed without 
the responsibility of actual ownership, is already a 
well established part of the American economy. For 
some time now it has been extended to the office 
machine and equipment field to a degree 


Leases Up To 36 Months 
Under this latest development, leases on new units 
extend for original periods of 12, 18, 24 or 36 consecu- 
tive months, with a minimum rental period guarantee 
requirement in each instance of two-thirds of the 
maximum original lease time. Upon termination of 
the original lease period, leases can be renewed for 
additional yearly periods. 
An unusual feature of the new lease plan is that 
certain types of machines ordinarily taken as trade 
ins on purchases of new equipment will be subject 
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FOR CONSUMERS IT MEANS GREATER VALUE 


aS 


was 


‘te FOSBOND emblem on a metal 
product shows that the article has been 
rocessed with Pennsalt Fosbond. 

This protective undercoating locks 
finish to metal... resists corrosion. 
You can be assured that the new look 

last. 

When a manufacturer offers you a 
product bearing thisemblem, you can feel 

nfident that he has made every effort to 
nake his product top quality—as proved 
by his desire to give it a better finish. 

selling such an article, you gain 
two outstanding sales features: (1) 








customer service dept. 


PENNSYLVANIA SALT MANUFACTURING COMPANY 


432 Widener Building 
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Fosbond-treated products keep a like- 
new finish for years, and (2) the Fosbond 
emblem carries the famous Good House- 
keeping Guaranty Seal—recognized 
by consumers as a dependable buy- 
ing guide. 

The Fosbond story is being advertised 
in The Saturday Evening Post, Good 
Housekeeping, and other publications. 
The colorful Fosbond emblem will soon 
be seen on thousands of metal products 
in stores throughout the nation. 

Keep it in mind—it can help make 
your selling job easier! 


Pennsalt 
micals 


Che 


Philadelphia 7, Pa. 
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FOR YOU THIS EMBLEM MEANS EASIER SELLING 
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Pocket Stapler 


Only this PEN SIZE stapler has 
so many enthusiastic users— 
Salesmen + Insurance Ven - 
Office Workers + Teachers 
Lawvers + Doctors + Claim 
Agents + Auditors « Students - 
Shop Foremen * Nurses 


llomemakers. 


wee 


GIFT BOXED 


omy $ 995 


\ ip off op or, 
$e. 
« N ! 
~~’ 
Helpful Sales Aids—To help you with 


your job, we furnish diplay cards, 
envelope stuffers, newspaper mats. 


FASTENER CORPORATION 
860 Fletcher Street, Chicago 14, Hl. 

Please send the following to company below— 

Quantity 

______ Dozen DUO-FAST POCKET STAPLERS 
Cartons Refill Staples No. 154, 24 packs of 1000 ea. per 
display carton 

O Please send Additional Dealer Information 

Store Name 

Your Name____. 

Address___ ae ese 

City ee  — 
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; to the same consideration if the customer so des 
| Allowances will be applied immediately against 
rental charge. 

Still another feature is that the company’s busi 
equipment efficiency services automatically apply 
all leased equipment. This agreement covers reg 
servicing of all machines, plus full emergency «q 
facilities. 





Do/ More Head Tells Of Exciting Sale 
Printers Ink in the October 2 issue tells abo 
“The Sale I Never Forgot. ... A Song for the Orde 
by H. Ben Williams, Jr., president of Do/More C 
Company. This is another in a series of sales sto 
told by top executives to Herbert L. Stephen, fig 
editor of the magazine. : 
Williams relates how he secured an order for eq 
ping a new building with posture chairs—because 
a song. It had happened that the prospect, presidem 
of a company, was civic-minded and had taken on t® 
co-chairmanship of a presidential campaign and 
to produce a campaign song : 
Williams and a salesman (who was an amateg 
song writer) pitched in to help for 20 hours @ 
this personal problem. They did not mention the 
company or product. 
The outcome—Do/More received all the postu 
chair business for the new building. 
Moral: Sometimes sefvice, other than routine, 
more effective than the best sales talk. 





NOMDA Lays Plans for Double-Barreled 
Christmas Window Trimming Contest 


As a result of action taken at the board of directo 
at their meeting in Atlantic City, the National Offie 
Machine Dealers Association will have a two-pronge 
Christmas window trimming contest starting th 
year. Heretofore, the contest has been for windo 
trimmed by the dealers themselves or by membeé 
of their staffs. 

For the 1953 contest there will be separate priz 
offered for windows decorated by professionals, thi 
broadening the scope of these interesting events. 

Each of the contests will have a total of $100 in cas 
prizes for which the members will be competinz. 




















First Conference ... General Merle Halsey Davis, at 
recently retired as chief of the industrial ammunition branch 
Army Ordnance and now manufacturing and engineering 6 
sultant for Clary Multiplier Corp., recently conferred with Hugi 
Clary, president of the firm, at the San Gabriel, Calif., h 
quarters. Mr. Clary stated “we are fortunate to have a man 
his outstanding technical and administrative abilities associa 
with us 
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If you want to make fast, easy sales—you 
want the Sure-Rite Profit Line. Sales are fast 
and easy because Sure-Rite consistently comes 
up with the really new ideas in duplicating sup- 
plies! These new ideas give you the necessary 
sales ammunition for fast, profitable sales. 

In addition, Sure-Rite advertises their new 
ideas in magazines like Colliers, The Secretary 
and Today’s Secretary. Telling the Sure-Rite 
story to your customers makes Sure-Rite prod- 
ucts even easier to sell. 

So you see, the combination of new merchan- 
dising ideas and consistent advertising makes 
it possible to make easy profits with the Sure- 
Rite Line...to literally wade through new prof- 
its! A few franchised dealerships are available. 


Write today, to see if a dealership is available 
in your area. — 


AMERICAN STENCIL MANUFACTURING CO. 


2714 WALNUT STREET 
DENVER 5, COLORADO 


merece 





Sure-Rite First: ~~ “7? Sure-Rite First: 
Se 27 IME IN —_ Sure te SMUDGE Way 
St ieee iw drying 4 - oe . aonal —_ solution which 
. . . events grease and 
finger smudge 
offset plates ng 
reproducing. 


ff 


Sure-Rite First: 

Sure Rite RED DOT 
SEAL-TAB Green Film 
Stencils —the first film 
stencil which eliminated 


of 


- 
< 
= ‘ 
N — y 
messy film glue, . 4 
onc used easy-on the-eyes ~ : a, 
green ey “! 


Sure-Rite First: { BACK CARBON | 
Sure BACK CARBON — the first 
re-Rite STENCIL NEG — 4 carbon Peper. : 
the first highly . : popes a 
merchandised mechanical ‘ee oe ; , 

negative. (Size: 10’x15’’), 


Zz A fi 
: 
n the Midwest ew — Paname Beaver man In the E 
be sep ade ny e East call T 
a —— ire 116 Broad St., iow tau on 
LIANCES, November, 1953 | 
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Now you can have 
metal office chairs. 


which are > 
warm to your touch = 
thanks to : 


STURLON. 


an extraordinary new finish 








Almost as warm and pleasant as your 
skin—that’s the way a metal chair feels 
when it’s finished in STURLON. This extra- 
ordinary new finish (Sturgis is the only 
maker of office chairs with the rights to 
use it) adds the final touch of comfort to 
the functionally ideal steel office chair. 


The remarkable ‘“‘warmth”’ characteristic 
of STURLON is but one of several revolu- 
tionary qualities. STURLON is unbelievably 
resistant to wear normally resulting from 
scuffing and repeated bangings of chair 
against chair. Independent laboratory tests 
show its resistance to abrasion to be 10 

to 20 times greater than that of other finishes. 





THE STURGIS 


u POSTURE CH 


POSTURE 





——— 


WZ 
rw can't see a/ \ 
, woes 





Show! 


STURLON is sprayed on and infra-red 
baked to a thickness about four times that 
of other finishes. This means that the 
STURLON finish will endure and continue 
to protect the metal indefinitely. 


And that isn’t all— 


STURLON is non-corrosive—is unaffected 
by moisture, salt air, humidity and 
temperature changes. 


¢ Sturgis STURLON-finished chairs, both 
executive and stenographic, are now being 
shown by your Sturgis dealer in three popu- 
lar colors: metallic gray, green and walnut. 


AIRS 


CHAIR COMPANY STURGIS MIiCHIGAE 


| {ees 
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Armstrong Marks 50 Years With Dixon 


Henry W. Armstrong, vice-president and chief finan- 
cial officer of the Joseph Dixon Crucible Company, 
observed his 50th anniversary as a member of that 
organization on September 18. His Dixon associates 
marked the event by a dinner in his honor at Mayfair 
Farms, West Orange, N. J., on that date 


Henry W. Armstrong 





Mr. Armstrong joined Dixon a half century ago in 
the proverbial capacity of office boy. At the outbreak 
of World War I, while a member of the credit depart- 
ment, he was the first man drafted in the State of 
New Jersey. He served with distinction as a combat 
soldier, in many important engagements, for the dura- 
tion of the war, and came out of the Army as a top 
sergeant. Returning to Dixon, he was soon promoted 
to credit manager, then assistant treasurer and later 
treasurer. He assumed his present position a number 
of years ago 





Knoll Opens Detroit Showroom 


The Detroit showrooms of Knoll Associates, Inc. 
and Knoll Textiles, Inc., manufacturers of contem- 
porary furniture and textiles, opened on October 1 
in the fashionable Detroit suburb of Birmingham at 
1080 N. Woodward Ave. with an open house for leading 
architects and decorators of the area. 

Hans G. Knoll, president of both firms, announced 
the appointment of Edward Elliott and Joseph Dworski 
as exclusive agents, and Ted Best as sales representa- 
tive, for the states of Michigan and Ohio which this 
showroom will serve 

Mr. Elliott, who heads the showroom, is a well known 
architect, formerly associated with Eero Saarinen & 
Associates, and is a member of the I.D.I. and Royal 
Institute of Canadian Architects. 

The new Detroit showroom features the designs of 
the best designers in the U. S. and Europe. Among 
the “Associates” are Detroit’s Eero Saarinen who pio- 
neered with his molded plastic shell chairs. Harry 
Bertoia’s new form-wire chairs introduce a new form 
in | tod 1y’s interior. Florence Knoll has taken a struc- 
tural T-angle and created a series of occasional tables 
f various sizes and shapes. Other designers are Chi- 
‘ago’s Mies van der Rohe, Pierre Jeanneret and Andre 
Dupre of France, and Franco Albini of Italy. These 


men have long led the modern movement; and through 
Knoll lead the modern movement today. 

In a one-story structure, specially designed for the 
Knoll showrooms, the exteriors are gracefully land- 


scaped and there are 1500 sq. ft. in the interior. 
Within, an open area has been defined with the 
ombined use of natural textures and pure clear 
olors ront windowed walls are left transparent 
with fishnet curtains so that the passerby may look in, 





Faber-Castell Appoints Feldstein 

A. W. Faber-Castell Pencil Company, Inc., recently 
announced the appointment of Jack Feldstein of San 
Juan, Puerto Rico, as its agent for the island. 

Mr. Feldstein has had considerable experience in 
the stationery trade and has lived on the island of 
oe Rico, as well as others nearby, for the past 
19 years 
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i set off with solid white and yellow panels along- ‘ 





There are always people who are looking 
for a Christmas gift that's different. That's 
why dealers who show and suggest Her- 
cules always tote up a nice extra piece of 
profitable volume each Christmas. You can 
too. Shown here are some proven 
Christmas sellers. Show them—talk them— 
and you'll sell them! 


HOME VAULT 





This Hercules Sales-display 
stond tokes 3 feet of floor 
space and spotlights a half 
dozen or more items. You 
ought to have one. Write 
us today 





SAFE-T-VAULT 





WALL VAULT = cLoseT VAULT 


LETTER VAULT 
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> Crfalina 


THE REVOLUTIONARY CIRCLINE 
FLUORESCENT DESK LAMP 









retails at — 


39°" 


brown or grey, 
including tube 


The wonderful new Catalina desk lamp is totally 
unlike any on the market...the only one designed 
for lighting modern work-across executive desks. 
Also perfect for stenos and receptionists. Adjusts 
to dozens of practical positions. 


SPECIFICATIONS — Shade is 1012” dia.; bottom edge 15” 
from desk top at max. height. Felt covered base, 82” dia. 
Swivels at base, arm juncture and shade for multiple adjust- 
ment. Big 22-watt Circline fluorescent tube operates on 
110/120 volt, 60 cycle A.C. Instant starting switch; 8’ 
molded rubber cord. All metal construction with Bonderized 
baked enamel finishes and brass trim. Weight, 13 Ibs. 






DIRECTOR 


Fluorescent metal desk lamp 
10” high, 20” wide. Genuine 
Sessions electric clock. Brown 
or grey, gold finished trim. 
Underwriters’ approved. 
Weight, . Ibs. 


assy rcascedcstecsees- * $18.95 
a 202 Se enrts secs... ee 


STANDARD 


High quality metal 
desk lamp finished in 
brown or grey. Uses 
15-watt fluorescent 
tubes. Underwriters’ 
approved. 

Weight, 8-lbs. 


RETAIL 
MODEL 4900 — it tube style, less tube. % 8.95 
MODEL 4902 — Two tube style, less tubes. .$14. 95 
ORDER DIRECT FROM FACTORY 
TOP DEALER DISCOUNTS 


INDUSTRIAL LAMP CORP., ELKHARTS, INDIANA 








3M Acquires Plastic Pipe Patents 

Minnesota Mining & Manufacturing Company ang 
Gustin-Bacon Manufacturing Company of Kansa 
City, Mo., recently announced an agreement wherebly 
3M acquires certain Gustin-Bacon patents and inven. 
tions relating to the manufacture of glass fiber re 
inforced plastic pipe. 

The agreement also provides that the two companig 
co-operate in research and development work con. 
cerned with perfecting and improving the glass. 
plastic pipe together with a line of fittings ang 
couplings. 

Gustin-Bacon, one of the pioneer producers ang 
developers of glass fibers and of plastic bonded prod. 
ucts composed from glass or organic fibers, has beep 
actively engaged in the development of glass fiber 
reinforced plastics since the introduction of this ney 
structural material during World War II. 

Minnesota Mining & Manufacturing Company ha 
had extensive experience in plastics research an¢ 
manufacture. 

H. P. Buetow, 3M president, said his company & 
interested in manufacturing and selling the new pip: 
and fittings just as soon as development has beep 
completed and manufacturing equipment is available 
Gustin-Bacon may undertake the manufacture an 
sale at a later date. 

“We believe our extensive research and development 
to date has resulted in processes by which a greatly 
improved form of glass fiber plastic pipe can be pro 
duced by a continuous method. These processes coupleé 
with the acquisition of Gustin-Bacon’s patents ané 
inventions as well as their valued experience in thi 
particular field will enable us to participate very sub- 
stantially in this fast-growing market,’ Mr. Buetoy 
said. 

A. L. Gustin, Jr., Gustin-Bacon’s president, said the 
agreement between 3M and his company pooling the 
knowledge acquired in the field of plastic resins ané 
glass fibers through their respective research programs 
will provide the most favorable conditions for earl 
development of an outstanding glass fiber plastic pipe 





C. M. Higgins, Il, Home from Germany 


Grandson of the founder of Higgins Ink Company, 
Inc., and son of Tracy Higgins, widely-known president 
of the firm, Charles M. (Mike) Higgins, II recently 
returned from military service in Germany. Prior t 
his entering the Army, he was employed by the ink 
company for a year, following studies at St. Mary’ 
College, in California. 


Cc. M. Higgins, I 





Inducted in 1951, he took his basic training at Aber 
deen, Md., Proving Ground and after a course in th 
Ordnance School, was assigned to the 40th Ordnant 
Depot Company of the 7th Army, with headquarter 


* at Stuttgart, Germany. Mr. Higgins leaves active ser¥ 


ice as a corporal. 





Await Television in Evansville, Ind. 


The advent of television in Evansville, Ind., h# 
more than passing interest for the firm of Smith? 
Butterfield, commercial stationers and office outfittes 
Sidney Butterfield, retiring governor of District No. § 
says: “Smith & Butterfield would like to know what 
advertising films are available and what, if aly 
co-operative advertising is offered.” 
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introduces to the world 
its new Optical and Optometrist 












WHAT'S NEW !! —Why naturally, Macy's new 
Optical and Optometrist store. The world’s 
largest department store — Macy’s — has just 





gUILS 


created the world’s most completely equipped AS YOU GO ALONG 
Optical and Optometrist Department. 
And what's equally natural—Macy’s has standardized on Steel master 


world standard card cabinets in this new department. 
The illustration shows a very interesting, practical and efficient application 
of Stelnaser card cabinets in a behind the counter working usage. 


t steel I orp. 
Wee Sebastes : 170 ra ~~ ee 63,n.-y. 

















































(PLUS F.E.T.) 


EXCLUSIVE INTENSITY CONTROL COMPLETE ROLLER RELEASE 
...release and re-set roll pressure ..-relaxes pressure on all rollers. 


at will without changing intensity Prevents “flat spots” —reduces 
or pressure setting previously 

replacements. 
selected. 


NEW FLUID CONTAINER 


..-all aluminum—contour design. 


POSITIVE MARGIN ADJUSTMENT 


»--exactly positions copy on each 


sheet or postcard for faster, neater Easy measurement, faster flow, 


work. economical draining. 


Write today for the full story on this newest Copy-rite. 


WOLBER DUPLICATOR & SUPPLY CO. 


1203 CORTLAND STREET, CHICAGO 14, ILLINOIS 
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IT’S EASY T0 SELL 


AN OBVIOUS INCREASE 
IN WORK 
EFFICIENCY 







Rest-AL] veaers 


sell more than aluminum 
office chairs when they 
stress the full five-point 
adjustability exemplified by these three 
models. Here is individual posture fitting 
at its best... and at its handsomest, 
most durable best. No other chairs can do 
more in terms of proper body support, 
comfort and fatigue elimination for the user. 
Which means that Rest-All Dealers are, first 
and foremost, suppliers of one of the most 
direct and effective means to increased 
work efficiency. It's a potent aid to chair 


sales. It must be so because both the Ohio 
Chair Company and its dealers have long 
been enjoying a steady growth that is me 
talk of the trade. a 











The Rest-All 
Stenographic 
No 585 






The Rest-All 
Executive Swivel & 


6 No. 1100 





The Rest-All 


t Clerical 


No. 700 





lie 







Write for new literature, in 
natural colors, on the complete 
Rest-All Chair line. 


28 W. MADISON AVE., YOUNGSTOWN, OHIO 
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Clary Repeats National Sales Contest 


The Clary Multiplier Corporation’s first nation 
sales contest for its franchised dealers proved so s 
cessful both in dealer enthusiasm and sales return 
that plans already are under way to repeat the event 
next year, as an annual competition, according to K.4 
Adams, general manager of the dealer division. 

The Clary Star Contest for more than 400 dealers 
throughout the country closes November 30 with the 
national winner to be awarded an all-expense New 
Year’s vacation in southern California where he and 
his wife will lunch and tour Hollywood points of in- 
terest with Ann Sheridan, glamorous movie star. Miss 
Sheridan, currently appearing in the United Artists 
film, “Appointment in Honduras,” was named “Clary’s 
Hollywood Star of the Year” and official hostess for 
the contest. 


Ann Sheridan 





The winner also will be welcomed by Hugh L. Clary, 
president of the company, and will tour the plant dur- 
ing the week’s visit, winding up New Year’s Day with 
attendance at the famed Pasadena Tournament of 
Roses parade and football game. 

The competition, open to all franchised dealers for 
Clary adding machines and cash registers, is based on 
dealer quota requirements in five classifications. In 
addition to the first place winner, who becomes the 
Clary Star of the Year, four runners-up will receive 
prize awards. 





A Tip for Building Stapler Sales 


The most effective asset which the office supply re- 
tailer can bring into play in promoting the sales of 
staplers, is to simply “keep them loaded,” according to 
Russell Mitchell, office supply department manager at 
Johnson’s Book Store, Springfield, Mass. 

With a stapler inventory which incorporates some 
18 numbers, Johnson’s considers every one on display 
“an operating sample” and encourages customers to 
whang away at it, stapling pads of rough paper, pur- 
posely kept amid the staplers on display for the 
purpose. 

In fact, Mr. Mitchell makes use of the unique slogan 
“Please Handle Anything” which appears throughout 
the store in all aspects of hand-operated office ma- 
chine merchandising. 

“Staplers will never sell themselves on mere repu- 
tation and sight,” the Massachusetts dealer pointed 
out. 

“Instead, it is the satisfying snick of the stapler 
into place, with a firm, secure grip, which sells the 
prospect. We have proven that point to ourselves 
many times, merely by ovserving the customer’s re- 
action when a stapler which was not operating prop- 
erly was included in the display. Merely by pounding 
a couple of staples into a folded sheet of paper, the 
office machines customers can determine whether it 
will do the job with a tight, durable grip. If the stapler 
fails to crimp the ends of the staple down tightly, 
leaving a somewhat loose feeling in the sheets of 
paper which have been stapled together, the prospect 
will pass it up every time. Thus, having all stapler 
on display in operating condition, fully loaded witl 
staples, and accessible to the prospect to experimen# 
with as he desires, has considerably built our sales.” 
RAL 
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now offers 


. . Rich in Prestige and Wise Economy! 


Featuring the 1886-86-F Senior Executive 
Conference Desk with bookcases and Credenza. 


This is truly the finest series we have ever offered! Finest because 
of the unmistakable elegance and the irresistible price that makes 
Wise Economy a volume seller. 


Genuine American Walnut including all exposed solid parts... 
three finishes: No. 1 Dark; No. 2 Light; and No. 3 Gra-Grain 

. matched drawer fronts . . . densified knee-space posts... 
and gratifying completeness of line. These all add up to 
greater reward for those who sell and those who use the 1800 
MANAGEMENT Series. 


Now you can offer greater accomplishment, greater pride of 
ownership in the price range that has made ALMA Wise Economy 
a dealer favorite for many years. Right now is the time to place 
your order for early delivery. 


ALMA DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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Mosler introduces a new concept and a new symbol of 
the modern bank... THE NEW CENTURY-10 BANK VAULT DOOR. 


Shown for the first time at the American Bankers Association Convention 
E in September, this magnificent modern design is the combined work of famed 





industrial designer, Henry Dreyfuss and Mosler engineers. Already, it has 


become the focal point of bank modernization plans all over America. 









dewneulie ecanyple 


of the way Mosler keeps its world-wide reputation for leadership in 
protective equipment...a reputation that means faster, easier sales 
for every dealer that handles safes, chests and record containers 


that bear the name, Mosler. 


iF IT'S MOSLER .. IT'S SAFE 


Yt | ZA 
*% Mosler Safe ” 


World’s largest builders of safes and bank vaults... Mosler built the U. 8. Gold Storage 
Vaults at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 
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at a flick of 





















Sout 

locate 

AT THE TOUCH oy 
of your fingertip, magnetic showi 
force makes a whole sectiof Gf — 
Magne- Dex cards fan out an@eseay plays 
position for quick spotting of #he mm Se 
tion you want. Hundreds of tithes Vis - th 23 hea be boar 
minutes. All this speed, plus the space economy recto Rca. esein cone ye 
filing! You can save up to 20% on clerical phate the Magne-Dex Apert <5 Merc 
way, and your filing personnel will be the first to thank you! + COST RECORDS in th 
Check Magne-Dex features and you'll see why Magne-Dex » PERSONNEL RECORDS on 
stole the show in visible filing at the N.S.0.E.A. Show. + DENTAL RECORDS disp] 
Write for FREE illustrated brochure. A limited number of Magne-Dex + INSTALLMENT RECORDS : — 
franchises are available to Grade A dealers only. ORDER REGISTER May 
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Wichita Store is Remodeled 

The store of Southwestern Office Supply, Inc., 133 
N. Market St., Wichita, Kans., has been modernized 
with nearly all merchandise on easily accessible dis- 
play, the idea being to promote self-service. The new 
system, in operation for a number of months, has 
proved highly satisfactory. 





Top: Fountain pen case is 


Southwestern Remodels 


located near the entrance. Pegboard display is used for pencil 
sharpeners, rubber stamps, desk calendars, daters, gummed tape 
and other stationery products. CENTER: View from front of store 
showing store arrangement with furniture on balcony and center 


of store, dis; storage cabinets and showcase. BOTTOM: 
View from rear store showing furniture balcony, stationery dis- 
plays, supply cabinets with shelf top and desks with accessories. 


piay Ippiy 


Sections of e store have display panels in peg- 
board, which provides for simple and frequent changes 
of display. The cabinets with sliding doors below the 
display panels provide a shelf convenient to shoppers. 
Merchandis« tocked behind the panels as well as 
in the cabinet sections 

One important change is the creation of a balcony 


which is used for office furniture. Furniture also is on 
display down the center of the store and toward the 
real 





Maverick-Clarke Remodels 

Maverick Clarke, 215 E. Travis St., San Antonio, Tex., 
complete new front and entrance 
to its main buil as part of a modernization pro- 
gram. The new entrance and windows provide a full- 
view display front for its downtown location. 


recently installs 
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BI92E Electric Printing Calculator 


aA’Telt 


TEN-KEY PRINTING CALCULATORS 





ADDING AND LISTING 
DIRECT SUBTRACTION 
MULTIPLICATION 
DIRECT DIVISION 


The two models shown here, the Barrett Electric B1g2F and 

the Barrett Hand Model B1g2, are designed to save machine 

hours continuously——/or years to come. Both have many 

exclusive features, precisioned by Monotype. 

Dials visible at all times and all calculations are shown on 
printed proof. Special Multiply Key, as easy 


| and simple as adding. Transparent paper 


cutter for complete visibility. Items and totals 


/) 1} to 9,999,999.99. 
| BARRETT ADDING MACHINE DIVISION 
——aaoes Leste Monotype Machine Company 


Twenty-fourth at Locust St., Philadelphia 3, Pa. 


8192 Hand-Operated Printing Calculator 
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Look to 


ONGHORN 


CARBONS...RIBBONS 


fora 


LONG 


Leaders in 
AMCO's complete 
line of carbons 
folate Male) e\elal- 

for the office— 
leaders in sales 


and profits for you! 


Send for Illustrated 


AMCO Catalog 


CLT, 


AMERICAN CARBON PAPER MFG. CO. 


Factories at Ennis, Texas——Chatham, Virginia 


Warehouses and Offices at Houston, Dallas, New Orleans, 
Birmingham, St. Louis, Denver, Los Angeles. 
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Office Interiors Opens in Los Angeles 


Office Interiors, wholesale office furniture showroom, ‘ 
recently held its grand opening at 8751 Beverly Blvd, 
Los Angeles, Calif. 

The 9,000 square foot, red brick building, softly 
carpeted wall-to-wall, features well-designed settings 
for all pieces from the traditional to the modern. Just 
a few steps away from each other are modular group- 
ings and dignified traditional executive desks, each 
group with appropriate accessories to simulate the 
desired office scheme. 


Glamor on Opening Day ... Lovely screen actress Adele 
Mara snips the opening day ribbon at Office Interiors in Los 
Angeles, welcoming customers to one of the most complete show- 
rooms of its kind in the West. The welcoming committee includes | 
Dixie Rowe, Office Interiors’ secretary; Herman Klein, general | 
manager; Tom Lehne, interior decorator; Albert Light, manager, | 





Visitors to the showroom discover that along with] 
the furniture layouts the firm has provided wall paint- 
ings, quiet lighting and background music. “Members 
of the office furniture trade should know that our 
showroom at Office Interiors was conceived and de-| 
signed for them in particular. When they come, they} 


will find unmatched good service, convenience and] Fa 
selection,’ announced the firm’s general manager, | f 
Herman Klein. Tom Lehne is with the company as ‘\ 


interior decorator and Albert Light as manager. 

Some of the manufacturers represented at the show-! 
rooms are: Columbia Steel Equipment Company, Royal 
Metal Manufacturing Company, Gift-Craft Leather} Ay 
Company, Tye Lamp Company, Wilshire House, andi 24 
Smith Metal Arts Company. 1 Ve 





Marchant Promotes R. C. Mert! 


Edgar B. Jessup, president of Marchant Calculators, 
Inc., announces the promotion of Robert C. Mertl to 
agency manager of the Johnstown, Pa., district office. 
Service for the Johnstown district, said Mr. Jessup, 
continues under the direction of William N. Eash, 
service manager. The district office is located at 216 
Market St. 








Central Desk Remodels in Chicago ~s 

Central Desk Company, Chicago, Ill., announce the 
completion of an extensive modernization program. 
New production machinery has been installed in the 
factory and the company’s showroom has been en- 
larged and modernized to permit more effective pres 
entation of Central desks and companion pieces for 
the business office. 
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oga, the quality pencil. Its graphite is imported from the 
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to make the smoothest of writing leads. And California cedar, 


/’” 3,402,421 READERS PER ISSUE ~s, 


36 


Millions 
who 
mean 
business 
read 
Dixon 






ads! 


merchandising—or any of hundreds of others. Whatever field 
eople in it read the Saturday Evening Post and Collier’s. 
these magazines is one sure way to reach those who use 
buy pencils for others. They are the people who mean busi- 
the people to whom the Dixon Ticonderoga story is told. 


advertising, readers know the performance they can expect 


ed with white clay from Bavaria—then forced through costly 
ee 
ae “~ 


* 
/ READERS IN INDUSTRY AND * 
\. BUSINESS EVERYWHERE. _/ 
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s old, is the wood selected for Dixon’s exclusive Lead fasten- 
exact centering, easy sharpening. Get with Ticonderoga... 
istomers full pencil satisfaction. 
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First Wisconsin National Bank, Milwaukee, Wisconsin. j 
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Leopold Installation by S. ]. Olsen Co., Milwaukee, Wis. 
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Give your customers the modern offices they want the b 


today .. . designed for beauty, convenience and : ‘tt 


increased business efficiency. Help them en- E000// am 
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beauty, convenience, efficiency 





joy these benefits by planning completely integrated a 
office interiors around Leopold office furniture of PROVIDES in 19 
distinction. Your Leopold representative pro- Th activ 

vides the “tools” to make planning and selling F with 


complete office interiors easier. OFFICE PLANNING TOOLS Servi 
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Divisions of 3M Promote Five 
Three different divisions of Minnesota Mining & 
Manufacturing Company announce recent promotions. 


Donald R. Guthrie was recently named assistant 
general manufacturing manager of the coated abrasives 
and related products division. Mr. Guthrie was execu- 


harge of engineering research. He 
4 research chemist in 1939 and has spent 
chemical and color laboratory, as 
1 division engineer and head of the 


tive engineer 
joined 3M as 
five years with 
well as serving 


chemical engineering department. 

The industrial trade tape division announces three 
promotions. John V Monley was made sales manager, 
covering the San Francisco and Seattle areas. He 
igined the firm in 1941 as a salesman. Paul W. Myers 


was promoted to sales supervisor and will headquarter 
in Philadelphia. Mr. Myers started with 3M in 1947. 
Covering the I Angeles territory as sales manager 
is Jess G. Utter, who joined the firm as a salesman 
in 1941 

New sales supervisor of the hospital trades, cello- 
phane tape division, is Frank J. Scully, who started 
with the sales force in 1945. Mr. Scully will make his 
headquarters in St. Paul, Minn. 





Eaton Paper Employees Retire 
After 884 Years of Service 


Retirement f 24 Eaton Paper Corporation em- 


ployees, with a total service record of 884 years, in- 
cluding five persons with service records of better than 
50 vears with the firm, has been announced by com- 
pany officials 


ome under an amended plan that 
npulsory retirement age for all the 
Previously, a plan adopted in 1948 
¥ employees with at least 25 years’ 
service to retire voluntarily at the age of 65. 
went into effect September 1, 1953, 


The retirement 
sets 70 as the 


Lid ddd 


“ 
> bry 


und applies employees of the company at Pitts- 
eld or where located, including officers. 

Heading the retirement list was Colonel William H. 
Eaton, who as chairman of the corporation 
vith 54 years’ service. He will remain as chairman of 

e board of rs in retirement, but will no longer 

an officer of e corporation. Colonel Eaton started 
he pape lustry on August 1, 1899, after his 
raduation from Trinity College. At that time he 


Hurlburt Paper Company with his 
Eaton, president of that concern, 
Eaton-Hurlburt Company, and then, 
1908, Eaton Crane & Pike. Eaton Paper Corporation 
me into be n 1933. Since Colonel Eaton left 
ive Army in 1918 he has been a member of 

1 returned to active duty in 1941 
Intelligence Division of the First 


Frank H. Palmer Retires 
the stationery trade from coast 
a j Palmer, who had been with the 

mpany 46 Mr. Palmer was a special repre- 
ntative f firm’s Berkshire Typewriter Papers 
Division fi f this time. He was active in the 
although retired he attended the 
this September 
m] former credit manager, had 46 
of Eato1 rvice before his recent retirement 
ll known to the members of the 
Trade and has been active in the 
nization for most of his business 


L1€ In| f 


Also leavi t mpany after 45% years of service 
Jose} Pladwell, who was assistant to the 
el f t Eaton New York office at 475 Fifth 


The remai employees were valued members 
[ Eat turing and office staffs. 
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Here is a worthy companion to the well known line 
of Anderson-Hickey filing cabinets. The same 
meticulous engineering, highest quality materials 
and fine craftsmanship which have made the name 
Anderson-Hickey stand out in the filing cabinet 
field, have gone into the making of the “1900 


Line”. 


eae. 





Newly designed, graceful yet practical hard- 


ware --- Thumb latch for added convenience --- 
Reinforced framework, positive side locking com- 
pressor --- Steel Channels, horizontal and vertical, 
spot welded into rigid frame which carries the 
drawers --- Free-floating cradle suspended draw- 


ers --- Heavy torque plates hold frame true. 


Write for price list. 






fe - gs 4 
Cardinal 5241, fic 
Wy, -—~" SOLE DISTRIBUTOR 


mes 5631 W. Madison St., Chicago 44, Til. 
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AM@RICAN 


NUMB@KING:*MAC RING 
Numbering Machines with FORESIGHT 


AMERICAN VISIBLE —> 


Knowing the next number to 
print is important. It enables 
the operator to eliminate dupli- 
cate or missing numbers. Avail- 
able with consecutive, duplicate 
and repeat action, or with tripli- 
cate or quadruplicate action in 
place of duplicate. 












123456 
“<— CARBON COPY 


Up to 12 legible car- 
bons can be made 
with this superior 
visible machine. 
Sharp faced figures 
on steel wheels 
provide constantly 
clear impressions. 
Platform available 
for convenient han- 
dling of forms. 





654321 


LEVER ACTION —=> 


For irregular numbering, your best 
buy is an American Visible Lever Ac- 
tion maehine. Can be furnished in up 
to 15 wheel capacity. 


MODEL 
71 





<— 3-1 MACHINE 


Most economical of all multiple 
movement machines. Sturdily con- 
structed for long accurate service. 
Made with the American unparal- 
leled high standards of construc- 
tion. 


Write for descriptive litera- 
ture and prices. 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN 8, N.Y. 





ATLANTIC AND SHEPHERD AVES. 
BRANCH—105 WEST MADISON STREET, CHICAGO 2, ILL. 
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Royal Tests Hit 63-Year Mark 


Sixty-three years of typing, virtually 10 million 
words at the rate of 100 words a minute, day in—day 
out, and still going strong is the record just established 
by a selected-at-random, stock model Royal DeLuxe 
portable in a ruggedness test conducted by a disin. 
terested, outside agency. Last spring, U. S. Testing 
Company hooked the Royal portable to a robot typist, 
set the controls at speed of 100 words a minute and 
threw the swtich. It has clicked off 1553 hours to date. 





Royal Undergoes Ruggedness 
Test for Portable Machines 


Save for ribbon changes, type cleaning and replen- 
ishing the paper supply in jumbo rolls, the machine 
operated perfectly without a single major repair, re- 
ports U. S. Testing Company. 

“Translated into everyday use, it would take a jour- 
nalist typing a 400-word column a day, every day, 
63 years to duplicate the performance,” says W. H. 
Beckwith, Royal portable sales manager. “This test 
was conducted to substantiate and dramatize our 
statement that the new Royal portable is the ‘type- 
writer of a lifetime for a lifetime,” he added. 

News of the tests were broken to consumers via @ 
four-color spread in Life, October 12 issue. It will re- 
port earlier records set in the “ruggedness run.” Sub- 
sequent pages in the same publication will report later 
developments. 





Legerton Branch Features School Supplies 


A complete line of office supplies, equipment, school 
and art supplies will be featured by the new branch 
of Legerton & Company, Inc., which opened for busi- 
ness at 3348 Rivers Ave., Charleston, S. C., on Sep- 
tember 4. Lionel K. Whitt is manager of the new 
branch. 

Legerton & Company, Inc., was founded October 31, 
1888, by the late Clifford Lewis Legerton. The business 
was continued by Legerton’s nephew, Clarence W. 
Legerton, who joined the firm July 1, 1911. He is now 
chairman of the board. Other officers of the firm are 
Felix E. Brockman, president; Clifford L. Legerton, 
vice-persident; William E. Folk, Jr., secretary, and 
John E. Hugeley, treasurer.—EEG 





Open School Supply Firm in Garden City 


Formal opening of the Patrick School Supply, 606 N. 
8th St., Garden City, Kans., was held September 15. 
The firm is headquarters for school supplies in Garden 
City, featuring a complete line of quality notebooks. 
The company has a free parking lot just north of its 
building —GMH 
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GF speeds up their WF“ 


Mor 


husiness firms have standardized on 


GF 1600-LINE DESKS than any other in the world 


ployees’ “homes” 
are the office in which they work. 


From 9 to 5. your en 


As a matter of morale, each desk in the 
office should be as satisfying as a GF 
1600-Line desk 
with rounded anodized 
Smooth Velvoleun 


resting, smooth-wnt 


Smart gray finish 
aluminum trim. 
1 top for an eye- 
ng surface. And 


graceful lines throughout. 


As a matter of efficiency, each employee's 
desk should have the solid, sensible 
construction of GF 1600-Line desk. 


Drawers never stick. Joints can’t loosen. 
Edges won't splinter. Locking mecha- 
nism is foolproof. Papers cannot slip 
behind drawers. Drawers can’t fall out 
accidentally when fully extended. And 
the 4-leg construction provides full foot 
freedom, allows easier floor-cleaning, 
increases sanitation, saves floor space. 


There is a GF 1600-Line desk for every 
office job. For a free folder describing 
these desks more fully, write your GF 
Distributor or The General Fireproofing 
Co., Dept. X-23, Youngstown 1, Ohio. 


Good metal business furniture is @ good investment 
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N.S.0.E.A. Convention 


Mr. Dealer: 
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SPECIALTY COMPANY, INC. 
404 N. Munford Street Richmond 20, Virginia 
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Ryan Appointed Duplicopy Sales Manager 

Joseph G. Ryan has been named sales manager of 
the Duplicopy Company, the appointment coming 
after he has spent more than 10 years in the office 
equipment field, specializing in duplicating machine 
business for the past few years 


Joseph G. Ryan 





He was formerly sales manager of Master Addresser 
and before that was general manager of the Chicago 
office of Gestetner Company. He will head up an 
expanding sales organization for Duplicopy Company 
and will put into effect the new dealer sales plan 
recently announced by the firm. 





Air-Flight Fans Speed to Sweltering N.Y. 


During the recent heat wave, Manhattan’s soaring 


temperatures exhausted more than the gasping citi- 
zens themselves. The city was fast running out of fans. 
An urgent call to the W. W. Welch Company, Cincin- 


nati, from a New York distributor started a 400-fan 
shipment to New York by air. 


= = 


| 





Relief on the Way 


Fans ready for air shipment. 


The request came during the mid-morning. By noon 
the hundreds fans were being loaded on a truck 
at Welch’s Covington, Ky., factory. Meanwhile tele- 
phone lines were kept humming as TWA and American 
Airlines were checked for available space to handle 
the rush shipment. That same afternoon the first 
section’”’ took off for New York, with other parts of 
the shipment quickly following. All fans were in Man- 
hattan the same night—to be rushed to stores waiting 


to fill frantic orde1 
The company’s Covington warehouse was closed for 
vacation of employees when the rush order came in, 


so company officials had to pitch in and help load 
the Air-Flight ilators and fans. Shown are Bill 
left) and Pete Welch, and Bill seems to be looking 
fondly at one of the circulators. No wonder—it was 


99 derrees wher 


this picture was taken! 





Joins Underwood Houston Branch 


J. L. Hensberry has joined the staff of the Under- 
iouston office as typewriter sales 


wood C rporati 
representative JHE 


OV me 
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“Where MARKING 
is called for— 
| sell the FLO-MASTER™ 
~it’s a °3 SALE!” 


—a typical remark from a stationer 




















Why make a sale of a few cents when 
you can offer a scientific instrument at a 
minimum price of $3.00! Especially 

when you know your customer will be 
delighted with his Flo-master and will be a 
steady repeat-buyer of Flo-master Inks. 


Remember, too, that Flo-master Inks are 
SMUDGE-PROOF, WATERPROOF, INSTANT- 
DryYING. Think of what that means 

to your customer who wants to write, draw 
or mark—ONn ANY SURFACE! 


Flo-master sales are BOOMING! Are 

you getting your share? For further 
information write to Cushman & Denison 
Mfg. Co., Dept. H-19, 153 W. 23rd St., 
es Es Bao Uisres 


*a CADO product 








FLO-MASTER in a = nutshell 


e writes on anything 
@ instant-dry inks @ bold lines 

e in two sizes— @ valve controls flow of ink 
“Pocket-Size”—“King Size” © ink in ten colors 


@ fine lines 





Flo-master 
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PROFITS GO YP 


WHEN YOU SELL ENNIS PRODUCTS 


PRINTED-TO-ORDER 





SALESBOOK CO. 


Factories at Ennis, Texas e Chatham, Va. 
Manufactures for Dealers Only 
Branch Offices and Warehouses at Hovs- 


ton, Dallas, Birmingham, New Orleans, 
Les Angeles, Denver, St. Louis. 
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Manifold Books 
Salesbooks 
Guest Checks 
Deposit Books 
Tags 


Add to your 
. add 


to your profits 


volume... 


with — 


STOCK ITEMS 


Salesbooks 
Guest Checks 


Teller Cash 
Tickets 


Blank Tags 


28 Styles Stock 
Printed Tags 


ALSO 
MANUFACTURE 


Index Cards 
File Folders 
File Guides 
Ring Book 
Sheets 

Figure Pads 
Steno-Books 
leoltita mel ime lan) 
Adding Machine 
Paper 

Legal Ruled 
Pads 





Write tedey 
for Catalog 
and Samples— 
turn to 

ENNIS for 
Quicker 
Turnovers! 





Don't "Overdo” Yule Gifts to 
Purchasing Agents, Warns Stationer 


gw THE OFFICE SUPPLY retailer who indiscriminately 
awards purchasing agents who have been customers 
through the year with expensive gifts, is “flirting with 
trouble,” according to Jack Kendrick, president of 
Kendrick-Bellamy Company, Denver, Colo. 

“Gifts to purchasing agents have become more of 
a problem during each successive holiday season,” Mr, 
Kendrick pointed out. “And there is tacit danger in 
the competition which has developed between one 
business firm and another, to win the most good will 
from the purchasing agents with whom they do 
business. 

“This situation has several natural ramifications. 
In not altogether isolated instances, purchasing agents 
for large firms have become accustomed to receiving 
elaborate gifts from their suppliers at Christmas time, 
and do not hesitate to hint at desired gifts when the 
holiday season rolls around. A vicious circle can easily 
be created, whereby the firm which is hoping for more 
orders during the forthcoming year will up its budget 
for such gifts in competition with still another organi- 
zation, until the entire practice is ridiculous.” 


Have Sound Basis 

Kendrick-Bellamy Company believes in sending a 
token of the store’s appreciation of business orders 
rendered to purchasing agents, but on exactly the 
same basis on which gifts are sent to suppliers and 
other business firms associated in daily operations. 
In all cases, the gift is acceptable, but will never fall 
into the “fanciful” bracket. 

“We have simply taken the stand that we do not 
want to buy business,” Mr. Kendrick said. “If it requires 
several cases of liquor, a wristwatch or a season’s pass 
to athletic events to keep the purchasing agent buying 
from us, we feel that we are on the wrong footing. 
Instead, we have effected several stop-guards against 
any such pyramiding gift-giving program.” 

The cardinal rule which guards against oversized 
gifts to purchasing agents at the Kendrick-Bellamy 
Company is simply the fact that salesmen are asked 
to pay part of the cost of each gift to each purchasing 
agent. All have agreed to this plan, which forms an 
automatic “safety.” 

Use Gift Certificates 


As a result, Kendrick-Bellamy Company sends out 
a handsome gift certificate, redeemable at an exclu- 
sive Denver men’s store, valued at from $3.00 to $5.00 
for the most part. This is enclosed in a “letter of 
thanks” for business relationships for the year past, 
and from any standpoint, is proffered in the best of 
good taste. 

Every gift certificate, of course, is well received, 
and is certainly, as Mr. Kendrick has found, a partic- 
ularly pleasant type of gift, inasmuch as it allows the 
purchasing-agent recipient to choose what he actually 
wants from the store concerned 

“The real value of any Christmas gift depends 0 
how it is presented,” Mr. Kendrick said. “We in 
that all holiday gifts to purchasing agents be deliver 
in person by the salesman who calls upon that accoun 
and without ostentation. This is by no means con 
strued as an undercover bid for more business 
following year, but rather as a simple indication t 
we appreciate the purchasing agent’s attitude towa 
our firm. It lets the purchasing agent know that W 
are proud of our merchandise, our service, and tha 
we have built up our volume on the basis of the service 
which the agent most needs.” 


Mr. Kendrick is himself a member of the Denver 
Purchasing Agents Association, and has been an im- 
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A Half Century of Progress 




















he June 1954 issue of OFFICE APPLIANCES will be the outstanding publishing 


effort in the history of the office supply and equipment industry. It will record 


the rise of this great industry from a meager beginning to its present-day impor- 
tance. It will review the changes in merchandising methods and dealer operations 
during the past 50 years. In addition, it will describe developments that may 
affect the future of the entire office supply and equipment industry ... particularly 


in the distribution of its products. 





he Editors of OFFICE APPLIANCES have been at work on this great issue 
for many months. The staff has been augmented specifically to provide the 
necessary research and background material. We hope the extra effort. time and 
expense put into this commemorative edition will produce a product that will be 


a tribute to the industry and everyone in it. 


(fice 
Appl iances 





| A Half Century of Progress 


1904 | to be recorded in the 


| 0th Anniversary Issue of 
|| OFFICE APPLIANCES 


1954 








Watch for further news 
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STEP 1 Forget all about ordinary methods of merchandising carbon paper. Forget } yen fo 
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age ‘a ever had to tie up capital in umpteen varieties, many of them use- | ‘system 

ess. a ee ee : the ki 
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STEP 2 Find out about the Flagship line — not just a different brand but a whole a 


new kind and concept of carbon paper. Find out how Flagship’s gleaming |» the 








atented metallic back makes it so cle: a oi ea he 
a page ~ it so clearly superior in looks, feel, and action—and how § ot 1941 
nore jobs! Find out how this matchless versatility leads directly to bigger sales— | whic, 

, ‘ - . hich : 

from perhaps half the inventory you've been carrying! the cit 
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CARBON AND RIBBON MANUFACTURING CORPORATION | jix)..4. 

General Offices and Factory: 165 Duane Street, New York 13 — of con: 
> Western Office & Warehouse: 3404 So. Main, Los Angeles? — ®usines 
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‘tor in a trend away from “oversize holiday 


Some of Colora larger business firms are sending 


ut notices to all su; alia "s, requesting that no Christ- 
mas gifts be exchanged or given, a trend which Mr. at 
Kendrick views with much appreciation. 


“It doesn’t take ich for holiday gifts to purchasing 
agents to becon 1 Major expense and a serious prob- 
lem in business relationships,” he concluded. “There- Ho Tile 
fore, every office ipply dealer should adopt a definite é n 
nolicy, require his sales personnel to participate in 


paying ior sucn ifts, and prevent a run-away sit- 
ation RAI 









Phil Hanna Tells of Bankers Box Growth SERVICE } 
In one of his “Keeping Chicago Great” series on the No.2-6 
financial page f the Chicago Daily News, Phil Hanna Thay Rat 
recently sketched the development of the Bankers Box The Fulton line is precision 
‘company. In a teresting fashion he tells of the : 
xs ath of this fir made .. . using the finest 
Two enlightened young Chicago men thought they , 
saw an opportunity to build a business by selling banks high-grade rubber, deeply 
, system of boxe to which papers could be placed . 
dae moulded to give clear, con- 
for storage The boxes then would be marked with Seve Geer, oS 
names and dat i their contents would be easily stant impressions 
ientified when they were wanted. 
In 1917 H. L. Fellowes and W. J. Nickel organized GEARED DRUMS PROVIDE 
e Bankers Box C pany to market a corrugated jute 
box. It had seve! features for safeguarding records POSITIVE ACTION IN TURN- 
ind locating a record years after it had been stored. 
Bankers were quick to fall in with the idea. It was ING OF BANDS. High quali- 
tt long until tl nmercial world followed suit 
The stations egan to ask for an opportunity to ty at low prices assures you 
ne lé S¢ 
I poser to a firm that had always sold of customer satisfaction. 
irect] how 1 sts down so that the box could 
ye sold to the er through the stationer without 


price FULTON NUMBERERS... 


Lower Unit Cost 
Fellowes and Nickel solved the problem by the ‘Ford’ 








Consisting of endless rubber type bands, solid frame 


f maki reater quantities at lower unit cost with durable handle. Features uniform dependable 
enlarging thei anufacturing facilities 
See erformance. 
Fellowes was everlastingly pushing his boxes. Even P 
ire ti e put samples boxes in the back of FULTON DATERS 
c } eee 
Fellowes itor was Nickel, who also had a 
n for this ki f business. Nickel is secretary and Four endless bands turn independently by 
reasurer of the f One of his favorite sayings is means of cogged wheels. The first type 
stem and or ways pay,’ which gives a key to ; 
1e kind of 1 band contains the twelve months of the 
Together thi le a perfect team to build a busi- year, the two central bands bear 
It prospere Profits went into expansion. The 
rm never b numerals 1 to O inclusive and the last 
‘od a’ 17, 18 nati rj > >j Ice ble . 
Today it i 1 nationwide business and Fel band bears year legends and mis- 
tw on 1 and Folger, are vice-presidents. 
They are carryi the traditions so well established cellaneous office terms. 
The firm’s t ales in 1952 were five times those 
f 1941 and sal 1953 are ahead of 1952. FULT oe 
Chicago is } f this able firm. It is such firms, ° 


tart fi tch and never falter, that make 


MARKING 
EQUIPMENT 
COMPANY 





Join Controllers Institute of America 


feith L. Haz ecretary-treasurer of Address- 

sraph-Multis f Canada, Ltd., and T. A. Selogie, 

ntroller for Di Inc., have been elected to member- 82 Fulton Street 
ship in the Co! rs Institute of America. Another . 

ew membe! P. G. Larter, comptroller of The Na- eanem 3, Ws 
onal Cash Re ter Company of Canada, Ltd. Estab- 

shed in 1931, the Institute is a non-profit organization 1954 DATERS...Now Ready 
f controlle1 finance officers from all lines of . ° 

miness Tota bership encseds 4.308 for delivery ... Write for Catalog No. 52 
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“Vital to the smooth operation 


of an office equipment business”’ 


G. O. “Ollie” Stevens, President 
Stevens, Maloney and Company 
Chicago, Illinois 


“I wonder how many people realize the enormous 
number of items that are found in a commercial sta- 
tioner’s stock. It runs into the twenty thousands. 


“As a result, we must have trade and product informa- 
tion at our fingertips and what is more to the point than 
your BUYERS INDEX? 


“We feel it is vital to the smooth operation of an office 
equipment business.”’ 











PESSuCc TY seg ec € $ 








Used by 11,500 Buyers 





* f 


Preferred by Dealers 


Dealers and their buyers rely on the Index 
because they know the listings are accurate 
and complete ... that they are made without 
bias or regard to amount of advertising 

space used by any manufacturer. They 
depend on it—they keep it handy—they use it 


all year long. 





Mail Your Space Reservation NOW! 
Final Closing Date — December lst 


office appliances 


600 WEST JACKSON BLVD., CHICAGO 6, ILL. 








manufacturers! 


This is your final opportunity 


to reserve space in the 


1954 


buyers index issue" 


* the comprehensive buying tool preferred 
and used by dealers the year around 


As an advertiser you will get — 


1. Free listings of all your products. 

2. All your product listings in bold, capital letters. 

3. Attention compelling arrangement of your name 
and address, plus the page number of your adver- 


tisement, in the Alphabetical List of all manufac- 
turers. 


> 


Free listing in the alphabetical list of advertisers. 


wo 


Free listing of all your trademarks and trade names. 








The Index will carry your catalog as an insert or your 
catalog-type advertisement to 11,500 buyers at a frac- 
tion of your own mailing cost. 


Contact your OFFICE APPLIANCES representative NOW 
and reserve your desired location at once! 





600 W. Jackson Blvd. 100 E. 42nd Street 2633 Military Avenue 
Chicago, Illinois New York, New York Los Angeles, California 
Phone DEarborn 2-3206 Phone OXford 7-1887 Phone ARizona 7-2970 
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Static 


will help your products sell better 


If you manufacture office appliances, fine quality office appliance hardware. Call 
NATIONAL LOCK has a message ofinterest on us to work closely with you in solving 
to you. From this one dependable supplier your hardware problems... with an eye to 


you Can get virtually everything you need in’ more profitable sales of your merchandise. 


If you are an original equipment manu- 
facturer or jobber, write us. If you are a 


dealer, see your jobber. 








a few of a wide selection of attractive 
NATIONAL LOCK desk pulls. Pulls 


are stamped, die cast or molded plastic. 





Smartly designed, they will lend them- 


selves graciously to your products. 





Choice of several handsome finishes. 















Glimy 

l. Gues 

Ltd., 

mark 

2R § 

Lloy« 

ths 3. Bob 

Duk Li "4 For more than 40 years ee 
NATIONAL LOCK COMPANY has made a broad line ; histo 
ustir 

of locks for most every purpose. Included are plate, ¥ 
lever and pin tumbler types engineered especially for use (Cana 
on wood or metal office furniture. Ease of installation and onl 
positive locking security are two of their proven assets. good | 
run, h 

“Mo: 

that . 

arounc 

. . . merch 
Distinetve Flardware... o- 
ALL FROM ] SOURCE Pc wale). Fy Ge eel a 4 The t 
PULLS, LOCKS, LABEL HOLDERS, countr 
CASTERS, LOCKER HOOKS, COMPANY He a 
HINGES, LIFT HANDLES... ROCKFORD . ILLINOIS peetn 
EVERYTHING FOP OFFICE APPLIANCES rande 
OFFIC 
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On the Canadian News Front 


Our Industry Across the Border 
BY SPECIAL CORRESPONDENCE 


Should a manufacturer take advantage of super- 
market promoti ssibilities in order to gain broader 
sonsumer acceptance of his product—one normally 
distributed only through stationery and office supply 
trade outlets his controversial question sparked 
one of the liveli meetings on record for Hamilton 
Stationers’ Association, mid-September 





Glimpsed at Hamilton 


Stationers Meeting .. . 


Guest speaker sales manager Apsco Products (Canada 
Ltd., Toront e urged retailers to take advantage of super 
market saies pI forts on pencil sharpeners 
2. R. S. Greenw i, Warwick Bros. & Hutter, Ltd Toronto, and 
Lloyd Holder Per C Ltd., Toronto 
3. Bob Nichols, H t with T. K. Stiles, London, and J. §S 
Luckett, Sr., Toront 
4. Fred loke é Ltd., Hamilton, with guest speaker 
J. J. Evans, Ay jucts (Canada), Ltd., Toronto 
Association me¢ harlie Thompson, Stewart Cromer and 
justin Dowd Hamilton 
J. J. (Joe) Evans, sales manager, Apsco Products 
(Canada) Ltd., Toronto, as guest speaker, declared 
there was too trade fear of the supermarkets. 
Independent retailers flourished and made a very 
good living for their owners when they were efficiently 
run, he said 
‘More than hain store expert has admitted 
that a well-n ged independent can run rings 
around a chail yet every now and again retail 
merchants protest that they are in danger of being 


put out of busin: by the chains, the supermarkets 
The truth of tter is independent retailers still 
do more than the total retail business of the 
country 

He agreed the il stationer should show the man- 
ufacture r the value and necessity of marketing his 
Oranded lines thi h regular established channels 


ips 
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aluminum 
chairs 


Aluminum chairs are constantly increasing in pop- 
ularity because of their obvious advantage. It is 
important to you, as a dealer, to include an Alu- 
minum chair in your top lines. 


If you do not have the right Aluminum chair 
line, why not investigate the best—why not in- 
vestigate Fine-Rest? 


Fine-Rest franchises are still available in many 
territories. Your inquiry will bring a prompt reply. 


ALUMINUM SEATING 
17 S$. CHERRY STREET «+ f 
Distiibuler Nermororitan N. a ExPont DISTRIBUTOR 


SAFE & EQUIPMENT WHOLESALERS, 260 &. FIFTH ST., PHILADELPHIA 6, PA. 
EASTERN PA. DISTRIBUTOR 


© se ; 
To ralion 
he 


RON 8,OHIO 
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CONSOLIDATED 


A Complete Line of 


CARBON PAPERS 


and 


INKED RIBBONS 


for all Office Machines 
and Purposes 


RIBBONS CARBON PAPER 
e HECTOGRAPH e GENERAL 

e TYPEWRITER HECTO-SPIRIT 

e MISCELLANEOUS « PENCIL 


MACHINES e PEN 


‘Everbest’” and “Challenge” 
Brands are popular wherever 
Carbon Papers are used. 


CARBONIZED ROLLS 
FOR ALL MACHINES 





Specialists in... 
DEALER “Personalized” 
IMPRINTED CARBON PAPER 











Write for Details & Prices 


CONSOLIDATED 
RIBBON 
& CARBON CO. 


Manufacturers 
ESTABLISHED 1893 
DEP’T D, 2900 W. MEDILL AVENUE 
CHICAGO 47, ILL. 
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but asserted that the full co-operation of the retailer 
and wholesaler with the manufacturer was essentia] 
if this is to be effective and mutually profitable. 

The consumer, said Mr. Evans, still went to a spe. 
cialist to get a prescription filled; to a hardware store 
for real hardware; to a stationer for distinctive writing 
paper or desk accessories. 

“Only a real stationer can fit the pen to suit a hand, 
or present or advise on the correct and best in sta- 
tionery. Some specialists who trade largely in office 
desks, chairs and coat racks do a better job than the 
furniture dealer, once the accepted store for such 
equipment. 

“Yet many commercial and office equipment dealers 
do not care to stock or cater to family or home needs, 
As a manufacturer, we are sure that the re<ailer 
could secure home market sales if he went after 
them—but without this co-operation how can we reach 
this market, except through available channels.” 

Continued Mr. Evans: “If the stationery retailer wil] 
utilize the promotions established generally by the 
chain store displays, they can increase their sales on 
a like basis; the more conscious the buying public is 
of pencil sharpeners, the more the stationers wil] 
eventually sell—this applies to all sharpeners.” 


* * ¥ 


During the discussion period, Stationer George Bos- 
sence, Hamilton, was one of many to urge retailers 
in the association to try some of chain stores’ pro- 
motion and display techniques. Another member, Bob, 
Nichols expressed the fear that the selling of sharp- 
eners through supermarkets might prove to be “the 
thin edge of the wedge.” 

Commented Ted Costain, Costain-Stiles-Langford 
Ltd., London, Ont., one of many out-of-town dealers 
who turned up for the special meeting: “Who’s baby 
is this? If we have been blind enough to disregard 
the home market for pencil sharpeners, a market that 
other outlets have obviously recognized, then we should 
be smart enough to go out and do a better selling job 
on the product. By our own circumscribing we have 
shut ourselves out of the home market; now we should 
take advantage of the preaching of the gospel; not 
just blame someone else for taking advantage of a 
market we overlooked.” 


. * * 


People in the News: Ralph Coates has been ap- 
pointed regional field supervisor for Peerless Distribu- 
tors Ltd., Toronto, with Western Ontario headquarters 
in Hamilton. A. L. Lomas has been appointed retail 
sales manager for the firm in Toronto, it was an- 
nounced by Dorion J. Brisbois, president of the com- 
pany. Chairman of the board, Challenger Corp., To- 
ronto, Edward J. Brisbois has announced the following 
appointments: Ted Szezygiel and Victor A. Wellington 
have been elected directors of CPS Challenger Press, 
Ltd.; William Brisbois, a director of Carbon Paper 
Service Bureau, Peerless Distributors Ltd., and CPS 
Challenger Press Ltd., all of Toronto... . In Winnipeg, 
William C. Borlase, manager of the Winnipeg office 
of Office Specialty Mfg. Co. Ltd., has been elected 
mayor of the municipality of Winnipeg Beach... 
In Toronto, Moyer School Supplies Ltd., has announced 
some changes in its administration. Western divi- 
sional headquarters have been transferred from Saska- 
toon to Winnipeg and will continue under the direction 
of W. G. Bacon. Appointed manager of the Saskatoon 
branch is A. F. Bacon. Each of these appointees has a 
record of more than 25 years’ service with the firm. 


* Aa * 


Credited as one of the most modern office equipment 
layouts in Ontario, the Kingston branch of H. H 
Popham & Company Ltd., of Ottawa, operates under 
the direction of William T. Mills. The firm’s new 
location offers 2300 square feet of floor space plus 4 
full basement for storage. A complete line of wood 
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Display Eaton’s CORRASABLE 
The Miracle Paper Typists Tell Their Friends About ! 


Pucktior 


to discover that there’s a typewriter paper 


with “magical” erasing quality. Secretaries, stenogra- 
phers, authors, business managers, spread the good 
news No more worrying over typing errors, no more 


Eaton’s Corrasable is cleanly erasable 





EATON 


PAPER CORPORATION 
PITTSFIELD, MASSACHUSETTS 


ent display in minimum space (that leads 


r) there’s nothing can beat this conven- 





( sable Bond. Easy to sell. because of 
Corras tstanding erasing qualities — because 
so mal e know Eaton’s name and quality. Easy 
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Self-Selection Unit holding 18 packets of 





. with an ordinary soft pencil eraser.” 

Tell your customers about this boon-to-typists paper. 
Let them try it right in your store. You can instantly 
build good volume in packets this way, and create 


many good “repeat” customers for reams. 






— 


/¢™ l/ » 77] 






P SATO 





a 


to handle when you feature these packets this modern 


merchandising way — in space-saving, self-selection 
selling units. Ask us for complete information about 
this tested Self-Selection Unit. 

Feature Eaton’s Corrasable Bond. It’s the brand in 


demand and it builds repeat business. 
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You sell a lot of ... 


tomer Satisfaction 


when you sell quality-built 


JASPER CHAIRS 


Shown here are three styles from the new “Series 
300”-—among many new Jasper Chair Company 
styles that brought dealer acclaim at the Chicago 
show. Here are examples of smart modern de- 
sign... for your customers who insist on wood 
chairs for character and warmth. Offered in oak 
or solid walnut. Other styles are upholstered in 
your choice of genuine leather, or sturdy Nauga- 
hyde in many colors. 


Cash in on the customer-appeal of quality-crafted 
Jasper Chair Company chairs! Why not send for 


literature and facts today! 






‘*The RIGHT Chair 
at the RIGHT Price’’ 





Write for Literature 
and Prices on 
Newest Styles in 
JASPER CHAIRS. 











Jasper Chair7 


JASPER, INDIANA 


REPRESENTATIVES: Geo. A. Litchfield, Sales Mer. 








Fred & George Cc. Deutsch W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
(Southwest) 7207 Northaven Rd. 666 Lake Shore Dr. 385 Madison Ave. 
Dallas, Texas Chicago. Ill. Space 844 New York, N. Y. 
James S. Fowls, (Southern) R. A. Browne, (West) Jack S. Doran, (Northwest) 
327 Sunset Drive, North 2925 Revere Ave. 538 E. 9lst St., 
St. Petersburg, Flérida Oakland, Calif. Seattle 5, Wash. 
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ffice furniture, filing equipment, stationery, 
and business machines is provided 


The store | an attractive front with very large 
' permitting full-view display of two 


package ffice furniture layouts. Company policies 
stressed constant emphasis on service, imme- 
ite delive given any item even to a single 
encil—as the privilege is not abused by the 
eustomer; « lete line of stock, with emphasis on 
lesign and quality; maintenance of a co-ordinated 
sales program from the head office in Ottawa; steady 
promotion introduction of new trade products. 
Most recent lition to the staff is W. Wallace Muir 
s general manager. He was formerly general organ- 
zation planni manager in the overseas operations 
vision of Ford Motor Company of Canada. 

> a 
Busines vant and need a workable system of 


retail price maintenance legislation for the worthy 
irpose of assuring an ethical distribution of goods, 
provision of three fundamental con- 

and legal means whereby manu- 


vyhich mean 


iitions a 

facturers otect the ‘reputation equity’ in their 
goods; (b onable markup and the chance for a 
reasonable to all wholesalers and retailers who 
andle thos is; (c) an opportunity for the con- 
mer to | the goods he wants, under labels he 
knows, at prices that offer established values while 
penly contai provision for fair profit to all 
vels of the tribution system necessary in bringing 


their attendant services to the market 


So declaré Lordly W. Jones, president, Stationers’ 


lild of ¢ Inc., in an open statement to the 
‘anadian trade this month. The Guild is currently 
ngaged it king a drive to impress the Canadian 


the necessity of a return to “a 
rkable RPM law.” 

ruild president: “All thoughtful business- 
nen should share the clear and present responsibility 
inderstanding and broadcasting the 
with resale price maintenance to the 


that unfounded suspicions will be allayed and 
it the proper place of profit in business will be 

iversally ierstood.” 

7 ¢ 8 

In the ¢ capital city of Ottawa, other office 
ipply trade rticipants were quick to add their own 
feelings in e matter. Said Arnold Powis, Powis 
Brothers Lt The principle of price maintenance 
; definitely needed to assure the survival of the small 
sinessn RPM is a boon to buyer and seller alike: 
he buyer k vs when buying a price-maintained 
cle that getting full value for his money; 
for the retail a price-maintained setup assures a 
roper mal profit. You are not hesitant to 
iote a price for fear of your opposition underselling 


Said Abe Levine, Ideal Stationery & Office Supply 
ympany RPM is a good thing for the consumer; 


der it he fair price all the time. Now, he 
esn’t kn ther he is being charged a fair price 
not, witl much variation. When he is burned, 
comes back to the retailer and he won’t get much 
tisfaction {f any retailer who would resort to 
actices like that.’ 
Comment ten Reiner, B. Reiner & Company: 
Through RPM ‘ould meet chain store competition; 
vithout it store price-cutting makes it almost 
mpossible npete on lines which they also sell.” 
Said Harold B. Wyman, The Davis Agency, bluntly 
The legislat which makes resale price mainte- 
lance illes Canada is destructive of protection 
r all three ies concerned, the consumer, the re- 
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There’s always 
a market for a good | 


There are always ready buyers looking for 
good IDs. And here is one ID that office furniture 
buyers know is valuable—the ID seal on every 
Indiana Desk. 





By means of national advertising—in pub- 
lications, by mail, and by other resultful media 
—Indiana Desk has educated buyers of office 
furniture to respect the ID seal as a symbol of 
superiority and quality. 


This is one big reason why you will sell more 
desks when you advertise, display and sell the 
ID seal. 


If you are not now carrying the famous In- 
diana Desk line, we'd like to tell you our story— 
a real profit story for you. Write us for informa- 
tion... today! 


IANA ; 


39 80, = 


JASPER, INDIANA 
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the 
incomparable 
posture chair 


value 


CUSH-O-JUST BACK REST 


GIRDER BUILT SEAT 


x COMFO-CUSHION 


ER GUARDS 


. » FINGERTIP ADJUSTMENTS 
7 - CASTERS 


METAL-LUX 
Clerical Posture Chairs 


Here is the new standard 

by which posture chair value 
is measured. METAL-LUX 
features and price add up to 
easy selling. If you haven’t yet 
shared in METAL-LUX profits, 
get the full details now 


The complete 
METAL-LUX Chair 
line is described 
in Catalog M-101 
Write for it 


MILWAUKEE METAL FURNITURE COMPANY 





101 N. Campbell Ave., Chicago 12, Til. 
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tailer and the manufacturer—when I’m sure the inten. 
tion was the opposite.” 


o * * 


Among recent trade deaths: Edward Newell, chair- 
man of the board, Dominion Envelope Company Ltd. 
Toronto, Sept. 16, in his 78th year. He founded the 
business in 1907; Charles F. Blanchard, founder, 
Blanchard Stationery Company, Winnipeg, Aug. 2]. 
at the age of 78. He had retired officially in 1942 
and had devoted a life of service to the industry; 
James Sutherland, C. F. Dawson Company Ltd, 
Montreal, widely known throughout the stationery 
trade in Canada. For many years, he was formerly 
connected with the firm of T. J. Moore & Co. Ltd, 
Quebec City, later taking over ownership and man- 
agement of the Montreal firm 


* . 


Carl K. Solnick & Company, Toronto, is one of the 
latest to join the ranks of the wholesale stationery 
and office equipment supply trade in Canada. The new 
company is Canadian distributor for the Prince stand- 
ard stapling machine and the Princess two-hole stand- 
ard punch, as well as other lines 


Plans are in the making for the annual Oyster 
Party to be conducted by the Quebec Stationers’ Asso- 
ciation in Quebec City, November 3, one of the social 
highlights of the Canadian trade each year. This year 
the committee in charge of arrangements will be 
headed by Pat Lane of P. J. Evoy Ltd., Louis Chabot, 
Librairie Chabot, Enrg., and Marcel Brisson, Librairie 
J. A. Parent, all of Quebec City 


* * * 


ViISIrecord of Canada, Ltd. has appointed Frank J. 
Marriott as manager of their Hamilton, Ont. branch. 
He has spent several years in the business equipment 
field. . . . Moore Business Forms, Ltd. has appointed 
F. C. Cunningham as sales supervisor of Southern 
Alberta district. He succeeds D. M. McCloy who has 
been transferred to the company’s head office in 
Winnipeg 

~ - > 

Strictly Progressive: Angelo Mauro, Port Arthur, Ont. 
has opened a variety bar in that city featuring a wide 
range of stationery and greeting card lines. ' 
Wright’s Gift Stores, Windsor, Ont. who specialize in 
stationery and card lines, have opened a new store 
on Lincoln Rd. in that border city. . . In New 
Toronto, Ont., C. Courier & Son have opened a new 
school supplies and stationery store on Lakeshore Rd. 

. Knights Bindery Ltd., Calgary, is now operating 
under the name of Knights Stationery & Printing 
Company Ltd. Firm has developed its retail, com- 
mercial and social stationery divisions, opened several 
years ago, into a modern and attractive stationery 
store. The president is W. T. Knights. . . . In Kitchener, 
Ont., Charles Cooper, well known in the office equip- 
ment field there for the past 20 years, has opened 
his own business. . . . Victoria Paper Co. Ltd., Sud- 
bury, Ont., has purchased the business formerly known 
as Northern Paper Supply Company. Company is 
associated with Mid-West Paper Company, Winnipeg. 


Appointed manager of retail sales for National Ad- 
hesives (Canada) Ltd., Toronto, and its subsidiary, 
Stuart & Foster Company Ltd., is Norman Riley, 
formerly vice-president and general manager, O’Cedaf 
of Canada, Ltd., Stratford, Ont 


T. G. Conoley, 54, a director of the stationery firm 
of Dawson Bros. Ltd., Montreal, died recently. He had 
joined the company in 1922. He was also president of 
the Montreal Executives’ Association 
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Wie keeps in step with dealers’ needs 


Ever feel you're getting left . . . that nothing’s 
right between you and the manufacturer who sells you his line? 
You can’t get him to hurry with stock you promised 
a customer. Or to give you special packing, or an imprint, or information 
that means a great deal to you. He won’t cooperate 
- » and you get shoved out of step in the profit parade. 
Maybe by other manufacturers ... not by WRITE! 


WE HELP YOU PUT YOUR BEST FOOT FORWARD 


WRITE knows that a dealer often needs more than stock. We take the time 
to think about your problems. We believe it’s 


good business to help our dealers stay efficient, obliging, up-to-date. 


Try our excellent line of carbon papers, 
typewriter ribbons, Typ-Rol type cleaner . . . try our service 


to dealers ... and see how we earn our good will. 


> 
write Ask us today for full information 


o 
incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. © Factory: BRIDGEPORT 2, CONN. 
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Credit And The Wise 
Office Appliance Retailer 


g THE OFFICE APPLIANCE vendor is in a peculiar 
gards the extension of credit. Dealing as 
Main Street merchants and business 


position as ré 


ne does witl 


firms, credit would not seem the unmitigated head- 
ache that it so often unfortunately turns out to be. 
Here, however, are some ideas which are entirely 


feasible and practical when it comes to the wise and 
judicious extension of credit and the collection pains 
associated therewith 

Consider for example, one office appliance merchant 
who asks each firm making purchases on credit to 
list on a card the name of the company bookkeeper 
y treasurer. Then each month this office appliance 
neern has prepared a letter bearing the photograph 
f one such bookkeeper or treasurer. Underneath the 
photo and identifying caption appears a list of items 
for the keeping of books. New items and 
new products for the bookkeeper appear on each 
month’s list. A commercial photographer takes one 
photo of a bookkeeper or treasurer and the individual 
ncerned receives $3 for posing. 


neccessary 


Avoids Embarassment 

At the bottom of the monthly letters is typed in a 
statement , “Our books show that you owe us 
$ This may be an oversight on our part but 
we have not credited you with payment. Will you please 
heck YOUR books and advise us?” 

In this fashion where payments are not made as 
agreed, the bookkeeper or treasurer receives this unique 
letter which is both a collection effort in effect and an 
informative and entertaining piece of literature at one 
and the same time. There is no possible embarrassment 
when using this appoach. 

Another office appliance dealer has a little different 
method of insuring prompt payments of patron ac- 

unts. Every firm or individual who has made pur- 
hases on credit for one year or more and who has 
proven ‘‘on the dot and dependable”, receives a “credit 
Honor Roll Certificate suitable for framing. This cer- 


sucn as 


tificate is signed by the office appliance firm heads 
and states that “John Doe And Company” are a valued 
ustomer of “Mutual Office Equipment In Fine Stand- 


ing for the Year 1952”. New certificates are sent out 
yearly and are highly prized by many a concern. 


Bonus for Promptness 


Still anothe fice equipment concern sends out a 
letter to all credit purchasers, headed: “Want To Make 
A Fast Buck The letter goes on to explain briefly 


tha+ 
al 


Ip aS agreed 


every user of credit whose account is fully paid 
vith no delinquance noted, will receive 
Thanks f Being Prompt” card worth $1 on any 
ture purchase amounting to $15 or more. 

Such accounts must run for at least three months 
payments must be involved before 
earned. For school teachers, phy- 


1 at least three 


this dollar can be 


sicians, police city officials who use credit on oc- 
asion, this lecided incentive in the interest of 
prompt payment 

On the other hand, at least one office equipment 


lealer realize many individuals and small firms 
who are just getting started or who have encountered 

rses, May on occasion get behind with 
When considerably delinquent, these firms 
receive a frank letter from the office equipment firm 
saying in effect, “We share your business and we want 


business reve! 


payments 


) share youl isiness headaches. Tell us when you 
Delieve you n pay us and you'll find us willing to go 
along on any reasonable basis for settlement.” 
A return tage paid by addressee” envelope is 
‘losed so that firms and individuals can state when 
ey belie ship will come in” and they can 
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the world’s most wanted office chair 


EXECUTIVE POSTURE CHAIR 


Proudest office possession of top management 
throughout American business...the 
MILWAUKEE Executive Posture Chair 

a triumph in custom-quality, healthful 
posture seating, unsurpassed for luxury and 
distinction...a gilt-edge investment 

in lifetime, fatigue-proof, individualized 


comfort and well-being 


For a full d n of the 
Executive Posture Choir and for 
4 hundreds of other distinguished 
wood chairs, see the complete 
MILWAUKEE Cotalog 


@ 





THE MILWAUKEE CHAIR COMPANY, Milwaukee, Wisconsin 
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WORDEN 


Furniture 


For Comfort, Pride and Efficiency 


aw 





No. 252—52x32” 
For Space Where the 60” Desk is Too Large 





No. 260 O.H. with Overhang Top 
66x42” Desks with Tops up to 
72x48" for Executives 


Investigate the patented ‘“Secra- 
Type” desk manufactured only 
by us. Catalog & price list avail- 


br able to dealers. 
e 


Worden Company 


P. O, Box 805 ° Holland, Michigan 
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make payments once again. No explanation is soliciteg 
which saves embarrassment all the way around. But, 
the letter does ask that the concern or person be frank 
in giving a payment date and try to hold to the dats 
agreed. 

In this way many concerns receive the equivalent 
of a much needed “breathing spell” and once they 
are in a position to make payments, often become gq 
steadfast and highly valued office equipment customer 

In another instance, an office equipment merchan- 
diser selects each month one item which has just 
emerged from testing by manufacturers and is avail- 
able for business concerns. This product is described 
in a few terse words. At the bottom of the letter ap- 
pears the typewritten notation, “Your balance to date 
is $......... Why not try one of our ‘newcomers to the 
business product world.’ Send us a check for your 
balance to-date plus the cost of the new product and 
do so before our limited supply is exhausted.” 

It will be noted that the majority of office appliance 
firms avoid stereotyped credit and collection letters 
which do “offend.”—RCH 





New England Travelers Club Notes 

About 25 golfers journeyed to the Marlboro Country 
Club on September 16 for the annual Travelers Club 
fall tournament. Golf was followed by a cocktail 
party with Mrs. Walter Concannon, Mrs. Russ Par- 
quette and Mrs. Ed Stockwell as hostesses. 

Following dinner, 41 sat down to the 25th anni- 
versary dinner. Among the guests were Regional Gov- 
ernor and Mrs. Phil Rooney and charter members 
Herb Blizard, C. J. Worth and Mrs. Worth. 

Credit for the success of the affair goes to Mr. & 
Mrs. Walter Concannon, at whose club the party was 
held, and Dave Kier, golf committee chairman. 


~ + a 
Moving Season 


James J. Doody & Sons have a fine new store at 
670 Chapel St., New Haven, Conn. This store is not 
only considerably larger but permits of much more 
effective display of merchandise. It’s located right 
in the heart of the business section, just across from 
the municipal office building 

~ - * 

Ronald Daley has moved into a beautifully appointed 
store that gives him considerably more space than 
he had. The store is just a few doors from his pre- 
vious location so customers will find it readily. The 
new address is Ronald C. Daley, 156 Grand St., Water- 


bury, Conn. 
. * - 


Sterling Office Supply Company (John Bellino) has} 


found it necessary to take additional space on § 
Champlain St. Nothing fancy but a good location for 
receiving freight and reshipping. The new organiza- 
tion has made real headway during the summe 
season. 

_ = _ 

McQuesten’s, formerly at 305 Market St., Lawrence, 
Mass., has moved to larger and more modern quarter 
at 341 Merrimack St., Lawrence. No doubt this is 4 
“oo ahead” organization, this being the third time 
has outgrown its previous quarters. Congratulations! 

- 7 + 

Smith’s Stationery Store, located for years on Massa 
chusetts Ave., Boston, has really outgrown the ol 
location. On October 1 it moved into a new home @ 
219-221 Massachusetts Ave., changing its name @ 
Smith’s Photo & Stationery Store. To Hy Smith 
genial owner and right nice guy, and his son-in-la¥, 
Mr. Lamb, the camera supply expert, go our bee 
wishes for their continued success. 

Taken from NET Club New 
edited by John F. Nacklq 
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Illustrated above is our red genuine Pressboard 
Binder Cover made also in grey and black Press- 
board. We can furnish this cover in genuine tan 
Smeadfibre - embossed Leatherette grain finish, 
which gives it a two-tone effect. Our binder cov- 
ers lend themselves well to embossing on the front 
in all 


of the cover and are carried in stock 


popular sizes. 


These binders are equipped wtth 8%” C to C 
s with 3” prongs and are made with extra 
strong long-wearing full cloth hinge for hard 
active service. These binders can also be furnish- 
ed with scored hinge where the activity of the 
binder is not as great. This is an ideal binder 
cover for orderly arrangement of inventories, re- 


fastener 


ports, notes, proposals, pricelists, etc. 


NO. 10-19-52 
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We have artists and engineers to take care of 
your unusual requirements for specially design- 
ed covers. Consult us on your next job for 
special sketches and samples. 


THE Smead 


MANUFACTURING CO., INC. 
HASTINGS - MINNESOTA 
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The KWIK-TWST Sales Dispenser is 


an effective sales stimulant. It is com- 


pact, colorful, and contains 24 drills, 


templates and instruction sheets. 


Order yours today! 


THE d 
Gite ~MANUFACTURING CO., INC. HASTINGS, MINNESOTA 


























J. K. LASSER’S 


“Business and 
Tax Record” 


bookkeeping 
ill business 
» and proof 
tax deduc- 


A complet 
set-up for a sm 
plus expert he 

to substantiate 


tions... 

@ General Business Record 
of Income and Expenditures. 
@ Nine detachable sum- 
mary forms attach to 
tax return 

e J. K. Lasser’s complete, 
10-page Tax Saving Guide. 
@ Post card that brings 
32-page 1954 tax fact Sup- 
plement plus filled-in sam- 
ple forms LIST 


$5°5 


PRICE 












NEWSPAPER MATS 


OFFICE APPLIANCES, November, 





J. K. LASSER'S 


“Individual Income 
and Tax Record” 


Helps lower personal taxes 
by providing record keep- 
ing forms designed by the 
man who “‘wrote the book’’ 
about Tax Form 1040. 


Also provides needed _— 
for Internal Revenue Serv- 
ice inspection. In addition: 
e J. K. Lasser’s complete, 
10-page Tax Saving Guide. 
@ Post card that brings 16- 
page 1954 tax fact Supple- 
ment plus filled-in sample 
forms. 

@ Tax return schedules on 
detachable sheets to be torn 
out and attached to a tax 


return. LIST $5°5 
PRICE 


1953 


ADS IN NATIONAL 
BUSINESS MAGAZINES 


J. K. LASSER'S 


“Payroll and Em- 
ployee Tax Record” 


For the small business- 
man: 

@ Complete 52-weeks’ rec- 
ords for 40 employees. 
@ Weekly summary of em- 
ployees pay and the in- 
dividual records are both 
visible at the same time. 


@ Flap out for monthly 
payroll summary. 
@ Individual records loose- 
leafed. Weekly payroll 
forms wire bound. 


e AJ. K. Lasser Tax Sav- 
ing Guide giving facts on 
payroll taxes, deduction 
tables, government re- 
port filing instructions. 


NATIONAL 


BLANK BOOK Co. 
HOLYOKE, MASS. 





J. K. LASSER’S 


“Tax Diary and 
Appointment Book” 


A beautifully bound ap- 
pointment calendar plusa 
complete checklist of pos- 
sible business expense de- 
ductions with space for 
names, place, amount etc. 
In addition: 


@ A concise text showing 
how to get maximum al- 
lowable deductions— what 
home costs are deductible, 
best way to handle travel 
and auto expense, what 
can be deducted by sal- 
aried employee or self-em- 
ployed professional, etc. 

@ Section for deductible 
personal expenses — con- 
tributions, medical, sales 
tax, etc. LIST $5°5 

PRICE 
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Please send Sales Display Kit LA-54 
and the following items: 


WINDOW Quantity 
AND 

COUNTER Business and Tax Record No. 34-251 oeceee 
DISPLAYS 

' Individual Tax Record No. 34-252 evccce 

| Payroll and Tax Record No. 34-250 coccce 

t Tax Diary No. 03-100 coccce 

PERMBcccocccccccccccsccsveeeees eecccccccece 

1 COMPGAY.cccccccccccsccecescccess eeeccccce 

I AGB ccccccosoccsecescesees ccccccccccoce 

217 





Se ee ee 











_ y 

raditionally EARLY AMERICAN ane 

« . © * ‘ 
Inspired by a chair in the Governor's Palace at Williamsburg, Virginia Hee 
this new Early American Series will make a perfect choice for your 
customers who desire the touch of colonial craftsmanship in their office. v 
4 ins =o N.C 
These two new designs, the No. 1526 Executive Chair and the one 

, ina ieee ar 
companion No, 1525 Side Chair reflect all the grace and leisurely up | 
comfort of Colonial America. ried 


Sati 


Strong, sturdy with that graceful slender look, they have captured me 


all of the beauty, charm and dignity of the fine traditional cabinetmaking 
of the colonial era. 

R 

Let us send you the complete details of this popular new series. com 
Write today, for the new Johnson Business Chair Catalog. cluc 
San 
nex 
gor 
com 
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JOHNSON CHAIR COMPANY l 


full 
4401 W. North Ave. Chicago 339, Ill. 
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News Notes from NSOEA District No. 4 


@ E. HILBURN, CORRESPONDENT 
». ©. BOX 2835, GREENSBORO, N. C 


Picked up a Greensboro paper one night recently 
and turned t ige one, the sports page, natcherly, and 
bumped sla! to the picture of one of our dear deal- 

‘+s down Atlanta way, Carl Tidwell, Sr. shown flingin 
a bowling ball. There was a nice long article about 
Carl's prowé is a bowler. The occasion was the 


Greensboro Open Duck Pin Tournament and as Carl is 
the “National Prexy,” that’s what the man called him, 


e) 


he was ther ipervise the goings on. 

However, not to be content with being top man of 
the nation’s duck pin busters, Carl entered himself in 
the tournament, too. Never did learn how he came out 


but unless he was “off his feed” he was well up in the 

top bracket. Didn’t know you wuz the National Prexy 

Carl—congratulations 
+ . * 

Hinkle’s Book Store, Winston Salem, N. C., has just 

about completed the new downstairs store and believe 


= Ff 


me it is going to do wonders to the place. Mr. Hinkle 
tells me it is Pete and Taldmadge’s baby and he has 
had nothing to do with its planning or execution. He 
‘ouldn’t have anyway because just about the time it 


was getting under way he up and joined our “hernia 
lub.” This particular club is growing every month, it 


seems, but I wouldn’t recommend it to my worst 
enemy. The itiation” is very rough and the dues 
sometimes eve rougher 
- = * 
Any of you ys, besides Joe Maura, heard about 


Arne Skagseth, of Skagseth’s, Miami, going to hell? 
Awright—awright, you don’t have to take my word for 
it. Just ask Arne. He did it and he is glad and he is 





back—from Hell, Norway, that is. 
* ” » 
Jim Hearn, for many years with Hardy Office Supply, 


1 Charleston, S. C., and then with “Uncle,” is now with 
Earle’s Office Supplies in Salisbury, N. C. as store man- 
eer. Since Mr. Earle’s retirement Gordon has needed 
lore time outside so Jim will fill the bill as “inside 
nan” very well indeed. Nice to have you as a “Tar 
mi Heel,”” Jim 
Nu * 7 * 
Ice Well sir le Ed Gunn, of Ed. A. Gunn, Reidsville, 
N.C., finally t so old he couldn’t run fast enough and 
e of the opposite sex, name of Virginia Jackson from 
el ip Lynchbu1 Va., way, talked him into getting mar- 
ried. This happy event took place in Lynchburg on 
Saturday, September 26. Congratulations Ed and let 
ne v n there is anything else to report. 


~*~ 


* ” * 


Rowan Printi Company, Salisbury, N. C., has just 
es mpleted a beautiful new furniture display room, in- 
luding a swanky air-conditioned office for the “wheel,” 

Sam Plexico. It is located in the rear of the store so 
- next summer! 1 members of the traveling gender just Write for full information con- 


| goright on back and run Sam out and make yourselves cerning the new Victor desk stapler 
; minete thi, —today’s best value in stapling 


machines. 





- > 
Smith Print Company, Lenoir, N. C., has com- 
ted the nev les room, having added about 40 feet IMMEDIATE SERVICE 
the rear store and moved the office back. It 
loesn’t look like the same place and should do much to 
rease sale They expect to have a formal opening 


King Office Supply Company, Lincolnton, N. C.’s first MANU FACTURING 

l] is ffice ipply firm, opened its door to the 

n ~~ Jean and Sam expect to take COMPANY 

ire of that ( )ffice supply needs as well as gifts. 00 East 95th Street Chicaaco 139. Illinoi 
They have ry nice place and ask that all the 


AT ATTRACTIVE PRICES 


WAL 
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(11 | Sell Weldon Roberts Jet Erasers by the 
handfull to your Christmas trade! Use this 
Jet display card with your display of greeting cards as a 
powerful reminder that Weldon Roberts Erasers will cor- 


rect the mistakes people always make in addressing greet- 
ing cards—and in all kinds of writing all year ‘round. 


Sell Jets and all other Weldon Roberts Eras- 
ers as ideal gifts to put into Christmas stock- 
ings—to tie onto Christmas trees. School students, artists, 


office workers, will welcome Weldon Roberts Erasers as 
thoughtful remembrances for year ‘round use! 


JET ERASER 


Convenient cylindrical 
stick eraser in attrac- 
tive transparent plastic 
holder. Top unscrews 
so eraser can be moved 
outward. Red rubber 
for pencil erasing, gray 
rubber for ink. Pocket 
clip style for general 
use. Brush whisk style 
for typists. Refills 
Tops for typing, ac- 











counting, drafting, 
professional and stu- 
RUBBER CO, HEWARK. MoU 8 « dent use 
400 ARTEX PF area ir 4 







ARTEX 400 
PRACTICAL ORAWING 
liiddon Roberts Grassh 


MADE 1 NEWARE, GEA 


Soft, smooth, white rubber 
eraser for pencil work, draw- 
ing, drafting. Handy, bias- 
beveled shape. Sharp edges 
and ends for erasing fine line 
work; broad sides for clean- 
ing. 








Write now for Illustrated Price List 
WELDON ROBERTS RUBBER CO. 


365 Sixth Avenue Newark 7, N. J. 
World’s Foremost Eraser Specialists 


Euranwu> 


Correct Mistakes in Any Language 















a 





ae 


220 








travelers come by and see them. You manufacture, 
may as well take note too and send ’em catalogs. 


- . * 


Knoxville, Tenn., comes forth with another ney 
office supply firm going under the “handle” of Fa 
Office Supply Company. Frank A. Rose (that’s where 
the FAR comes from) is the proprietor of this one. He 
comes from many years with Ben Edmondson in Nash. 
ville. Frank expected to open about October 1 but the 
guy who gave me this information failed to include 
the exact address. Oh well—youse guys will find him 
anyway. 

Things are a poppin in Augusta, Ga., again. I hadn't 
even heard that Miss Irene Morris had withdrawp 
from Augusta Office Supply and opened a place of her 
own, Morris Stationers, when I learn that she has sold 
out to that fast-expanding firm in Atlanta known toa 
few folks as Ivan Allen Company. Miss Morris wil] 
remain as store manager. This now gives Ivan branches 
in Augusta, Macon and Gainesville, Ga., together with 
Greenville, S. C., and Athens, Tenn. If that pace keeps 
up much longer we will have the largest office supply 
firm right here in our Fourth District. 


* * ” 


Now comes Greeneville, Tenn., with its first ful] 
fledged office supply store. Miss Barbara Alexander, for 
many years a “Government” girl in Washington as 
secretary to Senator McKellar, and more recently to 
Senator Russell, expected to have the formal opening 
of the Greeneville Office Supply Company, 107 E 
Church St., about October 15. She has a bright new 
store in a good location and should do well. Welcome 
to the fold, Barbara. You manufacturers and travel- 
ers can now place Greeneville on your dealer map. 


* + 7 


The following gentlemen(?) will NOT be afforded the 
usual “many thanks for your kind contribution” this 
month because they were all conspicuous by their ab- 
sence from the contributing scene, to wit: Groceries 
Tompkins, Inky Jackson Lydiard, Jack Miller, Bill Boyd 
and Joe Maura. If I hadn’t just “happened” to run 
into Johnny Floyd a few days ago this so called column 
would have been 100% ye scribe’s. First thing you guys 
know, I’ll be plopping this thing in one of your respec- 
tive laps and having the pleasure of watching you 
squirm trying to get it out. Nuff said??? 


Huncan Dines Again 


Along towards the beginning of this portion of the 
column I mentioned Joe Dales Cellar in Birmingham 
for one of, if not the absolute “tops” in a steak. | 
haven’t changed by mind one iota about Joe’s but for 
the benefit of you travelers who don’t cover Birming- 
ham, or Montgomery (he has a branch there). 

Joe has recently opened a beautiful new restaurant 
in the basement of the Imperial Hotel in Atlanta. He 
has the exact same set-up he has in Birmingham com- 
plete with open charcoal spit for broiling steaks su- 
preme. Together with a very distinctive salad, not & 
mention various liquid appetizers, Joe Dale’s will make 
your evening’s dining pleasure one long to be remem- 
bered. The Imperial, just in case some of you are nol 
too well acquainted with Atlanta’s “winding road” lay- 
out, is located at the intersection of Ivy and Peachtree 
Sts. Bye now. 





Felt & Tarrant Appoints Lentz 

John Lentz is the newly-appointed Chicago district 
sales manager of Felt & Tarrant Manufacturing Com- 
pany, succeeding Norman Niemi who resigned. M! 
Niemi will announce new plans shortly. Mr. Lent 
formerly of Chicago, has been manager of the com- 
pany’s St. Louis office. He will also be in charge @ 
the Chicago Comptometer School. 
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Model 65 
Executive Armchair 
by Harter of Sturgis, 
Michigan. 


Deep seat and back cushions of U.S. 


} Koylon Foam Cushioning give 

be ° ° ° 

} ( j t luxurious comfort to this Executive 

aX Armchair by Harter of Sturgis, 
OAM Michigan. Yes, this most modern of 


seating materials adds “big chair’ 


Cishe j ease to the clean, graceful lines of 


this fine office furniture. 

And U.S. Koylon Foam Cushioning 
is known for durability and economy, 
too! It brings all the comforts of 
home to busy office living. 


@® UNITED STATES RUBBER COMPANY ® Rockefeller Center « New York 
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MODEL 24-H 
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This new, adaptable line of Harter pos- OA TrAd 
ture chairs has the right model for every 


{* 


\ Sol 
La No 
be! 
: wp , Tr 
will have full measure of traditional Harter quality. An 


° , ° _ a 
Basically, the line consists of five seats, two backs LI 0 D Cc iD = 

r . . . as 

and five bases. You can specify the combinations to in ri n _ n Ink 
pal 


fit exactly the needs of your customers. 

POSTURE CHAIRS Co! 
an\ 
wa, 
V1S) 
HARTER CORPORATION, 1125 PRAIRIE, STURGIS, MICH I 
poy 
Fili 
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office budget. You can compete in every 


price range and still have confidence that every chair 


STURGIS, MICHIGAN 





























In and Around Eighth Region 


With Midwest Travelers 


BY E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO. 


John B. Brain Jr. of Omaha, Nebr., governor of Dis- 
trict No. 8 NSOEA, and Tom Seward of Speed Products, 
president of Midwest Travelers Club, held a meet- 
ing at the Conrad Hilton Hotel during the national 
convention to formulate plans for the regional con- 
vention in Tulsa next April. 

Committee chairmen were appointed as follows: 


DEALERS 

General chairman—Ray Baldwin, Gallup Map & 
Stationery Co., Kansas City, Mo. 

Arrangements and publicity—George Constantine, 
Palace Office Supply, Tulsa, Okla. 

Hotel—Floyd Marshall, Marshall Office Supply, Tulsa. 

Program—Don Brix, Brix Printing & Stationery, 
Tulsa 

Registrati 
Tulsa 

Speakers—Homer Lay, Duke’s, Inc., Wichita, Kans. 

Reception—Ted Warkentin, Southwestern Bank & 
mpany, Lawton, Okla. 


J. A. L. Haney, Eastulsa Office Supply, 


Stationery C 


TRAVELERS 
General Chairman—Lee Gamel, Bates Manufactur- 
ing Company 
Publicity Dave Neuhaus, manufacturers’ repre- 


Art Carrow, Speed Products Company. 
Registration—Bill Cromwell, Eaton Paper Company. 
Reception—Scott Parnham and Jack Kern, manu- 

facturers’ representative. 

Entertainment—Dan MacDougall, Stationers Loose- 
leaf Company; Bill Strong, Bates Manufacturing Com- 
pany 


sentative 


p—Jimmy O’Brien, Boorum & Pease Com- 
pany; Bill Pickering, Eberhard Faber Company. 
Ladies—Al Perry and John Chowning, both Car- 
penter Paper Company. 
There will be a pre-planning meeting of the sta- 
velers of District No. 8 in Kansas City 


$3 . na 
ioners ana 


1 November 6, 7 at the Muehlebach Hotel. 

+ * . 

Those interested will find enlightening reading in 

e storie Northwest Travelers-Twin City Sta- 

ioners golf outing held in South St. Paul on Septem- 

ber 1, which can be found elsewhere in this issue; 

lso of the hly successful formal opening of the new 

ffice fur department of Farnham Stationery 

d School S Company, of Minneapolis, Minn., 

which is I room of unusual size, beauty and 

acticabili ere are very few comparable displays 
— 

It was my d fortune to attend the golf outing at 


South View Country Club, St. Paul, Minn., of the 


Northwe I elers-Twin City Stationers on Septem- 
ber 1, where I was happy to find a few other Midwest 
Travelers meeting with our fine northern friends. 
Among those attending were: L. R. Addington of Art 
Metal Construction Company; Herbert J. Walsh of Ace 
Fastener Corporation: Austin Waterbury, The Carter’s 


Ink Company, and Vie Lydon of R. B. Valleau Com- 
pany. Unfortunately Fred Schaefer of Sanford Ink 


Compa Ni inable to be present. Fred rarely misses 

event of the Northwest Travelers. Bob Valleau 

is at | valescing from a very recent hospital 
visit and could not attend. 

It was very d to see up there, one of our very 

popular, old-t members, Larry Goodhand of Oxford 

Filing Supply Company, whom I have seen only rarely 


n recent yea! 


Larry now makes his permanent home 
nesota, where fishing is the chief sport, 


in > e+} As 
4 norunern I 
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f as t PLUS EXCISE TAX 
accurate 


Mechanical Features. . . 


Front Paper Stop assures accurate registration. 

. Automatic Roller Release eliminates smudged sheets. 
. Automatic Counter counts only printed sheets. 

Open Drum—self-contained, internal brush inking. 

. Automatic Feed — positive action. 


Selective inking by means of our ink dispenser. 


NO PREY > 


Paper Pusher is automatically lifted and carried back 
to feeding position. Eliminates lint on the stencil. 





LTECHNYGRAPH CO. 


TECHNY, ILLINOIS 
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and he doesn’t travel these more southern areas very 
often. 
. . . 

Suppose almost everyone has heard how Harold 
Hoffman, head man at Smead Manufacturing Com- 
pany, Hastings, Minn., has become an owner and 
shower of fine horses. Harold showed his “span of 
eight” and tallyho at the State Fairs of Minnesota and 
of Iowa. Both his and his wife’s entries carried off 
some ribbons and honors. Between his horses, his large 
farm and the rapid and extensive expansions of hig 
business, Harold has been pretty busily occupied this 
year. Those members of this industry who were ac- 
quainted with Harold’s father, Peter A. Hoffman, wil] 
be happy to learn that “P.A.” is showing fine progress 
in his fight to whip his partial paralysis which struck 
him a few years ago. However, he is still unable to take 
any active part in the operation of Smead. 

oa * 

For the information of you travelers who call on the 
Twin City stationers, it may be of interest to you to 
note that Phil Ackerman, for many years with the sta- 
tionery department of Farnham’s in Minneapolis, sey- 
ered that connection about September 18 to join 
McClain & Hedman Company in St. Paul, as vice- 
president and assistant to Bob Jerue, who relieves his 
dad, Sterley F. Jerue as manager. Sterley is to retire 
for a good rest and relaxation. Our every good wish to 
all the aforementioned McClain & Hedman men for 
their good health, good business and prosperity, and 
particularly to Sterley for a long life of peace and 
contentment. 

* . - 

The St. Louis Office Furniture Association held its 
first fall meeting at noon on Monday, September 14 
which luncheon-meeting was dedicated to two long- 
time members of the office furniture industry in St. 
Louis, Dave O. Row, retired manager of Buxton & 
Skinner’s furniture department, and Walter C. Wiehe, 
ailing manager of S. G. Adams Co., furniture depart- 
ment. 

Joseph Duddy of Skinner & Kennedy Company, and 
president of the local association, presented lettered 
brass plaques to both men commemorating their 
many years of leadership in their chosen field of office 
furniture. Mr. Row was present to receive his plaque 
in person, but Mr. Wiehe’s was given to his son, Jack, 
for him to take to his dad. Walter is convalescing from 
a long illness and felt it inadvisable to attend this 
meeting. Recent reports about his progress are most 
encouraging, however. Many of the men present, who 
have been associated with these two gentlemen dur- 
ing their many years in the local trade, spoke of their 
enviable records and of all they have done to further 
the better interests of their industry throughout the 
years. 

Jack Wiehe, as program chairman, announced the 
next meeting for Monday noon, October 12, with Bob 
Spellman of the WOFI to speak on the value to all 
furniture salesmen of the Institute’s “COPS” plan. 
The November meeting will be addressed by an official 
of NOFA. All visiting dealers and travelers of the office 
furniture industry are invited to bring their purses and 
put their feet under the table with the local gang 
“Dutch Treat.” 





IBM Opens New Offices in Youngstown 


International Business Machines Corporation re- 
cently opened its new offices in a new one-story brick 
and tile building, 105 x 50 feet, at 755 Wick Ave. 
Youngstown, Ohio. Mayor Charles P. Henderson offi- 
ciated at a ribbon-cutting ceremony. 

The building has a glass front, air conditioning, and 
all the latest electronic devices for modern busi- 
ness offices, such as electronic drinking fountains, 
clocks and lights. L. W. Bargar is manager of the 
Youngstown branch.—AK 
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See how Protectall puts EXTRA "push 
behind Americas fastest-selling safes? 


THE PROTECTALL 


. 
: 


vculive 

















You're looking at just a few of the Protectall promotional ideas that are helping sry 
hundreds of dealers reap extra profits on the safes that sell themselves. | ) Aud 
Act e Protectall Safe needs is couraging price tags. . . their handsome, -—__— 
ve 9 Owector Executive 
spa display floor to show you. modern lines. With Protectall, you're 
st-selling safe in America. offering top quality, brand-new styling, nang 
; , unchallenged value, the Underwriters’ kira 
B ered promotional ma- , Hi LY’ were Y 
el Laboratories, Inc. “‘C” label—all the b 
ve will show you even a yams | 
features your customers want! 
lready proved its ability ; = 
into dealers’ stores . . . Get in on the profits, yourself ! ee aay 
Protectall Safes sell Mail coupon for Protectall’s new catalog 
tection of records and _ and full details on how to get this FREE 
from that point, Pro- promotional material and put it to work for Lai 
| > 
S e over and sell themselves— you. Hurry! Losing time means losing = 
‘ j 
tion features... theiren- money! 
Gibraltar Detender Chest 





Syracuse, an Vos CY ZG C2 v4 | ~ 





Security Chest Challenger 
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DUO-TANG 


COVERS 


satioly your 
Customers ueeds! 


OFFERING THE MOST COM- 

PLETE LINE OF QUALITY 
LOOSE-LEAF COVERS 
ON THE MARKET 


DUO-TANG expansion type, 
loose leaf covers combine 
cover and binding medium in one 


smart easy-to-use unit. Made of several grades 










of attractively grained paper in a wide choice of colors 
and imitation leather. Duo-Tang provides the answer 
to customers’ needs. It may be a personalized cover, 


a double pocket portfolio, a portfolio with a Duo- 





Tang gusset or a regular standard cover that is 
desired. Whatever your customers demand, 


you will find an answer in Duo-Tang. 














No obligation for 
samples and copy of 
catalog of complete 
line and price list. 
Write today. 


Elliny! MANUFACTURING COMPANY 


200 So. Peoria Street - Chicago 7, Illinois 
America’s Fastest Selling—Inexpensive Loose Leaf Cover 
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Pacific Northwest Notes 
¢. M. LITTELJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 

Remodelex expanded, the Washington Book 
Store, at 4316 University Way, just off the campus of 
the big co-educational University of Washington in 

» for the onrush of some 14,000 boys 
ok store, managed by Arnold E. Knut- 
complete line of school supplies, new 
stationery, commercial supplies, and 


Seattle, ls prepa 
and girls. The 
son has put 
hooks, diver 


art and engineering supply departments. The newly 
remodeled and expanded quarters provide for the en- 
hnancing of displays of many new lines of school- 
supply 
* . ? 
Charles Boss has set up a new office supply store in 
the recently created Buford’s Farmer’s Market build- 


ing, with it 


yhway out 


ersified shops and stores along the 
Seattle, at 6401 Carleton Ave., on the 


hit 
us 


southern edge the city. 
> > o 
Specially selected office furniture from the store of 
James D. Headley in the Central Building, Seattle, 
equipped the fine new home of the King County Medi- 
al Service C ration, which observed its 20th anni- 
versary in Seattle by moving into its recently com- 
pleted headquarters. The Headley organization ex- 
tended congratulations to the medical service bureau 
i expresst pride in serving the doctors and their 
fFe 
* . * 
The H. D. Baker Company Inc., specializing in busi- 


ss machines 1007 Pacific Ave., Tacoma, Wash., was 
alled upon upply Sib’s Thriftway supermarket in 
Westgate idition of Tacoma, with eight Sweda 
ash registers to provide for a fully itemized, high- 
speed check-out service 
o . > 
Leading stationery and printing concerns of Wash- 
ngton, Oregon and Idaho have organized the Portland 
Paper Co-operative at 333 N.W. Fifth Ave., Portland, 
lev anization is planned to further co- 
eration among the stationery and printing members 
the graphic arts industry of the region. 


ad . * 


+ 


rreeting cards and gifts to the fore, 
vas recently opened in the Townsend 
m the Bus Depot at Sedro-Woolley, 


x * *” 


ie first 1 ieeting of the Seattle chapter of the 
nal Office Managers’ Association was held late in 
mber at Mayflower Hotel, Seattle. Harold W. 
e of thi duate school of the University of 
ashington of Seattle spoke on the “Problems of 


+ * * 


tallati new type of school desk and chairs 
ve been n for the recently constructed Horace 
nn School racoma, Wash., by the West Coast 
uir C E. 26th St., Tacoma. A total of 665 
ks and 684 irs have been installed in the new 
ementary |. Chairs are made of waterproof ply- 

vere ith micarta high-pressure melanine 
istic, over ase of steel. They are adjustable not 
\ the si the child, but to his physique and 
a to the type of work being done in 
I lifferent subjects are rotated. 





Adams Leaves Richmond Firm 
W. H. Ada esident of the Virginia Stationery 
npal Ri i, Va., has announced that he will 
ire as he the stationery firm and that his 
uughter, M I ence A. Jones, vice-president, will 
vel Maitland, veteran member of the 
er M Jones as vice-president.—EEG 
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Meet ALL requirements 
of ALL typewriters 


WHY stock 34* Carbon Paper Items? 


WHEN nev-r-KURL UNIVERSAL 


.Can Be Used on Standard, Noiseless and 
Electric Typewriters 

.Cuts Dealer Carbon Paper Inventory 
Slashes Investment in Stock 

.Simplifies Purchase for Dealer and Customer 
Saves Customer Office Supply Space 


New inking makes NEV-R-KURL UNIVERSAL wear 
TWICE as long. This all new smudge-proof car- 
bon paper will continue to give clear, legible 
carbons long after the ordinary paper would 
have been consigned to the waste basket. 


NEV-R-KURL UNIVERSAL will not curl or wrinkle 
under any conditions—it’s plastic backed. 


Dealers can increase carbon paper profits, cut 
their costs and the costs of their customers to 
make more sales. Let us tell you the rest of the 
story. Write to: 


*Dealer Average 
L. A. PHILLIPS, President | 








| 

L De ae 4 PROTYPE CLEAR- PRINT 

f ——— TYPEWRITER Weod STamP 
CARBON PAPER Risson paos 


PROCESS /CO. 192 must 
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. . . AND OFFER 6 EXTRA CUTTING 
EDGES ON YOUR PENCIL SHARPENER 
AT NO EXTRA COST! 






To increase sales 
of your Boston 
Pencil Sharpeners 
and also your Pen- 
cil sales, this sur- 
vey made by Mr. 
James W. Fitch of 
the Harvard Grad- 
uate School of 
Business, is free to your sales 
people and customers. 


The BIG name in 
Pencil Sharpeners. 


PENCIL SHARPENERS 





Guaranteed for 1 year. 


C. HOWARD HUNT PEN COMPANY 


CAMDEN 1, N. J. EST. 1899 
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Penn-Mar-Va Travelers News Notes 


BEN WACHTEL, CORRESPONDENT 
HOTEL BENJAMIN FRANKLIN, PHILADELPHIA 5, PA. 


Well, still another chapter has been completed with 
the NSOEA convention of 1953. 

Our hats are off to without doubt the finest man- 
agement done by any one man in our industry, and 
that man is Paul Burbank, the general manager. 
Yes, I could go on and on—not raving, mind you—but 
truthfully speaking to you, that from every angle 
the 1953 convention was one out of this world. 

It was not just all play, but steady hard work by 
dealers as well as manufacturers. Each and every 
dealer, with his top management or by himself, stopped 
at all exhibits, seriously inquiring about products, 
placing orders, attending as many meetings as time 
would permit, and all in all, getting everything out 
of the time spent while there. 

Sure there were parties—a lot of them, in fact—but 
not until after 9:00 p.m., when the exhibits were closed, 
and that is as it should be. 


o © . 

And speaking for Penn-Mar-Va, I’d like to thank 
each and every dealer member of NSOEA who 
stopped at our booths to pay his respects. And when 
you gentlemen see them throughout our Third Re- 
gion, thank them in person—they’ll like that. 

Your trade magazines will all carry the speeches 
made by the various speakers, mostly good, some out- 
standing, others just politicians. I have the kindest 
regards from some of our old friends who haven't 
the opportunity to get around to see you—boys like 
Quart Graves, Ed Dowling, together with their charm- 
ing fraus, and Dave and Evelyn Price who were there 
aiso, 

" o « 7 

Glad to report that Bob Gooly and the Great Stan- 
islaus Woodruff are back in harness and on the road 
to recovery. Woodruff is minus 10 pounds at his waist- 
line. Ned Baynon also sends his very best. And, oh 
yes, there were Otis Prior and his charming wife, 
Little Caesar Prentzel nursing the Kangaroos, and 
there were the Bill Vogels, the Henry Riegels, Jack 
Kern and his best, Mark Kenna, Chuck Jaffer, Ex- 
President Harry Tehan, Jr. and his wife, Bish Abbott, 
Mr. & Mrs. Bill Boyer, Mr. & Mrs. Bradford, Paul 
Cheney, Mort Chute, Ed Conlon, Bill Corbett and his 
offspring, Bill Cravens, Frank Curtis, Bill Fletcher, 
Bob Gemmell, John Griffith, Henry Guth, Herb Hooks, 
Arnold Johnson, John Kolb, Bill Lindenberger, Charley 
Lipman, Charley Lukens, Joe McCormick, Martin Mul- 
dow, Allen Paris, Gene Rosenberry, Jerry Savage, 
Howard Sanders, Fred Steinhilber, Joe Strauss, Harry 
Tough, H. B. Van Dorn, Herb Walsh, George Wheeler, 
Ray Williams, Bob Wood, and Mr. and Mrs. Jack Pink- 
erton. Forgive me, please, if I have missed anyone. 
Those mentioned I did see. 


- + * 


Our good-looking governor was very much in evi- 
dence with his charming first lady, and I mean, of 
course, none other than Tom and Betty Stout. Rose 
Cushman and her nice sister, Shirley, were also there, 
doing quite a job. 

> * - 

This next notice is meant for all members, so please 
read it and take heed. It is Philadelphia’s big, big 
shindig, so let’s make our own president Dick Graff 
look good that night. He’s a good kid, so let’s have 
a truly great turnout. You’re bound to have a joyous 
evening, so make your reservations now while this is 
before you. All your friends will be there 


> . > 


The Philadelphia Stationers Association will hold its 
48th annual banquet on Thursday evening, November 
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THE JASPER DESK CO., JASPER, IND. 








For Salesmen 
With a Selling Problem 


Selling office furniture during com- 
petitive periods is easier when your 
line is as complete as the Jasper 
Desk Co., Modern Series. 

Available in Softone Oak or genuine 
Walnut. 


For information and literature write to 
Dept. A-353, Jasper Desk Co., Jasper, 


Indiana. 
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i9, at the Benjamin Franklin Hotel in Philadelphia. 
Cocktails will be served at 6:30 p.m., and dinner at 
7:00 p.m. There will be a 10-piece orchestra for danc- 
ing, and a star-studded Broadway show featuring the 
Whittaker Brothers, Ethel Rider, Girard and Carroll, 
and Capt. Shaw & Company. No expense has been 
ike this a really outstanding affair. The 


ry 


spared to 


price per plate is $7.50, and tables will be set up with 
10 places. All reservations must be accompanied by 
your remittance, and the deadline is November 5, 
two weeks prior to the affair. Send your reservations 
and check today to Joe O’Brien, chairman, 21 N. 5ta 
St.. Philadelphia 6, Pa. 

Should you want a room, or a parlor with it, write 
directly to the Benjamin Franklin Hotel for your res- 
ervations. If you want me to double-check on it, 
mail me a copy of your letter and I'll follow through 


for you. O. K See you there. 
* * o 


We are indebted to our good friend Ed Kilfeather 
for the truly outstanding job he did at the Baltimore 
and Washington Penn-Mar-Va combined outing. It 


was unfortunate indeed that the rain had to spoil 
some of the activities, but other than that, the affair 


was a huge success. There were 47 Penn-Mar-Va trav- 
elers, 32 dealers from Baltimore, and 23 from Wash- 
ington. Ed tells me that Pete Carlon and Gordon 
Merritt, together with Fred Haines, gave him won- 
derful assistance in making the party a huge success. 

In spite of the rain, a dozen golfers went out—somr 
played 18 holes, others only nine. I have also been 


advised that the cocktails and the food were of th: 
best variety, and everybody seemed to enjoy it. It was 


also mighty nice of our governor, Tom Stout, to come 
down from Pittsburgh to join this group for the event. 
What happened to Freddy Voight? His golf, I under- 


stand, was rather smelly. Not only did Dick Graff 
get him for $.75, but to make matters worse, he won 
the booby prize. Never mind, Fred, better days are 
ming 

* * * 

The Philadelphia Stationers Association held its 
first monthly fall meeting on Thursday evening, Sep- 
tember 17, at Reading, Pa., the home of its president, 
Charles Newcomet. 

Mr. Newcomet invited the crowd to the Spring 


Mountain House, a private club, where starting in the 
afternoon a group of 70 enjoyed refreshments, cards 
and good fellowship 

While this was going on, the newly-elected governor 
if Region 3 NSOEA, Tom Stout, who came down from 
Pittsburgh t ittend this meeting, enjoyed a round 


of golf at the Reading Country Club with Jack Em- 
hardt and Richard Graff. The latter is president of 
the Penn-Mar-Va Travelers Club. 

After the meal was completed the group listened 
to John A. Beard, who is on the state affairs com- 
mittee. Mr. Beard’s subject was the new 1% state 


tax just voted in September 1 
Governor Stout and Paul Steber, the lieutenant gov- 
ernor, were presented to the group by Mr. Newcomet 
. x . 


Edward Walker replaced James Sigman as buyer of 
the stationery department of Gimbel Brothers, Phil- 
adelphia, as of September 1. Mr. Walker came here 


from the Nehem-Losier store in Brooklyn, N. Y. 
cd * > 
Charles V. Gallagher of Wm. F. Murphy Sons Com- 
pany, Philadelphia, died on September 11 at the age 
ff 50. He had been a member of the firm and salesman 
for the past years. His widow survives. 
> > * 


Joseph Snitzer, a past president of the Philadelphia 


Stationers Association, has been in the hospital for the 
‘ast two weeks. At the latest report he was feeling a 
little better following his recent operation. Mr. Snitzer 
ls on the ules force of the Hoskins Company, sta- 
tioners in Philadelphia. 
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Comprehensive advertising and promotion 


help Vul-Cot dealers sell more efficiently 
... more profitably. Advertisements in 
leading publications of the office 
management and school equipment fields 


regularly call attention to the superior 





qualities of Vul-Cots—and, direct inquiries 
to the stationer. Direct mail and dealer 
helps such as folders for envelope 
enclosure, office equipment reference 
sheets, illustrated price sheets, blotters, 
and electros for dealer catalogs, build 
customer acceptance. For greater profit... 
join the Vul-Cot Dealers now handling this 


nationally accepted line of waste baskets. 


For catalog and price information, write Dept. OA-10 


National 


nized Fibr 
































BIG 


Deal for Dealers 


Selling Indiana Chairs is a big deal... 
and a good deal . . . for any progressive, 
wide-awake office furniture dealer. A com- 
plete line of quality wood office chairs, 
backed up by national advertising that pro- 
duces results, means volume sales for dealers 
... and steady profits. Let us tell you how 
you can cash in on this "deal." Write today. 


Indiana Chair Ce. 1 


JASPER, eras 
Ww) MEMBER OF WOOD OFFICE FURNITURE INSTITUTE 
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Golden Nuggets from the Rockies 


EDWARD L. ROBINSON, CORRESPONDENT 
4272 KING ST., DENVER, COLO. 


From all reports of dealers from the territory, busi- 
ness so far this year has been as good or better than 
last. Competition is a little bit keener and the outside 
men have to do a better selling job. Every one is look- 
ing forward to a very good fall and Christmas season, 
with the outlook for a better year than last. 

Convention time is again here and past at this writ- 
ing; many of our friends have returned from the con- 
vention with good words of a job well done. We here 
in Region No. 10 want to take this opportunity to 
thank our Past President Adrian Pembroke for the 
wonderful job he has done this past year in making 
the association a better and stronger organization. 

- * * 

J. R. Diaz and family have returned from a trip to 
Gijon, Spain. Mr. Diaz took time out from the Ideal 
Stationery Company, El Paso, Tex., to spend three 
months in his birthplace. This is the first time he has 
been back since coming to this country. 

~ . . 

A new face is seen at the desk of Art Casper at Kelly 
Company, Salt Lake City. Bob Kelly, son of Elmer 
Kelly, has taken over the duties of buying for the or- 
ganization and Art is fulfilling a desire he had cher- 
ished for some years—he is out on the road selling, 
after 17 years behind a desk. Congrats to both. 

+ * * 

Cupid knocked at the door, and Ernie Gabrielson of 
Mid-West Office Supply Company succumbed and got 
himself hitched on August 24 at Ely, Nev. Congrat- 
ulations to you and yours from all the Rocky Mountain 
Travelers. 

Word has just been received by the writer of the 
passing of George T. Wall, Smead Manufacturing 
Company representative. No details were learned. 
George was well known to the trade in the Rocky 
Mountain area. All Rocky Mountain Travelers and 
dealers extend their heartfelt sympathy to Mrs. Wall. 

- 7 + 

Reports are good concerning the wife of Harold R. 
Richardson of Richardson Office Supply Company, 
Grand Junction, Colo. Mrs. Richardson had a recent 
seige in the hospital. 

Joe Simmer, Wilson Jones salesman, has another job. 
Seems as though Dan Koss, Travelers’ president, has 
appointed him his personal representative, to take 
care of a few club details at the convention in Chicago. 
We all know Joe will do a good job. 


* . * 


Tall tales of fishing are about over. Have heard some 
good ones this year, but if one wants to hear the best 
ask W. B. McGarvin of Eagle Pencil Company about 
the fishing lesson ye writer gave to him over in Utah 
the other week end. Some fun, eh Mac? 

* . - 

Remember fellows, the Friday luncheon of the Trav- 
ellers is at the Hotel Albany, at 12:00 sharp every 
FRIDAY. Plan to be there when in Denver 





Cleveland Firm to New Location 


Anchor Office Supply Company has moved to its new 
location at 1628 St. Clair Ave., E., Cleveland, and held 
open house on Saturday, September 12. Officials are 
headed by Sey H. Rosenblatt, president; Charles Aker, 
vice-president; and Paul Sumph, secretary and treas- 
urer. The new quarters have large visible open display 
type windows, and parking space for customers. This 
marks the third anniversary of the firm.—AK 
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MONROE makes News with 
a NEW Big-Profit-Maker for Dealers 





The NEWEST, Finest 10-Key Adding Machine of them all! 


Here’s a profit-making combination you can’t top anywhere in business machines—Monroe prestige 
coupled with the newest, finest 10-Key Adding Machine on the market. Now, with the Monroe name 
to go with the big and growing demand for 10-key machines, dealers have that great, extra profit 
opportunity that comes only with an important new development in the field! Start adding extra 


profits with the Monroe 10-Key Adding Machine now. 


Mail the coupon today! 


P.S. The new 10-Key is an able running mate to 
Monroe's complete line of adding machines 
and calculators. If you're not already cashing 
in on this fast-selling line, now’s the time to 
investigate. Monroe is your big profit oppor- 
tunity in the business machine field. 


MONROE CALCULATING MACHINE COMPANY, INC., Orange, N. J. 
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Monroe Calculating Machine Company, Inc. 
Dealer Sales Division, 555 Mitchell Street, Orange, N. J. 


Tell me how | can cash in with the popular, fast-selling Monroe line. 
NAME 

COMPANY 

STREET 


CITY STATE 
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really amazing! radically new! 


| Swinglne 77 


4-in-1 stapler only *2.50 


it’s a stapler 








Here’s the biggest jump in staplers 
since Swingline’s famous open 
channel. A flick of the wrist, 

and this sleek desk stapler hops out 
of its plastic base revealing an 
ingenious “Kangaroo” pocket... 

a reservoir of 500 extra staples! 
The same flick makes the 77 

a streamlined tacker. Another quick 
flick and it’s a compact hand plier! 
When you see this revolutionary 
new stapler you'll know why 
Swingline’s ahead by leaps and 
bounds. (It even has a special 
“personalizing panel” on top 

for imprinting: Makes a 
wonderful gift item.) 

When your customers see the 

$2.50 price, your sales will hop 
higher than a happy kangaroo! Get 
your Swingline 77 order in today! 


SPEED PRODUCTS COMPANY, INC., L. I. C., N.Y. 
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Complete With 


500 Staples 








FUCK! wwe 0 tacner 


| “kangaroo” pocket stores 
e 500 extra staples 
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Represents Smith Corona... 


The appointment of Louis F. Quinn to the posi 

n of home office field representative has 
been announced by J. B. McCormick, vice 
president of L. C. Smith & Corona Typewriters 
In A native of Connecticut Mr. Quinn joined 
mith-Corona in 1950 and since then has 
been manager of the New Haven, Conn., dis 
rict office. He will make his headquarters in 
iriford, Conn 





SoundScriber Names 
Distributor . 
nr W. Davidsor jent and genera! 
n ndScriber Corpora 

n 1a Inn the appointment of 
Robert Millar listributor for the com 
Lansing, Mich., area 
ssociated with the 
und: Til rganization for the 
past 12 year first es representative in 
I iter jealer in Lansing. A 
tive f Fairf , where he received 








News Notes from Maritime Provinces 


w. J. McNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N. B., CANADA 

Office Machines, Ltd., St. John’s, Newfoundland, 
has widened territorial scope to embrace all of the 
province of Newfoundland and also Labrador. The line 


f products has also been broadened to include type- 
ers, cal ng machines, addressograph ma- 
hines, check writers, time and date automatic and 


( 
semi-automatic stamps, master controlled time stamps, 
u 


oin counting and wrapping machines, watch clocks, 
ult doors interiors, tape recorders, office safes, 
filing cabine dictaphones. 
There is a possibility that because of the major 
expansion of the operations of this firm during the 
ast year, a subsidiary of the company will be organ- 
ized to handl ich lines as depart from standard 


ffice equipment . 

W. R. Green is managing director and secretary of 
the company, of which D. Butler is president and T. G. 
Butler vice-president. It is the intention of the com- 
pany to retain the prevailing title which is the second 


in use since the firm was established several years ago. 
ML is the trademark 
* - 7 
Special attent is being given at the Saint John, 


N. B., branch nderwood, Ltd., to catering to school 
and colleg« tudents in both sales and rentals of 


lew and us¢ pewriters. J. Edmund Cole is branch 


manage! cation where the largest local busi- 
ness school is above the branch and a junior high 
school located almost next door. Three high schools 
ire found witl several hundred yards. 

> - > 

When a 10-year-old boy dived from a wharf into 
the harbor at Halifax, N. S., he spied a typewriter 
resting on the bottom. The boy obtained a rope, tied 

o the type er and pulled it to the harbor sur- 
face. The typewriter was subsequently identified as 
ing pee 
o * * 

Rodney M. Bergh of Rothesay, N. B., a son of Erling 
Bergh, mana the Saint John, N. B. branch of 
National Cash Register Company, was acting secretary 
i the Saint John Exhibition Association. 

. €¢ w 


Gerneau C. Seaman of Liverpool, N. S., a dealer and 


+¥ 


service! appliances, took time out from his 
dusiness for a brief comeback in baseball, concen- 
‘rating on managing the Halifax tailenders in the 
Halifax and District League. He disagreed with the 
perator of the team on policies and retired from 
the manage Incidentally, the Liverpool team 
hich finishs in the league standing was man- 
Rec D i ft 
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Hottest Machine in the Spirit Duplicating Field 


Oly 7192 


Plus F.E.T. 





Feed 


duplic opy “* 


it's Years Ahead — Easy to Sell 


Designed for the efficient, modern office . . . engineered 
for years of continuous trouble-free service . . . the 
Duplicopy H-44 sells on sight. It’s so easy to demon- 
strate, so attractively priced. 


No Service Problems 
No mess, no fuss, no wicks to clean. Magic Fluid Flow, 
a patented moistening system assures bright, sharp cop- 
ies and even distribution. There is nothing to go wrong. 


Profit on Machines — Profit on Supplies 
Duplicopy’s special dealer franchise assures you not 
only profits on machines — both hand and automatic 
feed — but on the complete, integrated line of supplies 
and school work books. Turnover is fast, and supply 
profits are exceptional. 





Complete Dealer Promotion Plan 


We'll furnish you with a com- 
plete kit of sales aids, such as 
ad mats, folders, window post- 
ers ... all designed to make 
your selling job easier. 


For complete details mail Coupon today - No obligation 


PSS O AAS SSS SSSBSSABSMSISVSAOG 


* ! 
; Duplicopy Company, Dept. OA i 
1 224 W. Illinois Street + Chicago 10, Illinois ! 
! Please send me complete information about the Duplicopy dealer : 
franchise, your machines ond supplies. i 
Nome 
Company ; 
; Address 
1 City Zone Stote ; 
I 
base wseeneeoeeoeoooe ease assnanoeeenound 
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For Faster 
Filing and 
Finding 









“SAVES FILING SPACE 


TM 


















WELL PROVE /T TO YOU 
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For those buyers who quickly recognize the modern, 
efficient way of doing a job and also for those difficult, 
harder to please customers, suggest Barkley Plastic Tab 
Card Guides. They spell improvement in any card file 
system. The crystal clear plastic tab angled for greater 
visibility is the feature that does the ‘'trick."' Available 
in all standard sizes 3x5, 4x6, 5x8. Special arrangement 
of tabs for any special system——do it with color. 


Write for Illustrated Literature 





Patent No, 2248355-—D128118 


Established 1921 


[. L. BARRLEY & CO. 


Manufacturers of Filing Supplies 


1220 W. Van Buren St. Chicago 7, Ill 
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SEEN AND HEARD IN 


SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


An open house for the general public was held by 
Barker Brothers, Los Angeles, on September 14, from 
7 to 10 p.m. The event marked the completion of the 
store-wide face-lifting operation which has been going 
on for a year, and including the ground floor office 
furniture store in an adjacent building. 

The store is said to be one of the largest house 
furnishing stores in the world, while the office furni- 
ture department, formerly in the main building, is one 
of the largest in the city. 


* * * 


C. Elmer Anderson, proprietor of the Anderson Type- 
writer Company, Pasadena, and Mrs. Anderson, report 
the marriage of their son, Donald Hill Anderson, to 
Miss Janet Rhea Risser. Both the young people are 
graduates of the Pasadena City College and of Occi- 
dental College. The groom is serving with the United 
States Army at Fort Ord, and the bride will teach in 
Pasadena during the coming year. 

. . 7 


Calculators, Ltd., California distributors for Plus 
Computing Machines, announce further steps in its 
planned program of establishing a network of sales 
and service agencies throughout California. There 
has been good acceptance of both the Plus Rapid 
adder and Plus Figureflow calculator, according to 
L. J. Burt, manager of the company. It has become 
necessary to establish agencies in Bakersfield, Fresno, 
Merced, San Bernardino, and Vissalia, Calif. 

The Valley Typewriter Company, headed by John 
Romano, a national leader in office equipment asso- 
ciation work, has been appointed excusive agent for 
Plus in six counties in the San Joaquin Valley area. 

A new firm, Ken Adams & Associates, with head- 
quarters at 454 Highland Ave., San Bernardino, has 
received a similar appointment to represent Plus in 
San Bernardino and Riverside counties. Kenneth 
Adams, well known in the office appliance field in this 
area, heads this firm. Appointments are soon to be 
made also in Sacramento, San Diego, and Santa Ana, 
according to Mr. Burt. When the plans are completed 
there will be a complete network of representation in 
all the important buying centers in the state, Mr 
Burt points out. 

* ‘ 

Owen B. Gardner, Los Angeles accounting machine 
manager (National Cash Register Company), has been 
named manager of accounting machine sales for the 
United States and Canada, with headquarters in Day- 
ton, Ohio. R. E. Conant is Mr. Gardner’s successor in 
Los Angeles. Mr. Conant was formerly accounting 
machine territory manager in Dallas, Tex 

W. G. Moody was recently promoted to the position 
of assistant accounting machine territory manager for 
the Los Angeles branch. He formerly was accounting 
machine territory manager at El Paso, Tex. Joe 
Kuckuck, department store specialist, has returned t 
the Los Angeles accounting machine sales organiza- 


tion after having been with the Pittsburgh, Pa., branch 
office for the past year. 
M. J. Riordan has been appointed to the position 


of accounting machine territory manager in Portland 
Ore. This information comes from Carl W. Hauser, 
branch manager in Los Angeles 


* ” 7 


Robert Graham, division manager of the Ralph C 
Coxhead Corporation, Los Angeles, reports that thi 
corporation is coming out this fall with a new DFJ 
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Mr. Dealer . .. How many trade-marked brands 
yhn of Carbon Paper, Inked Ribbons and Carbon- 
~ | ized Rolls can you think of? Dozens? ... and 


the manufacturers of these brands are all ad- 
afi vertising and promoting the sales of their OWN 


has products in your territory. 

a But here is the opportunity to push YOUR OWN 
re ; BRANDS... and cash in on repeat sales from 
be ) your customers for many years. 
re Join the dealers who are benefiting from the 

| HM. Storms Company PRIVATE BRAND PRO- 


vr) GRAM... packaging and imprinting UNDER 
' | YOUR OWN BRAND NAME .. . Carbon Paper, 

Inked Ribbons and Carbonized Rolls . . . plac- 
ine ing the sale and distribution of these products 
een} under your own control. 


the} The H. M. STORMS COMPANY has been pro- 
viding this service to the dealer trade for more 
ine than half a century. STORMS can help you too! 











10! Use the cour r mplete details of the STORMS plan 
r write on tterhead to Department OA6. 

















| H. M. STORMS COMPANY { 
Storms a 38, N.IY. 
or Gentlemen: 
ch Ay SD oF ee SORE ee | We ore interested in the STORMS PRIVATE BRAND PROGRAM. 
; X That Stands the Test of Time | Please send us complete information and samples. | 
10! ill | Nome | 
na 
"1H. M. STORMS COMPANY  , ‘nvr none | 
Storms Building , om. | 
Cit Zone State 
BROOKLYN 38, NEW YORK ee 1 
c 
- ®*carbon paper ¢inked ribbons ¢ carbonized 
. - al & Ose” or Ons bball oe " 
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= 60 Ditterent 
Units Available in 


“= the Watson 
on — "800" Horizontal 
feTele Line 







| 







PaTal = ) with or without 
——— automatic stack 





The improved 


























ae Gwen cllows <== _ locks, ideal for omnibuses, _~ 
quick opdecerstect: | 13 || © || floor cases or safe 
te, ofunits | |} _ . a || interiors. \ ft 

Sle isis " CS ae \| 
es 

=e Watson will supply 
Slleiala aeaeat dealers with any required 

: variation in stock filing 
+ | equipment. 
—-e __ _— 














400 Line HIGH LINE and COMPANION UNITS of Document File 
Cases and Roller Shelf Cases. 


Other Watson — 3100 Line COUNTER HEIGHT UNITS for Streamlined Counter Fronts 
Stock Lines — and Continuous Linoleum Tops. 


4100 Line VERTICAL UNITS for Tabulating, Ledger, Tariff, Bill, 2- 
4- and 5-drawer Legal and Letter Files, and all Standard Size 
Drawers. Inserts Available. 


For a Complete Line of Stock Files and Custom Built Equipment— 


WRITE DEPT. A-9 FOR FULL INFORMATION See Watson Ginal! 
WATSON MANUFACTURING COMPANY, Inc., Jamestown 3, New York 
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machine and a newly designed Headliner machine. 
Releases on a new stencil writer have recently been 


fnished als 


7 > > 
w. M. Anderson, head of the Elliott Addressing Ma- 
chine Company, Los Angeles, spent most of the sum- 
mer traveling up and down the West Coast for the 
company. He reports that plans are in the making 
for a new branch in San Diego which will be opened 
about December 1 
. * . 
The Stationers Association of Southern California, 
915 Seventh St., Los Angeles, through W. T. Conrad, 
acting secretary and treasurer, reports the opening of 


a new Stationery store by Louis Shaffer at 169 S. 
Crescent Heights Blvd., Los Angeles. The new business 
firm is know! Crescent Stationers 


* . * 

Glenn C. Leslie of the Glenn C. Leslie Company, 
3300 Beverly Blvd., a company representing Auto- 
Typist, announces that Steve Bohlman and George 
Brown are new members of the outside sales force. 
Mr. Bohlman formerly was with the Davidson Cor- 
poration in I Angeles, and Mr. Brown was with the 


National Cash Register Company 


> > 
V. H. Vallet of Southern California Stationers, 648 
Venice Blvd., reports that, as an award for exceptional 
service, his company sent two salesmen east to visit 
the factories of the A. W. Faber-Castell Pencil Com- 


pany in New York City and to attend the National 
Blank Book Sales School in Holyoke, Mass. The two 
salesmen are Howard Krick and James Dickson. On 
the way home the two men were also scheduled to 
attend the col tion of the National Stationery & 
Office Equipment Association in Chicago. 

Ebenezer Wallace, owner of Southern California Sta- 
tioners, is home from the hospital and is recuperating 
nicely from a recent illness. 

. a * 

Vv. E. O’Hern of the Hollywood Office Appliance & 
Furniture Company, president of the Southern Cali- 

rnia Office Furniture Association, says the meeting 

f this association, September 14, was the largest 
monthly meetir ever held in point of attendance 
A few new members were introduced and a number 
I guests were present. 

Sam Yocum, who has charge of programs for the 
on the cost of doing business. The 
programs for the year were discussed, as well as the 


year, gave a 


innual party to be held at Ciro’s in December. 

Frank Booz of the firm of Leekley & Booz, demon- 
strated the Invincible desk, the Shelbyville desk, and 
the Gregson chail 

Frank L. Gray of Brier & Gunderson, San Francisco, 
was a special guest. Group discussion, with Mr. Gray 
taking an active part, dealt with the proposition of 
rganizing a chapter of NOFA in San Francisco. 

* . * 

Vroman’s Office Furniture, operating at 137 S. Lake 

Ave., Pasade! moved on September 1 into its new 


re at 625 E. Colorado, the old location of the com- 


any. The new building has two floors, each 60 x 164 
feet, about 9,000 square feet for each, and is large 
nough to permit all departments to be housed in 
ne building It has been necessary in recent years 
occupy t tions due to lack of space. The 
irst floor is used for stationery, books, and so forth, 
while the seco! floor is used for office furniture. 
There is plenty of space now for new sections as the 
re increas« ines 
Henry Sheldon, secretary of the corporation who is 
charge f the stationery and book department 
supervised all motion and publicity plans. 
Something new in promotional work in connection 
with the grand opening was the fact that the sup- 
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SIT DOWN 


. .. in comfort and relax! 









Shown here: No. 1700 


This is the headline—"SIT DOWN... in 
comfort and relax!” . . . being used on one of 
Jasper Seating Company's current national ads. 
In this ad we tell your customers about the 
superiority of Craftsman Chairs . . . particu- 
larly the No. 1700. 


We, at Jasper Seating, actually feel that 
any purchaser of a Craftsman Chair is saving 
money .. . although the Craftsman Chair may 
cost more. 


We manufacture chairs under that principle. 
It costs more to obtain the best woods and 
employ superior woodworkers. But, the results 
of getting the best reflect in the product. 


Craftsman Chairs last longer . . . stey at- 
tractive longer . . . are more efficient . . 
because, originally, they may cost slightly 
more than other, inferior chairs. 


Tell that to hard-to-sell prospects. We're 
doing it. And our prospects become customers 
because they recognize the truth in this philoso- 
phy. So will yours. 
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pliers, in newspaper display space, advertised products 


supplied to the store instead of using space merely 
for congratulatory messages. 

S. C. Sheldon is manager of the retail store and acts 
as general supervisor of the company. Vroman’s has 


had a unique record among stores of this kind ip 


Southern California. The company started in a very 

e © small way in 1894 with A. C. Vroman as proprietor. 

Weel UM thethtVe2e The place was then merely a book and stationery 

> store and incidentally it became the first Eastman 
Kodak Company representative in Southern California 


In 1916, shortly before Mr. Vroman’s death, the com. 
pany was incorporated. As Mr. Vroman left no Close 
relatives the business in effect went to the employees 
some of whom are still carrying on. 

L. E. Walrath joined the firm in 1930 and became 
manager. After his death his widow carried on as 
manager until 1949. The present manager is Richard 









= Straight. The company has long been recognized as 

Si one of the leading and most substantial in this line in 

| California. In the new business home, with the city 

and whole area growing so rapidly, it is anticipated 

man eleliny that both sales and service can be greatly extended. 





Bars sell 


; Tiffany Wins National Ad Award 
a quality 


In competition with brochures submitted by adver- 

tising agencies throughout the United States and Can- 

ada, the eight-page brochure of Tiffany Stand Com- 

market pany was awarded top honors. Judging was done bya 

panel of 22 recognized, marketing, merchandising and 

advertising executives under the auspices of The Affili- 

| ated Advertising Agencies Network, the largest net- 

Refrigerated Bars | work in the world. The exhibit of selected entries and 

ghtful place wae : judging took place in Banff, Alberta, Canada, late in 

aL finest custom- be ? September 

urniture. Specially de- a | 

efrigeration units are 
an-fitted into splendid 
that are decorative 


My foil cheioe 


Ont My 


as functional preces 


1 Penguin for every 943 loaf 
Modern, Traditional 

rary Rich fine ae 
hardwoods and 

d-grain veneers in Ma- 
Walnut and Limed 

Ole) Mae Telilelil hand-rubbed 
ong-lasting lustre 
Mirrored top opens info @ 
spacious service bar. The left- 
hand compartment ts refrig- 
rated while the right-hand 


ompartment serves GS @ 





liquor and glassware storage 


compartment 


Tiffany’s winning brochure consisted of eight pages 
in five-color lithography. Besides the large product 
illustrations and design descriptions, a unique testl- 
monial page features photographs of the offices of 
many important users, including the famous United 
Nations Headquarters Building. The back cover of the 
brochure is a montage of the many publications used 
in Tiffany advertising. 

Another factor which influenced the judges was the 
interesting cartoon technique highlighting the unusual 
features found in all Tiffany stands. 

The award winning brochure is available to all Tif- 
fany dealers and is also distributed at all large, con- 
sumer business shows in which Tiffany exhibits. 


deal for home office, showroom 


office club, den, ete j 


MALLER CONSOLETTE AND CABINETTE MODELS AVAILABLE 


Tellels metals, 





Brown & Bigelow Appoint Maxted 


D. K. Maxted, Beaumont, Tex., former public rela- 
tions director for Radio Station KRIC, has been ap- 


PRINGER oustnis, inc. | 
pointed area representative for Brown & Bigelow. 


48-01 28th Ave., Long Island City 3, N. Y. | __JHR 
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| Memo: to "Profit-Minded" Dealers ... 
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* Speed up your turnover 


* Increase your profits 


* Feature the VALCO LINE of 
| satin-spun aluminum 
accessories ... 

for offices, restaurants, 


and hotels. 














N 408 No. 17-C No. 25 





Costumer Torchier 


a 


An outstanding group of modern 
accessories in satin-spun aluminum 
.. . combining beauty, smart styling, 
and durability. Enhances either modern 
or traditional interiors. The VALCO 
line is meeting with proven customer 
preference wherever shown. 








No. 260 
Smoking Stand 


r wire for literature and prices 


alt VA L C 0) BM 


1311 Ann Ave ° St. Louis 4. Mo 





OFFICE APPLIANCES, November, 1953 241 














e* es 
0 AT.e + * ne 
“ os 

4 irs —$__ 


. % ov) ye 
AL PS 
NO Ch, bh 
Re hc, Se 


pene FOR EVERY 
PURPOSE |x 








¥ he 





ot J palatal 
RAIS a RI 


STORAGE 
CABILNEUS 





*} 
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CABINET Th 


SINGLE DOOR 


STORAGE 
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SINGLE DOOR 
















FILE HIGH 
SINGLE DOOR 






DESK HIGH 
SINGLE DOOR 
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FILE HIGH CATALOG AND PRICE LIST 

UPON REQUEST DEPT. A:12 
KEYSTONE STEEL EQUIPMENT COMPANY, INE. 
1914 S. WATER ST., PHILA. 48, PA. 
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PB. assed Away $f 


Arthur J. Walker, 


‘ 


resident of F & School 


lis, and of its parent corporation, 


nham Stationery Supply 
Bigelow Company, St. Paul, died Sep- 
‘oO. Born in 1886 he was approaching 

November 14. 
1929-1930 president of the National 
n was the result of a heart attack 
his family were attending the 


The Late 
Arthur J. Walker 





ivic leader in Minneapolis for many 
years, Mr. W: had likewise enjoyed the esteem 
f the entir« nery and office equipment industry 
He had long been called upon to address NSA meet- 
f interest to the trade. His advice 


A business a 


ngs on subject 


1Y 


and counsel v elcomed and respected. 

But recently Farnham organization opened a 
ew office furniture department, described in this 
issue Of OFFICE APPLIANCES, and the president of the 
Minneapolis neern was happy over this expansion 


restoration to good health. 
Minneapolis since college days, Mr. 
ictive in many civic organizations 
of Rotary Club in 1941, president 
f the Better Business bureau for two terms after 
1943. He wa n the 


is well as apy] 
A resident 

Walker had be 
He was pr‘ 


advisory board of the Salvation 
Army and was active for years in the Red Cross and 
vith the Community Chest. 
For years an ardent golfer, he was a member of 
e Minneapolis Golf Club 
The fan is at 4502 Lake View Drive, Edina 
A native f South Dakota, Mr. Walker came to 
Minnesota to attend college. He was graduated from 
the law school at the University of Minnesota in 1910 
then went work for Farnham’s, a firm with 
which he was a iated the rest of his life. 
Starting stationery department he worked 
is way up t nager, then to vice-president and 


to head the firm. 


finally was sel 


Within the last fev 


years he became president of the 
McGill-Warner-Bigelow Company of St. Paul after 
the death of his old partner, Thomas M. McGill. 
He is survive by his widow, Ednah, and a son, 
lark D. Walke 
ole cle ole 
4 4 4 


} 


Albert J. Houle, 


y 


J. Houle Company, Seattle, Wash., 


neadadead 


lor many yea lied recently in Seattle. Born in 
Redlake Fall about 60 years ago, he had 
lived in Sée the past 30 years. After giving 
his typewrit business he worked as a special 
rviceman 01 etype machines for the Alaska Com- 
ll itlo! S\ 
A veteran of World War I, Mr. Houle served with 
he U. S. Al France. In West Seattle, where he 
esided, he v yal member of American Legion 
Post 160 
_ Survivin widow, Lucille, his son, Albert, 


r.,a broths Houle of Olympia, Wash., and three 
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IDEAL SERIES 23 STANDS 


with Ideal STATIONERY CABINET 


(No. 23 SAAMX Illustrated) 


Equipped with the Quick Operating 
Raising and Lowering Device 


Ideal stands are ideally built for the exacting, fast tempo 
demands of modern business machines. 

They protect costly business machines- 

they assure correct machine operation— 

they move easily and save valuable floor space. 


@ Frames are of 1” tubular @ All shelves interchangeable 
steel, finished in baked-on right or left 
enamel 
@ One quick lever movement 


@ Tops and shelves of 5-ply 
genuine wood veneer with 
square edges 


raises or lowers stand in- 
stantly 


@ Stands supplied with or without 
raised or flush drop shelves, sto- 
tionery cobinets or drowers 


Write for new Catalog showing complete line of ideal Tubular Steel 
Stands and Stools. 


Standard of Quality in Business Machine Stands for over 50 years 
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CELINA ROAD 








Tt lated 
Counter Display 


Contains 25 Cellophane-Covered 


Cards of 20 Cellugraf Signals each 


Standard Assortment of 6 Fastest- 
Moving Colors: Red, Turquoise, 
Pink, Yellow, Dark Green, 
Orange .. . (or available any 


assortment of 12 standard colors 


you order) 


Eliminates breaking of 
100-package units for small sales; 


increases customer self-service 


Order a CELLUGRAF #12 Counter 
Display Unit for immediate shipment 
— or write for descriptive folder. 


» 


SIGNALS 
and MAPTACKS 


ESS Under Control 


Keep BUSIN 


George B. Graff Company 


54 WASHBURN AVE., CAMBRIDGE 40, MASS 
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sisters: Sister Josepha Arsenins of Mount St. Vin. 
cent’s Home; Sister Mary Afra of Walla Walla, Wash. 
and Sister Mary Amata of Vancouver, Wash.—CML 


bob + 


Francis K. Adams, 
vice-president of the S. G. Adams Company, office 
supply retail firm of St. Louis, Mo., died September 19 
at his home, 29 Clarmont Lane, Ladue, Mo. 

Mr. Adams had been an officer of the firm for about 


The Late 
Francis K. Adams 





30 years, progressing from clerk to the position of 
vice-president and treasurer. 

Survivors include his widow, Frances; a brother, 
Stephen R. Adams, president of the firm; two sisters, 
Mrs. Mary Craig and Mrs. Violet Hall, and a step- 
daughter, Mrs. Jadienne Caster, all of St. Louis. 

Mrs. Caster flew to St. Louis for the funeral from 
Hokaido, Japan, where her husband, Maj. Maynard 
Caster, is stationed. 

+ | 


Alfred J. Mayer, 

83, president of Gregory Mayer & Thom Company, and 
National Lithograph Company, Detroit, Mich., died at 
his home on September 19 after a long illness. 

He was one of the founders in 1899 of Gregory 
Mayer & Thom, one of Detroit’s largest and oldest 
office furnishings and supply companies. He was vice- 
president of the firm until 1924 when he become presi- 
dent. 

A member of the Detroit Athletic Club, Lochmoor 
Club, Detroit Rotary Club, Detroit Executives Associ- 
ation, Mr. Mayer also was a director of the Downtown 
Property Owners Association. 

The decedent was born in Ann Arbor and came to 
Detroit in 1890. He worked for the Richmond & Backus 
Company eight years. 

Surving are the widow, Emma F.; daughters, Mrs. 
W. Eugene Tait and Mrs. Paul F. Jerome; son, Alfred 
J. Jr.; brothers, Herman J. of Detroit, and Oswald R. 
of Ann Arbor, and six grandchildren. 


Harry C. Converse, 

proprietor of The Converse Company, Seattle, Wash, 
died in Phoenix, Ariz., on September 21. Although his 
general office was located in Seattle, with a branch 
in Portland, Ore., Mr. Converse spent the larger part 
of the year at his winter residence in Phoenix. He 
was a sponsor of the 1953 Phoenix Open Golf Tourna- 
ment held last January. His widow, who is an active 
horsewoman, survives him. 


fs oe ole 


George F. Wood, 
62, owner of Wood’s Typewriter Exchange, 310 Erie 
St., Toledo, Ohio, for the last 43 years, died of a heart 
attack September 3 at his home. He lived in Toledd 
for 45 years. His son, Jack F., has been associated with 
him in the business. 
Mr. Wood served three years in the Army during 
World War I, including overseas service in France 
His widow, Lill M., Toledo; daughter, Mrs. John R 
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ffice 
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out 
Every person, regardless of profession or business, needs a file to keep 
important papers such as receipts, bonds, certificates, credentials, 
leases, tax data, wills, etc. 
The Amfile models shown 
here offer the purchaser the 
| ultimate in file utility and 
of ° 
attractiveness. 
her, 
ers, 
eD- 
MODEL No. 442 
rom 
ard Made of heavy weight steel, finished in gray hammerloid 
finish . . . a sturdy file that will last a lifetime. Opens 
easily on piano-type hinge. Comes with key and heavy- 
a duty lock that really stays closed. Size 10" x 12!/," x 5!/,". 
i at * Equipped with 20 letter size index folders, alphabetical, 
quipp p 
ol monthly and blank. Insides of folders are printed for budget 
lest or expense records, addresses and other pertinent data. 
ice- 
esi Retails for about $5.60 each 
oor 
ci- 
wn 
MODEL No. 445 
} W 
Kus Has Locked Compartment in Lid 
= For the person who wants more privacy about his important 
P papers. In the compartment are five envelopes titled Fire 
Insurance Policies, Life Insurance Policies, Other Insurance, 
Miscellaneous Bonds and Stocks, Last Will and Testament. 
No. 445 comes equipped with 20 folders like Model No. 442. 
‘h. Finished in new "Craftman Copper" color with brass finish 
- handle and hardware. Size 115" x 12!/." x 5!/>". 
ich 
7 Retails for about $7.80 each 
18° 
ive 
Amfile Personal Files come individually cartoned—suit- 
able for reshipment. 6 individual cartons to master 
shipping carton. Shipping weight on the No. 442, about 
rie 45 pounds, No. 445 about 55 pounds. 
art ® 
do 
{th 
j AMBERG FILE & INDEX CO. 
- Filing Specialties since 1868 
1608 Duane Bivd. Kankakee, Ill. 
53 
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<¥ Have Everything... |« 
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In the volume-selling Boling Line there is a chair to suit - 
He} 










y 


every one of your customers. From those with budget 
limitations . . . to those with the most discriminating, De 
hard-to-please tastes. And that goes for modern or 


traditional styling. 


That’s why dealers (and users) in growing numbers 
think first of Boling. yp 


You don’t have to wonder if you can please them h 
all. Stock Boling Chairs and it’s just a question of den 
“which one.” Start right now with an order . . . then larg 


you're sure. for 


HIGH POINT BENDING AND CHAIR COMPANY mai 
SILER CITY, N. C. 
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Snell, Kankakee, Ill.; brothers, William A. and John L., 
poth of Toledo, and three grandchildren survive—AK 


Herff Monroe, 


Maverick-Clarke Company, San Antonio, Tex., died 
at work on September 17. He joined Maverick-Clarke 
in 1904 and had been with the firm ever since. The 
funeral was held on September 20 with interment in 
McAllen, Tex. Surviving are his widow, Lucy Monroe; 
his mother, Mrs. Mary Monroe, and three sisters. 
+t tt +; 

Heyer Corporation Holds Showing 

The Heyer Corporation recently held a two-day show- 
ing of its Model 70 Conqueror duplicating machine fea- 
turing the new visible fluid tank on Wednesday and 
Thursday, September 23 and 24, in the Hotel McAlpin, 
New York, N. Y 

Under the jurisdiction of the eastern office, the show 
was staged by Arthur Zitt and his associates. One of 
a series of such shows designed to acquaint dealers in 
various localities throughout the east with the opera- 
tion and advantages of the Model 70 Conqueror, it was 
successful in attracting dealers from the five boroughs 
of New York City, Long Island and nearby New Jersey. 
Other shows were held in Washington, D. C., last May; 
in Philadelphia, Pa., in July; and in Boston, Mass., in 
October. Heyer’s also displayed at the National Busi- 
ness Show in New York City, October 19-24, at Grand 
Central Palac« 

Stencil duplicators as well as a complete line of 
Heyer products were of interest to visiting dealers. 





Dealer Capitalizes on Steno Shortage 
A shortage of stenographers in Elmira proved a 
bonanza for Walt Hazelton of Hazelton’s Office Equip- 
ment, Inc., 156 Lake Street. The dictating machines 
he stocks were the answer to the problem. He tried 
out the idea by inserting an ad in the local newspaper, 
Sunday edition only. The ad was placed in the first 
section of the paper and was headed in bold black 
type 
“The Shortage of Stenographers 
Need not HANDICAP YOU” 


In about 50 words the ad gave some information 
about price, ability of the machine to perform and a 
jlemonstration offer. Inquiries were received from all 
over the surrounding area including a number of the 
largest concerns in town. The machine was actively 
demonstrated with the result that orders were placed 
for one or more of the units. Response to the ad was 
so favorable it was continued as a regular Sunday 
insertion 

Hazelton’s Office Equipment, Inc. is now completely 
settled at the Lake Street location, one of the town’s 
main shopping centers. The new site affords greater 
facilities in floor space and greater customer appeal 
is enhanced by a larger window display.—_GB 





Coral Keys Buys Roberts Office Supplies 


Edith Moffat, president of Coral Keys Office Sup- 
plies, Inc.. Key West, Fla., recently purchased Roberts 
Office Supplies, owned by Charles E. Roberts. 

Under the new arrangement, Roberts will continue 
with the sales and service of business machines, equip- 
ment and furniture from its 128 Duval St. address, 
using the same name. The stationery and small sup- 
plies department, at 126 Duval St., will be managed 
by Miss Moffat through Coral Keys 

Both Miss Moffat and Mr. Roberts feel that the 
division in ownership of the office supplies from the 
business machines and furniture will offer broader 
Opportunity for separate expansion and a more effi- 
clent service to the public. 
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Convoy Files are shipped assembled ready 
for use. They'll stack to ceiling without 
shelving, yet operate freely. Mate together 
vertically, have positive drawer stops. 
Steady profit makers. Some good areas are 
still available for franchised dealerships. 


CONVOY, INC. |)” toxic 
CANTON, OHIO 
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THESE KIL-KLATTER ADS 
SURE BRING IN THE 
ORDERS — 

MORE PROFITS! 












Yes, ads like this cur- 
rently appearing in 
national office and 
business magazines 
will help you sell. 
They're ‘‘door-open- 
ers’’. The customer 
knows what you're 
talking about—the re- 
sult . . . more orders, 
more profits. 


REDUCED BY THE USE OF 
KIL-KLATIER PADS 


UNDER ALL TYPEWRITERS 


if your office is noisier than it should 
be, make this simple test today 

Place a Kil-Kiatter pad under eact 
typewriter. Then notice how disturb 
ing and distracting noises caused by 
typing are reduced. See how errors 
and typing mistakes caused by notse 
fatigue are reduced—how office eth 
crety steps up. 





Kil-Kletver pads akeorb the shock and 
deaden the nowe of typing—-keepimg Plus 
the desk from becoming a sounding 
beard. Kil-Klatter's scientific design THESE 
literally “soaks up” typewriter disturb 
ances—keeps down the noe of ry ping SALES 
it day | 
ear Mie AIDS 
7 , ~~ 
(a 








KIL-KLATTER’S power- 
ful promotion material 
backs up the national 
advertising. ‘‘Follow- 
up selling” is more ef- 
fective when you make 
use of the following 
“The answer to a quieter office may free promotional ma- 
be under your typewriter” terial: 


KIL-KLATTER 


@ Made of genvine long life OZITE felt 
@ Dent-proof top and skid-proef botem 
© Fits many other office machines, too 


$425 


at your stohoner or office supply deoler 








¢ CATALOG CUTS 

e NEWSPAPER MATS 

e TWO-COLOR ENVELOPE ENCLOSURES 
e COUNTER CARDS 


Place your order for KIL-KLATTER typewriter pads and 


FREE sales aids today. 











AMERICAN HAIR and FELT CO. 


Dept. B-311, Merchandise Mart 
Chicago 54, Ill. 
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The Ad-Viser 


(Continued from page 69) 


marked with the above designation. Further informa- 
tion can be obtained from your local Post Office. 

This method has eliminated two big items in mailing 
costs. It is no longer necessary to address each piece 
separately as previously. Accumulation or purchase 
of a mailing list is omitted. A great saving can be 
afforded as a result. 


Don’t Neglect Classified 

7. Use the classified ad section to push merchandise. 
Many retail merchants have built up successful volume 
by advertising in the classified ad section. An effective 
practice is to run about four or five ads per week 
Scatter them through the classified section. Make each 
one a real special. It will get good readership and con- 
sequently, business. 

8. Use your telephone to advertise special sales. A 
personal telephone call can do an excellent job in in- 
forming your customers about special sales. Spending 
a few hours each day in advance of the event, will pay 
off in huge dividends of heavy store traffic 

These methods, of course, cannot supplant your main 
advertising. It cannot ever take the place of news- 
paper or radio promotion. Instead, it should be used in 
addition to what you are doing. The cost will be small 
but if carefully handled, the results will be gratifying 
Naturally, it is not possible to use all the methods men- 
tioned. However, merchants should choose the idea 
they like best and adapt it to their own individual 
needs. 





Scribe Appoints Regional Manager 

Scribe Corporation (Permofiux Scribe tape dictation 
systems) has announced the appointment of Paul 
Pothast as regional manager of Scribe’s Region No. 4 
which includes the states of Colorado, Nebraska, Kan- 
sas, Minnesota, Iowa, Oklahoma and a portion of Mis- 


souri. 


Paul Pothast 





Returning from service following World War II, Mr 
Pothast became assistant sales manager for the Mid- 
west Popcorn Company. Following this type of work 
he became a salesman for all types of office equipment 
in Omaha, Nebr., including typewriters, adding ma- 
chines and office furniture. 

Next, he joined Minnesota Mining & Manufacturing 
Company and over a period of four years advanced to 
the position of supervisor of salesman for six states 
On January 1, 1952, he left the 3M concern to open 
his own farm equipment business in the Omaha area 
He became a Scribe distributor in Omaha, leading to 
his new position as regional manager for the company 





Reorganize Meyer & Thalheimer Firm 

An announcement has been made by H. G. Taubman 
relating to the reorganization of the Meyer & Thal- 
heimer firm, 10-12 N. Howard St., Baltimore 1, Md. 

This concern is now operating as Meyer & Thal- 
heimer, Inc., and the active management will be 
handled by the Taubman family who operate, amongst 
other interests, a chain of stores in the Maryland- 
Virginia area. 
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“Clary is the most 
(esirable office machine franchise 
in existence today” 


Says: 


H. H. MARLIN 


Bloomington, Indiana 


I've spent more than 40 years in the office machine 
field, but I have never seen anything to compare with 
Clary —in the product, in its sales policy and in its 


phenomenal growth. 


Clary is one of the few office machines that will help 
you build omplete, well-rounded business. You 
can identify yourself with Clary and rest assured that 
you'll continue to receive long range, well-planned 
sales support. Further, Clary is a superior product 
years ahead of other machines. Also, it’s more than 
one line — you have the advantage of a line of adding 


machines as well as cash registers. 


‘In these days of fast-paced business, Clary is a sales 
natural. People in business want and need speed. 
Being the world’s fastest adding machine, Clary gives 
them that. And Clary gives them the best thought-out 
keyboard on the market to take full advantage of this 
extra speed. Clary’s exclusive Thumb Add Bar com- 
bined with the hand-span keyboard helps even 


beginners turn out figure work up to 48% faster. 


‘My customers also like having the motorized control 
bars do only one job. Believe me I’ve seen some really 
cluttered machines in my day... but Clary is the 
OFFICE APPLIANCES, 1953 
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handsomest, easiest to use and the fastest adding 
machine of them all. 


“| unhesitatingly recommend the Clary as the most 
desirable franchise that is being offered by any office 
machine manufacturer in America’ 


Get the facts. Find out what a Clary dealership can 
do for you in increasing your , 
profits and in building up 
your business for the years 
ahead. There may be a terri- 
tory available. Just fill in and 
mail the coupon. 





rer ee a eee 7 
Clary Multiplier Corporation oa-1i3 | 
| 4 ° | 
| San Gabriel, California | 
| Please send me immediately full information about the ! 
7 many advantages of a Clary Dealership. 
| | 
| Name " | 
| | 
Address | 
| ! 
7 City ( ) State 
fh cee see cee cee cemss cues eens canes Ga alee Gib any Guu Gants nes ceive GANG GD UES a | 
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a Your office, too, can be 


Tooled for Efficiency! 





vet 





“SS 
X 
... this is 
typical of 
the series 

appearing in 


tN I 


Business Week) 
. | 
and | 
Dun's Review 
] 
; 
} 
: = | 
saves your space, increases your Office output! | 
When you install Steelcase equipment in your Because Steelcase desk tops, drawers and 
office, you know in advance the result will pedestals are interchangeable, you can meet 4 
give you more efficient use of space and in- changing job requirements immediately. In j 
creased work output. Plus, of course, the im less space than normally required, you gain Ko 
mediate favorable effect of Steelcase color, increased filing capacity 
Syany Som SEERy OR your customers and These factors—plus money saving Steelcase 
employees alike lifetime construction—are the reasons why 7 
Here's why: many leading national organizations have 
consistently standardized on Steelcase. Ask 
Steelcase engineering and planning makes it your local Steelcase dealer for their names 
possible to seat 25% more employees in a 
given area. Users report work output has in 
creased as much as 35 zz look for your Steelcase deoler i , F 
in the “Office Equipment” | be 
classification of your phone directory 
9 
i 





— i = i ey yi = | 


For new ideas in office planning, write for “Tooling Up Your Office” 


Business #£ (quip erir 





METAL OFFICE FURNITURE COMPANY: Grend Rapids, Michigan 
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News Notes from the British Isles 
Continued from page 120 


rade, may well “rest content” with their present 
rkets, and decide to “build up” again in Britain, 
radually, and from the long-term point of view. 
Let us be lear on one point: excellent though 
British good re, keen though the determination may 
to “buy British” (as the writer is sure that in the 
trade being what it is, there will always be a market 
in America and for American goods 
in free interchange of goods is permissible 
iin without the frustration of currency restrictions 
There art me distributors in Britain who are “liv- 
for the when they can again obtain supplies 
I 1 office equipment. It is as well for 
in our approach to the present posi- 
to analy it carefully, and not hide our heads 


The above ews represent a consensus of opinion 
ym a great ny distributors. But perhaps the most 
is that to be heard by the old- 
ipanies who, in the main, believe that 
here will ys be room for British and American 


easoned al ment 


That, in the view of the writer, is the correct ap- 
American goods sell on merit in Britain, 
and sold on merit; just as British 
are ht and sold on merit in the United 
States and elsewhere 
in who uses a great deal of Twinlock 
['winlock Ltd., of Beckenham) visible 
recently ordered a large number of 
for use in his warehouse. The binders 
records were in constant use with lines coming 


+] y } hi 
nem ve i} 


roing rapidly, full sheets had to be transferred 
id new ( inserted. His staff who used these 
nders ha nly one complaint, the time taken to 
en or clos pace in a bank of records. Unlike the 
pidref or Rediref visible record binders there was 
shift mechanism. Sheet movement in and out was 
ymewhat slow process 
Necessity being, so it is said, the mother of inven- 
he suddenly hit upon a bright idea. He got a 
piece of card, bent it in two, and inserted one half 
nder the sl to be moved, closed over the other 
lap enclosing the sheets, pulled open the rings of the 
inder, gripped the sheets firmly between the card and 
fted the ff, closed or made a space as necessary, 
nd then replaced the sheets. He improved his idea 
nd brought it to the firm. The company has now 
eveloped tl prototype and is manufacturing these 
sible re heet shifters. 





“Making Imperial Typewriters” 
Told in New Book 

Through the courtesy of G. Bradshaw, advertising 
Imperial Typewriter Company, Ltd., OFFICE 
APPLIANCES has received a copy of an interesting book 
Making Imperial Typewriters,” recently published by 
the English firm 


nanager ol 


As outlins the preface the basic idea of this book 
to provide outline of the Imperial organization 
nd to show, step by step, how Imperial typewriters 


ire made 
The mei 


lescribed 


1 women who make the typewriters are 
exponents of the tradition of British 
raftsmanshi} They are the subject of one chapter 
Other secti f the book deal with the factory layout, 
he product processes of manufacture including 
the fabricat of steel “squeezed like putty.” 

In the beginning, it is related, “About the beginning 
f the cent when the horseless carriage was still 

novelty ladies’ ankles were still unseen, a re- 
markable came to Leicester by the name of 
Hidalgo Moya. He was a Spanish American by birth, 
though ons his ancestors was the pioneer Daniel 
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‘SWIFT 


ADDING MACHINES 


Surveys show that 
4 times as many 
customers can relate. 
will buy a SWIFT 

because 
ONLY SWIFT offers 
these 4 Great 


Feature: 





\ 
past 
ls 
COMPLETE \ 
PORTABILITY \ 4 
weighs only 6¥ Ibs. Less 
than any other machine 


5 
24 SWIFT has 12 other features 
@,° a) A 





vise A2g usually found only in expen- 


s 
ADDING “2° 0 f/ 
pists “> of p 


sive machines. Every SWIFT 





for continuous totals e 
= * machine is guaranteed. Fill 
\ 
\ c™ ne 
z--—\¢(") | out coupon below for com- 
e—{ J ‘ 
sHort =e 


STROKE for high speed, | plete profit-making story. 
one-hand operation 


3| 9} 9] 919} 8] 9] 39} 
GREATER a 


CAPACITY 9 column addi- 
tion and multiplication 


SWIFT BUSINESS MACHINES CORP. & 





e No obligation. 






er 

i 

, Great Barrington, Mass. Dept. O 
I 

' Send free information about Swift Adding Machine. 
1 NAME i 
. ' 
1 COMPANY . 
, ' 
i ADDRESS ' 
. 
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OLDEST... and still the FASTEST! 


é ABACUS | 


adding-calculating . 
machine 





Devised by the mathematical wizardry 
of ancient Egypt . . . used today by 
millions throughout China, Japan, Rus- 
sia, India, Indo-China, Malaya—and 


even in America! 


fantastic calculating speed! 
Adds, subtracts, multiplies, divides—with the flip of 
a bead! Can actually outrace many modern calcu- 
lating machines costing almost 100 times as much! 





TOTAL BA 























Lasts a lifetime! Nothing to break... 
no delicate mechanism to get out of 
order. 


Simple to Use! Totals always visible! 


13 column listings—13 column totals. Computes any 
total up to $99,999,999,999.99! 


More abacuses in use today than all other types of 


adding machines combined! 
$750 


RETAIL 


Complete with 
operating ON LY 


instructions 





A really unique Christmas gift! 
“A . and oa terrific traffic builder! Order NOW 
for the holiday rush! 


SHIPMAN-WARD MFG. CO. 


325 N. Wells « Chicago 10, Ill. 
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Boone. Moya had the experience of the typewriter 
in the United Sttaes and he had designed a machine 
himself which he was convinced could be manufac- 
tured and sold for five guineas. He was looking for 
financial backing to start manufacture and he found 
it in J. G. Chattaway, a well-known Leicester business 
man.” 

On such a premise was the Imperial typewriter 
organization built. 





Bradford Stationer Retains Happy 
Memories of His Visit to U.S.A. 
By E. Fitzgerald MacMillan 

An English stationer, who still greatly prizes the 
personal gift of a fountain pen that Frank Waterman 
gave him just before the war in 1939, is Harold B. Pop- 
plestone who was recently elected president of the 
West Yorkshire branch of the Stationers Association of 
Great Britain & Ireland. 


Harold B. Popplestone 


Mr. Popplestone’s meeting with Frank Waterman 
came about in this manner: 

Pens had always been the biggest line in the old- 
established stationery concern of E. V. Popplestone, 
Ltd., Darley St., Bradford, the large wool city of indus- 
trial Yorkshire. “E.V.,” as he was often affectionately 
called, believed in stocking the very best pens and in 
maintaining a perfect service for customers. 

Hence, Harold, the then rather youthful son, was 
sent on many training courses with fountain pen 
makers 

“But,” he remarked to me recently, “I spent most 
of my time at Waterman’s in London, and through 
that, on visiting the United States in 1939, was taken 
on a special tour of the American factory. The hospi- 
tality offered me was wonderful and was climaxed with 
the presentation of the pen from Frank Waterman.” 

Today, the genial, kindly personality of E. V. Popple- 
stone is seen no more in the efficient stationery store 
in Bradford. He passed on some time ago but his son, 
Harold, carries on all the tested policies and traditions. 


Studies Pen Manufacturing 


He told me how happy he is that he took so many 
pen courses with the big makers (Waterman, Parker, 
Conway, Stewart, and so forth) because today “more 
than ever, the public wants reliable service and wants 
it quickly.” He has passed on much of his training 
in this category to his staff so as to relieve himself for 
his new public and other duties 

The Popplestone policy of knowing everything there 
is to know about the pens offered to customers has also 
always been applied to every other article in the store 
Undoubtedly this has largely helped to build the envi- 
able reputation of the firm. Customers over the many 
years have come from long distances, sure of the 
service they will be given. 

The recent elevation of Harold Popplestone to the 
office of the president of the West Yorkshire branch 
of the stationers association means he has surpassed 
his father, who was for many years the treasurer of 
the same organization. 

He hopes it may be possible to make a return visit 
to the United States before too long. Actually, his ties 
of friendship with Americans go back 20 years. It 
was early in 1934 that an American stationer wrote @ 
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don't over carbon profits 


sell PEERLESS IMPERIAL 





PENCIL CARBON 





' — the door-opener that builds business 























Would you like to add some new accounts on your Be 
books? Follow these 3 easy steps: 


1 SHOW your prospects the superior ae K F B E N - K F E [ 


features of KLEEN KLEEN— its treated 
back, its fine, even coating of ink. 


2 PROVE by demonstration that 
> > . 
KLEEN KLEEN writes clean, is clean 
to handle. Point out that it’s built to take 
punishment, lasts longer—and is ideal 
r payroll forms, inventory records, etc. 


3. SELL KLEEN KLEEN on its twofold 
appeal of quality and moderate price. 
Dealers report that KLEEN KLEEN 

foot-in-the-door that opens the way 
other products they sell. 


Now available in green as well as blue. 
Write for samples today. 
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PEERLESS-IMPERIAL CO., INC. 


tory. 28 Peerless Place, Newark 5, New Jersey 
13 108 Franklin St. * CI 190 2, 179 W. Washington Street 
jen Street, River Rouge, Michigar 
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ji Cfreat ff on tu Be ove Ribbons, carbons, spirit and gelatin duplicating 


carbons, ? naster units, carbon ribbons, carbon rolls for every business need. 
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1,200,000 READERS receive these ‘‘bive- 
chip” iness publications 12 months per 
vear (totals based on certified A.B.C. and 
C.C.A. audits). 


Ss 
KEEN JUDGES or GOOD RISK 


the Re-Print Compony 


Sire & Moar 


Alabama - 
Hundreds of other top execy 

u 
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e same satisfaction 
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ishings hav 
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ness of fine woods 
traditional dig- 
dary quality of 
olid assurance 
‘Seame 
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“President, 
chould express th 
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best expresses this 
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Jackson desk gives 
of long life, without hazard in 


derwriting the investment. 


Sam Boy- 
reasons, Mr. 0! 
For these kers Fire an 
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kin President © select- MEM riITUTE 
- ce Company, TURE INSTITUTE 
peggy desk for his office. rune 
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Office Costs. Write Dept. re # 
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UNDERWRITING SALES 


An aggressive, hard-sell- 
ing advertising campaign in 
the nation’s most influential 
business publications is pay- 
ing dividends for Jackson 
Desk dealers. Your pros- 
pects are reading Jackson 
ads .. . are being impressed 
with the importance of qual- 


ity office furniture, and the 


for Jackson Desk dealers 


advantages of Jackson 
Desks. 


Ads like the one above 


... desks designed with 


jp dase 
BUSINESS) IN MIND 





will bring people into your 
store—prospects pre-sold 
and ready to buy—if you 
sell Jackson Desks. If you 


don‘t, you’re missing a good 





bet! Write us today. 
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letter to a British trade journal asking for a pen friend. 
Harold Popplestone became that friend and the two 


met during the early 1939 visit 
ncidentally, this Bradford pen specialist and sta- 
tioner reads OrricE APPLIANCES regularly and has done 


so for a number of years. Says he enjoys studying the 
American approach to the trade and the vast number 
f new ideas born within it 





News Notes from Australia 


w. BEECHAM, CORRESPONDENT 
BOX E256, G.P.O., PERTH, W.A. 

The Federal Government has ordered import restric- 
tions to be eased a further 10% to allow another £45 
million worth of goods from the sterling area into 
Australia. Unfortunately, however, there is no easing 
in the posit of dollar imports 

Alterations in Australian sales tax rates include the 
following: Transferred from 50% to 16%4%—paper 
weights and paper knives; card cases. Transferred 
from 33! 1624%—fountain pens and propelling 
pencils (including ball-point pens and pencils), stylo- 
eraphs and parts and refills for these goods; leads 
for propelling pencils; brief bags, writing or letter 
he cases exceeding 18 inches in length; 

hampers for office purposes. 

One Australian fountain pen manufacturer, how- 
ever, has tructed retailers not to make any reduc- 
tion in the price of his pens, and a printed notice on 
the bottom of his invoices instructs them to keep 
prices at pre-budget levels or return the pens to the 


local agent 


cases, atts 
baskets an 


*« > = 
In the Supreme Court recently, Justice Sholl gave 
judgment that Australian ballpoint pen manufac- 


Scribal Pty. Ltd., had not infringed a patent 
cover the Biro ballpoint pen. He said 
tions detailing the patent were not clear 
the patent to stand and prevent other 
manufacturers producing similar goods. It was stated 
that the Biro patent, which was contested, was an 
1djustment of the ink reservoir designed to end the 
leakage of k which had made ballpoint pens unpop- 
ilar when they first reached the market about 1945 
Henry Geor Martin, of the Argentine Club, London, 
vas the plaintiff in the action as the holder of patents 


turers 
taken out 
the specifica 


enough to 


issigned to him by Laszlao Joszef Biro of Argentina 
> > - 
To be the subject of a public inguiry at a date to 


be announced is: “What rates of duty should be im- 
posed on paper charts (other than those classifiable 
inder Tariff Item 344 [B]), including those for manu- 
cript use and those for use with instruments for 
recording scientific, industrial or other data, whether 
r not in rolls or reels in continuous graph form?’’ 
> * > 
Registered recently was: The New South Wales 
Filing Co. Pty. Ltd., manufacturers of office filing 
equipment; factory 396 Victoria Rd., Gladesville, New 
South Walk 
Perth typewriter importer D. E. Warren recently 
secured some nice publicity in the local press when he 
described how an Italian typewriter manufacturing 
frm had established an incentive system for its 
employees After they work for the firm for two 
years, it builds a house for them,” he said. “And after 
five years gives them an automobile. This is a 
policy which has been in operation since 1950, and 
the company has now built up a small, modern com- 
inding each of its factories. The benefits 
ystem can be estimated when it is realised 
ships are chartered to export full cargoes 


. Spars: 
munity sur! 


I such a 
1 


if the firm’s typewriters.” 
. . * 
The Western Australian Government Statistician 


reports that during the nine months to March 31, 
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This Christmas 
can be your 
biggest for 


SALES and PROFITS 
with the Remington 








Demand for Remington Portable Typewriters 


will be at an all-time high this Christmas season 
Carefully timed ads in the Saturday Evening Post 
and other leading national magazines will pro- 
mote Remington as the best portable to give . .. 
or to keep. And our Christmas promotional 
package of hard-hitting point of-purchase and 
advertising sales aids will help you profit trom 
the interest these ads will arouse in your locality 

Get ready now to cash in on this big oppor- 
tunity for sales and profits . make sure that 
you have the stock of Remington Portable Ty pe- 
writers vou'll need to get the most out of the most 


profitable selling season of the year! 


DEALER SALES DIVISION 
315 Fourth Ave., New York 10, N. Y. 
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1953, imports included (imports for the nine months 
to March 31, 1952, are shown in parentheses): Writing 
and typewriting paper, 2,733 cwt. of 112 lb., £27,678 
(18,579 cwt., £224,093); stationery, £475,074 (£453,811). 


o ” * 


In a recent fighting speech regarding support for 
Australian industry, president R. G. C. Parry-Okeden 
of the New South Wales Chamber of Manufactures. 
said: “There can be no denial of the fact that Aus- 
tralia is now among the leading nations of the world, 
Why then does a vocal minority of our leaders and 
their advisers still hold to the theory that Australia 
can best serve the cause of humanity by throwing al] 
but a handful of her basic industries to the scrap 
heap, by making bonfires of the technical skill and 
knowledge of industrial processes we have gathered, 
and by freeing our ports to the goods of those nations 
who desire to fabricate for us the goods we now 
make and who wish to continue to manufacture and 
send to us the goods we will yet make. 

“My great hope for the future—and not, I, hope, 
the distant future—is that we shall come to hear 
from our public figures, in all walks of life, a pride 
in their voices when they talk of Australia’s manu- 
facturing industry. I look forward to the dawning of 
a new national outlook; of a more logical and adult 
nation wherein the entire community will look for and 
demand the satisfaction of their fabricated needs 
from the nation’s factories and will, like the English, 
the American, the Canadian and the German, glory 
in the fact that that which they need is made for 
them by their own countrymen in their own factories.” 





Mosler Opens Mexico Safe Plant 

Safes are now being manufactured in Mexico City 
by Mosler de Mexico S. A., a new firm organized by 
the Mosler Safe Company. 

“The entire output of the new company will be 
marketed in Mexico,” Edwin H. Mosler, Jr., president 
of the 105-year-old safemaking firm, stated. He 
stressed that no Mexican-made safes will be sold in 
the U. S. 

As early as 1885, Mosler safes were sold in Mexico 
through the firm of Mosler, Bowen and Cooke. Now, 
due to the greatly expanded manufacturing economy 
of Mexico, Mosler feels justified in manufacturing 
its products locally. Forty dealers already have been 
appointed to handle distribution of the firm’s products. 

Safes are needed in Mexico, explained Mosler, be- 
cause a large amount of business is transacted in cash. 
In addition there is a basic need for fire-resistant 
safes for the protection of vital business records. 





Massachusetts Office Supply Dealer Offers 
1803 Prices During Sesquicentennial Fete 

An all-time record crowd of visitors was attracted 
into R. A. Wilcox Company, office supply dealers of 
Fall River, Mass., during mid-September 

The occasion was a novel promotion staged by John 
Dwyer, owner, offering the public prices as they existed 
back in 1803. For one-half hour each day, visitors 
to the store could purchase a selected group of office 
supplies and office machines at the same prices as 
they would pay back in 1803, amounting to such fan- 
tastic ratios as $23 for a $5 item, $.50 for a $10 item 
of today, and so forth. 

Co-operating closely with the Fall River Chamber 
of Commerce, Mr. Dwyer likewise gave customers 
change in the form of wooden nickels, especially 
“minted” by a local cabinet works for use during 
the sesquicentennial week. Hundreds of dollars worth 
were changed through the store and could be redeemed 
at any Fall River bank. 

Likewise, the R. A. Wilcox Company capitalized upon 
the huge crowd of visitors attracted to Fall River 
with a display of ancient typewriters, quill pens and 
old forms.—RAL 


OFFICE APPLIANCES, November, 1953 








1ons 
now 
and 


ope 
lear 
ride 
nu- 
z of 
dult 
and 
eds 
lish 
lory 
for 


es,’ 


Jity 
by 


ted 
ol 


yhn 
ted 
ors 
fice 

as 
in- 
em 


ber 
ers 
lly 
ing 
rth 
ed 


on 


ver 
nd 


53 


Well melita: Meolgel ite 


ONAN See). el 


i Mastitiae 





Browne 
a orse 








OFFICE APPLIANCES, 

















The control tower for your business is your office. To 

keep pace with the modern production methods and increased 
speed of this mechanical age, it needs to be 

designed to make most efficient use of floor space and 
personnel. Browne-Morse office equipment is especially 
designed to expedite work in the modern office. Its beauty, 
comfort, convenience and durability make your day’s work 
faster and easier. Such careful office engineering and a 
{2-year reputation for quality have made the Browne-Morse 
Company known as Architects of Efficiency 


for America’s Offices. 






















BEAUTY 
DEPENDABILITY 


Worlds Finest Duplicators PERFORMANCE 


AT THE 


Wockds Lowest Prices 


Liberator 300 
Electric 


£34990 


(PLUS EXCISE TAX) 


Truly the finest in Duplicating equipment. A 


SAVES TIME — SAVES MONEY 






machine for hairline registration—with heavy- Reproduces forms, letters, bulletins, 


duty standards. Inspect its operation and you'll 
find itis truly the World's Finest Duplicator. Avail- 


memos, post cards, manuals. In fact, 
anything that may be typed, drawn, 
traced or photographed on a stencil. 


able in futuramic grey or black wrinkle finish A duplicator that has been time 
with open cylinder automatic dual brush inking. tected to produce millions of copies 


free of service. 
POST CARD TO LEGAL SIZE 













NEW 1954 MODEL 


‘Liberator 200 
Wauual 


AUTOMATIC FEED 
‘ $77 950 
(PLUS. EXCISE TAX) 


New and greater engineering developments 
to an already famous model. The quietness 
@nd ease of operation gives this hairline 


registration duplicator a newer high in stand- 
ards to be found only in the Liberator 200. 


“NEW 1954 MODEL 
Liberator 100 
Wanual 


AUTOMATIC FEED 
$75950 


ik ig (PLUS EXCISE TAX) 


SPEED-O-PRINT 


Corporation 1801 W. LARCHMONT AVENUE—CHICAGO 13 __ 
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GLTC Holds Milwaukee Outing 
Continued from page 136) 
Milwaukee; D. Bowen; Paul Alexan- 


of the Hi-Lo Quartette; Benny Allen, 
il Company; Larry Johnson, The Globe- 


West Compan} 
droff, membe!1 
American Pe 
Wernicke C 
The first prize winners computed on the Calloway 
system were Dallas Hahlbeck; Chuck Lofgren, Sanford 
Ink Company; Norbert Burgess, Sanford Ink Com- 
pany; D. Bowen; P. Alexandroff, Hi-Lo Quartette; W. 
Oestreich, H. C. Miller Company and also Hi-Lo Quar- 
tette; Jim Gil Sr., Commercial Stationery & Office 


Supply Company, Milwaukee; Brewster Towne, Na- 
tional Blank Book Company; Larry Johnson, The 
Globe-Wernicke Co.; Everett Thomson, S. J. Olsen 
Company, Milwaukee 

For the seventh consecutive year the music program 


was furnished by the Hi-Lo Quartette which rates 
high in barber shop singing in the Middle West. One 
of the members, William Oestreich, has long been 


connected with H. C. Miller Company, well known 
Milwaukee stationer. Notwithstanding the lure of an 
evening game between the Milwaukee Braves and 
Brooklyn Dodgers at the County Stadium and the con- 
flict of a baseball party by the Milwaukee Office Fur- 
niture Association, the attendance was excellent and 
many who could not get away for the afternoon drove 
ut for dinner and the evening entertainment. 

The chairman of this successful outing was William 
Courtney of W. A. Sheaffer Pen Company; co-chair- 
man, Benny Allen. Among the guests was William 
Schmiederer, retired, who has a record of 64 years 


service in the stationery field, 49 of them with Buxton 
& Skinner Printing & Stationery Company, St. Louis 


He was a f Herb Walsh of Ace Fastener Corpor- 
ation 

Because of the many details he handled, including 
sale of golf and dinner tickets, Mr. Courtney intro- 


juced Ray Eichenlaub as “the committee.” The group 


e a moment in honor of William Lipner, 


stood in sliel 

Koh-I-Noor Pencil Company, and Conrad Netzham- 
mer, Northwestern Furniture Company, who passed 
away during the year. The announcement was made 
that Francis Adams of S. G. Adams Company, St 


Louis, had died the day preceding 


Those who participated in the outing were well 
impressed with the North Hills course and the service 
ind facilities provided 





N. Y. Office Executives Meet 


Thorough self-knowledge and a real interest in the 
employees under his direction are essential character- 
istics of the essful executive,” James Bender, di- 
ector of the National Institute for Human Relations, 
told an audience of approximately 200 at the recent 
linner meet 1f the Office Executives Association of 
New York, held at the Hotel Belmont-Plaza, Sep- 
tember 16 

Speaking on the theme, “Your Executive Ability and 


’ Dr. Bender declared that the first 
yr executive powers is a searching self- 


How to Imp 
step in impr 


analysis 

Ask yourself, what kind of a person am I?” the 
speaker advised the group. “Analyze your motives too: 
What are they Are the motives worthwhile? Ask 
yourself the question, what do I want out of life?” 
Self-determination of this kind is the only way for 


in individual t 
Dr. Bender sai 
ing his goal 

The true executive also has “completely mastered 
the tools of his profession,” Dr. Bender declared, and 
listed among these “tools”: 

The ability to speak well, to express ideas clearly and 
forcefully; the ability to project warmth and friendli- 
hess into written communications; good interview 


define clearly what his objectives are, 
ind this is the first step toward achiev- 
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Ne y ... the entire 
“JUSTRITE” ENVELOPE LINE 


. is based on quality—the best workmanship and 
materials go into all Justrite products. When you fill 
envelope orders with Justrite — you can be assured 
of “REPEAT” business. When you want QUALITY . . . 
SERVICE . . . VARIETY— you want JUSTRITE, 

“America’s Finest Line!” 


es Siticisg > 


Sold thru dealers only. 





. .. from Air Mail envelopes to X-Ray envelopes — 
85 types with variations of each—JUSTRITE can serve 
you better. Thirty-five years in the envelope field is 


evidence of dealer confidence. 


Your orders are handled faithfully and quickly— 
Two modern factories to serve you. Justrite products 


are sold through dealers only! We invite your inquiries. 


WRITE FOR PRICE LIST 
For cleaimevrrew Service 


In Atlanta It's 


JUSTRITE ENVELOPE MFG. CO. 


Atlanta, Ga 


58-60 Gilmer St., S. E 


In St. Paul It’s 


NORTHERN STATES ENVELOPE (CO. 


300 E. 4th St St. Paul, Minn 
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) NEW FEATURES 


IN ATLAS VERTICAL FILING 


NEW JUMBO WITH 
BOTTOM DRAWER SUSPENSION 








Now, drawers filled with Off- 
set plates, negatives or sten- 
cils, are supported along th. 
bottom on bal! bearing sus 
pension, eliminating a// possi- 


bility of sagging or binding. 








NEW NEGA-PLATE HANGER 


Designed for 10” offset nega 
tives and plates, this new hanget 
gives tops in protection and a 
cessibility. Two heavy-duty en 
velopes come with each hanger 

with printed space for noting 
contents. Fits Atlas Deluxe. 
Twin Deluxe, and Jumbo cabi- 
nets. Write for specifications 


and price list. 











A VERTICAL , FiLine 


FOR STENCILS, OFFSET PLATES & NEGATIVES, X-RAY, ETC 
orn =, 

\ 

MM te 


ATLAS STENCIL FILES CORP. :g729 WESTFIELD AVENUE + CLEVELAND 10, OHIO 
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technique—not formal interviews exclusively, but dele. 
gating the greater part of his desk work to assistants, 
if necessary, and conference leadership ability—learn. 
ing how to function as a moderator, and to let sugges. 
tions come from workers in order to gain full employee 
participation and interest. 





Rockwell Honored by Export Managers 


Harvey P. Rockwell, vice-president in charge of 
wholesale, Yawman and Erbe Manufacturing Com- 
pany, has been signally honored by The Export Man- 
agers Club of New York, Inc. 

Mr. Rockwell was one of the founders of the club 
many years ago, while he was serving as export man- 
ager for Yawman and Erbe with headquarters in New 
York City. For four years he acted as an officer of 
the club. 

In recognition of his many years of active associa- 
tion with the organization, the directors of The Export 
Managers Club have ‘notified Mr. Rockwell that he 
has been elected an honorary member of the club 
for life. 

In acknowledging Mr. Rockwell’s active participation 
in the affairs of the club since its founding in 1916, 
Miss Helen J. Devlin, secretary, writes: “This action 
was taken in recognition of the very valuable service 
which you rendered the club in its early days, which 
we feel was a distinct factor in starting the club 
along the road which resulted in our becoming a 
large and successful organization. It is with sincere 
pleasure that I am sending you this news of your 
election to honorary membership.” 

With a membership of representatives of approxi- 
mately 700 of the country’s leading industrial com- 
panies, the Export Managers Club has been outstand- 
ing in its efforts and accomplishments in fostering 
the sale of American products throughout the world 
Headquarters are at 2 Lafayette St., New York 7, N. Y 





New York Chapter of NOFA Plans Programs 


The New York Chapter of the National Office Furni- 
ture Association has completed a program of fall and 
winter meetings following the September 22 golf out- 
ing and October 5 election meeting. 

The November 2 meeting will be sponsored by the 
steel manufacturers and December 7 is the date for 
the annual Christmas party. January 11 will be the 
kick-off for the National Office Furniture Week. Feb- 
ruary 1 is the date of the Old Timers Night, a toast to 
the “deans” in the industry 





N. Y. Stationers 12:30 Club Meets 

Some 50 members attended the first fall meeting of 
the Stationers 12:30 Club of New York held on Monday 
evening September 28 at Rosoff’s Resturant, New York 
City. President, Ralph Barnett, Blaisdell Pencil Com- 
pany, presided. 

At the close of a beef steak dinner, president Barnett 
expressed his pleasure in welcoming members back 
after a hot summer. He then called upon Mortimer 
Libien, Libien Press, Inc., New York City, who acted as 
secretary during the absence of G. F. Griffiths, Jr. 
Noesting Pin Ticket Company, who was out of town. 
Mr. Libien read a telegram from Dwight N. Briggs, Sun 
Rubber Company, saying the NSOEA convention was 4 
big success and expressing the hope that the group 
would have an excellent meeting 

He also made the Good & Welfare committee report 
announcing that J. J. Walder, Columbia Loose Leaf 
Corporation, is undergoing an operation in the New 
York Hospital; Ralph Halpern’s daughter, Harriet, & 
ill in the Medical Arts Hospital; John S. Gale, Gale & 
Grimler Inc., New York City, is recuperating from his 
recent illness. 

Harry Fensterheim, S. E. & M. Vernon Inc., stressed 
the importance of sending get-well cards to those 
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New ribbon printing me- 
chanism provides single 
and double cash receipts: 
one for your customer, 
one for your records. 












“Greased Lightning’’ (¢ 
push button operation 
with keys scientifically 
designed and numbered 
for minimum finger and 


eye fatigue. 


A masterpiece of stream- 
lined design with gleam- 
ing enamel finish, 
chrome plated rust-re- 
sistant trim. 


THE REGNA 
IS THE MOST 
BEAUTIFULLY DESIGNED 
CASH REGISTER TODAY! 


Here at last is the all-purpose 

machine specifically designed for 

those small and average-size merchants 
who comprise the bulk of your volume market! 

A machine so versatile, so magnificently engineered and designed, it's destined to tally up the 
biggest sales record in your experience! Exaggeration? Just compare Regna feature for feature, 
price for price with any other similar machine on the market today. You'll be convinced that 
with Regna you have the trump card, the shot-in-the-arm your business needs! 


Nationally advertised to millions of retailers in every field... 
fully backed with dealer promotional material. Easy 
lime-payment plan for your customers. 



























Regna Cash Registers, inc. | 
; 175 Fifth Avenue New York 10, N. Y. 
Gentlemen: 
Please rush more information on the new Regna and tell me | 
how | can become a Regna dealer. 
Name | 
Company 
Address 
City Zone State 
| 
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Office equipment you can really sell . . . Security CRESTLINE. Design. 
workmanship. efficiency, planning . . . point for point CRESTLINE Office 
‘ l 
Furniture meets every specification of even your most exacting customer. 
“There is nothing finer” .. . that idea which 
introduced CRESTLINE is still as true today. 
It is the strongest sales tool in your salesmen’s kits. 
— _ I 
In CRESTLINE you have a product that 
can be solidly sold. 
; 
: 
' 
} 
SECURITY STEEL EQUIPMENT CORPORATION + AVENEL, N. J. 
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members who suffer illness. He went on to tell of how 
much he appreciated the many cards he received when 
he was laid-up with a broken arm 

The outing committee report was given by Chairman 
David T. Pomerantz, A. I. Goldberg, New York City, 
who remarked that it not only was an outstanding suc- 
cess but showed a profit as well. President Barnett 
thanked the committee for doing a splendid job. 

Murray H. Weinkrantz, Universal Pad & Tablet Cor- 
poration, editor of “Stationery Whitems” the club’s 
bulletin, urged members to send in items of interest to 
the trade promptly for publication. The balance of the 
neeting was devoted to discussion of topics of inter- 

t and importance to the group 





Nominate Philadelphia NOFA Officers 


The Philadelphia Chapter of NOFA in its monthly 
neeting at Kelly’s on September 14 nominated the 
following for new officers: 

President, Leonard LaFair, Frank Wolf Company; 
Sam Galespie, Galespie Company; vice president, Sam 
Berman, Berman Company; Morris Kretchmar, M 
Kretchmar Company; Elmer Rees, A. Pomerantz Com- 
any: Henry Clark, Max Block, manufacturers’ rep- 
esentativ: treasurer, Jules Ermel, Wm. F. Murphy 
Sons: Jack Pinkerton, Hoskin’s; financial secretary, 


Seymour Golden, Business Furniture Company; re- 
ording secretary, Horace Laurence, H. M. Laurence 
Company 

Adaptation of the NOMDA plan for financing time 


ales to office furniture was discussed. Herman Dubin, 
Dubin Company, and Joseph Jaffe, Shoemaker’s, were 
elegated t ather details and report at the next 
neeting 
Guests at the meeting were George F. Rocker, John- 
yn Chair Company, and A. Nelson, W. H. Gunlocke 


Chair Comp 





Chicago NOFA Chapter Begins Meetings 


The first post-summer meeting of the Office Furni- 


ture Association of Chicago was held on Monday, Sep- 
tember 14, at the Charles Harrison Restaurant with 
Warren Spitzer, vice-president, presiding. President 


Henry Otto, re-elected for a second term, was absent 
ecause of illness 

A principal feature on the program was the wel- 
oming of John Gray, managing director of NOFA, 
ind his office staff. Introduced by Hal Johnson, activi- 
ties secretary, Mr. Gray declared, “Already we feel 
ery much at home.” He spoke briefly about the 
rowth of NOFA in his 7-year history from some 55 
exhibitors to more than 200 and extension to 1100 
members entailing an annual budget of around $102,- 
000 

NOFA has grown ... it is part of the office furniture 
industry,” said the executive. He spelled out the 
organization's standing: 

N—new 

O—opportunities for you 

F—faith, fellowship with the guy down the street. 

A—advertising, and action. 

Mr. Gray told of the opportunities for sales training 
schools and Jack Wheeler was appointed to investigate 
the role NOFA could play in this activity in Chicago. 
Norman Ginsburg revealed that a speakers’ bureau 
had been authorized by the chapter board of directors 
for the National Office Furniture Week. 





Siekert Heads Milwaukee Furniture Group 


The Milwaukee Office Furniture Association in its 
annual meeting on Tuesday noon, September 22, 
elected Fred J. Siekert president; Erwin Doepke, vice- 
president, and Ernst Franke, secretary-treasurer. 

This is one of the oldest business furniture asso- 
ciations in the country, the annual meeting being the 
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Sell the line that’s pre-sold with 
prestige national advertising — 


Write for catalog and price list today! 


Nationally advertised 





Charles Doppelt & Co., inc. 


2024 S. WABASH AVE.+ CHICAGO 16, ILL. 


Sh _ New York — 389 Fifth Ave. + Telephone MUrrayhill 3-5777 
a ae Angeles — 712 Olive St. * Merchandise Mart Building 
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Funese 


GUMMED LABELS 





> 


BEST QUALITY 
WHITE PAPER 


FINE, 
WRITING SURFACE 


STICK QUICKLY 
& PERMANENTLY 


THE REYBURN MANUFACTURING CO.,INC. 
PHILADELPHIA 32, PA 
WAREHOUSES 
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443rd and the 43rd since it was incorporated some 
two and one-half years ago. Meetings are held twice 
each month with the exception of July and August. 

Mr. Siekert is president of the Siekert & Baum 
Stationery Company which will in February, 1954, 
celebrate its 50th anniversary. Mr. Doepke is a rep- 
resentative of the S. J. Olsen Company and Mr. Franke 
of the Forrer Equipment Company. 

Elected members of the board of directors were 
Mr. Siekert; Roy Olson, Northwestern Furniture Com- 
pany; and Mr. Doepke. 





Set New York Stationery Show Dates 


Dates for the New York Stationery Show have been 
announced for May 16-21 in the Hotel New Yorker, 
New York City. This show is conducted by the George 
F. Little Management. 

Other dates listed by the organization include: 

New York Lamp Show, January 17-22, Hotel New 
Yorker; Washington Gift Show, January 24-27, Hotel 
Willard; Chicago Gift Show, February 1-12, LaSalle 
Hotel and Palmer House; New York Gift Show, Feb- 
ruary 22-26, Hotels Statler and New Yorker; Boston 
Gift Show, March 8-12, Hotel Statler; Philadelphia 
Gift Show, March 21-24, Hotel Benjamin Franklin 
The Chicago Gift Show is not conducted by George 
F. Little Management, but by the Eastern Manufac- 
turers and Importers Exhibit, Inc., George F. Little 
managing director. 





Pennsylvania Stationers Enjoy Outing 

The Stationers Association of Western Pennsylvania 
enjoyed a fall party at Chartiers Country Club on Sep- 
tember 15 under the leadership of J. E. Dugan, Pitts- 
burgh dealer. 

Arnold Johnson of Bainbridge, Kimpton & Haupt, 
Inc., won the golf trophy for low gross score, namely 
80. There were eight other prizes for the kickers’ 
handicap. 

A most enjoyable meal was followed by entertain- 
ment featuring the Texas Tumbleweeds, four boys who 
had their audience spellbound. Dancing followed. 

The Penn-Mar-Va boys were out in full force to help 
the event, as were many other travelers 





Newark NOMA Holds Meeting 


The regular monthly dinner meeting of the Newark 
Chapter of the National Office Management Associa- 
tion was held October 15, at the Military Park Hotel 
in Newark. Dr. Lester H. Clee, President of the New 
Jersey Civil Service Commission, addressed the mem- 
bers. His topic was “The Importance of the Individual.” 





Milwaukee Dealers Plan Halloween Party 


The second Halloween party of the Milwaukee Type- 
writer & Office Machine Dealers Association, Inc., 
will be held at the Milwaukee Elks Club on Friday 
evening, October 30. 

Committee in charge of this affair, which costs 
$7.50 per couple, is Erwin W. Doepke, chairman, Ed 
Koepsell, Ed Rudolph, Roy Furmanski, W. J. Funk 
and Bill Dick. 


OL Doc Stork 


The birth of a son, Steven Alan Shapiro, to Doris, the 
daughter of Joe Bandes, Julius Bandes & Company, 
Inc. was a real cause for rejoicing by all concerned. 
The blessed event which took place on August 23 makes 
Joseph Bandes a grandfather and Julius Bandes 4 
great grandfather. Doris was formerly associated with 
the firm of Julius Bandes & Company before her 
marriage 
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on the New Line of ~ 


ALL CABINETS 
and WARDROBES 
by MIDWEST 


FZ RST AGAIN!...with a brand 
new series...streamlined with RADI- 
US CORNERS to match the trend of 
modern designing. Adds strength and 


beauty to an already successful line 
of cabinets and warbrobes. Manufac- 
tured in traditional Midwest fashion, 


with precision care, and finished in 
attractive, durable colors to make 
attractive pieces. Priced to bring you 
worthwhile profits, it will pay you 
to be among the first to stock this 
line. Take a good look at four of 
the items illustrated, with complete 
data about each. 


For further information write: 





A few choice territories open 








for representatives. 
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No. 3018s.. STORAGE CABINET 


with adjustable shelves, finished in 
baked-on olive green or office-grey 
enamels with lock in handle, insu- 
lated doors, spot welded assembly. 
Shipped one per carton, set up. 


SIZE: 30°Wx 18°Dx72"H «WT. 110 LBS. 





. 
No. 2415s... STORAGE CABINET 


Finished in baked-on olive green or 
office-grey enamels, with adjust- 
able shelves, and lock in handle. 
Spot welded assembly, shipped one 
per carton, set up. 


No. 2415w .. WARDROBE 


Same specifications as above ex- 
cept with hat shelf and hanging rod. 


hs 24”°Wx15"Dx66')/2"H-WT. 100 LBS. 


a | 


No. 3672s.. STORAGE CABINET 
with adjustable shelves, finished in baked- 
on olive green or office-grey enamels with 
lock in handle, insulated doors, spot weld- 
ed assembly. Shipped one per carton, set up. 
SIZE: 36°W x 18°D x 72°H 
WEIGHT 135 LBS. 


No. 3021w .. DeLuxe WARDROBE 
Finished in baked-on olive green or office- 
grey enamels with lock in insulated doors, 
spot welded assemby. With hat shelf and 
hanging rod. Shipped one per carton, set up. 
SIZE: 30°W x 21°D x 72°H 
WEIGHT 110 LBS. 


i 
a 
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|| o 
Build an upward sales curve by promoting | st 
Cramer Posture Chairs and other Cramer it 
products. Keep your salesmen’s commissions | le 
high by giving them chairs they can sell. A 
Keep your customers satisfied by giving os 
them top quality products, Cramer Correct 
Posture, Cramer Comfort, Cramer variety. T 
Cramer dealers have an advantage over | b 
others . . . they have an arsenal of hundreds d 
of models and prices . . . they have the most a 
complete seating line on the market with 
. of 
patented features that provide instant, di 
finger-tip adjustments. Cramer chairs are 
protected by U. S. Patents that no one can | ( 
* duplicate. Hundreds of thousands are in pl 
FOR FILING ———__— | 
use all over the world. | - 
in 
| Cramer POSTURE CHAIR CO., Inc. Tt 
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A CHAIR FOR EVERY SEATED WORKER tr 
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“We Are in This Together” 
Continued from page 58) 
Our visual presentation is based on the history of 


King Richard. When he decided to embark on the 
erusades, he was asked, “How shall we create an 


army?” .. 

Get a MAN—-A Bow and Arrow—A Target, and then 
multiply 10,000 times. 

Our man is you, management (the dealer and the 
manufacturer Your bow is your salesmen—the ar- 
rows are the ideas we all can use. 

Our target is our market—2' billion dollars of 


yolume 

This is our charge for making, using, keeping the 
records for a national business now running at the 
rate of 372 billion. Even at retail, this is a .67% of the 
total. This is a small charge. 

For comparison, the auto accessory industry, gim- 
micks for cars represents 3 billion dollars—a teen-age 
market to doll up Hot Rods. 


IV THE FORCES AGAINST US 
Now let’s size up the forces against us. These are 
the conditions, the competitors and the attitudes which 


are deflecting our arrows, making our shots go astray 
missing the target, diminishing our successes. 

The things which plague us largely lie in the minds 
of the public, our customers, our prospects. We spend 
so much time watching our direct competitors, and 
in trying to destroy them, we fail to recognize our big 


league opposition; who they are and what they do. 

Our indirect competitors (Let me list a few—OrFrice 
APPLIANCES says the following and others like them 
are getting about % the market): 

A. The business engineers, the methods men. 
These men are practically stealing a great systems 
business from under our noses. They charge a per 
diem cost for services, then charge prices for supplies 
and equipment which make us look like pikers. 

B. Remember that super market that sold $63,000 
‘ff our materials last year on a 23 foot double-faced 
lisplay fixture 

C. The 250 executive offices for Aluminum Company 


Fortune of July). Sold not by our members, but by 
professional designers and decorators. 
Economics—Let’s understand this, we are in a 


market in which the American dollar has increased 
in value. The American dollars are harder dollars— 
try to borrow some. The dollar for office costs is a 


lot bigger it will be even bigger after the death 
of excess profits. The word is out all through Amer- 
ican business to cut costs in the office—record-keeping 
costs must be reduced. They have become a major 
expense factor rapidly increasing like factory costs. 
The bigger office dollar is a golden opportunity— 
the pot of gold for our men with a message and with 
a purpose to help the office manager. It is a mountain 
of opposition to the commodity type salesman who is 
looking for orders—not suggesting and not selling. 
Salesmen Miss Shots 
Mark you well—we will have to justify and guar- 
antee good returns for the new kind of dollars in- 
vested in equipment for the American office. The new 


economic facts of life are making a lot of salesmen 
miss shots today 
Uninformed Customers—Uninformed about us... . 
We know ourselves so well we assume that our public 
is equally well informed about us. We have kept our 


combined noses to the grindstone for so long we have 
two failings to our credit. 

1. We must pry the lid off the minds of our cus- 
tomers, we must look into the minds of our public. 


We assume they like the way we do things, and we 
have failed to explain ourselves and exploit the con- 
tribution we make to all American business. 

2. We have failed to determine the place we occupy 
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HALVERSON 


DUPLICATOR CABINETS 





MODEL 62-DD 


DOUBLE DOOR CABINET 
with left-hand pull-out shelf. 
29" wide, 19Y2" deep. 
Height adjustable from 
2842" to P's 

Shipping weight 60 Ibs. 


List $44.50. 





MODEL 61-CB 


CLOSED BACK CABINET 
with left-hand pull-out shelf. 
Same dimensions and ad- 
justment as No. 62-DD. 
Shipping weight 55 Ibs. 


List $ 37.50. 


MODEL 52 STAND 


29” wide, 192" deep. 
Height adjustable from 


2842" to W’ 


Shipping weight 45 Ibs. 


List $35 .00. 


HALVERSON 


W. Che 





























other 


PROVES 






























Finest cabinets on the market! 
All steel welded construction, 
smartly streamlined. Engineered 
for maximum rigidity and sound- 
proof, smooth operation. Four 
adjustable glides assure perfect 
leveling on uneven floors. Tops, 
prime grade 18 gauge. Sides, 
back,shelf 20 gauge. Rich Ham- 
merloid Grey (liquid resistant) 
baked enamel finish. Shipped 
completely set up. 

For Ball Bearing Casters (2 
locking ) add $7.50 list. 

All prices slightly higher in 
Mountain and Western states. 
Order now. 





SPECIALTY SALES 





s— 








Var all style 
‘Wetary Viwecd Qepeceter Wackeees 
Vern qewtnes a Way « 





WRUTATOR 
Vn, 





PERFORMANCE GUARANTEED 
in any climate 


BLACKER BLACK 


. « » instantaneous-drying du 


Seine ; No offset. no s dge. no slip- 
plicating ink for open or ¢ losed ’ ' ' ” ote fi, ' ” - 
’ : sheeting, no delay. Mot or cold, 

drum machines. Won't clog dry or humid. weather has no 


pad, harden in cylinder or dam- eflecton NEW DRI-RITE 100. 
age stencils. Sharp, BLACK Perfect workability, legibility, 
ease ot use speed ol dry- 
ing. always! You sell it 
on pertect pertorm- 


reproduction dries as 





it stacks, on mimeo 
bond and some rag 


8 ance guaranteed! 
stocks. 


PRE-SOLD 
MARKET 


PRIVATE 
LABEL 
PACKAGING Consumer advertising in 


OFT I I pre-sells the entire 
othee pure hasing 
prestige with your own trade vou! ¢ ontinuous Canode adver- 


Offers you extra profit’ and 


name and label. Complete de tising promotes the complete, 


mee - ~ ] ’ . | " . 
pendability and Canode’s guar diversihe d line of duplicating 

inks, with extra stress right 
now on NEW DRI-RITE 100. 


antee present unmatched sell- 


ing opportunity! 


Packed in 1-Iib. FLAT or ROUND CANS 
Also available in the populor PLASTIC SQUEEZE- 
DISPENSER in '4-Ib. size. 

Both typesof packaging also supply 4 Canode 
RAPID DRY colors: 
RED + BLUE «+ 





GREEN + BLACK 


WRITE FOR DETAILS AND PRICES! 


INK SPECIALTIES CO., INC. 


@ CHICAGO 22, ILLINOIS 


Dept.O 519 N. HALSTED STREET 
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group for 


on Main Street—our popularity rating in our com- 
munity. We are not telling the best story—as yet. 

3. We haven’t properly introduced ourselves to 
American business. 


Buyer Attitudes 


This is as old as our industry. People think they 
do not like to spend money for their offices. A man 
will drive a Cadillac—will throw money away in Las 
Vegas—then live in a hovel of an office. This is largely 
caused by our ineptness in dignifying, justifying, mag- 
nifying the good things we do for business, and the 
ever-increasing importance of good records to busi- 
ness success. 

Weak Selling 

We should seriously analyze our impact on our mar- 
ket—all American business, ours included, is still build- 
ing sales power. 

We have a long road to travel. Many of our major 
profit problems arise from weakness in selling, ours 
and that of our competitors. Would you say this re- 
flects strong selling? 

Statistics of steel business equipment industry: 

Annual sales of top 10 manufacturers, $857,000,000. 

75% sold at some discount. 

50% sold at 15% discount or better. 

This should raise three big questions: 

1. Are we poor salesmen? 

2. Is the price of steel business equipment too high? 

3. How fair are we to those who seem foolish enough 
to pay list prices. 

V THINGS EACH OF US MUST DO 

Now let’s look at some of the things we should do 
individually as dealers, as manufacturers, as salesmen, 
then let’s see what all of us must do together, working 
for the good of all and for the industry, all of us 
joined in a common purpose. 

THE DEALER—ToO us the dealer means ownership and 
management. We now recognize that requirements for 
the dealer to deliver a higher standard of quality in 
management is absolutely necessary. The small busi- 
ness is confronted with an even greater need for scien- 
tific management in all its varied forms. It is more 
necessary to the small business today than to the large. 

There are two very definite things which the dealer 
must furnish. These are the components of the needed 
management skill: 

1. Close control of costs and inventory and a con- 
stantly improving customer service. 

2. An inspirational type of leadership for both the 
inside organization and the outside force 

The new kind of management must contribute con- 
stantly to the mental vitality of its employees, and to 
be able to dominate a market through true service to 
the buying motives of the customers, to provide an 
adequate return from the operation of the business in 
order to make satisfactory incomes available to attract 
and hold good men and women in all phases of the 
business. The time is short for those who do not build 
the right kind of price policy—an honest price policy. 
One which is fair to all. 


Don’t Overlook Confidence 


So many of us have been rolling with the price 
punches, we have failed to be alert to the loss of con- 
fidence of our customers in our way of doing business. 
Once the customers discover an unfair plan of robbing 
Peter to pay Paul, lasting and sincere business 
relations between dealer and customers will surely 
disappear. 

We suggest that it is impossible for a business, for 
any length of time, to operate on a price program 
which has as its only defense, expediency. 

The public is finding out about us. The time is not 
far distant when the decision must be made—each of 
us must ask: Are we to be a sales and service type 
of stationer, or will we worship at the shrine of volume 
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Here’s MORE PROFIT—for you who 


STOCK and SELL Oxford FILEs: 


Because of certain design changes, (reduc- 
ing the amount of superfluous board in 
each file, and permitting a more compact 


package when knocked down,) we are now 


able to pack Oxford "70 Series" files in 
SMALLER CARTONS -- 2 cubic feet 


saved in each letter size carton. 


LIGHTER CARTONS .-- 7 pounds less 


weight per letter size carton. 


This design change eliminates the two 
heavy wires connecting the front and back 
of the drawer. The drawer now assembles 
with a key-slot lock at all four corners, 
resulting in the savings noted above, and 
providing a quicker, easier set-up of the 
drawer. The ultimate user will find this 


new feature very attractive. 








STEEL FRONT 


STEEL CLAD 


Other features of Oxford Fiberboard Files: 





Unit packing within the carton 


For your convenience when selling single 
files, these 70 Series files are tied in units, 
so that you can take out a complete file -- 
and no missing parts to be fished from the 


carton a week later. 


The green won't fade 


When your customer complains that his 
handsome green-board files have faded to 
, sickly lavender --- it’s time to switch to 
Oxford green-board files, that will not fade 


even after months in direct sunlight! 


Easy sliding easy selling! 

\ll Oxford Files, whether Standard, Steel 
or Steel-Clad, are wax-coated for 
easy sliding. That’s just another one of the 
details that makes the Oxford line of fiber- 


board files so popular and easy to sell. 





STANDARD 








The season for the greatest sale of files is 
upon us. Decide now to make Oxford Files 


your transfer-time leader! 


Oxford 


FILING SUPPLY COMPANY, INC. 
Garden City, N. Y. St. Louis 6, Mo. 





® 
FILING FOLDERS - FILING GUIDES - FIBERBOARD FILES - INDEX CARDS - RED FIBER ENVELOPES - PENDAFLEX 
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no other Office Dictating and 





Transcribing Machine offers 
all these features and advantages 


e Magnetic Recording—True Voice Fidel- 
ity. Is it any wonder that the 


DUPLI-VOICE is the most talked 
about dictating equipment 
on the market? 


e Reusable Belts—Belts Can Be Reused 
an Infinite Number of Times. 


Portable—Weighs Only 11 Ibs. 


We are now establishing Sales 
and Service on a National basis. 
Dealer inquiries are solicited. 


e Small Size—Uses Desk Space Only 
5%" x 10”. 





e Self Editing — Erase Feature Permits 
Dictator to Make Own Corrections. 


e Immediate and Complete Erasure of 
Entire Message with Erase Bar. 


e Finger Tip Control at Microphone— 
Forward or Reverse. 


e Transcriber Has Complete Back Space 
or Reverse Control. 


e Simplicity of Operation. 

e Tuning Lever for Perfect Reproduction. 
e Volume Control. 

e Tone Control. 

e Easy Mailing in No. 10 Envelope. 


e Belts Impervious to Atmospheric and 
Temperature Changes. 


e Belts Can Be Replayed Repeatedly, 
Will Not Pick up Static or Break Down 





in Fidelity. 
e Low Purchase Price. — 
DUPLI-VOICE 3-IN-ONE OPERATION— 
e One Year Guarantee. DICTATE, EDIT, TRANSCRIBE 








VALLEY . jet oe, 
industries, 1n¢. 


ALGONQUIN, ILLINOIS 
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at a price? There is a place for both. In a few cases 
there may be a quality of management in existence 
which can blend these two distinct types. We have 
not seen very many management teams capable of 
doing so 

Must Be Realistic 

Each of us must be realistic about the future of 
margins and net profits in our business. Even for 
those who choose the sales service path, competition 
will force a diminution in the gross profit of many 
staple items, the commonly used supply items. 

We are all faced with the necessity of handling a 
large proportion of equipment, furniture sales at a 
lower margin. Whether or not we like it, realism will 
force cost reductions through increased efficiency for 
those who will grow and succeed. To keep financially 
sound, and to grow with well paid people under these 
conditions will place great strain on the leadership in 
this industry 


VI MANUFACTURERS AND YOUR STAFF 


I recall for you that you, too, have a big stake in 
the direction this industry takes. Very few of you 
have the products or the means to make gigantic 
advertising programs possible. As a result, few of 
you can overpower your markets by controlling the 
buying habits and attitudes of the ultimate users 
of your products. 

Most of you have a future which is largely in the 
hands of the dealer salesmen, in the store, or in the 
users Office. You, too, have a big stake in whether 
or not they favorably impress our public. 

As we urge the dealer to challenge his methods, and 
his policies, we recommend you challenge yours. We 
ask you to search out the things you do, the policies 
you have, which may be contributing to the delin- 
quency of this industry. 

We ask you to overhaul and bring up to date your 
discount policies, to review your unwholesome quantity 
purchase requirements, your fuzzy retail-wholesale 
relationships which cause misunderstanding, which 
demoralize markets. 

Need Buying Power 

If not now, you soon will be deeply concerned if the 
earning power capacities of a sizable number of dealers 
does not increase. We call your attention to the fact 
that some of your products have become uninteresting 
to incentive-paid salesmen because they have lost 
adequate profit and earning possibilities. 

(9% dealers reporting on cost of operation in the 
red in 1953, none in 1951-52.) 

I suggest that in every town in America there are 
surprisingly good salesmen at work for dealers, far 
better than those before 1941. We believe they have 
progressed farther than is generally understood. If 
you don’t believe me, go out and try against them. 
I have. I have discovered the need for personal im- 
provement in order to compete with them. 

I suggest that in some cases the selling of you, the 
manufacturer and your salesmen, has not progressed, 
has not kept pace with these dealer salesmen. The 
salesmen still look to you for knowledge and inspira- 
tion. They become frustrated and confused when you 
let them down 


Member of Team 

You are an important team member in our struggle 
to expand store sales. The modern store, which blends 
display with modern merchandising techniques is a 
proven success. This is showing the way to lower 
Sales costs and a better utilization of time by the 


Store sales personnel. However, we can’t go much 
farther until you help us. Our friend, the director of 
the Super Market Institute, previously mentioned, says 
we are a long way from being able to use to the 
maximum self-service and self-selection because of 
packaging 

Packaging and display equipment will have to be 
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ICAN CO Ber 


F eter New lersey 
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[REDIFIXT STANDARD FORMS 


PUT PROFITS 
IN YOUR POCKETS 


@ INVOICES @ PURCHASE ORDERS 

@ BILLS OF LADING ®@ REPLY MESSAGES 
2, 3,4 or 5 PART—CARBON INTERLEAVED 

WITH YOUR CUSTOMERS’ IMPRINT 











STANDARD CONTINUOUS 
FORMS & REGISTERS 


ALL TYPES & MODELS 
LOW PRICED 











Manufacturers of custom-printed and standard, snap-ovt and 
continuous forms, including IBM, N.C.R. and other bookkeeping forms. 


WRITE FOR NEW CATALOGUE D-11 


Consolidated Euviness Systems, q. 


30 Vesey Sliced, Telephone: Barclay 7-2687 New Yak My 
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the PEN with the 
Felt-Point that 
marks or writes 
smooth, fine lines 


Fe.t-Point means firm, top-quality felt 
that doesn’t get limp with use. And the 
77 Felt-Point pen looks, weighs, and feels 
just like a fountain pen. 
styled, and fits the pocket perfectly 
Truly a self-seller, in both eye-appeal 
and performance. 


Beautifully 


BOLD to FINE 
with same 
chisel point 


by “turn &£ My 
‘hy, 


of 77 PEN. eu y Precision Made 


/ Ball Shaped Valve 


Felt Points 
Are Replaceable 


Fast Drying Ink 
10 Brilliant Colors 






/ y / 
lig / 


FREE TO DEALERS 


Free sample 77 Pen and retailer’s discount sheet 
mailed on request. Fill in and mail the coupon below. 


MARSH STENCIL MACHINE CO 
89 Marsh Building 
Belleville, Ill, U.S.A. 


Gentlemen: Attached is our business letter head. Please send m 


complete information and prices and a sample 77 Pen today 
NAME ... riITLi 
COMPANY 


ADDRESS 


Los Angeles St., Los Angeles 















improved first. The dealer can do something (we are 
doing something) about display. We can do very 
little about packaging. 
VII THE SALESMEN: INSIDE AND OUT 

The first thing everyone must realize, all business 
and all the public, that on the shoulders of the sales 
force of this country rides its economic future. We 
might paraphrase the Churchill statement that never 
in the history of Britain did so many owe so much 
to so few. 

One day it will say again, “Never in the history of 
the American economic system have so many depended 
on so few, the American salesman.” 


Crusade in Offing 


Tomorrow’s most successful salesmen are going to 
be crusaders. They are going on the job with both 
an understanding and a conviction of their far- 
reaching importance to the preservation of the jobs 
of American workers. This will be a new driving force 
to them to improve their selling techniques. It will 
be the attitude which will make their prospects and 
customers believe them when they say they are work- 
ing to preserve the standard of living of their industry, 
their associates and themselves. 

One of management’s most serious obligations will 
be to give the salesman the right tools to work with; 
the manufacturer must give him products packed with 
good values and selling features; to set up around 
him an atmosphere in which he has the respect and 
pride of the customers, the co-operation of his asso- 
ciates. 

There is every indication that there are to be two 
kinds of salesmen, the commodity salesman and the 
professionalized salesman. The commodity man is 
basically an order taker, who must largely depend on 
price. The professionalized salesman will be the one 
who so prepares himself that he is recognized for his 
ability to solve his customer’s office problems with 
ideas and with the effective and maximum usage of 
the products at hand. 

Customer Critical 

The customer is becoming more critical of the men 
we send into their offices. If we send too many of the 
wrong kind, more and more doors may be barred 
against the good salesmen. 

If a magic formula could be worked out for the 
improvement of salesmen, it could be entitled a selling 
vocabulary—an idea vocabulary. The smart man is 
going to pick his words from the lips of the office 
manager and the accountant. 

1. He will talk fluently about “work simplification,” 
“work distribution,” “work flow,” “cost per square 
foot of office space,” “the annual cost per work sta- 
tion.” 

2. He will be able to say with humility and courage 
something like this, “The cost of my goods is insig- 
nificant as compared to the other items of expense on 
your P & L statement. If I don’t give you enough in 
the way of suggestions and service to further diminish 
this expense item, then I am not your salesman, you 
should find one who can do this for you.” 


Vill THINGS WE SHOULD DO TOGETHER 


All of our efforts must be directed at improving our 
communications with American business. 

This program of better communication must be 
carried into every community. It must be done by 
each individual for each carries the reputation of our 
craft. The performance of each largely determines the 
success of all in any movement to win the esteem 
of the public 

This whole effort lies in the field of changing for 
the better the attitude of the public toward us. It will 
largely be accomplished with ideas backed by per- 
formance 

We are not going to gain our objectives with weak 
ideas in the hands of mediocre people, and we must 
search out and eliminate the things being done now 
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ranster Time is 
Fofits Time / 


BERGER 
STEEL TRANSFER CASES 


Here's a full 2534 inches 
of clear filing space. 


These drawers open 
easily. No binding. 















There is no satisfactory 
substitute for the Berger 
reinforced channel frame 

construction. 





Che again, business men everywhere are facing their 
annual problem of finding safe, compact, and easy-to-use 
storage for inactive records. It’s your chance to make big- 
volume sales fast. You simply demonstrate how Berger's 
heavy-channel frame construction and reinforced drawer 
heads make Berger Steel Transfer Cases extra strong, extra 
rigid and extra durable . . . how they allow space-saving 
high stacking . . . how they give a full 254% inches of clear 
filing space. 


Protect records against 
moisture, fire, vermin. 


Berger cases lock both 


vertically and horizontally Point out that Berger all-welded steel construction protects 


atiainn taid dade valuable records against damage due to moisture, fire and 

ee vermin. Tell customers that Berger has furnished business 
with more channel-reinforced steel transfer units than any 
other manufacturer. 


Make transfer time extra profits time. Stock, display and 
sell Berger Steel Transfer Cases in sizes for ledger sheets, 
legal forms, letters, invoices, checks and tabulating cards. 
Write today for complete information. 


BERGER MANUFACTURING DIVISION 
REPUBLIC STEEL CORPORATION 
1038 Belden Ave. . Canton 5, Ohio 


How’s this for space- 
saving high stacking? 
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OF know-how’ 


Really scientific achievement is considered 
accomplished only after timeless research .. . 
and indefatigable testing. ROSE Products 


are produced that way! Laboratory tested 








proven ... dependable. Rose Products & 
are dependable because they rank highest in et 
performance and satisfaction. 5 
Specialists in the manufacture of: 
MASTER UNITS (Plain and Printed) 
SPIRIT CARBONS 
HECTOGRAPH CARBONS 
Hektowriter Rolls 
Also Duplicating Fluid and Hand 
Cream 
S E RIBBON AND CARBON | 
oe J MANUFACTURING C8., INC. | 
Ciffere™ i 
General Offices and Factory...Harrison, N. J. j 


i 
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which are degrading us on Main Street. 

First we must get an understanding and a belief in 
ourselves and our industry. We must believe we are 
good—act like we are good. 

We are a “public utility” just as surely as the 
Power & Light Company, the Gas Company, and the 
Telephone Company. The only difference is that we 
are not monopolistic and therefore not government 
regulated 

Just think of what would happen if we could make 
everyone realize the value of the pencil and paper, 
and the part plays in modern society. You could 
cut off the power and lights, yet people could build 
fires and burn candles. If you took away the pencil 
and the paper, business would halt, for it cannot be 
transacted by chiseling on stone. 


Something to Worry About 

Centralized Buying—the curse of our business. 

This is beginning to show its ugly head again. Here 
is something we must discuss with top management 
of American Business. This is a front office crusade. 
We must be able to say with courage and conviction: 
Big business must not make the same mistake again— 
they must not weaken this country’s economy, by 
doing the things they did in the 1930’s—mergers, 
consolidations, centralized buying and production. 

We must get through to them that they must not 
weaken the ‘al markets by withdrawing all their 
earnings and their purchasing power from the com- 
munities in which it was created. We must say, “You 
needed us for 13 years when things were hard to get, 
we need your business now.” 

We've got something to offer big business. We have 
good service and good values for you in Littletown 
and Middletown, U.S.A. Our skills now compare favor- 
ably with Home Office Town, U.S.A. To be sure, we 
will have to back this up with good dealers and good 


salesmen 
Let’s explain ourselves to our prospects and cus- 
tomers. Let’s tell them what we do for them. The 


worthwhile things we do for them without cost. Let’s 
show them the knowledge required for a well-rounded, 
fully trained, man of our industry. 

Let’s point out how much more important to them 


is the service we render than the merchandise we sell! 
1. The miraculous supply system which fills the 
supply needs of the American Business Office. The 
thousands of items, the millions of investment, as 
close as their telephone. 
2. Let’s dramatize the technical skill of our tele- 


phone salesmen, our sales clerks, our outside salesmen. 
They can be professionalized as positively as the 
accountant—the pharmacist. 

Let’s throw up a situation of personnel, quality, and 
prestige ar our people which wins for them the 
respect and esteem of the customer. 


IX SELLING TOP MANAGEMENT 
One justifiable criticism of our industry is its failure 


to open the door to the top management of American 
business sure we sell our supplies and equipment 
on a lower management level, but the big ideas and 
the big sales are sold in the front office, for in the 
front office of most business organizations is found 


the man wh easiest to talk to, who is moved most 
by an honest and worthwhile idea. He, too, is strug- 
gling day-in and day-out with obstacles and frustra- 
tions just as are you and I, for here is the person in 
every organization who will most quickly understand 
our industry story which explains the following: 

1. Profit through use not price. 

2. Better living conditions in the office. 

3. Effective means of cutting office costs through 
the wise investment in our goods. 


4. The importance of profit—the protection of peo- 
ple’s earnings 
Big busins leaders are thinking seriously on the 
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America’ Finest Low-Cost Adding Machine 





Precision-Built 


by Victor, World's Largest 
Exclusive Monufacturer 


of Adding Machines y 
’ 


10-KEY MODEL (7-4-0 
writes numbers st os 


you teed them, totels 7 


columns ° 


FULL-KEYBOARD MODEL 
6-6-0) prints zerees ov 
tomatically, totals 7 col 
vm 


9-column-capacity Champions available at slightly higher cost. 


6 REASONS WHY IT’S EASY TO SELL THE CHAMPION 


4. Low price — Compare! Champion 
can't be beat for value! Built to last 
for years! 

5. Quiet fewer moving parts, no 
“hammering” type to make a clatter. 
6. Choice of keyboard —both 10- 
key and full-keyboard models. 


1. Easy to wse — simplified key 
arrangement, natural-angle “feather- 
touch” keys. 


2. Easy to carry — lightweight, 
compact. Carrying case available. 


3. Modern design—attractive in any 
office, store or home. 


VICTOR ADDING MACHINE CO., CHICAGO 18, ILL. 


In Canada: McCaskey Systems Limited, Galt, Ontario 


a -| 
1 

FOR DETAILS Victor Adding Machine Co., Chicago 18, Dept. OA1153 
write, wire Send details on how I can become a Victor Cham- jj; 
pion dealer. ! 

or call ! 
Name 

| 

Address 

! 

City State s 

a 


end 














FINE CARBON PAPERS RIBBONS 


Typewriter, Billing, Fan- 
Fold, Pencil, Carbon For: TYPEWRITERS, | 


Jackets, Register Rolls. TABULATING MA- 
HECTOGRAPH suppLics | SHINES, ADDRESSO- 
GRAPHS, TIME STAMPS, 
BOOKKEEPING MA- 


Carbons, Master Units, 
Ribbons, Duplicating 
Fluid, Correction Pencils, CHINES and ADDING 


Hand-Cleanser Cream. MACHINES. 


We Invite Your Inquiries | 


Cisdo —" MANUFACTURING CORP. 


Factory: Coraopolis, Pa. 
40 E. 40th St. 401 Wood St. 564 W. Monroe St. 
New York 16, N. Y. bd Pittsburgh 22, Pa. ° Chicago 6, Ill. 
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subject of earnings of their employees and a healthy 
American economy. They, better than anyone else, 
can understand your reasons for making profits. They 
control the buying policies of their companies. They 
are not going to be an accessory to the crime of 
stealing other people’s profits. 

They know America’s tomorrow is in the hands of 
management and salesmen. 





“Candid Comment” 
(Continued from page 59) 


Buying to requirements is just good common sense. 
When you try to force the dealer to buy what he does 
not want or does not need, you are hurting him, and 
worse still, you will be hurting yourself in the long run. 

A very bad first cousin to this deal is a “service 
charge” on small orders, and the idea is just as 
unpopular. 

We would much rather you get your prices where 
they belong—where they will make you a profit on 
small orders—not ask us to guarantee them in the 
manner you have. 

No. 2 on the parade (many complaints men) about 
your choice of distributors in rare cases. This problem 
doesn’t seem to be general at all but it sure stirs up 
a hornet’s nest where it does occur. 

We refer of course to giving a franchise to the so- 
called “under arm peddler” or bucket shop operator 
who has no business address except his home or an 
upstairs office somewhere and who sells at a cut price 
and makes drop shipments on his orders. 

No foolin’, he is tough competition, and he wouldn't 
be there if we could convince some of you folks how 
he tears down the industry. Get him to move into a 
store, fairly and adequately represent you with a 
stock of merchandise and we will welcome him into 
our midst. We'll bet you aren’t too keen about this 
type of representation. 

While on this subject just let us say a word to the 
manufacturer who allows his products to be cataloged 
and sold at a discount by the so-called catalog discount 
houses. Let ’em use your name, we'll like you better 
if you do. 

Item number three is that we still get catalogs 
and price lists of all sizes. 

We believe some years ago you manufacturers stand- 
ardized on size 11x84% with regular three-hole punch- 
ing. Odd size material of this sort works to the dis- 
advantage of our sales people and hence to you. 
Won’t you please, in the future, co-operate with the 
majority and go to size 11x81? 

Date Catalogs 

Also gentlemen with a great big please, we ask 
that you date your catalogs and price lists. Number 
them if you wish, but date them too. 

Item No. 4 is timely, in fact, it has been mentioned 
a great deal lately. Will you, when designing the 
descriptive label for your products, allow adequate 
space for the dealers code, cost and retail price. 

Item No. 5—we believe every dealer in the country 
would be grateful if some of you would speed up your 
billing process. Time moves slowly when waiting for 
a pot of water to boil or when sweating out a long 
overdue invoice. 

Item No. 6 concerns the problem of traffic. Motor 
carriers are particularily notorious for careless classi- 
fication of shipments. When the wrong rate is ap- 
plied, you can bet it is always higher. This item 
causes almost endless correspondence and trouble for 
the dealer. You could help us greatly if your traffic 
departments would see to it that each carrier serving 
you has the correct classification of your products and 
insist that they be properly applied on each shipment. 
What will you do for us, please? 

Item No. 7—currently there is a trend we would like 
to see stopped dead in its tracks—now. Recently two 
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HILLSIDE’S Gy 


3 complete lines of © “value packed 


quality suspension 









filing equipment 


Check (\/) and compare for quality 
and value these “premium features 








\/ 28” deep 

\/ Progressive zin 
bearing rollers 
(2 floating) per drawer 

\/ Thumb latch 

\/ Matching harmonious hardware 

\/ Precision gravity type compressor 


41 reinforced uprights 
ea oveide ided throughout 


i 
c plated suspension 4 be 
6 case hardened rollers 


\ 
\/ Arc welded and spot we 


\/ Guide rod, copper coated 
\/ Yale automatic plunger lock | > 
\/ Baked enamel finish, chip resistant gre¢ 


gray, oF grained 


Ns j 
7 — 
ND 

ec <> > 


* Hillside's program of unusual value to the consumer plus maximum dealer mark- 
up in America's broadest line of steel office equipment 


y 





Three complete lines of quality suspension equipment, plus 

Two lines of non-suspension files, plus 

Three lines of quality desks, plus 

Several lines of utility steel cabinets, designed, priced and developed to open 
up new dealer markets; means that not 

5. One progressive, alert dealer interested in ‘‘value and mark-up" can fail to 


SEND FOR COMPLETE CATALOG TO “CHECK and COMPARE” 


trge 


HILLSIDE Motel Proctuols Inc. MR" 
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GETS 
RESULTS 


Break into the 





| BIG ten key 
| User accounts 


POPOL 
— 


¢ Cushioned Super silent operation 
¢ Extra column tot 


alling capacity 
e U 


8€ narrow Paper rolls 


© Clear, sharp 


printing 
Punctuation 


> decimal 
The attractive, 


modern design 
nishing are hein 


& acclaimed. 


the little machine with the 


resulta 


5 A few RESULTA 


and neutral satin 








BIG BRAIN 








features 


¢ Standard iy” 
ribbon & spool 
¢ Rear rollers: 
® Built-in radio 
interfere 


two-color American 
ease in moving 

& intercom. 

nee eliminator 

© 90 to 250 volts, AC or DC 


* Bonderized rust-proof finish 








finish which harmonizes with any office fur- 
— ~ | 7 > 
ie You've never 7 uched and i {f  @ 9) ‘g The o>mbination ele >tric 
= } ) p\ 5] (6) a ve 
tis Operated such a bequtifi1 r\|i @@0@6 | tepeatwnultip}y key automat 
oe Arm 
$. compact, easy: Perfectly /|| @ . 23 @ I+] Cally clears Keyboard after 
/ KC ROAD ry 4 / ij [e | “See a : 
arranged KF \ DUARD. / Lo J repeat operations. 
Break into the big ten key user accounts with Resulta and the 
may be wide open! 











Find out about our liberal 
but do it now , 





H. L. Barnhardt, Gen. Mgr. 


Washington D.C. Office 
1001 Conn. Ave., N.W. 
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BUSINESS MACH 
of Oerlikon Tool & 


Plus Computing Mach. Inc. 


OTA franchise. Your area 
licy, 


or write— 


dealer discount po Phone, wire 


INES DIVISION 
Arms Corporation o 


ASHEVILLE, N. c 


Phone 3-6464 


N.Y.C. Distributor Zurich, Switzerland 
Oerlikon-Buehrie & Co 


5S Beekman Street 185 Birchstrasse 
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manufacturers have reduced their dealer discounts 
by 10%, claiming increased costs made this necessary. 
We feel such action by these manufacturers shows 
little regard for the dealers who are having their own 
troubles with increased costs. Is it fair in this case 
that the dealership be asked to assume or absorb 
part of these manufacturers’ costs just because they 
suddenly discover their merchandise is underpriced? 

As we mentioned before—profit is the very life 
blood of a successful business. We sincerely believe 
it is better to have a fair margin of profit than an 
alibi for loss 

We all hope these good people will reverse their field, 
raise their prices to where there is a full profit for 
them and a full profit for us. We can take a justifiable 
price raise, but lowered discounts that benefit only 
the manufacturers do not seem just or reasonable. 


Want Advance Notice 

No. 8 concerns the matter of handling price changes. 
We realize changes must be made from time to time, 
but please, would it be out of line to let the dealers 
know in advance when a change is coming? You 
need not be specific about the items that are to change 
or the percentage of up or down there will be, but 
give your dealer a chance to order a sufficient quantity 
of price lists so he can put the new changes into effect 
the same time you do. 

Remember a lag of 15 to 30 days could and some- 
times does cost the dealers plenty. 

No. 9—well let’s face it. It’s the old reliable “cash 
discount” item. We are not going into this one very 
far, but wonder if those manufacturers who place 
a premium on collections aren’t doing a better job, 
with less effort than those who have broken with 
tradition in this matter. Of course we dealers would 
like it better if you all standardized on the traditional 
2% for cash 

No. 10—many dealers complain about certain manu- 
facturers who can’t seem to decide finally on a num- 
bering system for their products. One company we 
know of, who has a multiplicity of items is now in the 
process of changing for the second time in about 15 
years. This means some of us have had to learn 
three sets of number in about 15 years. 


Need Speedy Replies 
swer that telegram with a telegram— 
answer that air mail letter with an air mail letter. 
If the dealer hadn’t been in a great need for fast 
information to make a sale, save a sale or pacify a 
tough customer, he wouldn’t have wired you in the 
first place. If you can’t ship until a later date—say so. 
That is a lot better than delaying or ignoring a re- 
quest for information. Delay means decay—and in this 
case we are talking about relationships with customers 
—yours and OUTDS. 

No. 12—all year long the NSOEA Troupe has carried 
the idea of “self-selection” to the nation’s dealers. 
They have exerted a great influence, and the next 
few years should see all this hard work bear much 
fruit. If some of your products or all of them are 
adaptable to this new type of selling, we recommend 
that you give serious thought to designing your pack- 
ages for this type display. 

Let us hope this new idea spreads. We will all benefit 
from it if we give it a co-operative approach. 

No. 13 will be about salesmen—yours and ours. Now 
is the time to restudy our sales force set-ups. The need 
for dedicated salesmen properly trained was never 
greater. We both need more men who understand 
that in our industry there is a great opportunity, 
through outstanding effort, for unlimited earnings 
and self-satisfaction. 

Fortunately, the manufacturers in our industry have 
attained a high level in this respect, your sales forces 
are far above the average. 

As we said in the beginning 


No. 1l—an 


“the room for improve- 
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CURMANCO 


Steel Office Specialties 
Letter Racks 


CLEARS YOUR DESK FOR AC- 
TION. Sorts, Classifies and Dis- 
tributes the papers of = ur daily 
work. Sloping Trays tch and 
Hold the papers. NO CORNER 
POSTS TO DODGE. Green, Gray 


or Brown. 


No. 102. Letter Size, 2 tray and base. $5.50 
No. 103. Letter Size, 3 tray and base... $6.50 
No. 104. Letter Size. 4 tray and base $7.50 


Sorting ‘her 


For ready reference. Opens like a 
book. Instant contact with 1-31, 
A-Z, Monthly, or Tab Indexes. 
Corrugated bottom. 

No. 115. Letter Size, Without Index. Olive Green. $5.00 
No. 116. Legal Size, Without Index, Olive Green... $6.00 


Correspondence Separator 
A HANDY MEANS OF CLASSIFY- 
YW 
four to thirty pockets. Olive Green 
Art Steel. 


ING Correspondence. Price Lists 
or Catalogs for Immediate Refer- 
ence. Not Adjustable. Special 
Sizes Made to Order. Many firms 
have simplified sorting routine by 
purchasiny special Separators 
No. 105. Letter Size, 5 Pocket. 154" Wide... 
Stationery Separator 
Insert for desk drawer. Holds 
letter heads, carbon, and copy 
paper. Saves time, space and 
stationery 


with 4” to 12” partitions and from 
No. 310. Letter Size, Olive Green 








a Cashier's Pad Rack 


Every business has various pads, 
bank checks, receipts, contracts, 
partial payments, delivery and 
service forms. This rack holds 
each in a pocket easy to reach. 
Saves space and confusion. Art 
Steel electrically welded. All one 
piece. Hollow space inside. 


No. 566. Six Pocket, sae 6 to carton .. $4.00 
No. 568. Eight Pocket . ssintibciisimenmniigiieieeaae nn $5.00 
No. 570. Ten Pocket ..... $7.50 


Center Drawer Desk ‘Sei 


ADJUSTABLE 





quickly available without 


Pencils, etc., 
Art Steel Olive Green Finish. 


PACKED 12 TO CARTON 


Pins, Clips, 
clutter and confusion. 


No. 425. 4x17/gx18 to 31”, Adjustable; 12 to carton $2.75 


ORDER TODAY—Distributed By 
Associated Stationers Supply Company, Chicago 6, Iinois 
Stationers Supply Co., Ft. Worth—Houston, Texas. 


CURRIER MFG. CO. 


2448 W. LARPENTEUR AVE. ST. PAUL &, MINN. 
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ment is the largest room in the world,” but it is 
possible that here and there small improvements 
could be effected. 

Dealers Like— 


We like salesmen who can inject a constant flow of 
enthusiastic selling ideas into our sales force. 

We like salesmen who can and will inform us of 
new successful selling strategies used by other dealers, 

We like salesmen who, when calling on us can and 
will hold informative sales meetings. 

We like salesmen who can encourage our sales 
forces to greater efforts. 


We like salesmen who are sold on their job and their 
mM MrDeaier... <2: 
eee | In other words we like men to call on us who are 
| intelligent, informative, enthusiastic and sincere. 
Thanks to most of you manufacturers for sending 





Could you win new customers by talking us that type of salesman 

“halftone reproduction” on a stencil duplicator? | In closing—we wish to thank you for allowing us 
or 25 second color change? | ga your closed session and present a few of our 
or automatic inking control? We wish to remind you again that these thoughts 
or print without slipsheeting? were the result of a survey covering 75 dealers. In 


order to get a place in this report an item had to 


7 ITO | appear in at least 10 letters. 
tits the ep Way . There were several other ideas brought out in these 
letters which probably deserved mention, but they did 
; | not seem to reflec inion nougl 

Do you want a duplicator line that offers a | qualify - ie op of enough COO 
competitively priced, custom-built, internationally We of the distributors’ division feel your asking us 
famous machine that’s second to none? here was done in a sincere desire to improve our 
business relationship and certainly the dealers are 


a has. it! grateful for your thoughtfulness. 





Do you want a duplicator line that offers you = 
Take a Look at the Record”’ 


prompt delivery of all models, parts and supplies 
(Continued from page 60) 


from New York headquarters? 





has e / rom otness har | ng this C > 4 ‘ a +} + + netary 
OANILO it things do t make up for a loss of t ture, how r, the $3,000 
Gp . will help the fa y of this boy as t f peor t gives 
| us great satisfa tion in knowin 3 that +1, ‘ t in life 
‘ : srance will prove a great 
Do you want a duplicator line that offers you Letter Me. a 
factory trained representatives to assist with sales, "Your letter of the first er j the check for the beneficiary 
en ‘. t wa jyratetully received , ¥ w whether 
merchandising and service problems? fs hp ages kia hai a fa Ol 
jied on the b before we sd ‘ y j wrote 
,. Gap does it to your office fee 3 that it was my dut withdraw the apr ation 
in view of his sudden death. | felt that t surance pany would 
t war ) tract t ; The 
reply f ; ffice advised us that " 2 “es = that we 
For these and other RONEO features had entered the contract in good fait hed peld cor promis 
the claim w it honored. Our ¢ s most appreciative o 
uu - the acti ’ have taken in this . 
write for your copy of ““Mimeograph- —— 
“| want to te you how deer ” pre tea f fact that 
. . : ° aa 
ing Without Stencil Cutting”’. | ir association has set up the grous » plan to which we 
subscribed as $ 1 t wa UG t The w k | uv 
superintendent apparently n } t Iror } sd ist 
atter leaving y desk at the and 
i p that 
} “ was 
" . ¥ ” were 
” weeks 
Pleas a . 
o ent 
tr 5) N 
act iecitlaies remarks 
the k M jental as 
e n $ con- 
3. A ur- 
: yees 
he J have 
j : age for 
¢ progra pioyee 
c 3 $1,500 of 
145 WEST 57th STREET, NEW YORK 19, N. Y. CIRCLE 5-6940 gh heege ss tit at asesen is 
Exclusive U. S$. Distributors; Roneo Mimeo Machines come, Wilk Someones onl tn the event of th { ees 
Addo-X Adding Machines — Multo Calculators cai mall is iin to Ge < “a ' the a 
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...then marvelled at its 
durability, design and 
never-before price! 


As buyers at the Chicago Show discovered, there 

never fas been an office furniture group like 

Futuroni¢—a group that combines so many selling 

advantages at such alow competitive price. They 

also found that Futuronic provides special market 

ing advantages — a franchise plan for selected OFFICE FURNITURE 

dealers... pricing that includes freight... an 

unusual Cooperative advertising plan. ..a complete by MORVAL CORPORATIO N 

promotion package. HERKIMER, NEW YORK 
Backed by 67 years of Quality Office Furniture Manufacture 


MORVAL 





NEW DURATOP ELECTRONIC “WELD” MODULAR DESIGN WRITE 


ally designed electronic machines Designs are compact. Edges are flat 
entire Fut Jronic pedestal—panel: Sechannnciathedatienadninanindaien NOW FOR LITERATURE 
nd trame—into one complete unit top sizes. All pieces blend in color and 
Its a revolutionary development design. Resulting flexibility provides AND FOR 
Futuronic desks rigid for life layouts for work needs of large or 


keer ut 
time, despite heat, cold and dampness small offices FRANCHISE AVAILABILITIES 


3 ’ 4 ‘ 
fet te resinous 
g ’ 
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rugged construction 


byeeee 
POF ba, 


*hy, 


The sturdy, full-welded framework supports 
heavily loaded drawers without sag or sway. 


Ingenious metal formation 
locks cabinet top securely 
to body. All edges are 


safely smooth. Considerable engineering skill has been employed in the design and 


manufacture of Peerless Grade A files to provide the maximum in 
structural strength and lasting rigidity. Heavy gauge cold-rolled 
furniture steel is used throughout. Three heavy metal channel 
uprights are welded to each side to form a single solid unit. The cross 
pieces between the drawers are heavy and arc welded into the front 
uprights, eliminating the possibility of torsion even under the 
severest strain. All parts are welded or permanently fastened together. 
No bolts, screws or other fastening devices that may work loose are 
used. Cabinet bases are rounded and reinforced, permitting the files 
to be moved without danger of bending. 





The turned edge on bot- ; et ‘ 
tom provides a sound The next time one of your customers wants a filing cabinet, sell him 


foundation. Upright chan- . : ‘ : : 
ie nen terttad toeambine a Peerless series 6600. These units are indeed ruggedly built for 


strength and rigidity. long, hard use. 


Peerless Series 6600 Filing Cabinets are available in 2, 3, 4, and 
5 drawer heights in both legal and letter sizes. There is a wide 
selection of colors. 


PEERLESS sree EQUIPMENT CO. 


6602 Hasbrook Avenue, Philadelphia 11, Pa. New York Chicago Dallas Los Angeles 
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event mes permanently totally disabled before he 


sion that in the event an employee terminates 
emt t titled to have issued to him in exchange for his 

y type of life or endowment policy customarily 
Kk excepT 


an amount not 
rate based 


term insurance, for 
st a premium 
available without 
manent insurance is 


was insured a 
his privilege is medical 
exa eauest for the made 


wit termination of emg ment. 

Godsend to Families 
three letters which | read 
e three instances the insurance 
wa f ased employees. One family, you will reca 
dismemberment or loss of 
yroup insurance plan. This 
nt of loss of life from violent or accidental 
sid to the beneficiaries of 

spation of the employee. 
result in death 
hands or feet or the loss of the sight of 
f the policy will be paid 


ich an a jent did not 


ortant when we realize 
your own plan to date 
has died accidentally. 
insurance plan begins 
ber 3 53. This means that those of 
n or prior to October | 


+ 


yees become effective 

cards signed after October i, 1953 
force the first day of 
to January |, 1954, when the plan w 


et bee jete ned when the 


the ta nth 


next ope 


Reasons Behind Plan 
me of the reasons why 
’ group insura plan. You are all 
federal health 
York, New Jersey and 
sking accident and sickness benefits 
se states. Many employers 
so as to beat legislation to the 


‘ —— 
awere, 
insurance 


tablish a huge 


tornia New 


their employees for complying 

sted, not those that ere 

han 25 full-t employees are not allowed 

fe insur ; the survey that was made 

of you members have 

sve never been able to 
jram, 

; extremely favorable, 

“ sve a sufficient number 

As more and more 

> substantially reduced. 


Saves Time, Money 
EA plan operates saves not 
rk and 
if an insurance 
lly the admin 
premium paid 


n does a f the clerical w 
y 

lividu 
the 

“ ’ t 3 power and of course 


h cannot 


the officers of your 
with ma f you and have discussed 
| hope that the sugges- 
hope that the 
clearer picture of 
Letters 


heipt to you and | 
> get a 

aX by +4, , ften confusing. 
sat an be misinterpreted. 

we stopped at an intersection and 
front of our cab. At approxi- 

j the direction of traffic com- 
to the other. Not cing the 

ver king at the girls in 

pe that the direct conversations whicl 


NSOEA, will not be as 


Insure over 2,400 


rd ft achievement wt began 


have c nted out that within the short per 


jueis have become insured uncer y 


+ anir 4 mt snd | 


yd ind have read to y 


ber f your association, letters which show 
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PLASTIC 


FONEHOLDER 


SELLS ITSELF 


For offices, stores, 
homes and factories 


The Foneholder is convenient, 
easily attached, light in weight. 
It requires no demonstration, will 
not mark clothing, fits all phones. 


! coLorruL 
SELF-SELLING 
DISPLAY CARTON 


Contains 24 individually 
wrapped Foneholders, 
at $8.64 per carton, 
f.0.b. Chicago. 


Order today 
from your 
Distributor 


or direct 
ey 


REYAM PLASTIC PRODUCTS CO. 
546 W. Washington Bivd., Chicago 6, Illinois 





SOMETHING 


NEW 


Has Been Added! 


Ma4o's 
NEW De Luxe 
““E-CON-O-ME” 
All Steel Stand 


With Letter Size 
DRAWER! 


Is A New Fast Selling Beauty! 


NOW, you are able to offer your customers all the features of 
the popular Standard “Econome” Stand plus the added ad- 
vantage of a handy, letter size, all steel drawer. The new 
drawer is a full 10” wide, 12” long, and 1%” deep, inside 
measurements. Plenty of room for paper, carbons, erasers and 
such materials. 


Top And Drawer Pre-Assembled 


Assembly is a cinch with this New De Luxe Econome Stand. The 
drawer and top are all pre-assembled at the factory. It takes 
only 12 bolts and ten minutes time to assemble the legs and the 
offset center brace 

Put these beauties on display and you'll sell plenty. 


ORDER YOUR NEEDS TODAY! 






No. 695 D 
De Luxe Econ- 
ome All Steel 
Stand With 
Drawer. 













MASO STEEL PRODUCTS 


Dept. A 53 W. Jackson Blvd. Chicago 4, Ill. 
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ATTENTION ... 


Office Supply Dealers! 


CONTACT US 
ABOUT... 






PAY ROLL 
RECORDS! 
FEATURING THE 


EMPLOYEE'S EXEMPTION CERTIFICATE 
ON EACH SHEET— 


@ SAVE TIME 

e@ SELF-BALANCING 

@ FACILITATE PAY ROLL TAX REPORTS 
@ PREVENT YEAR-END DIFFICULTIES 

@ KEEP PAY ROLL AUDITORS SATISFIED 


@ POPULAR WITH ACCOUNTANTS, BOOKKEEPERS, 
EMPLOYERS 


THE W. RAY SMITH COMPANY 


Cedar Falls, lowa 

















A proven way 





‘STE 2<7RONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 










COIN HANDLING ACCESSORIES 


Seal Presses ¢ Lead Seals * Downey Change Trays 
Teller’s Moisteners ¢ Currency Racks 
Manval Coin Counters * Packaging Trays 
Linen Shipping Tags 


COIN WRAPPERS 


Old Style © Rainbow « Automatic ¢ Duzitall 
Kwortet ¢ Tubular ¢ Gunshell 


BILL STRAPS 
Federal ¢ Colored © Banding 


Write for information! 







———S 
THE C. L. DOWNEY CO. 





HANNIBAL, MO. 
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your plan in operation, not as much to the extent of the number of People 
nsured or the amount of insurance in force, but operation to the extess 
of the payment of those benefits to the families of deceased employees. 
We have t u of the background of why your NSOEA group insurance 
plan became a reality. We have explained that regardless of the number 
f in jua your concern you sn have the tu benefits of a trye 
jroup life jrance program which you J t otherwise purchase unless 
you had 25 full time employees. This sible only through your member. 
ship in the NSOEA. I| am certain that those of you who are now partic. 
pating in the pian know that if does helt mprove eme yee relations and 
t provides security This is insurance witt t a medical examination, it is 
nsurance whict available regardiess of 3ge you are 4 
r actively and Jost Ti@lly engaged your business, 
Pp ) the sn employees ig 
sx-de 
| again want to express my sincere . stion for t wonderful co 
perat n that has been extended +t j ; niy thre 7 + the ength of 
e w “ 3 been w r trustees, 
4 the emer yee of your 355 3¢ but . fine thy w nderful co- 
perat y have given us here at tt your 47th annual convention, 
| want to pay particular tribute to you yeneral manager, Paul Burbank, 
w et teres : sia . se of this 
3ram he Jone much toward mak 1 + the j ess that t is Mr. 
Burbank he } 3e peration 
w ; the peratior f a plan f th sture | know 
+} wh 30es all 
Ww 4 e t e 

rance progran hope that sre as proud 

fi “ ) w 





The Challenge of Change 

(Continued from page 61) 

ficial stimulation of the high level of prosperity to 
the big challenge for salesmen—which is the job of 
maintaining the American economy and prosperity 
on a consumer, peacetime basis. So 1953—as one of 
these years in this decade of decision—is an important 
one for salesmen everywhere. 

One of the reasons why it’s good for salesmen to get 
together ana meet in a gathering like this is because 
selling is partially a state of mind. Nobody can be a 
good salesman, a successful salesman, or a top sales 
executive, unless he has an inner belief in the funda- 
mental value and necessity of the business of selling. 


Selling Is a Crusade 

There isn’t any other profession in America so 
motivated by the psychological factor of crusading 
zeal as is the business of selling and salesmanship. 
And because selling is partially a state of mind, sales- 
men need the opportunity periodically to sit down and 
review together the new techniques, the new ideas, 
the fundamental principles of this business of selling— 
because it is always significant to me, when I stand 


ast Tew 
w ) ang 
arket, w scve 
sson Ww se 
; ated é makes @ 
| y America 
Now ssman w bab 
? 7 a sort and 
e n ¢t e a 
ar gets 
} w rhe 
A f elling 
j sr c « 
“ 3 ; Oo” 
| we A 


Two Vicious Approaches 


ys that ta an everywhere he goes 
bie tor f t silenge of serving as the 
Kesmar | J ithpiece with the k ‘ A er ; P >my that's 

e 
3 

ss abb 

= we $ 

A ve e Ww sv - usine 
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ENGINEERED WAYS an BETTER BUSINESS 


'G 


ee es 


Section of Cum- 
mins-Chicago Gen- 
eral Offices; note 
partitioned privacy 
— efficient use of 





ORIGINAL MODULAR OFFICES DELIVER 


4 GAINS TO CUMMINS- 


CHICAGO CORP. 
“FOUR WAYS BETTER” say the execu- 


tives of Cummins-Chicago Corpo- 
complete G/W 


“with solutions 





ration of their 
Techniplan offices, 
to specific problems: 
25% more workers in the same space 
without crowding. 


@ Workers are very happy with the 
added privacy—working comfort. 
Work output is moterially increased 
without pressure 
Changes—rearrangements—are easily, 
quickly made 


Departmental group of Techniplan work stations. 


SATISFIED users by the hundreds, in all parts of the country, report similar 
TECHNIPLAN interlocking and interchangeable office units 
—capable of innumerable groupings and arrangements. 


experiences with 


custom-FitteD work facilities provide top efficiency for every kind of office 
job—standard and interchangeable units—are readily changed at will. 

FREE STANDING PARTITIONS now adapt TECHNIPLAN equipment for private 
offices, executive suites, and departmental sections. These are available in two 
heights, with panels of steel, or various kinds of clear or decorative glass. 
MODERN IN DESIGN, TECHNIPLAN makes very attractive offices and promotes 


orderliness which enhances office appearance. —_, 


YOU CAN SEE 









Techniplan installations near THIS FREE BOOK 


you; simply ask your Globe-Wernicke dealer wa sent 
f ea ation . oil ’ 2 ke a ‘ promptly upon 
for inf rmatic | He will show and de mon dae oh 
strate Techr iptan Find him listed in classi- business letter- 


fied ‘phone bo “Office Equipment.” head please, to 


] 
»K under 





Office Equipment, Systems 


and Visible Records Cincinnati 12, Ohio 
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Dept. 11-OA. 





HOW TO MISS A BOAT 


The approved and dead-cinch 
method of missing a boat is to make 
no effort to catch it. TECHNI- 
PLAN is proving to be a “gravy 
boat” for many, many dealers. And 
not a few of these dealers have ex- 
pressed great surprise in the ease 
and speed with which their TECH- 
NIPLAN sales are moving. 


There is nothing tricky or difficult 
about selling TECHNIPLAN, 
case you have had misgivings on 
that point. 


EASY TO SELL because Prospect 
Interest is Keen 


Obvious Advantages: 
Space Utilization 
Greater Efficiency 
Lower Operating Cost 


EASY TO LAY OUT 


Modular Components 

Greater Flexibility 

Solves Difficult Problems 
Quickly 


EASY TO ERECT 


No Special Tools Required 


Engineered 
Interlocking Components 


Ingeniously 


Catch this “boat” and you’re in for 
a mighty satisfactory ride. But the 
boat can’t come and catch you; 


it’s got to work the other way. 







Yours cordially, 


Globe-Wernicke 
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The Swing is to PARKER... 


PARKER ALL-STEEL 


OFFICE EQUIPMENT 


All cabinets are made of heavy gauge steel . . . electrically 
welded construction and completely reinforced throughout 
. shelves adjustable every two inches . . . dependable 


STEEL 
BOOKCASE 


three way locking device. Storage cabinets measure 72" x 
36" x 18" and 72" x 36" x 24". Wardrobe and combination 


cabinets also available. 





| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

The Bookcase is of | 

standard size with disap- | 
| DOUBLE DOOR 

for clear visibility. Avail- | 

able in three different : 

| 

| 

| 

| 

| 

| 

| 

! 


sectional sizes: 


COUNTER HIGH 
CABINETS 


H WwW D 

12" x 354%" x II" «¢ 
15" x 353%" x 11" 
18" x 353%," x INA" 





SIZE 42"' x 36"' x 18" and 
i a ne 





TRANSFER FILES 


THESE STURDY 














STEEL The all new IM- 
TRANSFER PROVED Parker Steel 
FILES Cabinet featuring 
CAN BE baked-on enamel 
STACKED finish in Green-Gray 


DESIRABLE and Mahogany. 
HEIGHT 





LEGAL AND LETTER SIZE 


| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

TO ANY | or Grained Walnut 

| 

| 

| 

| 

I 

| 

| 

| 

| 

SPECIAL SIZES MADE 7 
| 


ON REQUEST 

------------ 

AL MARSCHALL—New Orleans, La.—Southern Representative | 

JOHN J. SCHULDA—West Hartford, Conn.—New England States | 

: ORVILLE CRISMAN—Pittsburgh, Pa.—Upper New York, Pennsylvania & Ohio 

| OTTO J. HOFFMAN—Chicago, II!.—I//linois, Wisconsin, Michigan & Minnesota | 

q LEN C. JACOBS—L. A., Calif.—Calif., Arizona & Nevada | 
es ee es ee ee ee es Ge ee es ee es ee ee a Ge ee ee ee es ee ae ee ee ee ee ee ee ee a ee a a a a a a a oe a ee a ae = 


“Write For Our 
Latest CATALOG PARKER STEEL PRODUCTS INCORPORATED 
and Dealer Price 
List” 56 COLUMBIA STREET BROOKLYN 1, NEW YORK 
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ond tries through selling and salesmanship in these days 





















+ those thina snd. these hanges that heve \ 
2 war J like ¢ quickly ustrate for y 
what ; ; nale trat f what creative salesmanship ; - 
* the horse and | I9y there were in the a ALL-ALUMINUM 
9,500,000 hors } kinds of horses—carriage 
Base ep tierpee ecastintes theta teas 7 THREE-PASSENGER DAVENPORT 
‘ Veer , { the - in Amer PD , 
y ; y wher wr: horses erica sux” #503—"Anodized” Square Aluminum, Reversible 
surrey and d t 24 urs & day, 7 days a ‘ ei Coil Innerspring Construction, New Cotton Feit Fill- 
. jc 345,000,000,000 passenger miles ing, “BOLTAFLEX,” DU PONT “Fabrilite” or U. S. 
RUBBER “Naugahyde” Covers. Hard Rubber Arm Pad. 
Compared With Auto 
n of a market, because 
ew t i of transportation, the auto- > 
witt scity of five, and operated 
A / $ @ year t would take nly — = 
thn ta of Of horses. 4 
, ted Stataes of America, we had 44,000,000 auton 
ms yh eative selling, the world's greatest 
2 ‘ J 
t only the justry of making automobiles, but S Q 
the ‘ +t became prosperous snd prominent and P 
t { ecor y. We built the great tire and rubber 
J material industry, the road building industry 
restaurant justry, the upholstery, battery 
ed nnd a eir component parts i 
built that because, thr 3h stive 
a wheels, end we chenged the living habite Another one in the Chaircraft Line 
ats: : ’ peer : ; | of Outstanding Aluminum Furniture! 
Iw } habits t very American citizen, | 
the greatest single prod Ask for your copy of the New 1954 Catalog of 
= ‘INSTITUTIONAL ALUMINUM FURNITURE! 
Ww +h, = 
Ww d 
and parking ts f personal automobile re 1% we * te MANUFACTURING 
e J ie an do i 
3 great justries. 
nfine selves to the fact that we built a 





wer, we have faced, built 


ted States—and we should a a 
. 
trate the refutation of - 
5 ar a w ebb. ci . 
por stion has increased ety 
But the national Near > o/s 
Jollars a year to I 
- “ 
were e + 
w ty to rise at h 
- 5 «with erly 
Pony : SALES IMPRESSIONS 
“ Ww market in A oo . 


Children Represent Market For only 7 


ely > to all of us that | think 
when you and | were 
‘te tat als hs aie Your mame on your products . . . your own 


“AUTOGRAPHS” . . . deliver sales-stimulating 

e of those kind of children. At least, there advertising impressions a// day, every day, thou- 
Brcalbsee sin AB wgcoe ren sands of times a month for /ess than a penny a year. 
‘Gs teats “AUTOGRAPHS” are just as appropriate, just as 

een built and impressive and fully as sales eae on a $2.00 

pencil sharpener or letter tray as on a $200 desk 

Pare tiay Pr Resorts te or typewriter. A flick of a solvent saturated brush, 

ws. Well tedbe, eek entre slight finger pressure, and “AUTOGRAPHS” are 

wi esn't wear @ cowboy suit ready to start selling and keep selling your name 


fvter lacing y= png Bie and your products for life! 
ihe -eces pice *Based on per plate cost of average Dealer order. 
ristic ideas ¢ be Captain Je . 
any f 10 or 12 other specific Ji 
r the ; v go out with my son 
5 ropieal wosed wit Iie mina, and la ADVERTISING IMPRESSIONS THAT S770K/ 
wi ‘ h her rr ; 
end ever! er mother has, she | * WRITE TODAY 
voice in the of on your letterhead for samples 
e at night and h ass c 2 and literature. Dept. O-10 
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HANDY ‘'GLIDEX” 


TRADEMARK® 571978 


TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 


Pt et 









put AE a Se St 4 


Saves desk space—swings in any direction— 

Keeps phone in easy reach yet out of way— 

The only bracket made to hold present models. 
Made of strong, durable steel. Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, ete. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 


WRITE FOR ILLUSTRATED LITERATURE AND DEALER’S PRICES 


ox 


FE NS INN, J/\ 


j 


Y oY Y 
GLIDEX CORP. 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 





GUDEX MODEL Ne 268 
EXPANDED 











our CusTOMER 


ARE READING ABOUT 


NEVA-CLOG 
STAPLERS 





3-60 


For use by executives — for salesmen's brief cases 
—for better, quicker, more secure filing — and 
for many other commercial as well as industrial 
fastening jobs. 





NATIONALLY ADVERTISED 
in Business Week, the publication read by your cus- 
tomers — reaching the world’s best stapler market. 
®@ Display and recommend NEVA-CLOG Staplers, and 
make NEVA-CLOG advertising your easy route to sales. 














NEVA-CLOG PRODUCTS, INC. 
Bridgeport 1, Connecticut 





CANADIAN STAPLES LTD.—Montreal, Toronto, Winnipeg, Vancouver 
O. H. DAVISON & CO.— Pacific Coast Rep., 609 Mission St., San Francisco 5 
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daughter comes into the room and says, "Daddy, what kind of beer are 
you drinking?" and | say, ‘'Piels, honey." And she says, "Don't drink that 
You should drink Ballantines—it has a flavor that chill can't kill." 


Every Saturday morning, my children watch a progra n television 


¢ ' 
sailed ‘Time for Adventure." It's a good program for children, and 
yht kind of child and car slify, you can become a member 
Ad Club, which entitle st 8 membershir ard, beay 
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Oldsters Represent Market 


narket, and must be exploited differently from other 

are different thing netics, food 
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Want Sport Shirts 


new markets 


Ary 3 é remember— 
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"“PUSH-BUTTON” FIGURING 
CUTS HIGH OFFICE COSTS 


Office costs are now so high that 
even a small business can’t afford 
to be without the latest equipment. 
Marchant Calculators, Inc. is meet- 
ing the need for faster figurework 
at lower cost with today’s most 
complete and diversified line of cal- 
culators. 

Topping the Marchant line is the 
FIGUREMASTER, world’s fastest, most 
completely automatic calculator. 

For engineering, statistical and 
scientific usages, there is a special 
FIGUREMASTER with “live tab” keys. 
Another special model has “split 
clearance” for individual extensions 
and accumulated totals. 

Still another modified FIGURE- 
MASTER is the Marchant-Braille 
Calculator, which brings to the blind 
their first practical mechanical mul- 
tiplication, division, addition and 
subtraction 





LREMATIC 


fivision 


nproved Marchant 
s the only calculator 
with simultaneous 


The recent 
FIGUREMATI 
in its price rang 
Itiplication. Just enter 
the multiplicand and multiplier and 
read the answer. And, with the new 
Dividend K ind more flexible tab- 
ilation on t \DX FIGUREMATIC, 
iding user now has a 
1 automatic division 
itomatic multiplication 
performance at a lower 


automatic 


the most de 
ne-two pul 
as well as 
a complete 
price than ¢€ 
The Retail Special FIGUREMATIC, 
id and inexpensive 
s invaluable for gen- 
n store figurework 
nformation write 


before 


designed 
store invent 
eral retail 


For comple 


MARCHANT CALCULATORS, INC. 


Oakland 8, California 
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“The boss told us to cut 
figurework costs.” 








“We’re doing it with the 
| new Marchant Figurematic.” 








1 prcscomee-naaror 
MODEL ADX 
The only calculator in its 
price range with simultaneous, 
automatic multiplication, 
automatic division and 
complete carriage control. 












Now you can have automatic calculator performance at a lower price than ever 
before with this new Marchant FiGuremartic 
Automatic Multiplication— you merely enter the multiplicand, then the multiplier 





and read your answer... there's no waiting. 

Automatic Division — you just enter the dividend with the Dividend Key, then enter 
the divisor with the Division Key and read your answer. 

Complete Carriage Control — your tabulation is automatic. 





The MARCHANT MAN in your phone book wil! be happy to show you — 
on your own work —how this new FiGurematic will soon pay for itself. 


MARCHANT es. 






= naw 
wil \ 
[¢ [+ | 
TAMARCHANT AY 
\ y - + st j 
\ QI 7 
eee! ~ 





Just mail this coupon with your business letterhead to get 
your free... 
Guide to Modern Figuring Methods , te ee 
Complete Information about the FiGuremaric . C) 


MARCHANT CALCULATORS, INC. + Oakland 8, California ”* 
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Quality. + Fhiee - Sales | 


more dollar volume for 
YOU with WESTERN’S 
NEW all purpose desks! 


Here is product eye appeal at its very best! 
Beauty is only skin deep however, and 
Wesco engineering has gone far beyond to 
build veritable “battleship” construction into ‘ei 
these brand new models. Give your buyers 
MORE desk for LESS money and you'll start + 
that sales chart on the way up! 

tional data on the new 


a y 
, 43390Rm13 : abhion — Ne 
Fashion-Aire - Remem- 


holds its own in any company ber too Western's fine 
- file and cabinet line 
Fashion-Aire Secretarial regardless of price! 








Write today for addi- 





when you are inquiring. 
Style No. 3061 


x Ee See 





a 
sane 








Aurora, tihinois 





Fashion-Aire Interviewer Fashion-Aire Executive 











Fashion-Aire Clerical 
Style No. 3047 Style No. 3062 Table - Style No. 3050 
a PAY ROLL JOURNAL AND CHECK REGISTER 




















Time-Engineered (—R]—— = 
as a dane’ Ii sw P= Gomes ve 


pit a Tien i. 


Kopi-Spot 4 snmnnnce waness a 
Pay Checks - iat 


Exaurtion 





























Dersanrn nT 
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Pe - 4 
= “Yor Comwrsny Ne 000 YOUR COMPANY 


ANETWUKRE. UB 4 











[OURS tanninas OLoOucTiONnsS 
-4 onoss —— —~ 

















— ie: ial il el 


YOUR OOMPANY THIS 1S A STATEMENT OF YOUR EARNINGS 46O OEOUCTIONS a 
2 





EMPLOYEE PAY STATEMENT 














Pay Checks Are Profitable! 
Do You Get Your Share? 


Pictured above is only one of the many Master-Craft products which are Master-Craft’s standard pay checks are easy to 








available through no one other than our exclusive franchised dealers. sell because: They help the operator maintain 
; : ' ; ae a 7 

It may be available in your city. Write today for free catalog. machine speed * by elimination of — carbon 

' . ¢ by precision printing and ¢ by uniform clear, 


sharp copies. Six handsome stock designs at 


MASTER-CRAFT CORPORATION | prices made possible by quantity production 


LOOSE-LEAF DIVISION OF SHAW-WALKER KALAMAZOO, MICHIGAN 
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1 wor exne , by the American woman 


Program for Leisure 


hange in the American 
new a srkets for the salesman, and 
the people wh are 


med at selling a par- 
rh. ¢ 
sr «=6group. inis leisure 


wed whet we eat, what we wear, 
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habit everything that 
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s the market which we 
but two things have 
t a recent change, was 
and most important, 
ty which agave to the American farmer the oppor- 
r-saving 
Today, all over 


devices which 
the = " wife 
utlet for selling and 
+h at they | >k to the 


years, farm population 

ye has dropped 28 million 
me—is up 459 

apitalized by those 


jressive t } that there are changing 


»n talking about some of these changes 
been potent 1 effective since the end 


Ives, “What does a trans 


to come to you 


Air Transportation Different 

t joes not recognize that 
sffected by these changing markets, 
fashion that you have been 
example, our market in the 

years old—has changed 
where tt hort sce of 200 the 


the airplane was toc r 


miles was 


mfortat e 


Need Created Business 
We cannot grow and 
r revenue on t ness 
are not interested 


w that we must broade 


gger, stronger business 


mn their industry. 
the ¢ ples of advertising. It is signifi- 
3 national travel adver- 
that sell the department 


tomotive business, by 


Believe in Credit 
always been successf 
wu ‘ your Cc ket, in this 


r 
nem os the Air Travel Card. which 
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NEW 4) 
NEW PROFITS! 


CENTRAL’S stee/ BOX LINE 








GREATER 
CAPACITY 


The dimensions tell 
the story—11Vox7% 
x4\)”. Heovy steel 
one - piece construc- 
tion. Hammered 
silver finish. 


“CLICKSNAP” 


Smooth Operation 
POSITIVE 


Automatic - Secure 
Lock with 2 Keys 


Central proudly adds these greater capacity steel boxes 
to their accepted line of Cash, Bond & Utility Boxes. 


COMPLETE QUALITY LINE CASH, BOND and UTILITY BOXES 
NO. 10 SERIES 11 Séx6x2 4" NO. 9 SERIES 1] Mx Mx4'c” NO. 23 SERIES 11 Yexbxd 36” 


19-10A “CLICKSNAP” & tray 9-99A 9-50A 19-23A .“CLICKSNAP” & tray 
19-10CL Comb. lock & tray with canti- without 19-23CL Comb. lock & tray 
9-10A .“CLICKSNAP™ no tray lever tray tray 9-23A ..“CLICKSNAP” no tray 


9-10CL Comb. lock no tray 


CENTRAL Freer 


Export: Frazer & Co., 50 Church St., New York 7—Cable—“Frazar” 


9-23CL Comb. lock, no tray 





oN 


WATCH OEC FOR VALUES! 





TYPEWRITERS * ADDING MACHINES 
BOOKKEEPING MACHINES * CALCULATORS 
ELECTRIC TYPEWRITERS » CHECKWRITERS 


We are one of America’s largest wholesalers. of 
used and rebuilt machines. Famous for high qual- 
ity, low prices! Prompt, dependable service 
anywhere in the world! 


Special offering 
of Reconditioned and 
Select Rough Machines 








Write, phone, wire, today 
for Dealers Wholesale 
Price List #400-E for 
details on these and hun- 
dreds of other unbeatable Pr; 
values! Easy-to-read list- 
ings; easy-to-order from: 








Oice Equipment Corp. 


298 Broadway, New York, COrtlandt 7-9091 
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Open the 


SALES DOOR 


to ’54—with 


STARK 
CALENDARS 





A quality line of stands 
and pads featuring all 
popular styles and sizes. Cal- 
endar pads are lithographed— 
on high-grade bond paper with the 
date in red and the monthly calendar 
in blue. 

Fast, 2-color lithograph printing enables us to 


write or phone 
for complete 


give you the best in quality and prompt service. details 
“IN CALENDARS THE QUALITY MARK IS STARK” 


STARK CALENDARS « 


100-112 BISSELL ST. * PHONE 3:35 * JOLIET, | 








Buckeve 


CARBON PAPER 


NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


CLEVELAND, OHIO 
MANUFACTURERS 
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| Larned OfRCOS soy sineune soe ive 


how much time and money out-grown or out-dated office arrangements 
ee rte 


(ne 
Vi 






have cost them — until they “start new” in space planned with 
the aid of Art Metal Office Planning Service! 














This service is available to you without cost. Its effectiveness is based 


flanged 


on the widest experience in working with businesses ranging from 
the largest down to the one-man office. It is all-inclusive — 
covers revision of present layouts or organization of new ones; 
efficient use of working time and working space; 
io desks, chairs, files and modular work stations. 


Why not take advantage of this experience from the very start 
when you plan to expand, move, or re-arrange your offices? 
As a start, you can save many hours of planning time with 
the famous Art Metal office planning aids listed below. 
Call your local Art Metal representative or write 
Art Metal Construction Co., Jamestown 18, N. Y. 










le fined 


Selling | 
. SEND FOR these publications — 


Oifice Piawas . ° 
pos en offered to you exclusively by Art Metal 


—— = = = and nationally recognized for their practical 


value in efficient office planning. 
, a 
onne = a z= 0 Office Planning Kit — including 


TOR Bie co a 7 = 0 “Office Planning and Layout ’’—a basic “how-to” manual 
a8 ee ma = D Floor Plan Layout Sheets and Cut-Out Plotting Templates 


D a 








: ™ Things to be Done 
n : When Y Move or Re- 


arrange Your Office 


For 65 years the 
halimark of the 
finest In office 


equipment and 
systems 


: Office Standards and 
Planning B 





—— ©) “Manual of Desk Drawer 
Layout 





AS seen im TIME, Nov. 9... . U. S. NEWS, Oct. 30... . ROTARIAN, Dec. .... and other national magazines. 
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Retails 
at only 


$] ] 95 
Complete With Supplies * 


PRINTS POSTCARDS, LABELS, TAGS 
UP TO FIVE COLORS AT ONE TIME 


The Amazing new Post-Master is so fast, clean and 
economical to operate. Prints anything written, typed 
or drawn on Master paper in bright attractive colors 
using simple spirit solution. No messy stencils or inks 
—always ready to operate. Gives clear reproductions 
every time with accurate registration—no waste 


Packaged in Specially pga A Display Box 


Every Post- Master comes in unusu: au 
storage carton which enables you t« 
build a colorful eye-catching w badew 
or counter display without additional 
materials. Nothing else like it on the 
market. 


*Supplies include sample kit of print- 
ing fluid, Master Units and extra red, 
blue, green and black carbons 








Prints like — Sells on 2 





"SPIRIT oo PRINTER 


Just imagine what this versatile low-priced card 
printer can mean to you in additional sales volume, 
increased profits, greater inventory turnover. Every 
business needs the Post-Master for printing postcards, 
labels, index cards, tags, menu tip-ins, etc. 

One look at what this printer will do and you'll sell 
the Post-Master with real enthusiasm. Steady repeat 
business in supplies gives you an added source of 
profits, too. 


Write Today for Information 
On Special Introductory Offer 


Master Addresser Co. 


6500-D WEST LAKE STREET + MINNEAPOLIS 16, MINN. 





Another Master Addresser Product ‘They Sell Themselves” 








proves 


DOLIN STEEL 


BEST 


15 SIZES 





Demanded” line. . . 


DOLIN METAL PRODUCTS, 


315 Lexington Avenue ° 





INSTALLATION AFTER INSTALLATION 





STORAGE FILES 


FOR MAINTENANCE OF SEMI-ACTIVE RECORDS 


Write for complete information on this “Consumer 


Brooklyn 16, New York 


JUST ONE OF THE INSTALLATIONS AT 
HAMILTON STANDARD PROPELLER DIV.: 





INC. 
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WM. A. FORCE 


ZIG NICHOLS AVENUE, BROOKLYN 
SALES OFFICES: NEW YORK HICAGO, SAN FRANC 












a2 
Model No. 105 
4-WAY OFFICE STAPLER 






Model No. P-22%@,_ 
PLIER TYPE HAND STAPLER 


YOURS for the asking... 


“HOW TO SELL 
NUMBERING 


MACHINES” 


Only Book of Its Kind 
Ever Published...Devoted 

to Increasing Retail Sales and 
Profits on Numbering Machines .. . 


50 informdtive photos; 60 pages of val- 
uable selling information. Special chart 
shows who buys and how they use all 
basic models. Write for your free copy. 


: Bs , 













PRECISION MADE 


STAPLING PRODUCTS 









HEAVY DUTY CO Fe 
y 


yee | Tee oe 


* DEPENDABILITY 


LA & 






AND PROFITS 





Model No. T-50 
AUTOMATIC GUN TACKER 


A STAPLING MACHINE FOR EVERY PURPOSE IN EVERY PRICE RANGE 
SS SOLD ONLY THRU DEALERS 


MRrraow FASTENER [0../nc 


ONE JUNIUS STREET BROOKL 2 
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Kiuegen Ahead 


WITH THE FINEST 


TUBULAR CHAIR EVER! 

































More durable — and more com- 

fortable than many folding chairs 

costing twice as much, Krueger 
tubular steel chairs boast 

y 

@ Seamless tube frames 

@ Electrically welded and 
riveted construction 

@ Die-formed leg stretchers 

Curved rollededgebackrest 

@ Positive, 
seat lock 


non-pinching 


@ Silent folding operation 
, @ Y-type non-tipping frame 
@ Baked-on enamel finish 


tg 5% 


INU SUM Bae No. 62, with curved hardwood 
= — veneer seat for indoors and No. 
ae 61, with perforated, curved steel 

seat for outdoor use, provide you 
with super quality seating that is 
sturdily buile to last for years. 
Light in weight, quick and quiet 
folding, easy.to carry and store. 


see! bracing bors within 
legs provide extra strength, 
#6 rivets, hinges, mechanism. 
lame feet for smooth gliding 
be covered with mar-proof 











.. +. Describing the complete 
Krueger line of steel tubular and 
channel frame folding chairs. 


DIFFERENT SIZES, STYLES 
OF BULLETIN BOARDS AND 
CHANGEABLE LETTER BOARDS 


BY DAV-SON 


A Dav-Son board for every job. 
Changeable letter directory and 
announcement boards, black boards, 
menu boards, others. Sturdily con- 
structed, every Dav-Son board is 
built to last, with quality built-in 
for years of service. 


Dav-Son Changeable Letter Di- 
rectories for Lobby, Office, 


Use. 

@ Wide Variety of Styles and Sizes 

e Glass Enclosed Front 

e Hardwood or Metal Frames 

@ Highest Quality Felt 

e Absolutely Warpproof 

@ Also Available with 5’ 5” 
Standards 


Dav-Son Genuine Self-Sealing 
Cork Bulletin Boards 

@ Indoor and Outdoor Styles 

@ Hardwood or Metal Frames 

e@ With or Without Locking Glass 


@ World’s Largest Selection 

DEALER INQUIRIES INVITED 
if Your Dealer Can't Supply, 
at Dav-Sen Changeable Name Piate 
Black card with white letters under 
beveled plexiglass shield Triangular 
wood base in choice of Walnut, Oak 


Mahogany, Blonde or Steel Grey fin- 
ish. 10%"x2%” 


A. C. DAVENPORT & SON, INC. 


311 N. DESPLAINES STREET, CHICAGO 6, ILLINOIS, DEPT. OA 
INSIST ON DAV-SON—YOUR BEST BUY! 
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MORE-MUCH MORE-THAN A FILING CABINET 


—the Sales-Successful 
Herring-Hall-Marvin 
SAFE 
RECORD 
FILE 


and More-Much More-Profit For You 
















AUTOMATIC 
BOLTWORK-~ 


ch) VWYaANeY MH . 
aepentaenh Insulated uni Z, 
of 


——. 


=\ 
ETTER ‘ -. © & LEGAL SIZE 
— — \\ ») | 


) 


Catalogue and price list on request 


HERRING - HALL-MARVIN 

SAFE COMPANY ZS. 
-~ 2 

Hamilton, Ohio 








TELL YOUR CUSTOMERS... 
It’s easy to correct fluid duplicator masters 
with DENNISON PRES-a-ply CORRECTION TAPE 





Cleaner, neater, faster — no carbon-stained fingers Py a 
« No scraping, erasing, smearing « Lies flaat—nowaste «+ Self-adhesive Py } Sg 
— requires no moistening « Comes in convenient strips — no dispenser needed As 


* Master does not have to be removed or realigned 





FAST ano NEAT 
* ee, sing oe 
Se © mee 
a In single 
* ee ete eee and double 
Somme oe s0ce space widths. 
2ST Retail: 


50¢ per envelope. 


Advertisements are now running in Office 
Management & coment. he Aone 
wa : 3 — to tell your customers 
Measure length needed by placing sheet Press tape on back of master over part to be Today s Secretary : 
against correction in typewriter. Cut strip and corrected and retype. Use of small piece of about Dennison PRES-a-ply Correction Tape. 
peel from backing. new carbon is optional. ORDER YOUR SUPPLY TODAY 





+ 
Dennison Framingham, Mass. 


OFFICE APPLIANCES, November, 1953 





297 





































Cnel 
——— home 


For any office 


Sentry Safes 


Sell SENTRY SAFES for Christmas. An unusual gift that 
fills a need in virtually every home or office in your com- 





munity. As a gift suggestion it will be welcomed by your 
customers. You're not only selling priceless protection for 
valuables, papers and cash, but a gift that will save the 
inconvenience of safe deposit boxes and possible tragic 
loss from fire or theft. Every home or office needs this pro- 
tection. Capitalize on selling SENTRY SAFES as gifts and 
reap amazing profits. 






No Competing Line 
In This Price Range 
Supplements Other Lines 










FOR OVER 


BRUSH-PUNNETT CO. @ 


ORDER NOW FOR CHRISTMAS SALES ial) 
sates 2045 WEST AVE.- ROCHESTER 11,N.Y 

























WHEREVER ‘ 
Tamed TURE 
IS USED Am 





The Scerbo line of exclusive wood furniture 
is used in leading offices, banks and insti- 
tutions and everywhere where better fur- 
niture is required. Proved versatility by 
the jobs it handles—from a single piece to 
a complete installation .. . Outstanding for 
its ability to understand the dealer’s prob- 
lem, be it that “discriminating executive”, 
or that “hard-time” customer. SCERBO 
gives that extra something to help close a 
sale and that extra margin of profit. Ask 
about our special order work to meet your 
budget. 





= 


SCERBO MANUFACTURING CO. 536 Pearl Street, New York 7, N. Y. 
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i essing o This was on total purchases of 
$15 

home with a new challenge and a decision 
w any office work are in our markets? By 
tive situation we sn determine how much of our 
) ve to our customers the story 
s by letting r salesmen determine yearly 
f 3 8 multitude of orders over and 

8 kina “ k st. 

A Good idea 
slesman had a good idea when he inventoried 
ymes your product. He or she uses the items at 
ey t of f st ften because we do not sell 

we r s supply? Maybe the inven- 
mers’ inventories are too small 
Today’s Problems 
Continued from page 61) 
freedom, rolled up their sleeves to produce new prod- 
ucts, enter new markets, create new jobs and extend 
the frontiers of economic prosperity. 

As Secretary of Commerce my job is to be down in 
Washington pitching for business—not in the narrow 
sense of giving business privileges and incentives 
denied to other American groups, but of giving busi- 
ness a chance to prosper so that its success can be 


shared by | areas of American life from city pave- 
ments to the farm 

The statutory duty of the Commerce Department is 
“to foster, promote and develop” business—all business, 
both large and small. If we did not try to do just 
that, we should be derelict in our duty, and you can 
be assured that so long as we hold this public trust 
we shall do everything in our power to help business 
make goor 


What Business Really is 


This administration has a vision of business scope 
and business responsibility far beyond narrow defini- 
A 
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“IT'S 20 YEARS 
OVERDUE BUT 


ITS ANOTHER 
‘FIRST’ 
FOR AIGNER!” 








<T 
IT’S NEW! MEETS A BIG DEMAND! 
With this New AICO TYPERITE Tabbing, typists type 1, 2 
and 3 line titles on the pica spaced blank inserts without 
using a soft roller, just the line space lever. Titles are 
always on a straight line, neater, cleaner, faster, saving up 
to 56% typing time. Your customers will read the story 
in our ads for October, November, December in 6 business 
magazines. Be ready for the big demand. 


ORDER YOUR SUPPLY TODAY! 


AIGNER 97 Reade St., New York 13, N. Y. 
INDEXES 4265: Clinton St., Chicago 7, Il 














eVBAUE, 


“TWIN-POST” 





Extra Value Features 
To Help You Sell 


NEUBAUER “TWIN-POST” 
Adjustable Steel Shelving is 
stronger, more rigid at the vital 
oints-—— corner posts. ° 
AUER “TWIN-POST” de. 
sign is actually 2 posts with 3 
strong corners (see inset). 
Shelves fit tightly oo OP 
thing stays in line. Smooth, 
beautiful and strong—adaptable 
for most shelving needs. 
18 and 20 P. steel shelves 
range in 25 sizes from 24”x9” 
to 48"x24”, 16 ga. posts from 
6’ to 10’. Olive Green or Air- 
line Grey -on enamel 


Special colors available. Built 
to last, priced to sell... a 
wonderful repeat order builder. 


4 
ion >) 


Sunil ' 
FREE ESTIMATES 


. . we'll quote through you. 

Write today for complete in. 
formation. 
Ask about NEUBAUER 
“TWIN-POST” Basket Racks 
for school and factory locker 
rooms. 












TTT TIT ATOM Minneovelic 18, Minnesote 
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lops. 2 
DES KS 
TABLES 


by 


JENMIGH, 


DESK CO inc 








Send for Catalog. 


| 
LEHIGH DESK CO., INC. | 


106 Duane St., New York 4 Factory: Bethlehem, Pa. 























A NEW SERVICE CHAIR MAT SIZE 
CREATED FOR THE MODERN DESK 
34” Lip 


Greater 
Foot Space 












5 Colors 







EXECUTIVE MAT 
No. 1502—48"x54” 


Protects carpets—covers worn spots. Made of Durable 
Tempered Fibre. Colors: Brown, Green, Black, Maroon 
and Silver Gray. 


4 SHIPPING POINTS 
Long Island, N. Y. © Chicago, ili. * Laurel, Miss. « Cleveland, Ohio 
i‘ 


\WooDALL [NDUSTRIES [NC. 





Chicago Telephone CO 7-2600 SKOKIE, ILL. 


3500 OAKTON ST. 


300 





jera } e 
os £ R nst rt F 

ew Small B A 

“ — 
PA w 

st 
ow 

re w afici+ an 

ry 3g } t 3 
e - Syste 

dh $!3 t 3 
] nist ~ 
~ t xt ye 
T af ant w 
t $ f $855 b 4 pe 
WwW ; > re we ea 
t 4 t 3 a we 3 we 
“ 
“ Ad 5 
Ar of 





Du 3 
Be | 3 5 3 =] 
} 7ar 3 s 
‘ s 2 6 w f 3 fr 
$ w ur popu “ } e rate 
w é ) } fait 
w eic ) A marked 
} ai we ig 3 asting 
Kansas Citians Buy Hutchinson Store 
Western Typewriter Company, 401 N. Main St. 


Hutchinson, Kans., has been sold to three Kansas 
City persons—Robert C. Storm and Mr. & Mrs. James 
P. Wilson. Purchase of Western’s inventory was made 
from Ray Hensley and Donald J. Wierman at $15,000, 
Mrs. Wilson said. 

Incorporation of the firm has been filed, with Mr. 
Storm as resident agent. The Wilsons are the other 
incorporators and directors. The new firm lists its 
capital at $10,000, and is now known as Wilson-Storm 
Business Systems, Inc. 

Mr. Hensley will remain with the organization for 
the time being, Mrs. Wilson said. Mr. Wierman is now 
in the brick business—-GMH 








WSusiness Opportuni bites es 


Catalogs, Price Information Wanted—! E Stationery npany, 63 
Nahant Ave Winthrop 52, Mass terested in re 3 catalogs and 
: <i a tnameinctos f of ' ail cman 
Desire Trade Literature in Alaska—Prof Busines vice, 556 Second 
Ave., Fa ynks, Alaska, establishing f off plies and equip 


Sacramento Firm Seeks Lines 
ng-put y-sales fields 
62 Calif . ‘ Sacramento 14 > ots ' posit 
ntative and jobber, he is seeking n office plies, stationery 


J business specialties. 
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FOUNT-O-INK 


The Writing Set That Banks Use 


For efficiency and genuine writing enjoyment 
everyone is using FOUNT-O-INK 


Profit with the amazing ond populor pen thot never needs to be filled. 
Extra large automatic ink supply. Special pen points for every writing 
purpose. Available in over 39 different models. Nationally advertised. 


Special imprints for business gifts, merit 
awards and personal gifts. 


ACTUALLY 
FILLS 
ITSELF! 
















bility 1 
All FOUNT -O.INK 
Writing Sets ore ob- 
teinable printed with 
individual or business 
nome or trade mork 
l~Y +.» ~~ 
A) i 
EG COPR. GREGORY FOUNT-O-INK Co.,19$3 
/ <—— TOUCH AND GO BETTER WAY CE Se aChek @ Geek's Beeeeman. © Guene 
ink ond stein remover Stamp ped ink in 3501 EAGLE ROCK BCULEVARD 
for hands. epplicator bottle , 
LOS ANGELES 65, CALIFORNIA ; SINCE 
Two Fast Selling Items Send for your illustrated Catalogue, it’s Fre 
| 
insas 
ames | Welham Filing Cabinets are attractively finished in Olive Green 
nade | or Metallic Gray baked enamel—with dull chrome hardware . . 
9,000, | but the true value of any filing cabinet is determined by the de- 
sign and workmanship inside! 
Mr 
»ther 
s its 
Bi. THE “INSIDE STORY” OF 
1 for 





now 


FULL SUSPENSION AND 
ROLLER CHANNEL SUSPENSION 


FILING CABINETS 


The experience of more than forty years of quality work 
manship and desig: of metal office furniture guarantees 
‘customer satisfaction.” The sturdy, rigid Welham cabinet 





welded steel inner framework . one piece drawer 
body . . . ball bearing rollers . . positive lock drawer 
/ compressors . . . are only a part of the Welham “INSIDE 
| STORY.” 


SEND TODAY! for our attractive, clearly illustrated catalog 
of the “hidden values” to be found in Welham Filing Cabi- 
nets . . . hidden values that assure customer acceptance 
and greoter profits for you 


WELHAM METAL PRODUCTS CO., MICHIGAN CITY, INDIANA 
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omodern 


OFFICE FURNITU 


BASIC UNIT — 


$14520 


less usual 
Dealer's Discount 


e DESK SIZE 
42” x 30” 
e AUXILIARY 


TOP 
18” x 66” 


a 
e FINISHES: 


Walnut 
Softone 
Light Oak 








O00 0000 0@ 




















RE 





















MODULAR WRITE 
the functional for 
O O units that go ' Complete 
together to make ; v4 Illustrated 
the most _ “mw Circular and 
efficient office 4 Se | Price Lists on 
arrangement. a Sectional Units 
DIO|IRIO MANUFACTURING COMPANY 
| | i 220 W. INSTITUTE PLACE CHICAGO, 10, ILLINOIS 
IT PAYS TO BE SURE ! 
P WA\\ = © L//// 
////NE\\ 
\E VE 
Ww V1. Hy 
- THE QUALITY LINE OF FILING 


SUPPLIES & GUMMED SPECIALTIES 


AT LEADING STATIONERY STORES 
THROUGHOUT THE COUNTRY 





a 


GUIDES © FOLDERS © INDEX 
CARDS @© INDEX TABS © TRANSPARENT INDEX TABS @ 
BLANK INDEX STRIPS © ROLLED LABELS © PROTEX 
LOOSE LEAF PATCHES © ADDING MACHINE ROLLS @ 
PAKNEAT SEALING TAPE © PIN TICKETS @ 


THE WARSHAW MANUFACTURING CO., INC. 


1 MAIN STREET BROOKLYN 


VERTICAL FILE GUIDES 
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7 UNITED STATES EXPORTS OF OFFICE | 
MACHINES, EQUIPMENT AND SUPPLIES | 
Figures for June, 1953, Released in September, 
1953, by the U.S. Department of Commerce 
(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. 
Qventity (Dollars) 
: Net Value 
Machines Accounting Nondescriptive except 
Punched card New 396 597448 
Machines Accounting Descriptive except 
Punched card New 587 1087439 
Machines Listing—Adding except Punched card 
New . 2870 421965 
Machines Calculating Non- Listing except 
Punched card New 1419 532859 
Machines Accounting Etc. except ‘Punched 
card new, Nes ; 240 35982 
Machines Card Punching and auxiliary New 139 324345 
Machines Accounting Etc. Used and Rebuilt 640 104966 
| Parts for Accounting Etc. Machines... ; 1214590 , . 
| Addressing Machines .......................... 172 ph 4. : », # 
| Accessories & Parts for Addressing Machines : m 
Machines Duplicating Ex Lithographic Offset 606 99974 a LIFETIME STEEL 
Machines Duplicating Lithographic Offset re 
Parts for Duplicating Machines 75515 : DRAFTING TABLE 
Cash Registers New : 752 189715 
Cash Registers Used Rebuilt... a osnans from the profit line of STACOR LIFETIME STEEL 
Parts for Cash Registers 
Typewriters Standard New Except Electric 5971 681536 DRAFTING & OFFICE EQUIPMENT 
Typewriters Standard Electric except Automatic 548 142500 NEW LIBERAL DISCOUNTS! 
New . 
Typewriters Portable New . 6985 373784 Write today for illustrated 
Typewriters Used Rebuilt except Automatic 1556 76515 
E Typewriters Nes ; 47 24646 
Parts & Accessories for Typewriters 354027 
Staplers for Office.................. : .. 31821 60631 
Dictating Machines . : 297 50936 
Mail Handling Machines & Ports... , 75059 
Check Handling Machines & Parts..... 53688 770 East New York Avenve, 
Office Machines & Parts Nes. : 103823 
Mechanical Pencils All Materials (Doz.) 25310 133092 Brooklyn 3, N. Y. 
its Mechanical Pencil Parts 34563 
Pencils Ex Mechanical Black Leud (Gr.) 44128 134308 
y Pencils Ex Mechanical Nes. (Gr.)..... 8402 34546 
Pencil Leads , ‘ 50611 
Crayons 31537 
is Fountain Pens Ball Type (Doz.)...... 50619 126742 
Fountain Pens Ex Ball Type (Doz.) 44893 653821 
Ball Pen Refill Ink Cartridges (Doz.) 34919 55817 
Fountain Pen & Ball Pen Points Nes. 129546 
Fountain Pen Points (Gr. 19577 121994 
Carbon Steel Pen Points (Gr.) 3326 3739 
Desk Pen Sets 4816 20790 
Ink Writing 110117 
ink Nes 153263 
Carbon Paper (Lb 64348 77636 
Ribbons Cloth Inked Office Machines 62025 
Office Supplies Nes 258303 
Nes.—Not elsewhere specified 
Safe Crackers Get $334.59 
Safe-crackers who recently entered the office of 
the National Cash Register Company, 1312 Houston 
St., Fort Worth, Tex., succeeded in getting $334.59 


from the office safe—JHR 





A typical installation of the Huntington 190 series 


Fonrilere by 


- ateays on good Taste 
































Designed by Jorgen Hansen and Jens Thuesen : , P 
to please the most particular client = i = 
The Huntington name is your guarantee of + EY 
quality materials and workmanship &¢ sé 
t ez 

o 
MAIL TODAY oe | +; 
+ 4. 

2% 
Rem-Rand T aeeet HUNTINGTON Eig 3 
=-Rand Training we oe CHAIR CORPORATION | gs 
Pictured are ers of the group attending a five-day Remington > es 
Rand dealer é vision sales training school held September 93-15 ‘ HUNTINGTON . WEST VIRGINIA = ze 
at Curtis H rpolis, Minn. The training of dealers and their > 8 
people the Twin-Cities area was conducted by H. W. Barnes Ss & =) =2 

r of ication, assisted by S. L. Ekstame of Remington Permanent Showrooms: Huntington, Chicago and New York | © 





ets of Victor Safe & Equipment Co., Inc 
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GET SET WITH 


Faasgneee. DATERS 


Cash in on the changing calendar by 
selling Faymus daters—the quality line 
that brings customers back for other 
items, because each stamp carries your 
advertising. 

Faymus daters rank FIRST in the 
industry because they are expertly made 
of only the finest materials. Beautifully 

ckaged with colorful, sales-making 

aymus styling. Also available in at- 
tractive counter assorted dozens. And 
the features shown here are unequalled 
by any other line. 


. ome OF RED RUBBER—for more durable, resist 
|h treatment. 
. oY AR LIFE— year band is not quickly outmoded, 
carries 6-years of dates. 
. ——, RN EASILY—never stick, 


once se 

* nucoew FRAME—for long, hard service. Heavily 
chrome plated. 

@ HARDWOOD HANDLES—select wood, beautifully 
finished. 

@ EXTRA—yeor band carries useful wordings: Rec'd, 
Ans'd, int'd, Paid, A.M., P.M. 

@ imprinting at no cherge on quantities of one 
gross or more. 

© Also available without imprint. 


never slip 


Also write for New Catalog No. 153 ORDER 
TODAY! 













































ALLIANCE RUBBER COMPANY 104 SOUTH ST. 


ALLIANCE 
OHIO et 2 


A k bow Se Y A f f A 











Fay DIV., Bankers & Merchants, Inc. ve: | a a e 


3229 North Sheffield Avenue 







y the biggest value 


| in Comfort, 
| Beauty, 
\ and Quality... 


KING offers the biggest chair 
value an office dollar can buy. 
The handsome styling and 
 cusfom-crafted quality of the 
entire King Royalty Line is in- 
t. stantly appealing. You'll find 
i. sales easier to moke . . . 
and individual sales easier to 
close. And, you'll acquire a 
measure of customer satisfaction 
Byou've never before enjoyed. 
gement and personnel are 

Ee ally pleased investment- 
his ene comfort-wise ... THAT 
| MEANS REPEAT BUSINESS. 


953 South Raymond Avenue 


304 





uBirite Today for the New Royalty Line Literature“ lo. If | i 
KING POSTURE CHAIR CO. | feecechorg od all 


* Pasadena 2, California 


Chicago 13, Illinois 


AMERICAN SEAL & 


STAMP COMPANY, 32 
CHICAGO 3, ILL.—A : 


S. CLARK ST., 


ART STEEL COMPANY, INC., 170 W. 233RD ST.. NEW YORK 
63, N. Y. ; t t x 14 


wr 





PRINCE REGENT 
Deluxe Swivel Arm Chair 
MODEL 530 


COMMERCIAL STATIONERY 


COMPANY, 218-220 W. MONROE 
ST., CHICAGO 6, ILL. 1 45 the 
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STILL TIME TO SELL ‘‘MULTI-RITE’’ PAYROLL 
AND GUARANTEE DELIVERY BY JANUARY 1, 1954 






















































































| 7 —— Vv 
By placing orders during the next few weeks you S25 ==5—F- = rs: — 
can make sure your customers will benefit from the eo <n tee © 
MULTI-RITE PAYROLL SYSTEM —the truly : 5 
7 . q > 
modern method of handling payrolls, small or large. Ns 
. : sa 
SSSl_—_— , T 
Here’s the perfect opportunity to help your trade 31°) | ——— ~ HH 
: ; . 2 . i td a ES ; 
with this time-saving way of preparing payrolls. At Wie eee — aE = 
the same time, help yourself with steady repeat busi- E (Sn el & | ie ~ 
. é , < 5 .. +> £ ; 4 
ne n the specially designed stock forms which 13 |o¢——__ — minha: 
, : ° k qm ee ——— ere es ; 
are part of this wonderful system. it —== Swe ee: == 
} t: —— — meses 
— cal ae , a ee 
MULTI-RITE for payrolls is inexpensive to oper- (3 === 4 = 
ate, using a low-cost peg-board and stock forms. 4% —=— 
2 ; , a = 7 
Simple to demonstrate. No specially trained person- fs jo ———— 
nel needed. In fact, it quickly pays for itself in ERE 3 = 
time and money saved over old-fashioned systems. i = Poo iso 
Helier T 
‘ , ue) ct tt t 1 
Dealers tell us the next few weeks will be a par- =|° ~ — — 
ticularly fine time to sell this streamlined payroll | —_——#¥ 
method. Why don’t you start now to see how many 4° 
spots you can find where you'll be thanked for in- 
troducing MULTI-RITE? Write “Systems Division” SPECIAL NOTE—to dealers who have not yet 
discovered the many profitable advantages of sell- 
THE C. E. SHEPPARD COMPANY ing the MULTI-RITE PAYROLL SYSTEM: Send today 
-— - . : a f lete description, pri d le forms. 
{ 107 I wenty-F i? st St reet. Long Island City 1. N. y ; ‘or complete Gescription, prices an samp rms. 











(GENERAL'S NEW FLUORESCENT : Hep : 


ee 










+ © Xe 


, S®.Lie 


AMERICA’S MOST VERSATILE 
DESK LAMP — GOES ANYWHERE .. 


The newest GENERAL desk lamp has an amazing 
amount of eye appeal and a surprisingly low price! 
Comes in both two tube and one tube styles. The 
finishes are fused on for lifetime wear. Condenser 
suppresses radio interference. All parts U. L. ap- RETAIL PRICE 

proved. Takes T8, 18”, 15 watt tubes. TWO TUBE MODEL 


FOR TWO TUBES 
No. 612 for two tubes, statuary bronze 
No. 613 for two tubes, gray 


FOR ONE TUBE 


No. 610 with one tube, statuary bronze 
No. 611 for one tube, groy 












COMPLETELY 
ADJUSTABLE 


fm 4 LAMPS MFG. CORP, ELWOOD, /ND. 


OVER 50 YEARS OF LIGHTING SINCE 1896 
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‘a | —EE 2 
ik and | . 
>< siege . ‘ ‘= 
: assistance | “ 
A ee Dal F 
£ The handsome Bentson TOP-FLITE steel | 
_ s cabinets are { Me Raeggtiorss 1] 
built into the basic construction and in ; 1] 
S detail. Welded steel inner fra or ; 
ie : gressive suspension slides 
ae bearing rollers, and many other ex- 
clusive 
ational | : 
: kg Pas 
= | . 
ae 




















Zave’ LEATHER FURNITURE Better Sellers 


Better Prices 


Superlative 


Zz 
craftsmanship re- because they re 


lated to the latest ¥: America’s finest mfg. of better-made 
eictdeldshicl menial: = upholstered leather Office, Home & | 
: Institution furniture - er | - ‘ 


plus competitive 
FREE! Write for NEW 1953 — 


prices... assuring 
illus. catalog O-1 


a greater sales 


volume. 


SOAS GC A CR aero 


As seen by millions on Nationally advertised 


F U K N | T U R E Cc oO R P ‘ T.V., Magazines, Newspapers Mat service available 
42 Greene St., N.Y. “Se=-. 
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| e designed for a bank the catalog is published 


Catalog No. I5 is the bank issue. 
COLUMBIA RIBBON & CARBON MANUFACTURING COM- 
PANY, INC., GLEN COVE, N. Y.—A new, illustrated consumer 
umbia'’s major ribbon, carbon and hectograph 


red, black and gold the 20-page brochure 


More Sales Features— 
More Sales 


Led by architects and office planners 
the trend is to Office Valet wardrobe 
equipment. By keeping wraps dry, aired 
and open to germ killing light this 
modern steel equipment helps prevent 
spread of epidemics and resulting ab- 
senteeism. Keeps wraps “in press," helps 
employee morale, saves floor space, fits 
in anywhere, ends locker room evils. 


Widely advertised in general busi- 
ness, institutional and trade magazines 





: and business machine 
| pany history and selling policy introduc- this line offers an almost unlimited op- 
nd descriptions. The striking portunity for profitable sales to offices, 
| dt dealer's imprint on the factories, schools and institutions. 
COOKS NC., CAMDEN, N. J e firm's new catalog, No aeoeaer _— 
1 catalog, N 252 ncluded in the 35-paae 
st. list of new items to watch for. and e 
2 ar pt 


VOGEL-PETERSON CO. 


1121 West 37th St . Chicago 9, Ill 


FISHER PEN COMPANY, 757 WAVE- [a . 
LAND AVE., CHICAGO 13, ILL.—Introduc- —_ ‘ 
simed to fit more than 1a : 
t pens, the Fisher Pen a) 
FLO-BALL PEN CORPORATION, 5356 RIVERTON AVE., NORTH B E 5 T 
HOLLYWOOD. CALIF.—This firrn { beaan distributior t its 
= / s 

















SHELVING 





1 Catherine Street 


cove: EERIE ecme re 
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The 
NEW! 00 TT: 
ACCOPRESS PIN PRONG 
BINDERS 





A new—and already popular—item has been added to 
round out your line of Accopress Binders. The “9000” 
Line brings Acco quality and low cost to a wider field 
of loose leaf bookkeeping 
The “9000” Line is made of genuine pressboard or heavy 
binder board covered either with canvas or black pebble 
grain cloth. Stock centers 6 
and many sizes available. See your Acco Catalog or write 
us now. 


ACCO PRODUCTS, Ine. 


OGDENSBURG, N. Y. 


In Canada: Acco Canadian Co., Ltd., Toronto 


ind punched form binding. 


and 814”. Other centers 





UIDES AND FOLDERS 























MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 


For more than 25 years, we have been offering 


Our Hares through the dealer exclusively. 


W rite for our Illustrated Price Lists 


Vanufacturers 


SUSPEND-O-FOLDERS ~ FILING SUPPLIES 
MANIFOLD BOOKS @ PRINTED STOCK FORMS 


ADVANCO 


ADVANCO PRODUCTS 


Division of Advance Salesbook Co. 


148 West 24th Street, New York 11, N. Y. 
Telephone CHelsea 3-1276 
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nm 


THE J. L. MAY COMPANY, INC., Ill W. 


19TH ST.. NEW 
YORK II, N. Y¥.—The new deal: é their Y 


h produ 
h anager. T 
ea ale ~ 
sld 


MAYER MANUFACTURING na“wihengghacteat'n 3130-3140 WEST 


51ST. ST., CHICAGO ae? 1LL.—1 nanu t May 
and bia mn Ea eT 3 
f jJesk @ M - Ma 


THE MILWAUKEE CHAIR COMPANY, 3022 W Cres ST., 
MILWAUKEE 45, WIS.—A : t 


MINNESOTA MINING & MANUFACTURING riage ie Bie 
gee ST., ST. PAUL 6, MINN. f set print 


| 


*] =) Iraw 
n duced 
T 6 
3epar set 

r+ ar M_ bran 
MITTAG & VOLGER, INC., PARK RIDGE, N. J.—Tw triking 
) ) t nq introduced ft : yrow } Gemanad tor 
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te tc 


here is the desk that made history at the NSOEA Convention 


fehinoor series the jewel of office 


NEW 


furnitu re 





specifications 


@ Dimensions—74”" x 42” 






@ All walnut with walnut interiors 

@ Back panel shaped as illustrated 

@ Pedestals—full wrap around veneers 
@ Top—edge banded with formica 

@ File drawer on rollers 


@ Finishes—Silver Gray or regular 
Walnut 


WEST 








ST 











Back panel shaped 
900 Complete details on request 


AbgGee DESK COMPANY 1663 Merchandise Mart, Chicago 54, Ill. 











aiGlal THAT HAS STOOD THE TEST OF TIME! 
BRIGIn" - 
ein nase? ce OUR NEW CATALOG 


BEAUTIFULLY ILLUSTRATED 


NOW AVAILABLE 
ust off the [ress 
bts Po 


a 






DIGNIFIED 
! DISTINCTIVE | 
DURABLE , 


BUILDS 
REPEAT 
BUSINESS / 


127-133 BLEECKER STREET, NEW YORK 12, N. Y. 











3 OFFICE APPLIANCES, November, 1953 309 














AMES 


FUTURISTIC 
AA E-P4 Va 


’ 


COMPLETE TYPING PACKAGE 





CHICAGO DALLAS 


564 W. Randolph St. 


ATLANTA 
156 Alexander, N.W. 





A New Product with Great Demand 


REVERSE SIDE CONTAINS VALUABLE INFORMATION TO CONSUMER 


Contact your nearest Ames’ Branch for full details. 


AMES SUPPLY COMPANY 


19132 Commerce St. 


Complete Typing Package 


FUTURISTIC: TYPE-PAK 


. Home Typists—Students 
For: Tourists—Etc. 


Contains 


10 Sheets Carbon Paper 


Essentials of Personal 
Business Stationery 


25 Sheets White Correspondence Paper 
6 Large No. 10 Envelopes 

25 Sheets Manila Copy Paper 

6 Small No. 6% Envelopes 


ATTRACTIVE PACKAGE 
SELLS ITSELF! 


SAN FRANCISCO 
583 Market St. 


NEW YORK CITY 
37 Murray St. 


LOS ANGELES 
777-779 E. Pico Bivd. 











Year after year, for the 
past 33 years, it has been 
our privilege to be consid- 
ered No. 1 on the Dealer’s List 
Parade for rough and rebuilt office 
machines. 


Only because of you could this grati- 

fying record have been established. 

It’s a position that we strive to maintain 

through our recognized policy of offering 

the finest rough and rebuilt office machines 
. « at down to earth prices. 








Whatever your requirements may be in Add- 
ing, Bookkeeping, Billing, Calculating and 
ye ene raph machines . . . you're sure to find 
the model you need from our stock of thou- 
sands of office machines, in our modern, 
spacious building. 

Write for Dealer Price List No. 10 


INTERNATIONAL OFFICE APPLIANCES, Inc. 
* HA 2.6700 


326 Broadway, New York 7, N. Y 
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Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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f cart together with a dozen typewriter ribbons. These 
Jisplays a able without charge with the purchase of various 
lea Mittag & Volger. 


NEVA-CLOG eng tater on INC., 506 os ST., BRIDGEPORT 
|, CONN.—A new @ gives tails and schedules about 


Neva } nids av railable free to dealers. They include the 
r N 1152 on N-C J-30 and J-60 staplers, 
Al fo 


, industrial staplers and newspaper mats. 


OLD TOWN CORPORATION, 750 PACIFIC ST.. BROOKLYN 


38, N. Y prepared duplicator paper sample books 
8 distributic the firm's customers, dis- 
n e book features actual samples of the 

Old Town duplicator papers, especially 

rk, in white, blue, green, canary, pink, golden- 

and me in 16- and 20-pound substance weight. 


ks are available from the firm upon request. 


ROYAL TYPEWRITER COMPANY, INC., 2 PARK AVE., NEW 


YORK 16, N. Y. f a back-t hool promotion plan is this 
help demonstrator that enables the cus 
able by simply Turning 6 

the stand accommodates the new 





at the customer can work the typewriter wt 
rated, but also featured in the plan, is 
3 dealer c each potential student cus- 
jiate sa f a down payment, and 
kly payment. The offer is explained in 
Jow streamers showing the banks, the 
required 


W. A. SHEAFFER PEN COMPANY, FORT MADISON, lIOWA— 

available from this firm to feature the new 
maple counter display case 
A slid front affords easy accessibility to the case, which 
and four boxed pens. A storage bin in the rear 


left, is a blonde 





Available on a merchandise 


. ‘ 
»s high, 15'/g inches long and 17 inches 

ew flying ring display, which features phos- 
ving about a kinagsized mode! of the 

either AC or DC current. i is 12 inches in 
hes ta The ring display also is available 


SHIPMAN-WARD MANUFACTURING CO., 325 N. WELLS ST., 
CHICAGO 10, ILL.—Offered to de 


s and adding machines. Machine models 


slers is a new eight-page catalog 
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WITH A SURE THING 


Everybody likes a winner! That's 
why stationery dealers bank on the 
line that, because of its exclusive 
features and wide assortment, has 
proven a leading profit-winner for 
the past quarter of a century. 


(ash-in~ 















MOST POPULAR — MOST PRACTICAL 























ideal System. 


of Simplified Bookkeeping 
and Tax Record Books 


The more complete the line the 
more sales. Each book in the ideal 
line has been designed to meet the 
specific requirements of each re- 
spective type of business, 








FOR EVERY BUSINESS 
PROFESSION, HOME 
FARM AND RANCH 


YOU'LL ENJOY YEAR-ROUND SALES 


Because ideal Systems can be started 
any time of the year, are simple and 
easy to keep and require no bookkeep- 
ing experience, you will enjoy year 
around sales. 


PRICES 75¢ $1.50 $2.50 $3.85 $5.85 $8.50 
Liberal Discounts 
Write today for catalog and select the books 
Just the right size for best suited to your trade. 
your counter. A real 


self-seller. Larger dis- Immediate delivery from LOS ANGELES or NEWYORK 
plays available. and wholesale stationers in many cities. 


Model #3 
Free — Attractive 
Counter Displays 


nines The ID AL SYSTEM ( 


346 SO. FLOWER ST rail) ia 


Conace SERVING all INSTITUTIONS 


a DUD 40-Punpose 
FOLDING TABLE xe 


HARD 
MIRROR-LIKE 
TOP RESISTS HEAT 
AND ALL 
LIQUIDS 


LOS ANGELES |7. CALIF 











— 


@ CHOICE OF STYLE TOPS 
@ ALL POPULAR SIZES 
@ FOLDING BENCHES 
@ OTHER EQUIPMENT 








J FAST DELIVERY 


Write for Illustrated Literature 


THE JAMES P. LUXEM CO., Box 175 
3344-52 N. Lincoln St., Franklin Park, tl. 


Attach to 
your letter 


| would like to have, without obligation 
illustrated details of your table line. 


head and Nome 
mail today 


’ 


Poe E ee See Cee eee eee Tee eee eee ee 


STE OR Re eee eee eee 














DRAWING SETS 
extra sales! 











Write now 
for more 
information 


STRUMENTS @ STENCILS @ PROTRACTORS © OTHER DEVICES 


filet Cony 
ees 


CONN 


ee ee 








Soap Type Eraser Made of Vinylite Plastic... 


© Removes pencil marks quicker, more thoroughly 
© Resists Crumbling 
© Reduces amount of crumbs on paper 
© Outlasts conventional erasers of the 
same type 
© Resists effects of ageing, extending shelf life 
Neatly Packaged and Cellophane Covered 
in sets of 4 
Retail Price 10 cents each 
Write for details today 


RICHARD BEST PENCIL CO. 


Springfield, New Jersey 
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arly sted and descril An added feature is a sec- 
noonr ric typew , sint dealers 

nachines and supplies availal trom tt f st wholesale 

F.O.B hicago, the pamphlet plet tt Jer blank, 
j . able e 


SMO-KING PRODUCTS, INC., I1! PIONEER ST., BROOKLYN 


b 


31, N. Y.—Additional.catalog sheet st been ied featuring 
the nous tix f sand urns and smok« for waiting ns, lobbies 
es, scr restaurants 


SPEED PRODUCTS COMPANY, INC., 31-01 QUEENS BLVD., 


LONG ISLAND CITY, N. Y.—Ar; k ss been de 
eloped f¢ t new Swingline Whe the package is 
ea it } é the Swir } Kaq ° Ww sn the 

sre oF 3, They revea 318 Curt 

t+ on 


STAR LOOSE LEAF COMPANY, INC., 165 DUANE ST., NEW 


YORK 13, N. Y.—A new by nee taal 
binaers for mara nai pun hed T bea are T age, press- 
“keyle post and thi r 

ns and ft § are 





Preview Retailer-of-the-Year Film 


“The Brand Name Retailer-of-the-Year Awards 
Festival,” a 16mm sound film about Brand Names 
Foundation’s annual awards competition, was pre- 
viewed recently in New York City before an audience 
of manufacturing, media, advertising agency and 
retail executives. 

Remington Rand Inc. produced the film as a con- 
tribution to the Foundation’s program. 

The 25-minute film was made last April when more 
than 100 winners of last year’s Retailer-of-the-Year 
awards visited New York City for three days and were 
the guests of manufacturers, publishers and the Foun- 
dation at special activities and entertainment prior 
to the presentation of the awards at the Brand Names 
Day dinner. 

The Foundation’s purpose in releasing the film, 
according to Nathan Keats, vice-president, is to in- 
crease retailer interest in the 1953 Brand Name 
Retailer-of-the-Year competition and to thus stimu- 
late more merchants to do a more aggressive job of 
brand education and selling to their customers. 

Prints of the film are now being sent throughout 
the country and will be shown at meetings of retail 
associations, Chambers of Commerce, advertising clubs, 
sales executives clubs and service organizations like 
Lions and Rotary. 


py ee Votes , 





Eversharp, Inc., Chicago, Ill.—Directors at a eting re tly declared 

3 quarterly dividend of 35 cents a share t mpa mon stock 

ible N vember 7. 953 to stock} ‘ re rd »+ the close of 

business October 16, 1953. C. Leo DeOrsey of Washinat D. C., who is 

associated with the Arthur Godfrey enter; J is pre tly an Ever- 

6 ry tire + r Ww els +. j ; maeamrher > + } r rr + ~ mittee 

> > os 

W. A. Sheaffer Pen Company, Fort Madison, lowa—The mpany on 

ptember |8 made a profit-sharing payr to employees of 20% of their 

arnings for the second quarter, raising to e than $12,000,000 total profit- 

j since the pany's plan began in 1934. Payment of the 12 milliont 

wi “ parts inspector Mrs. Mae E. Wells, was signalized by 

‘ tati ererr 3¢ Mrs. Wells 4 L additi + hear ez nd 

juarter profit share, amounting to $139.27, Mrs. Wells received an inscribed 

jesk set from company president Walter A T mpany's 

ofit-sharing payments have ranged from the original 4 years ago 

» 50% of the employee earnings for the final quarter 4 ayments in 

fiscal 1952 averaged 24%. Profit-sharing has helped & j pic co 

operation and boost efficiency for Sheaffer's, the company's president said 
forker output per hour has increased 340 per cent since it began 
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PROMPT SHIPMENT 





PRONG FASTENER 
BINDERS 


Available with or 
without prong fasteners. 


Durable, all purpose binders. 
Complete range of popular 
sheet sizes and capacities. 
Red or Black Pressboard. 2 
pieces, cloth or scored hinge 
construction. Punched for all 
standard spaced fasteners. 


PRONG FASTENERS 


Attachable prongs or 





continuous-base prong 
styles. Light-weight 
steel. Non-corrosive 


finish. All popular 





Attachable-prong style capacities and c. to c. 


INlustrated 


ai Today for Our 
omplete, 72 page Illustrated 
NEW CATALOG No. 56 


ELBE FILE & BINDER CO., INC. 


P. O. BOX 951 FALL RIVER, MASS. 








TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


THE UTMOST IN QUALITY 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY-TEST-—BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST ~ NEW YORK 13, N. Y 
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1WZDLL-P2L7TE 


Press top + point’s out! 
Flick clip + point’s int 
A pen for busy people. 


STANDARD 


ultra smooth writer. 
No leaking or skipping. 
Blue or red ink. 


2 %..., 








| Atlast...§TRAIGHT TALK 


on merchandising — 


Key pointers you can apply 
in any business of any size 
to move goods faster 








Just 
Out! 


MERCHANDISING 
PRIMER 


By BUD WILSON 


President of Twining Sales Corpora- 
tion. Formerly with R. H. Macy & 
Company, Young & Rubicam, Old 
Town Corporation, and Hanscom Bak- 
ing Corporation. 





HERE is a crystal-clear guide- 
book of the really essential 
features of sound merchandising 
—proven operational rules that 
will increase the efficiency and 
economy of your efforts, broaden 
markets, and lower marketing 
costs. Fast-reading, written in 
picture-primer style, it helps you 
plan and evaluate each phase of 
merchandising, from product 
design through point of sale. 
Takes up each of your major 
merchandising decisions, fur- 
nishing checklists of factors you 
should weigh before promoting 
any product in any market! 


216 pp., illus., $3.95 


zz. B. WEISS, Direc- 
tor of Merchandis- 
ing, Grey Advertising 
Agency, Inc., says: “I 
recommend Mr. Wil- 
son's book not only 
to the sales executive, 
the marketing and 
merchandising execu- 
tives—but also to the 
advertising, and most 
certainly to the copy, 
executives.” 


mea i ee er arrerarrecerecewrcwrwrecet 


FREE EXAMINATION COUPON 


McGraw-Hill Book Co., 330 W. 42 St., NYC 36 
Send me Wilson's MERCHANDISING PRIMER for 


10 days’ examination on approval. In 10 days I 
will remit $3.95, plus a few cents for delivery or 
return book postpaid. (We pay for delivery if you 
remit with this coupon; same return privilege.) 
(print) 

Name 

Address 

City Zone State 

Company 

Position OA-11 


This offer applies to U. $. only 


Crs sien cil Gly ones ones pen an eawreniens 














paper clips 
staples 
clamps 
tag wire 


There is now a complete line of ARMA 
Products to fill your office supply needs 
.-- Arma Gem Paper Clips; Arma Giant 
clips; No. 1 and No. 2 Ideal Clamps; 
Arma Standard Staples; and all standard 
gauges of Tag Wire. Write direct or see 
your jobber for ARMA—The Quality 
Line! 


Pittsburgh Cut Wire Co. 





1120 Galveston Avenue * Pittsburgh 33, Pa. 








Unholstered Furniture 
Yallowd to the Hooda of the 


OFFICE EQUIPMENT DEALER 





Buitding upholstered lounge chairs and davenports for 
business use requires specialized knowledge. We know 
what these special wants are and we have designed ¢ 
line that fills the bill for office equipment dealers. There's 
a Stationer’s unit for any commercial application you run 
into. So .... boost your furniture sales the easy way 
by dealing with the “Upholsterers to American Business”. 
Write for complete information on our line. 





FORT WORTH, TEXAS 


‘Upholslerers fo 
PAs sasey Business”’ 
1414.30 W TUCKER sTRegT 


MANUFACTURING CO. 













to investigate 


the Guardsman 
Line 

SAFES | 

INSULATED FILES 


SAFETY DEPOSIT BOXES 
MONEY CHESTS, ETC. 


























write for | 
information — 
today VY 





La Porte, Indiana 


VISIBLE FILING 
EQUIPMENT 


KARDEX-ACME-POST INDEX 
Etc. All types of panel equipment 
Thoroughly Rebuilt 
and Guaranteed 


BIG SAVINGS 











Surplus Equipment BOUGHT 


Full cooperation and prompt 





attention on all inquiries. 


COMMERCIAL 
CARD SYSTEM CO. 


135 GRAND STREET 
NEW YORK 13, N.Y. 
CA nal 6-5728 
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(Copies of patents can be obtained from the Commis- 
of Patents, Washington, D. C., for 25 cents each. 


sioner 
Stamps and personal checks are not accepted.) 
Sranted September 1, 1953 


2,650,433. Tape Dispensing Mechanism. Alfred P. Krueger, Stratford, 


ealers, Inc., Derby, Conn. 


2,650,568. Copyh r for Typists. Bertha T. Voorhorst, Washington, D. 


2,650,569. Copy jer. Robert T. Adkins, Lakewood, and Richard 
i N Illustration. 
2,650,570. Penhoide E N. Voelcker, Shreveport, La. 
ounted Tiltable Seat and Back Rest. Walter F 


2,650,646 Resiliently 
ast Wheeler Parrott, Shelton, Conn., assignors to 
Bassick rt, Conn. Ullustration. 
tioning Mechanism for Typewriters. William F. Hel 
to Underwood Corp., New York, N. Y. 


2,650,688. Paper de for Accounting Machines. Walter A. Anderson 
k t Inderwood Corp., New York, N. Y. Illustration 
2,650,689 a ‘ Tabulating Mechanism. Jacob N. Hoffman, Harris 
rwood Cort New York, N. Y. Ulustration. 


2,650,758. Auton Skip-Tab Tabulating Mechanism for Accounting 


Machines Hacht, Bronxville, N. Y., assignor to Under 
2,650,759. A ting Machine Having Relatively a Paper and 
ntrol Carriage ¥. Swanson, Hartfo Conn., assignor to Under- 
650,761. Ca ating Machine. Anth ny B. Machado, San Leandro, Calif 


Machi Co., Inc. Illustration. 





—— 
= \ 2p ee 
. ae ° 
i.) Pipe 5 an 
— 
: ge: --2 . 
+ ” ~ Ww 
_— lie - 


2,650,569 


=. zis 














3.651.004 
2,650,763. Tax ator erald M. Ma nis, San Francisco, Ca 
2,650,765. Te T fer Mechanism. Chi Liang Cho, Zurich, Switzerland 
t J Ir t Management Co., Ltd 
stration. 
2,650,774 yummed Tape Dispenser. Theodore H. Krueger, Stratford 


aes Ir Shelton ( nn 


2,650,775. P Rewinder for Paper Tape From Business Machines 


Sranted September 8, 1953 


2,651,034. Desk Stapler. Walter J. Vail, Richard B. Vail, Le Roy Deme 
E. Nyberg, Chicag lll., assignors to Va 
ustration 
651,457 3 ting Machine. H P. Luhn, Armonk, and Ric 

YN. Y. as International Business 
2,651,460. A Entry Control Means for Record Controlled Ma- 
Sone nde ty, and Benjamin M. Durfee. Bing 
| B é Machines Corp., New 

2,651 46 Re 


ng and Data Storage Device. Hans P. Luhn, Ar 


nes Corp., New York 


2,651,462 te Tot and Repeated Registration Control Mechanism. 
sssignor ¢ c ete Anonyme dite Centre 
Balistique, Armement Paris, Fran 
stra? 
2,651,483. Typew Retaining Bracket. W Ritchie, Philade 5) 
bura Va j es assign to s 
sranted September 15, 1953 
65? 029 Ref le £ ser Device -_ 1. Metcalf, R igefie { Park, NJ 
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The Carbon Paper That Really 
SELLS 


Distinctively different . . . offering ‘’Color- 
Theme” features! A profit-item for any 
dealer! 








me eriit 


es & Plar 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY ST PHILADELPHIA 6, PENNA 





READY 
SELLER 
AT 


$1775 


TAX EXTRA 
INCLUDING 
TELESCOPIC 

EYEGUIDE 














Takes all copy up to 20 inches 


a A money-maker that is easy to sell. 
We Now the RITE-LINE Copy holder has 

: - the new Telescopic Eyeguide at no 
een extra cost. Takes all widths of copy 
from a machine tape to 20 inches. 
Self-contained, all-metal, compact, at- 
oe Requires no installation or 


EYEGUIDE CONTRACTED 


service. lilustration shows it with LINE 
Pee ; MAGNIFIER attached. Magnifier is 
EYEGUIDE EXTENDED extra equipment you can sell. 


For full particulors, discounts, etc., write to— 
RITE-LINE CORPORATION, 1025 15th Street, N. W., Washington 5, D. C. 





315 











Get Your Copy NOW of 


Big Bristol Catalog 


All the Styles Any Dealer Needs in 
Profitable—Finest Quality 


Brief Cases—Portfolios— 
Brief Bags & Catalog Cases 


>} 








Quick Delivery—Liberal Discounts 
OUR SPECIAL ORDER DEPARTMENT CAN SATISFY 
ANY CUSTOMER REQUIREMENT. 


Bristol MANUFACTURING CO. 


, oe ,030. Fountain Pen. Mona Stiefel and Miriam Kalichman. New York 


2 oie 031. Ball-Point Pen. Mau ce J. Ree Middletown Township, Mon- 


uth County N sssignc of three-eigh t Anne €£ Keed sna two- 
sights ft Thoma Eure It, both of Middletown Townshir Monmouth 
4 y N,. w] 
2,652,032. Refill Unit for Ball-Point Pens. ter ‘ Sapping 
M 8S$ig r Ritepoint Co., St. Lou M 
2,652,102. Armrest and Brace for Composite Metal and Wood Chairs. 
S. Burdick, North Muskegon, Mich., assignor to The Shaw-Walker C 
Muskegon, Mick 
9 ge Aahesve Tape Dispenser. Ka Myse New York, N. Y. 
f Lewis L. Salton, New York, N. Y. 
2682, ~~ Package Memo Pad. John R Mear Scotch f N. J 
Newark, N. J. 
2,682, 166. Tape applying Movement. A i E. Johns New Canada 
T r Ra Mine assignor ¢ M esota M 3 & Mfg. ¢ 
su M 
2.652.193 Ventilating Fan. Cary! A. Lindberg ylendale 1 Howard 
f kle St ‘ M 5 i s to The f er« Flectr Me St 
M Ilustration. 











‘herds MORROW STREET GREEN BAY, WISCONSIN 





Check there SME-TE” featured 


‘““SAFE-TEE”’ 
FOLDING CHAIRS 


This lonia Model 40 is a low-cost, all- 
steel, indestructible folding chair with 
a new safety design 


oni 





Again Available! 

Our Model 45—luxury chrome 
finish, leather upholstered 
spring-filled seat and back 
For top-flight executive use 











Choice of colors. Write today for 
folder and prices. 


IONIA MFG. CO. « IONIA, MICH. 
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2,652,196. Wire Reaneding a Mechanism for Bookkeeping Machines 


L. Ster }, Be assigr kK ngton Rand Inc., New 

’ N Yy 
2,652,249. Stack Support for Sheet Feeders derbert F. B hicago 
sssignor, by mesne assignments, to Ditt hicag Illustration, 


Granted September 22, 1953 

2,652,833. Card index File. Lewis Mayers, New York, N. Y 
2,652,917. Escapement Mechanism for ‘iieiniie and the Like. 
, New York, N Illustration. 


- 6, 918. Ribbon Attaching Means. Erhard M é 1g 
r to Vict Adding Machine C } Illustration 
2.653, + Wegwening Apparatus for Typewriter Mountings John H 
‘el. k , assignor to Shaw Wa Cc M kegor Mick 
2,683, a7. “Filing Cabinet Locking Controls Ralph E. M 
k Steel Safe < b 
Granted iis 29, 1953 
2,653, swe —— with Two- Way Cover Edward Nineberg hicago, 
e 4 nin Su Jarman C » > 
2 653, 465. Statistical Card Punch and Verifier Clifford Le sherman, 
y N.Y snd William W kenfu i < by mesne 
assignments, to B yhs Adding Mach lilustration 
2,653,695. Erasure. Debris Collecting Device on Typewriters and Like Ma- 
chines. Walter £ Zurich, Switzerland 
2,653, ~~ Loose- pa Binding Device. Roberto Menetray La Barce 
2 653, 162 Dividend rege Mechanism t Ellerbeck, Hayward 
ISSIQ Calculating Mact Illustration. 
2, 2,653, = Dividend Aligning Mechanism eorge W. Hopk an Le- 
; Calif., a Friden Calculating Ma eC Illustration. 
2 $53, 164. Division Aigner, George W. Hopk San Le Calif 
. Friden ¢ ating Machine C 
2,653,768. Dividend Aligning Mechanism. Ant B. Mact san Le- 
snd ; Frank Pruellage, Oakland f., assignor to Friden Cal- 
slating Machine 
2,653, mer ee etn A. Newma ea Cliff, N. Y sssignor 
3 snd Carbon Mfg. C en Cove N. Y 
2,653,831 com Service Manifolding Set. & H. Dick eveland 
assignor t trol Forms, | Clevela hio. 
2,653,997 _Teletypewriter. Al fred A. ea enver, ar Maurice F. 
weeny, S ¢ >». Hlustration. 
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Remember . . . 
in Upholstered furniture 
what you DON’T SEE is more 
{) important than 
~ Ve what you do see... 





so BUY 
NIEMANN 


and deliver 


maximum 


vaiuve both 








inside 
and out! 
No. 285 
Handsome WNi¢« The Niemann Label on furniture means Custom 
reat rng sacl Built quality from “‘the inside out.” The finest 


nodern office f materials and the best workmanship in the 
mete frame—interiors—construction and finish. 


Oe ee ee, ee, ee ee ee, 








INTERCHANGEABLE 
PLASTIC NAMEPLATES 


Beautiful, dignified. permanent, pessenatined, all Acme plastic 
can 


inte eable .. . changed instantly 
wk dee cnae Gan fe ae to sult your require: 
ments. Illustrated are the popular models. 













No. 601, desk type, ph 
=  --, tae size 1% $125 


Ne. 602, transpar- 
ent door style name $950 
ate, size 2” m4 
for same 0 geld 
letters. 


Ne. 603, trans- 
perees easel § 00 
for desk, size 
2” by 10”. 
black baek- 


ereund, 
lettering. 


ty! retical. § 00 
style, 
ean be read from 4 
both sides, size 
2” by 10”, black 
background, gold 
lettering. 


Neo. 605, wall 
Gg $500 


Tre . eure 


New name inserts can be 
ordered as required at rea- 
sonable prices. Prompt delivery . . 
today. 


ACME PRODUCTS CoO. 


406-408 North Van Buren St. ° Green Bay, Wis. 


. order your requirements 











Another NEW prorit-MAKER FROM THE 
GOODFREND CATALOG! 


JUMBO 


SAFE-T- 
FILE 


Holds Over 
2,000 Documents. 
* Secret cover com- 
partment with extra 

lock and key 

* Set of titled envel- 
opes for Insurance, 
Stocks, Bonds, etc. 

* Double compartment 
bedy with complete 
set of folders 

* Spill-proof lock prevents 
accidental spilling 

* Scratch resistant, baked 
enamel finish NO. 62 

Every office and family needs a Goodfrend 

Jumbo Safe-T-File for safe storage of impor- 

tant documents, records, bills, insurance papers, 

etc. With the Jumbo Safe-T-File, every office 
and home can operate efficiently and system- 
atically by ending the time-consuming search 

A GOODFREND for important bills and papers 
PRODUCT Write today for your Complete New Good- 

frend Catalog. We'll rush your copy by re- 
turn mail. Mail card or letter today! 


GOODFREND METAL PRODUCTS CO. 


DEPT. OFI!, 1019 East 75th Street, Chicago 19, Illinois 
[AANUFACTURERS OF STEEL SPECIALTIES 
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presents 
ROYAL FAMILY OF SMOKERS 


KING QUEEN PRINCE 
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This Coronation Year, 





KING proudly presents Plated 
Metal Smokers that are regal 
in splendor . . . excellent in 
construction. 

“THE PRINCE”... "The Heir 
to Tops in Smo-King Metal 
Smokers" . . . available in five 


finishes: Chrome & Green, 
Chrome & Black, Chrome & 
Walnut Marbeloid, Bronze & 
Brass, Bronze & Walnut Mar- 
beloid. 6” Amber Glass Liner 
. . easy to remove to empty 
and clean . . . weight in Car- 
ton 7'/ lbs. . . . packed in 


Height 26” individual Cartons, set-up. 


Tray 8%" 


Base 9" Write for NEW Complete 


“Ceronation Year" Catalog. 


Smo--King 


PRODUCTS, INC. 
111 PIONEER STREET 
BROOKLYN 31, N. Y. 






























ARLO The Ideal 
Stand for All Office 
Machines — 


Portable 


Adjustable 
From 26 to 38 In. 


Eye-Ease 
Natural Typing 
Angle 





» 


No. 1-G—Drafting Table. Adjustable Tilting 
Top. Height Adjustable From 32-44 Inches. 


Have weight to counterbalance 
that of machines Provide firm 
foundation needed for better work 
Make correct posture possible. All 
metal bases. Plywood tops in Wal- 
nut, Oak and Mahogany. Only 
stands of kind on the market. 


Write for Catalog of Complete Line 


KARL MANUFACTURING CO. 


32 Ionia Ave., S.W. Grand Rapids 2, Mich. 








105 SO. JEFFERSON ST. * 





You Can Get 
QUANTITY REPEAT ORDERS 
on our No. 804 


CATALOG CASES 


Satisfaction 
Guaranteed 












Box-form Style 


with solidly reinforced 
bottom and gussets. 2 


pockets. Black or brown smooth 
top-grain ce »whide. Sizes: 16” x 
-— a2, em se er 


Write for Illustrated Catalog and Prices of our 
Smartly-Styled Quality Line of 


PORTFOLIOS — ZIPPER RING BINDERS 
BRIEF BAGS & BUSINESS CASES 


For Business, School & Professional Use 
* 


CHICAGO SADDLERY CO. 


CHICAGO 6, ILL. 
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Top Quality 
STEEL AND WOOD 


La Salle 


Smokers—Ash Trays 
and Costumers 







































Coo" 
No. 155 


All steel ecos- 
tumer. Sterarty 
constructed. Un- 
breakable hooks, 
ball turned ends. 
21” spread. 68” 

height. Finishes: 
satin chrome, 
gray, olive green 


No. 140-X.—New 
modern design, 
Extra heavy {i 
base. 8” liner. 
134,” post. Ship- 
ping weight as- 
sembled ready to 
use about 19 Ibs. 
Now available in 
Statuary Bronze 
in addition to 
Golden bronze, 
bright and satin 
chrome. 


No. 320 Snuffer type Smoker. By 
removing top ring, the oversize 
inner ash receptacle can be emp- 
tied, cleaned and replaced in a 
few seconds. Heavily weighted 9” 
base. Finishes: bright or satin 
chrome, statuary bronze, golden 
bronze. Shipping weight {2 Ibs. 





All Smokers individually boxed. 


WRITE FOR CATALOG OF COMPLETE 
METAL AND WOOD LINE 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue Chicago 14, Ill. 











Build Bigger PROFITS Ps > 


with AXTDYYO ee 


SPONGE RUBBER STAMP PADS 





The Only ALL-PURPOSE 
Stamp Pad Line! 


With the fast-selling Speed-Mo line, you can offer your customers 
stamp pads and inks for every purpose in office, warehouse, 
factory. Speed- Mo is the only complete stamp pad _ on the 
market. You need carry only the most common pads. W e furnish 
prompt delivery on special purpose pads (up to 20” x 36” 

All Speed- Mo stamp pads are of specially treated, odorless 
_—— rubber. Clear impressions guaranteed. Re-inking 1s 
simple — you just brush the ink on Speed-Mo pads. 

Write for folder showing 


LIBERAL DEALER DISCOUNTS “ever 35 stock items 
RIVET-O MANUFACTURING CO. 


50 FEDERAL ST., ORANGE, MASSACHUSETTS 
in Canada, for complete information write: 
Bossence & Co 429 Main St., West, Hamilton, Ontario 
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Preparing for Yuletide Season 


m@ THE SHAPE OF THINGS to come! Christmas mer- 
chandising promotional activities, that is! This pre- 
view of what is lurking on the office appliance dealer’s 
Christmas horizon consists for the most part of busi- 
ness-building plans in the economical vein. 

One office appliance merchant starts the good cause 
off with flying colors by scheduling a pre-season 
Christmas party the third Saturday in September. On 
this day of days Santa makes a pre-schedule tour 
from the North Polar regions with the express purpose 
of conversing with the youngsters and ascertaining 
their Christmas desires. 

For this day only there are six typewriters, each 
mounted on a tiny table, for Junior or Joan to practice 
five full moments of typing upon. A student from a 
local high school commercial class shows the children 
how to make wonderful words emerge from the 
“typer,” a fascinating experience for the small-small 
fry 

Each younger who tries his or her hands at the 


trusty typewriter receives a Walt Disney comic for the 
time and pains expended. Naturally enough many of 
these children become interested in typing and decide 


they’d dearly love to possess such a unit, come Christ- 
mastime! 


Letters from Santa 


Santa hand it to each child a letter to take home 
to mother or father mentioning the salient fact that 
educators agree children from five through 10 years 
of age can learn to type with more speed, more quickly, 
than the older high school contingent. 

On this advance September date, all items purchased 


that day and on which a 25% deposit is made, will 
receive an additional 5% discount except those on 
which discounts cannot be ethically granted. 

There is profit in the promotional gesture an office 
appliance dealer in Wichita, Kans., uses. He advises 
each Main St. merchant and office executive or firm 
head that Christmas tree for the store or office may 
be had free of charge under a unique card plan. 

If an individual or firm purchases at least $50 worth 
of office equipment between October 15 and December 
15, a voucher is quickly issued which, when turned in 


at a Christmas tree lot, will be honored for a fine tree. 
Cards are handed out to be punched when a pur- 
chase is made. Executives may hang on to the card 
and bring in sales slip whenever convenient to be 
punched out on the “Christmas tree for free” card. 


He Accents Service 


An office equipment merchandiser in Ann Arbor, 
Mich., celebrates Christmas by accenting the service 
department. Between October 20 and December 20, a 
special office equipment checkover will be made for 
only $2.00. This includes a glance at the typewriters, 
mimeograph, multigraph, addressograph, wire or tape 
recording unit and other equipment such as billing 
machines 

The representative takes a penetrating look at all 
such equipment and makes a report form before leav- 
ing, noting which instruments he feels have passed 
their sphere of usefulness and deserve retirement. 

One copy of this form goes to the office or store head 
and a duplicate is turned in to the retailer for follow- 
ip purposes. These forms are analyzed and a letter 
goes out within a few days after the office physical 
examination iggesting to the merchant or firm 
executive that new office equipment purchased prior 
to Yuletide will help meet the Christmas crush in fine 
fettle 


Still another Yuletide-minded office appliance mer- 
chant in Albert Lea, Minn., uses newspaper and radio 
spot advertising early in November to point out that 
it is wise to keep an accurate record of what is given 
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The Leader For 1953 
VENTILATED SWIVEL CHAIRS 











GENERAL 


OFFICE _ 
$34.95 List 







EXECUTIVE 
$44.95 List 







Maximum Comfort—Low Maintenance 
Finest Quality Construction 


ALSO AVAILABLE BY PRECISION MFG. CO. 








¢ lounge chair * gang chair * tablet arm 
* standard chair * two seater settee «© step table 
* side arm chair * side chair * planter lamp 
PRECISION Manufacturing Co. "mm: 
831 Chicago Ave., Evanston, Ill. Davis 8-6892 
| for the Best & Most Economical 


MARKING PENCIL 


44 TWEETEN 


Screw-type feed like a mechan- 
ical lead pencil. 


Sturdily made for heavy duty any 
place where checking pencils or 
crayons are used. 


Makes neat, legible marks on 
practically every type of surface. 


AVAILABLE IN 6 COLORS 














; Refills available in six colors, Black, 
Red, Blue, Green, White & Yellow. 
Packed 12 of one color to a pack- 
age. List price 25¢ per package. 
3," 
REFILL 


WRITE FOR LITERATURE 
A aie AND TRADE DISCOUNTS 


(inctuding 
Federal Tax) 


TWEETEN Zire Co., Inc. 


2029 WEST FULTON STREET 
CHICAGO 2, ILLINOIS 
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Designed and created by 


No. 1010P 


EXECUTIVE 
POSTURE CHAIR 


of 
Grand Rapids 





Overall 
Height 35” 


Overall 
Width 27” 


Overall 
Depth 27” 


Sitting Depth 21” 
between arms 20” 


Height Overall 35’ 


Back height 
from seat 
adjustable 20’ 


Side Arm Chair 
to Match 





Write for Illustrated Liiterature and Prices 


GRAND RAPIDS 
LEATHER FURNITURE CO. 


91-207 Front Avenue, NW. Grand Rapids 4, Mich 
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for Yuletide, how much the cost, and a breakdown of 
what items are to be paid for on the charge system 
during the forthcoming year. To this end, the dealer 
offers a special set of record forms, plus an indelible 
pen, plus a home file in which these cost sheets, re- 
ceipts, and other documents can be kept. This Christ- 
mas threesome sells at an exceedingly favorable price. 

In the last but far from unimportant spot in the 
Christmas promotional parade comes word from an 
office appliance dealer in Honolulu, Hawaii, to the 
effect that he makes it point to supply Christmas 
poinsettas to all customers of more than five years 
standing, whether offices, stores, or individuals. 

The books are gone over and a certificate good for 
these poinsettas, redeemable at a neighborhood florist, 
is sent out to all such “perennial” patrons. This is a 
gracious gesture and one which does very much indeed 
to cement good will at the Christmas season of the 
year.—_EAA 


"Dress Up Your Office” Promotion 
Wins Extra Sales 


@ APPLYING THE SAME theme to newspaper adver- 
tising as is employed by department stores to promote 
fashion accessories has paid excellent dividends for 
Bennett Printing Company, leading office supply deal- 
ers in Dallas, Tex. 

Under terms of the advertising promotion, one item 
at a time which has to do with the eye-appeal of a 
modern business office, is selected and suggested via 
two-column, four-inch newspaper ads under the title 
“Dress Up Your Office!” 

Such small ads repeated continuously, and with the 
slogan in italic script, command a lot of attention, the 
Bennett management has found, more particularly be- 
cause actual photographic cuts are used in every in- 
stance. 

Range of Items 

“The number of office furnishings which fit into 
the office-dressing-up promotion is, of course, ex- 
tensive,” it was pointed out by a company executive. 
“Some of the more basic items are new desks, tables 
and chairs, and in the accessory classification desk 
pads, dip pen sets, clocks, hatracks, matched steel files, 
fans and lamps. “We have given the same type of ad- 
vertising emphasis to even the more commonplace 
items, such as wastebaskets, and we find that in each 
instance, the suggestion bears fruit. Sales of the 
item offered for dressing up the office are always good 
for the next few weeks folowing the ad, and a little 
research usually develops that it was the same ad 
responsible for pickup on sales on that item through 
the rest of the year.” 


A typical such ad, with the slogan “Dress Up Your 
Office .. . With Steel Wastebaskets,” showed three 
photographic cuts of popular wastebaskets carried in 
Bennett’s stock. Beneath each cut was a brief descrip- 
tion, enough to point out to the prospective purchaser 
the “style” advantages. 

For example, under the first, copy pointed out “Has 
live rubber corner cushions and rounded feet. Walnut 
grained, or modern gray finish, $4.20.” Likewise shown 
were a round wastebasket at $2.35 with embossed 
panels for strength, and a “fireproof” wastebasket, 
with a one-inch offset in the bottom for fire protection. 


Wastebasket sales began climbing immediately after 
the ad was run, and it was surprising to the Bennett 
management to see how many office managers and 
businessmen coming in were “finicky” in making a se- 
lection. “It is a certainty that on the strength of this 
promotion, we will carry a wider selection of colors 
and sizes in ornamental wastebaskets,” it was pointed 
out, “because ordinary as this item may be, it showed 
a worth-while sales build-up, through combining the 
style theme with its utility.”—RAL 
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| KNOW THE TRADE MARK 


but = who makes it 
7 


, ; ( ffice 
Look it |__ Acpierce 


BUYERS 
INDEX 


ISSUE 


Complete buying information 
at your fingertips 


1 PRODUCT INDEX—over 1,500 products classified 


2 DIRECTORY OF MANUFACTURERS—over 3,000 with 


names and addresses 


3 TRADE NAME—TRADE MARK INDEX—over 6,000 


with names of manufacturers 


4 MANUFACTURERS’ ADVERTISING—many use cato- 
log-type advertising giving complete product infor- 
mation 


5 TRADE ASSOCIATIONS—City, State and National 
names and addresses of officers and meeting dates 
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STAPLING MACHINES 


( and STAPLES... since 1919 


In many localities 2 owt of every 3 
wy, staplers in use are MARKWELLS. 


MARKWELL MFG. CO. 


200 HUDSON ST., NEW YORK 13, N 





SORTKWIK—The New Finger-Tip Preparation 


Replaces irritating rubber 
fingers and unsanitary 
sponges. When applied to 
the fingers, Sortwik creates 
a tacky film that picks up 
papers easily. Girls love it. 
Used by banks, depart- 
ment stores and offices 
throughout the country. 
Attractive Plastic Case Re- 
tail Price 50 each. 


Lee Products Co. 
2736 Lyndale Ave. Se. 
Minneapolis 8, Minn. 











FOR ALL TRAVELERS | 


by train, bus, plane or automobile, ff 
whether for pleasure, on private busi- ff 
ness or government service, 


BEACH’S 


“Common Sense” 


Expense Books and Sheets 
are best for keeping track of expense. 
There is a Personal Expense Book, too, 
for records at home. 


Beach Publishing Co. 


7338 Woodward Ave., Detroit 2, Mich. | 
—————— 











FREE HAND BINDER! 


A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
and secures contents 
against loss and spoil- 
age. Thousands in use 
daily. 

Here's a profitable item 
for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
BINDER CO. 
43 Fulton Street, New York, N. Y. 
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EXTRA PROFITS customers 


SCHOOLS © CHURCHES © CLUBS etc. 
WE DROP SHIP DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOUR PART N 


FOLDING TABLES 
CHAIRS — 138 STYLES 


@ STEEL OR WOOD 

@ FOLDING 

@ NON-FOLDING 

@ TABLET ARMCHAIRS 
@ AUDITORIUM UNITS 
@ 6 Ft. and 8 Ft. TABLES 
@ SCHOOL DESKS 
SPECIFY REQUIREMENTS (Quantity, Stee! or wood) 


Adirondack Chair Co. 



































Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 


Master 
Speed 
Keys 


Spring Cushion 





Typewriter 





Keys 








268 S. Chauncey St. | 


PEED KEY CORP. Brooklyn 33, N. Y. 








Give Your TYPEWRITER that 
NEW LOOK ~** BRAND NEW KEYTOPS 


Underwood 


NATIONAL CASH 
REGISTER KEYTOPS 
@ 2000 CL 
e@ 100 CL 
@ Oblong Control 


Sones eset 
A. KRG 





We supply & engrave 
Cash Register wheels 


: 
Remington Rem. Noiseless 
No. 17 & IBM & No. 17 
Write or call for free catalog & price list 


PEAR 36 W. 29th St 


—— New York 1, N. Y. 


ROLLING STORE LADDERS 














ROLL 5G LADDERS—Made 
from Oak or Birch 

SIDE and °CEILING TYPES 
page stecl track i © mountir ng 














m shelving, fllr cat ets or | 
ceiling. | 
‘A’’ and EBRARY TYPES 
require no nd re | 
mounted on a. Is wit Auto 
matic Safe ply Brake | 
Send for Cire mine 42-0A and 
dealer discour 
| WELDED “STEEL SAFETY | 
- ADDERS—Made ph om 1 di- 
meter round fu ture tul | 
inet, with expar ac 4 me tal 
steps. Mounted or Swivel | 
rake Casters Ls dder can be 
rolled freely whe » one is | 
m it When y t n the 
ladder the ruht t 1 leg | 
t 1 the floor 
rolling Made in 2 to 8 ster | 
| heigh's, and 3 wi atns a 
Send for Circular 52-0A and | 
| dealer discount, 
! Manufactured by | 
11, D. COTTERMAN “ “ssizzastas! 4 | 
it, UU. CHICAGO 40 





HEAVY CANVAS 


NIGHT DEPOSITORY 
BAGS 


THE STANDARD HEAVY DUTY CASH 
CONTAINER FOR DEPOSITORIES 
COLLECTIONS — ETC. 


anne He HE & = 
Mr. Dealer: 


If you serve banks, truckers, etc., your 
customers need Maybeck Depository 
bags. Don’t lose customers or sales 
because you don’t have these bags in 
stock. 

Buy direct at the right price. 

WRITE NOW for descriptive circular and 
prices. 


H. G. MAYBECK CO., INC. 


131-19 Jamaica Avenve Richmond Hill 18, N.Y. 








\-— — om 
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THE 


WREN-KIT 


(Patented) 


Unfitted 
TRAVEL KITS 


4 different models 
9 or 10 inch sizes 
Ginger or Suntan 


Top grain cowhide. Talon zipper 
Multiple saddie-stitched. Piastic 
waterproof pocketed lining. tndi- 
vidually boxed. 


RL 


GENVINE TOP GRAIN 








A SURE PROFIT-MAKER! 
Write for Literature & Dealer Prices 


HARRY WARREN Mg. Co. 


127 South Market St. Chicago 6, Ill 











Mami 
CELLULOID PRODUCTS 





Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicage 9, U. S. A. 








SAVES TIME AND WORK! 


MAKES 8 BASIC FOLDS ON 
SHEETS UPTO 8', x 14 


AT A PRICE 
EVERY OFFICE 
CAN AFFORD 


FULLY roid O'motic 


GUARANTEED 
DESK MODEL FOLDING MACHINE 


"gq Equipment and Supplies 


sively by PRINT-O-MATIC (CO, INC 
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FOR 
EVERY 
PURPOSE 


NOTCHING 
«<— PUNCH 





TICKET PUNCHES 


THE HOGGSON & PETTIS MFG. CO., 141T Brewery St, New Haven, Conn. 








TALLY PUNCH 





Nos. 17, 33—Notches cards, sheets, ete. No. 

17 dies not over 4” wide, &” deep; No. 33, 

not over 4%” deep 

No. 2—For %- 4” round holes; 134” reach. 

No, 3, 14” reach & No. 12, 2° reach, same 

style as 2. All will take special dies. 

Toler Sanshy—ihenialiie number of punchings 
99,999. Punches 4%”, *&” or %* a + 

special designs. Same counter available in our Nos. 

2, 3, 10, 11, 21. Write for circulars, 











WANTED BSS 


AGENTS 


Who Call on Financial Institutions 
To SELL A Complete Line of: 
PASSBOOKS 
POCKET CHECK COVERS 
COIN SAVERS 


write to 





AMERICAN PASSBOOK CO. 


Ontarie Building Cleveland 13, Ohio 








SIGNS—NAME PLATES 


Plastic « Walnut « Bronze 


* Bank Signs 

¢ Office Identifi- 
cation Signs 
Memorials 
Plaques of Dis- 
stinction 
Incomparable 
Desk Name 
Plates 


Largest Assort- 
ment & best 

ones available 
—You be the 

judge! 


WALTER E. KUTCH CO. 


18229 W. McNICHOLS DETROIT 19, MICH. 














Too! 













Ed0_ 
ot Of et 
ere: 


emnprover 
’ L 7t 






DAYTON STENCIL 
WORKS CO. °suis" 


Tk Potut MECHANICAL 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 
ARTISTS, ACCOUNTANTS 


Leads are pointed in a fraction of the time 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — 
will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 
prices, write today to 


—————-_. ELWARD MANUFACTURING CO. 


Boker Street, Coloma, Michigan 








All Styles of RING and POST 


complete line of Binders for the 


Commercial Stationer 


Write today for Free Catalog 


NEIMAN LOOSE LEAF & BINDERY CO. 


NOT INC. 


1717-19 $. HALSTED ST. e CHICAGO &, ILLINOIS 

















HERE’S HOW 
TANGLED PHONE CORDS 
MAKE $ $ $ FOR YOU! 


Every one needs ‘“KOIL-O-MATIK.’ 
Here is a RUBBER COVERED, sturdy, steel 
spring that abolishes kinks and snaris and 

itomatically COILS dangling cords out of 
the way. RUBBER COVER prevents 
scratching desks. Safe guards against 

shocks’’ and ‘‘shorts."’ 

Grand for electric irons, toasters, lamps, 
etc. Fits all size cords, even solid rubber 
ones, Keeps full length available, 

**Koll-o-matik”’ is only RUBBER COvV- 
ERED coiler made and it’s unconditionally 
guaranteed for 1 year. 








liberal discounts, Write today for 
back"’ Sales Guarantee. 

The Neverknot Co., Dept. 114 
4525 Ravenswood, Chicage 40, tt. 











OFFICE APPLIANCES, November, 1953 





323 





















NEW 





1133 BROADWAY, 





a” 


Your PROFIT OPPORTUNITIES 


Are Greater 


Because “WE “WE 


Dealers who have their own private label brand duplicator 
supplies — Stencils — Ink — Spirit Fluid—Master Units, etc. etc. 
GET THE REPEAT ORDERS when they sell GUARANTEED, PRI- 
VATE LABEL merchandise made for them by the 


ACE DUPLICATING SUPPLY CO., Inc. 


Manufacturers of Duplicating Supplies since 1930 


2616 Sunset Bivd. Los Angeles 26, Calif. 


e today for price list, samples and 
Write booklet on “How to increase profits.” 


A Preservative for Linoleum DESK TOPS 
Makes Cleaning Easy—Restores Lustre and Beauty. 


Keeps linoleum pliable and resistant 
to wear and stains. 








Made by a patented formula. Tested and used success- 
fully for years by one of the country’s leading office desk 
manufacturers. 

When you sell a Desk, at the same time sell at least 
one can of LINO FOOD to keep it in proper condition. 


List Price $2.50 per WRITE for details 
quart size can. and Dealer Discounts. 


LINO FOOD wien Gate 2, Mich, 


TYPE GLEANING MADE EASIER 


with the amazing 


lira j 


CLEANS 
* Typewriters 
* Billing Machines 
® Adding Machines 

















Typists and business 
machine operators want 
*Norta Plastic Type Cleaner 
—it's easy to use—no mess © Addressing Plates 
—no liquids to spill. ¢ Marking Devices, etc 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


Free somple sent upon request...write to 


NORTA DISTRIBUTING COMPANY 


1165 Broadway, New York 1, N. Y. 
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To Dealers ONLY; 


A complete Catalogue available! 





YORK 





ml 
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Lit-Ning‘s 


New Patented 


ACE Sr. 
Copy Holder 


Line Spaces Single 
Sheets to Thick Law 
Books. Variable line 
spacer used on either 
side. Reversible green 
pica and elite type 
scoles to measure and 
center your headings. 
Collapsible 


Model 2C 


PRODUCTS CO. 
2504 Eim Ave., Fresno, Calif. 





2. 


LIT-NIN 











Sell telephone comfort 
and convenience in the NEW 


REST-A- PHONE 


UNIVERSAL MODEL 


TELEPHONE REST 


the new features include .. . 


(1) Universal mode! fits €-1, F-i, and G-1 
handset (Western Electric equipment). (2) New 
Sed ribbed rubber will not soil clothing. (3) 
atented 3 point suspension makes Rest-A- 













Phone a true telephone and not just a . 
(4) Molded of tight, tough, tenite plastic to 
eliminate weight. (5) Spring clip gives S&S sec- 
ond instaliation with complete ease of adjust- 
ment. (6) A 7 degree siope on cradie ets 
slope of average shoulder and gives greater 
stability. Write today. A triai order will prove 
profitable! 

Exctusively Patented & Manufactured by 


Rest-A-Phone Co. 


P.O. BOX 8788 + PORTLAND 7, ORE. 















—_= Rugged all steel chair caddy will give years 
| —s of trouble-free use. De- 
/ signed to hold any size 
folding chairs. Capac- 
ity up to 60 single fold 
or 30 double fold 
chairs. Also adjustable 
chair caddys, table 
caddys and under 
stage models. 
Don't Forget . . Midwest 


For The Finest in 
Foiding Tabies! 


Write today for 
specifications and prices. 


Distributors in all principal cities. Sold by all Equipment Declers. 


MIDWEST FOLDING PRODUCTS 


DEPT. 0-2, ROSELLE, ILLINOIS 
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SINGLE - 
Ink Eradicator 


@ INK-OUT contains no free 
leaves no brown stains. 

@ INK-OUT makes nent eradice- 
tions quickly with one application. 

@ INK-OUT removes ink, iodine, fruit 
and medicine stains from paper, 
hands and clothing. 


MONTCLAIR. NEW 








oa 


i 


CARDINELL CORPORATION 








The time-saving snap-on 


PENCIL CLIPPER 


for 
, Artists, 
Engineers, 
Draftsmen 
Keeps pencils or brushes within 
hand-reach. Allows grading, free- 
dom of drafting machine, immediate 


selection of correct pencil. Prevents 
soilage and lead point breakage. 


List 
Price 


Y 






Liberal Dealer Discounts 


ROWLEY'S 


Office Equipment Co. 


La Crosse, Wisconsin 











Pen & 
Pencil 
Rack 


89c 


Regular dealer discounts Mahogany Base 
shipped 1 doz. per carton 





Durable spring steel 


Wis 


P.O. Box 2095A Madison, 
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- « « Raise the headpiece to any desired 


® PLANTS 

a position . . . it will automatically stay at 
e HOTELS that position . . . To release the “Magic- 
5 amt ROOMS 101d,” raise the headpiece all the way. 


NIGHT CLUBS 

> an = it can then be lowered to the “flat” posi- 

® poctors tion. Available in the finest plastic mate- 
variety of colors. Show 


sinsrtunons tials In @ wide 
Leisurest for extra salesti! 
WRITE FOR OUR NEW CATALOG OF LEATHER FURNITURE 









BEAUTIFULLY DESIGNED — 
_ Desk Pad Accessories 








—_— ——- 


SMARTLY STYLED 
TO FIT EVERY 
TYPE OF OFFICE 


Luxurious top grain 
leathers in Steel 
Gray, Molten 
Brown, Pine Green 
and Rich Maroon. 






4 
a 





;| 





WRITE FOR 


— TE | CATALOG 
CHICAGO DESK PAD CO., 





INC. 
15 NORTH JEFFERSON ST.— CHICAGO 6, ILL. 


|= rey B e 


Model 1546 (illustrated) — desk scale, with 
Lustron plastic body — 2 Ibs. by 1! oz. 


Model 1509 — for average office use. 5 Ib. 


by 2 oz. Computes postage for air-mail, 
first-class, and merchandise up to 4 Ibs. 


Model 1530, Parcel Post Scale. 


25 Ibs. by 1 oz. 


Model 151 5, Heavy duty Parcel Post 
50 Ibs. by 2 ozs. 


Model 158, Hanson, Jr. 8 oz. by ‘2 o2. 
HANSON SCALE CO. .. 


NORTHBROOK, ILLINOIS 























YAWMAN +» FRBE MFG.(0. 


1015 JAY STREET, ROCHESTER 3, N.Y., U.S.A. 
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help wanted 


Dealers, manufacturers, representatives, wholesalers wanted 
to contribute historical material for the big 50th Anniversary 
Issue of OFFICE APPLIANCES. Chance to take part in 








the greatest publishing effort in the history of the é 
office supply and equipment industry. Write OA today. 








Yes, we do need help. 


Specifically we need historical data on all firms . . . retail, wholesale, 

manufacturers . . . which have been in business since 1904 or earlier. 
Photographs of the original store, plant, or product are desired also. Much of 

this data is already in our files but we want to be sure that we know of every 


eligible firm. Special editorial mention will be made of each company qualifying. 


In addition we want to recognize every individual who has been a member 

of the office supply and equipment industry for 50 years or more. Anyone with 
such a splendid record should not feel reticent about sending this information to us. 
Readers knowing of anyone eligible are encouraged to send us the name so that 


the necessary data can be obtained. 


This Commemorative Issue will mark A Half-Century of Progress—a record of the 
rise of a great industry. We hope our friends throughout the trade will contribute 


to this record by sending us whatever historical data is available. 


write us today 
The Editors 


office appliances 


———600 WEST JACKSON BLVD., CHICAGO 6, ILL. 





326 OFFICE APPLIANCES, November, 1953 OFF 








YOU CAN BE 
“Champ” in the 


OFFICE EQUIPMENT & STATIONERY STORE field 





Tell Us Your Brand Story for 1953... 
win a Brand Name Retailer-of-the-Year Award 
125 Winners...5 in Your Field 


‘“‘Retailing’s Most Coveted Honor! “’ 














Winners to be Honored on Brand Names Day—U.S.A., April 14, at a dinner in the 


Grand Ballroom of the Waldorf-Astoria Hotel, New York City. 





BRAND NAMES FOUNDATION, INCORPORATED 
37 West 57th Street, New York 19, N. Y. " . 
Firm Name 
Yes! I want to be considered for a 1953 Brand Name 
Retailer-of-the-Year award. 
po 8 es 
Please send an entry form to help me tell you 
my brand story. I understand that I will also E : 
. Ba ee . ——— 


receive the free booklet, “Dividends from 
Brand Selling,” which includes full details 
about the awards. Title - 





Enclosed is the story of my firm’s 1953 brand 








: . ‘ Street 
activities. | understand that I will receive the 
booklet, “Dividends from Brand Selling,” 
which includes full details about the awards. City and State 





Send for full information and your free copy of the booklet, “Dividends from Brand Selling.” 
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No. 1265 
Secretarial Posture Chair 






No. 1250 


Spring tension tilting back 
Executive Posture Chair 


rest with four way adjustment. 
Posture shaped height- 
adjustable seat of buoyant 
molded foam rubber. Re- 
placeable snap-on seat. 







Free floating padded back rest 
adjustable up, down, forward 
and back. Spacious coil spring 
waterfall roll front seat with 
individualized up-down con- 








to increase office efficiency and your profits! 












Now give your customers the finest in secretarial and 


executive posture seating. Royal combines comfort — 
°o. 





with perfect support in these precision engineered Secretarial Posture Chair 
swivel models with fully adjustable seats and backs. Four way adjustable floating 
Frames are of strong, durable square tubular steel, and a gy eaomggset nm — =. 
island bases are all welded. Choice of handsome Pearls mag 
Plastelle finishes. replacement 


P.S.—We’ve redesigned our entire line of square 
tube executive chairs. Improved features at no in- 
crease in prices! Write for free Royal catalog today. 


ess, because --: 





ce chairs cost | 


a tired worker 


metal furniture since '97 €> costs much more 


good chair 


The best offi 


i 


ROYAL METAL MANUFACTURING COMPANY than ¢ 


175 North Michigan Avenue, Dept.511, Chicago 1 


Factories: Los Angeles « Michigan City, Ind. - Warren, Pa. - Walden, NY. « Galt. Ontario 
: Chicago « Los Angeles « San Francisco - New York City 
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No. 4 of a Series 


forget the PERRET OS 
Out-moded Waye , 


4, 













"Ne 





eee 


. e. 
Sn Pr 


to control 

print pressure 
‘ on your 

duplicator 


eae SG 


You'll find this new and improved pressure control conveniently located 

ADJUSTABLE adjacent to the cylinder and perfectly visible from the operating position 

on your Heyer Model 70. It’s simplicity itself to move the lever to the cor- 

rect one of the graduated Low, Medium, or High pressure adjustments for 

PRESSU Aq: CO NTROL the duplicating job you are doing. Lever works easily . . . can’t get out of 
order ... and you don’t need the strength of a steamfitter to make and hold 


the adjustment. A child or inexperienced operator can produce uniformly 
O N T H E bright copies and consistent quality runs without worry, strain or waste. 
Short runs can be produced at any pressure stage. Long runs are best 


yroduced by starting at low adjustment and gradually increasing lever 
. . f+ 5 jt . © = . B 

position to highest pressure . . . Your Conqueror automatically feeds any 

paper stock from newsprint to cards, up to 9x14 in. in size. The adjustable 


pressure control assures bright copies on any surface. Long runs of bright, 
clean copies are yours every time! 


long runs 


THE MACHINE WITH 


ALL tHe FeatuREs 
. senthe colnner sane 


| 
\ 
” 
a a Visible Fivid Supply. No need to ever 
cy run dry. Big 32 oz. tank—no pumps, no 


{ 2 rubber hoses...operates with a minimum 
 —_ of fivid consumption, 
es, 


Built-in Reset Counter. Always visible to 
3 operator. Ne waste... you run exoct 
“ number of copies you want. 


FEATURE NO. 4—New 
Adjustable Pressure Control, 













|| completely described above. =e $] 4 500 
only... Ask your HEYER man, 
— New Rotary Feed. Provides up Plus Fed. Excise Tax or write for literature and prices. ‘ 
| ro to 150 copies per minute in 
a | i} perfect registration . . . card 


SeeMNUUNUUERURY, hl) 


oe FAMOUS IN DUPLICATING FOR OVER 50 YEARS eceee 





THE HEYER CORPORATION 1852 South Kostner Avenue, Chicago 23, Minois 









Eastern Office Western Office Canodion Distributors 
17 East 17th Street 2610 Sunset Bivd. beaewrye? 4 
New York 3, N. Y. Los Angeles 26, Calif. Montreol— 





Vancouver 





3 BIG Reasons — 
d 


why you will 
enjoy a 
BIG Christmas! 


... The Underwood CHAMPION! 
... The Underwood CORRESPONDENT! 
... The Underwood LEADER! 





START PUSHING THE UNDERWOOD LINE OF 
PORTABLES FOR CHRISTMAS... now! IT 
ISN’T A BIT TOO SOON. 

Right now your customers are looking 
for...and actually buying presents. 
Underwood Portable Typewriters have 
always been Christmas favorites... for 
school children, for Mother, for Dad, for 
the entire family! This year they will be 
in greater demand than ever! 

The Underwood line of portables satisfies 
every taste and purse. What a selection! 
What features! And they are backed by 
national advertising to pre-sell for you. 


Underwood Corporation 


Typewriters... Adding Machines... Accounting 
Machines...Carbon Paper... Ribbons 


One Park Avenue New York 16, N. Y. 
Underwood Limited Toronto 1, Canada 
Sales and Service Everywhere 










beauty! See-Set Margins, as 
Key-Set Tabulation and 9) ¥j#) 

other standard office- : 
sized machine features 


’ 
t 
a) 
v 
; 


‘It pays to promote UNDERWOOD! 


25a 





CHAMPION 
in every way. A tis 


















fa >. _ : 
- ‘y 4 & 4 4% j . 
~ i, faa 
for quality typing OD! OF ANY. Bee 7 
and ease of Utes V4 


operation. 
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cate ¥ 
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Great new 
CORRESPONDENT 
portable... light, 
sturdy, good-looking 
..-has all arithmetical 
and business symbols. 
Recently featured 
in national ads. 
Moderately 
priced. 















¢ eS 
This low-priced 
LEADER, ‘ 
fastest selling portable, 
features the “‘Family 
Keyboard.” Easily and 
neatly answers every 
typing need. A 
popular favorite...for 
school work, too. 
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